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Top Cars 


| New-car registrations for two 
onths, plus three states for 
larch: 


1—225,185 
2—210,384 
S— 36,637 
4 70,311 
5— 64,138 
6— 50,575 
7— 40,372 
S— 37,770 
S— 23,174 
1e— 17,276 
i— 17,208 


15,523—11 

16,769—10 

10,405—13 
Stadebaker 14,784—12 
Lincoln 


6,272—14 
Imperial 
Nash 
Metropolitan 534—19 
Hudson 1,982—17 
Packard 5,730—15 
138 Continental 379—20 
18,826 Misc. 10,648 
Total All Makes 
899,421 906,384 
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4,739 
2,248 
1,183 
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97 Stocks Level Off a 


By Maynard M, Gordon 
News Editor 
pee contests and spring pro- 
motions have paid off for new- 
car dealers by slowing up the climb 
in ’57-model inventories. 

New-car stocks as of Apr. 1 are 
estimated by Automotive News at 
762,921, only 4.1 percent above the 
March 1 total of 733,008. 

A late-March surge in show- 
room sales, coupled with the 
lowest Apr. 1 rate of factory 
shipments in four years, 





|the month. This compared 


pril Output Headin 
oward Year’s Low 


By Martin L. Whitmyer 
Staff Writer 

S. AUTO manufacturers ap- 
We pear to be heading in April 
for their lowest monthly output of 

year. Truck assemblies, how- 

, are expected to be up some 18 
percent over last month. 


Car output for April is es- 
timated at 561,500 units, down 
some 3 percent from March’s 578,- 
$26 assemblies, and only 2.5 per- 
gent above April a year ago, 
when the manufacturers rolled 
$47,617 cars from the lines, Lowest 
“monthly output this year was 


Truck output is estimated at 105,- 
072 units, up 18 percent over the 
$9,030 units turned out in March 
and 68 percent above the 98,340 
trucks turned out during April a 
year ago. 

It also will mark the first time 
truck assemblies have surpassed the 
100,000-unit mark since March, 1956, 
When the manufacturers rolled 104,- 
&47 units from the lines. 

, * * 


‘AR output last week dropped to 
126,807 units, down 2.7 percent 
from the previous week’s 130,318 as- 
@mblies and 6.7 percent off the 


135,938 cars built during the week 
ended Apr. 13 a year ago. 

Last week’s output was i02.7 
percent of Automotive News’ 
three-year index, compared with 
the 105.6 percent compiled on the 
previous week’s assemblies. 

Leading last week’s declines was 
Chrysler Corp., which reduced out- 


put 15 percent from the previous 
(Continued on Page 77, Col. 3) 


Miller-Ford Test 
Held Victory for 
Franchise System 


= legal armor surrounding the 
historic factory-dealer relation- 
ship has remained intact in the first 
court test since passage of the 1956 
good-faith law. 

In the opinion of factory at- 
torneys, Judge Roszel C, Thom- 
sen’s decision in the Miller 
Motors-Ford case strengthened 
the franchise system. 

“Legally,” a Big Three counsel 
said, “this is the best news we've 
received in 18 months, The judge 
concluded in one phase of his de- 
cision that not even the good-faith 

(Continued on Page 76, Col. 1) 


68,400 © 1, 68,100 Apr. 1 of 

and 99,500 Apr. 1 of 1955. 
> * 7 

THE March sales rate of 

ately 540,000 cars, the 

. 1 imventory represented a 44- 

supply, up only two days from 

March 1 stockpile. 

It wag too early to state, however, 

dealers were “out of the woods” 

-wise, in spite of the rela- 

tively slight boost in inventories 
during March. 

“Well-stocked” and “loaded” 
were the most typical descriptions 
by dealers of their April inven- 
tories. Actual shortages in 
various models or lines were 
reported by few dealers, but on 
the other hand the “spring 
market” was shaping up as 
better than 1956 for the majority 
of retailers. 

The fact that inventories a year 
ago totalled 898,669, nearly 18 per- 
cent above the current Apr. 1 ag- 
gregate, apparently figured in the 
increased dealer optimism for the 
1957 spring season. 

= > = 

N APRIL, 1955, at the outset of 

the highest new-car sales quarter 
in history, there were 643,538 new 
models in dealer stocks, This was 
18% percent less than the compa- 
rable 1957 inventory and 40 percent 
below the whopping load under 
which dealers worked a year ago. 

Although this month’s new-car 
stocks exceed the level of April, 
1955, by 119,000 units, dealers seem 
to be encouraged sufficiently by the 
curtailment in factory output so as 
to be far less concerned than they 
were a year ago. 

When April arrived last year, 
there was still every reason to 
believe that the spring quarter 
would come close to that of 1955, 
when new-car sales reached an 
astronomical 1,966,394 units. 

Instead, sales for April-May-June 
of 1956 slumped to 1,664,063. New- 
car inventories stayed out of bal- 
ance until sharp production cut- 
backs and a long cleanup squared 
things away in time for the ’57 
models last fall. 
+ 7 * 
UTO manufacturers this year 
have not repeated the crash 


New-Car Production . . . Going Down? 


What’s Happening This Year— 


Jan. Feb. Mar. April 


*April figure is a projection based on daily rate. 


May 


580,800 597,225 


buildup in field stocks which pre- 
ceded the 1956 spring quarter. 
The March tapering-off has given 
dealers more confidence that stocks 
will stay under control in the 
months ahead, even if the sales 
rate is no higher than a year ago. 


were put on the shelf last week. 
The one manufacturer still 
plagued by shortages — Chrysler 
Corp. — was struck by a no- 


overtime edict from UAW local 
presidents seeking to bolster the 
strike at the company’s Maywood 

(Calif.) plant, 

Of course, if this strike is settled 
and sales bounce up smartly in 
April and May, a June addition to 
production schedules is considered 
possible. But, as one General Motors 
official commented last week: 

“We've had a seller’s market and 
a buyer’s market. Now, it’s a 

(Continued on Page 4, Col. 1) 


Dealers’ Total New-Car Stocks 


(In Field and in Transit to Field) 


4 ‘yf 
Za 4 


762,921 Cars 


IY fff 998,669 Cars 


| 903.789 Con 


WEE IODIT | 10.98 co 


PREVIOUS 


HIGH 
903,789 Cars—March 1, 1956 


RECORDS 


LOW 
157,607 Cars—Nov. 1, 1954 


—Automotive News Compilation 


Rise in U.C. Market Cuts 
Inventories to 57 Low 


By Robert M. Lienert 
Associate Editor 

A STEADILY increasing ground- 

swell of selling has brightened 
the outlook on used cars and 
dropped inventories to the lowest 
point of the year, field reports in- 
dicate. 

As of Apr. 1, the average fran- 
chised dealer’s used-car stock was 
good for 32.8 days of selling, ac- 
cording to Automotive News’ es- 
timates. 

This compares with a 36-day sup- 
ply a month earlier, although it is 
somewhat higher than the 27.3-day 
supply recorded on Apr. 1 a year 


+ * * 


ago 
More than half of dealers polled 
on the used-car outlook said 
they expected used-car sales. this 
year would be as good as they 
were in 1956. Last year, of course, is 
considered the best year in history 
for used-car operations. 
In many oat in 1956, 


be as good as they were last year, 
or used cars “will become a de- 
terrent to new-car sales.” 

Some dealers, while reporting 
their used-car stocks in good shape, 
expressed caution over the outlook. 

. 7 > 


“Tae ce sales this year will 
depend on farm crops and 
prices,” said a dealer in the Great 
Plains. 
“We're waiting for the weather 
(Continued on Page 4, Col. 3) 


Inside 
Auto News 


e@ Multi-item orders urged to 
boost service revenue, Page 
37. 
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Dodge, Willys Also Up . .. 


Ford Leads Gainers 
In Truck Output 


By Martin L. Whitmyer 
Staff Writer 

AMPERED by a supplier strike 

that curtailed heavy-duty truck 
output for several weeks plus other 
slowdowns due to changeovers, the 
commercial-car builders turned out 
275,376 units during the first quar- 
ter of this year. 

That’s an 11.9 percent decline 
from the first three months of 
1956, when the manufacturers 
assembled 312,620 trucks. 

The January-March period this 
year saw a small improvement by 
so-called “independent” truck mak- 
ers in percent-of-total-industry as- 
semblies. 

a * 
smaller producers—Diamond 

T, Divco, Mack, Reo, Stude- 
baker, White and miscellaneous— 
turned out 15,819 trucks for 5.74 
percent of total industry output 
this year, compared with the 5.65 
percent gained on 17,665 units a 

year ago. The group’s gain over 
1956 was 0.09 percentage points. 

The volume makers—Chevrolet, 
Dodge, Ford, GMC, International 
and Willys—turned out 259,557 
trucks for 94.26 percent of total 
outout this year, compared with 
94.35 percent on 294,955 units a 


year ago. 

Individually, Ford made the big- 
gest strides during the first quarter, 
jumping its percent-of-total output 
3.95 points over a year ago. 

oa * = 


THER manufacturers recording 

gains were Dodge, up 1.08 per- 
centage points; Mack, up 0.18; 
Studebaker, up 0.03, and Willys, up 
1.13. 

Biggest loser from a year ago 
and probably hardest hit by the 
was Interna- 
tional-Harvester. which fell 4.26 
ne points from its 1956 


Other manufacturers who lost 
ground from the first quarter of 
1956 were Chevrolet, down 0.31 per- 
centage points; Diamond T, down 
0.02; GMC, down 1.69; White, down 
0.02, and the miscellaneous group, 
composed of Corbitt, Marmon- 
Herrington, Four-Wheel-Drive, etc., 
down 0.07 points. 

* * 7 
pprveo and Reo remained steady 
at the same percent-of-total 
output level gained during the first 
quarter of 1956. 
Ford made its improvement 


Business 
Barometer 


Auto Production — 150,698 cars, 
trucks in week vs. 159,998 year before. 

Business Failures — 231 in week 
vs. 217 year before. 


Loadings — 694,922 cars 
in week, a decline of 30,046 cars from 
year before. 

Gasoline Stocks — 203,489,000 
barrels, a decline of 2,032,000 barrels 
in week. 

New-Truck Registrations—|22,- 
545 in 1957 to date vs. 145,382 year 


before. 
Oil Stecks — 252,309,000 barrels, 
a decline of 933,000 barrels in week. 
Soft Coal Output — 10,565,000 
tons estimated in week vs. 10,260,000 
fons yeor earlier. 

— 91 percent of 
capacity estimated vs. 90.6 percent 
week earlier. 

Used-Car Prices — $936 average 
in April to date vs. $946 in March. 
Wholesale Prices — 116.9 percent 


of 1947-49 index vs. 117 percent week 


le 


Common Stocks 
Apr. Apr. 
10 «(3 
Am. Motors 7% 7% 
754%, 73% 
57% 
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over a year ago on the basis of a 
production of 84,109 trucks and 
30.54 percent of total industry 
output this year, compared with 
83,137 units and 26.59 percent dur- 
ing the corresponding period of 
1956. 

Ford, Dodge and Willys were the | 
only manufacturers to record nu- 
merical gains over a year ago. Ford 
was up from 83,137 to 84,109 trucks; 
Dodge, up from 22,236 to 22,560, and 
Willys, up from 16,965 to $18,068) 
units. 

= * = 
ODGE’S output of 22,560 trucks | 
this year was good for 8.19 per- 
cent of total industry output, com- 
pared with the 7.11 percent gained 
on 22,236 trucks produced a year 


ago. 

Willys captured 6.56 percent of 
total output on its 18,068 assem- 
blies this year, compared with 
the 5.43 percent gained on 16,965 
units a year ago. 

Mack turned out 4,831 trucks for 
1.75 percent of total industry as- 
semblies this year, compared with 
1.57 percent on 4,913 units a year 
ago, while Studebaker rang up 1.12 
percent on 3,086 trucks this year, 
compared with 3,411 units and 1.09 
percent in 1956. 

>. * = 

HEVROLET turned out 93,009) 

trucks for 33.78 percent of total 
output this year, as against 34.09 
percent gained on 106,589 units a 
year ago. 

International fell off from 38,- 
688 units and 12.38 percent of 
total output in 1956 to 22,372 
trucks and 8.12 percent during 
the first three months of this 


year. 
White turned out 4,314 trucks for 





1.58 percent of total output this 
year, compared with the 1.60 per- 
cent gained on 4,989 units a year 
ago. 
> * * 

MC fell from 27,340 trucks and 

8.75 percent of total output a 
year ago to 19,439 units and 7.06 
percent during the January-March 
period of this year. , 

Diamond T turned out 1,048 
trucks for 0.38 percent of total 
output this year, compared with 
0.40 percent on 1,257 trucks a year 
ago. 

The miscellaneous group, which 
lost Brockway to White, dropped 
off from 997 units and 0.32 percent 
of total output a year ago to 697 
trucks and 0.25 percent this year. 

Diveo remained steady at 0.37 
percent of total output, though its 
overall production dropped from 
1,160 units a year ago to 1,006 this 
year. 

Reo dropped numerically from 
938 to 837 units but remained steady 
at 0.30 percent of total industry 
assemblies. 


Each Truck Maker’s Share .. . 


First Quarter Output—'57 vs. ‘56 





MISCELLANEOUS*** 


Total Trucks, U. S 275,376 


Miscellaneous includes Corbitt, Marmon H., 


Pet. of 


4,989 
16,965 
997 


100.00 312,620 
Four-Wheel Drive, etc. 


***Autocar and Sterling are included in White Totals; Brockway in Mack, 





New Dealer Franchise 


Issued by Chrysler 


ETAILS of a new dealer sales 
agreement, a new parts and 
accessories program and a dealer 
group life insurance plan, were 
outlined today by L. L. Colbert, 
president of Chrysler Corp. 
~ Field men of the company’s 
marketing organization will begin 
presenting the new agreement to 
direct dealers today (Apr, 15.) 
In its introduction, the agree- 
ment states that its purpose is to 
provide a means for the sale of the 
company’s products in a manner 
that will best serve the interests of 
the retail customer and be of bene- 
fit to the dealer and the company. 
* 7 * 


T DECLARES that the success of 
the agreement rests on a recog- 
nition of the mutuality of interests 
of the dealer and the company and 
“a spirit of understanding and co- 
operation by both parties in the 
day to day performance of their 
respective functions.” 
Significant features of the new 
agreement, considered in detail 





Calif. Bill Would Ban 


Motorists at Age 66 

SAN FRANCISCO.—An amend- 
ment to the Motor Vehicle Code 
which would prohibit the issuance 
of driver’s licenses to persons 66 
years old and older has kicked up 
a storm in California auto circles. 

Leon J. Pinkson, auto editor of 
the San Francisco Chronicle, de- 
clared the measure is “purely 
class legislation, discriminatory, 
unjust and would accomplish 
nothing.” He said the State’s eye 
tests, written examinations and 
driving trials could weed out un- 
fit drivers “without resorting to 
an unjust law which penalizes 
good drivers as well as bad.” 








and reviewed recently with dealer 
councils representing the approxi- 
mately 9,000 dealers selling Plym- 
outh, Dodge, DeSoto, Chrysler 
and Imperial cars and Dodge 
trucks, include the following: 
1. It is a continuing agreement. 


2. The dealer may terminate the 
agreement on thirty days notice. 
3. It spells out the only causes 
for which the company may ter- 
minate the agreement on 90 days 
notice. 

+ * + 
4. THE agreement provides a 

* method for establishing the 
dealer’s sales responsibility, which 
will be reviewed periodically to 
take into account all factors affect- 
ing sales performance. 

5. It provides for high standards 
of advertising. 

6. It includes provisions to 
assist dealers in maintaining 
orderly and balanced rates of 
sales. 


7. It provides increased assist- 
ance to a dealer in the disposition 
of premises, parts, accessories and 
tools in the event of termination 
by the company. 

8. The agreement expands pro- 
visions for the dealer to nominate 
his successor in the event of his 
death. 

9. It makes provision to enable 
the dealer’s widow to hold a finan- 
cial interest in the successor dealer- 
ship, without time limitation, 

The new parts and accessories 
program, announced simultaneously 
with the sales agreement, extends 
increased assistance to dealers in 
maintaining balanced stocks of 
parts and accessories. 

* * * 

T PERMITS the dealer to return 

parts for credit within 90 days of 
purchase and to return accessories 

(Continued on Page 4, Col. 5) 


Grissom Replies to BBB Charges 


Editor’s Note: The letter below 
is in reply to an Automotive News 
article detailing by the Better 
Business Bureau a long list of 
complaints: 

” * 7 
i YOUR Apr. 1, 1957, issue of 

AUTOMOTIVE News, there appeared 
an article concerning our automo- 
bile agency, P. L. Grissom & Son, 
Inc., entitled “How Customer Com- 
plaints Keep BBB on Dealer Trail.” 
This article stated in part that I, 
Charles T. Grissom, and my father, 
P. L. Grissom, “had no comment.” 
I do have a comment. 

Because I am sure that your 
periodical, as the “Newspaper of 
the Industry,” is interested in an 
unbiased presentation of all the 
facts of a story, I trust that you 
will feel obligated to publish this 


rganization, in its 25th year 
of successful merchandising of 


automobiles, has always adhered to 
a creed of business ethics which 
holds that we should protect the 
good will of Chevrolet Motor Di- 
vision, the finance companies, the 
motoring public, and our employes. 

To this end, we have never failed 
to live up to all of the provisions 
of our selling agreement with 
Chevrolet, and we have surpassed 
all the objectives given us in sales 
of new Chevrolets, service and 
parts; we have never misrepre- 
sented in part or in toto any col- 
lateral contract to a finance com- 
pany; we have competitively priced 
our product to a constantly chang- 
ing market, and properly serviced 
the customer’s car according to our 
franchise agreement; and, we have 
built up a well integrated staff of 
employes who are proud to be a 


Fee Hike Progresses 


RALEIGH, N. C. — The House 
Finance Committee has reported 
favorably a bill which would add 
$1 to the cost of automobile license 
plates to finance driver-training in 
all North Carolina high schools. 
The measure has been approved by 
education officials and auto dealer 
groups. 


part of the P, L. Grissom organiza- 
tion. 
* * + 

77 THESE duties and responsi- 

bilities we have stood charged 
with being competitive and aggres- 
sive, but never “crooked.” Our 
methods of fulfilling the require- 
ments of this business have built 
a_two-million-dollar capitalization 
from $5,000 of borrowed money, It 
is our belief that retailing automo- 
biles should return a profit, and if 
this be a crime, then we are guilty. 


To substantiate my statement 
that we have been victimized by 
“scapegoatism,” I will present the 
other side of the story, following 
the same chronological order used 
in the BBB article, starting with 
1954 and through to this writing. 
During this period we sold and 
serviced a $23,720,841 business, of 
which not one dollar was written 
on a blank contract. This can be 
verified by the State Banking 
Commission of Michigan and its 
investigative agents. 

Also during this period we 
bought $525,909.91 worth of adver- 
tising in television, newspapers, and 
other media, of which the BBB 

(Continued on Page 73, Col. 1) 


Mich. Bill Aimed — 
At Factory Sales 


Would Ban Maker 
Retail Outlets 


LANSING.—A bill has been in- 
troduced in the Michigan House of 
Representatives to prohibit auto 
manufacturers from selling carg 
through factory retail outlets. 

If enacted into law, the bill 
primarily would affect General 
Motors, which has three Buick 
retail stores, two Cadillac retail 
stores and one Pontiac retail 
store. All are in Michigan. 

The bill, lebeled House Bill 594, 
was introduced Apr. 5 by Rep, 
Lloyd Gibbs, of Portland, and is 
supported by the Michigan Auto- 
mobile Dealers Assn. and the De- 
troit Auto Dealers Assn. 

Gilbert L. Haley, executive vice- 
president of MADA, said the bill 
had been referred to the State 
Affairs Committee and that many 
representatives were receptive to- 
ward it. Gibbs is chairman of the 
committee. 

The dealer groups are strongly 
urging members to contact their 
state representatives to inform 
them that they favor the bill and 
to urge members of the commit- 
tee to report out the bill for 
favorable passage. 

While the bill is primarily aimed 
at factory retail sales, it is also ex- 
pected to affect direct sales by fac- 
tories to employes or to private 
citizens when the cars have a few 
miles on them. 

For instance, MADA reported 
that in 1955 a total of 586 55 models 
were registered by the Oldsmobile 
division in Michigan and that 453 
new models were registered by the 
division last year. 

Haley said that a hearing will 
be held on the bill in the near 
future and that a number of deal- 
ers would testify. 

A GM official said that, if hear- 
ings were held, William Hufstader, 
GM distribution vice-president, 
probably would testify against the 
measure. There was no indication 
as to whether Ford or Chrysler 
would oppose the bill. 

The bill reads as follows: 

“Sec. 1. Whenever any motor ve- 
hicle manufacturer enters into a 
contract with a motor vehicle dealer 
whereby the dealer is authorized to 
sell at retail motor vehicles pro- 
duced by the manufacturer, it shall 
be an unlawful trade practice for 

(Continued on Page 4, Col. 3) 


UAW Clamps Ban 
On Overtime at 
Chrysler Plants 


ATLANTIC CITY, — The UAW, 
meeting in convention here, last 
week charged that Chrysler Corp. 
“violated an agreement” not to ship 
cars to California while a strike in 
the Maywood assembly plant there 
was in progress and ordered union 
members not to work overtime. 

Norman Matthews, director of 
UAW’s Chrysler department, admit- 
ted the order was a violation of 
the union contract. 

He called Chrysler Corp.’s man- 
agement “stupid, irresponsible and 
a management that does not always 
tell the truth.” 

The strike at the Maywood plant, 
near Los Angeles, began in the 
middle cf March. According to Mat- 
thews, most other Chrysler plants 
have been working overtime in a 
race to get new models to dealers. 
Dealers on the West Coast have 
said they are 25 to 30 percent short 
on inventories. 

Chrysler, queried earlier last 
week, said it had no statement on 
whether or not cars were being 
shipped to the Coast. The day after 
the query, the UAW took the action 
which, Matthew said, was made at 
a meeting of the presidents of 33 
Chrysler locals. 


Ford Fleet Sailing 


DEARBORN. — Ford Motor Co.’s 
ore-carrying freighter, the Benson 
Ford, left the Rouge plant dock 
Apr. 1 to begin the Ford fleet’s 1957 
Great Lakes shipping season. The 
Henry Ford II will sail today (Apr. 
8) and the Ford fieet’s newest and 
largest ship, the William Clay Ford, 
will depart Apr. 16. 
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S is the third of a series on 
“Cash in the Till.” In all the 
history of the trade, many dealers 
pave overloked the profit oppor- 
tunities in the service end of the 
business, Service has been neglected 
in spite of the fact that it can be 
obtained at full profit, is less com- 
petitive and constitutes more than 
twice the dollar volume of new and 
used-car sales. 

Dealers originally sold the 60 
million cars now in owners’ 
hands, All service business would 
naturally gravitate to them if 
they would but prepare to handle 
and promote it. 

Dealers have been reluctant to 
take the steps to meet this need for 
three reasons. The cancellation 
clause in all factory contracts made 
it risky to invest too much in main- 
tenance facilities. The cancellation 
clause also had the effect of forcing 
dealers to devote their efforts and 
investments to selling new cars. 

Now, the “day-in-court” law has 
removed these deterrents to em- 
phasizing the backshop. 

The third reason dealers ne- 
glected the aftermarket business is 
that service departments were con- 
ducted largely on the open-account 
basis which necessitated the use of 
much capital and involved sizeable 
credit losses. 


+ * * 


The Followup Program 


HE purpose of this series is to 
remove this last obstacle to re- 
gaining a greater percentage of the 
service, parts and accessory busi- 


ness. 

Last week we explained it was 
a public relations job to convert 
from the open account to the 
cash basis and suggested a letter 
by which you could take a refer- 
endum of your customers to ob- 
tain their reaction to such a 
policy. 

This week we offer two followup 


letters. 
LETTER NO, 2 

(To be mailed two weeks after 
Letter No. 1 to the same cus- 
tomers. Be sure that the letter 
gives at least 10 days’ notice of 
the date of changeover to a cash 
basis.) 

Dear Sir: 

You probably will be as 


Kentucky Dealers 
Elect 8 Directors 


LOUISVILLE. — The Kentucky 
Automobile Dealers Assn. has an- 
nounced results of an election for 
eight new directors. 

They are William Lester, Central 
City; O. H. Wallace, Bowling Green; 
Carl F, O’Daniel, Louisville; Frank 
Wilson, Bardstown; Edward Weber 
ir, Newport; Russell Crook, Dan- 
ville: W. E. Venters, Pikevilie, and 
Paul Dexheimer, Somerset. 
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Young Heads Illinois Dealers .. . 


By John 0. Munn 


terested and surprised as we were 
to learn that not a single one 
of the customers we addressed 
two weeks ago on the subject 
of placing our service department 
on a cash basis has registered 
an objection to such a change 
of policy, and many expressed 
themselves as favorable to the 
plan of paying expenses of car 
maintenance out of income. 

Therefore, effective (date), our 
service department will be con- 
ducted on a cash policy, supple- 
mented by a budget-payment plan 
which will take care of those cus- 
tomers who may find it more con- 
venient to spread their payments 
on major service over an ex- 
tended period. 

We deeply appreciate your 
willingness to cooperate with us 
and are glad to know that you 
will not let it interfere with the 
pleasant business relationship we 
have enjoyed in the past. We are 
certain the change will mean 
better service for you at less 
cost. This is your car’s home. We 
are as interested as you are in 
its performance. Bring it in fre- 
quently. 

Sincerely yours, 

CAR DEALER & COMPANY. 
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Explain Budget Plan 
LETTER NO. 3 

(To be sent to the owners of 
your make of car, whether they 
are on your service records or 
not, announcing adoption of the 
cash policy and budget payment 
plan.) 

Dear Sir: 

This is to let you know that in 
order to serve you more efficiently 
and economically, we have placed 
our service department operations 
on a cash basis. At the same 
time, however, for the conveni- 
ence of customers who need major 
repairs or supplies, we have made 
available a budget-payment plan. 

The monthly payment plan in- 
volves no downpayment, and 
amounts to as little as $2 a 
month. You can thus finance the 
cost of restoring your car to its 
original standards of perfor- 
mance, safety, and appearance, 
so that it will serve you with 
complete satisfaction and require 
less expenditure for maintenance. 

Drive in and let us check over 
your car within the next few 
days. We'll tell you what it needs 
and how much it will cost you to 
put it in prime operating condi- 
tion for the coming months. 

Sincerely yours, 
CAR DEALER & COMPANY 


Try a ‘Service Special’ 
HORTLY after you have sent 
the last of these three letters, 
we suggest that you follow up with 
a special service combination offer 
at a reduced price—motor tuneup, 
spring or winter conditioning, 
brake relining and adjustment, or 

something of that nature. 


You probably offer these 





anyway, 

time one to go out within 30 
days after the last letter, as an 
indication that the customer’s co- 
operation with you on the cash 
basis has already lowered service 
rates, 

It goes without saying that before 
any letters are sent to customers, 
you should call a meeting of your 
staff to acquaint them with the 
plan and to sell them on its advan- 
tages to the public they serve, so 
that they will understand the situ- 
ation and cooperate with you in 
putting the new policy into suc- 
cessful operation. 

This is the third of a series on 
the subject “Cash in the Till” and, 
if you are interested in pursuing 
it farther, we suggest you clip 
this and the previous installments 
so you may have a complete file 
on the subject. 





SPRINGFIELD, Ill, — Some 400 
members of the Tilinois A Automotive 
Trade Assn., holding their “biggest 
convention in 10 years” here, got 
a first-hand explanation and report 
on the “Merit System for Dealers” 
used by Herman Wallace (Chevro- 
let), Carbondale, IIl. 

“How can we expect our em- 
ployes to be loyal and honest, 
when we fail to measure up to 
honest and sound business 
practices?” Wallace asked 
Wallace, with more than 30 years 








experience in the industry and not 
one a losing year, said: “We (in 
the industry) must confess our guilt 
of poor training of employes; mis- 
leading the public and customers; 
raiding neighbor dealers’ selling 


areas, and selling cars to boot- 
leggers.” 

“Not all dealers are committing 
these offenses, but enough are to 
make it exceedingly difficult for the 
dealers that are trying. Herein lies 
a great deal to be done by our 


Kansas’ Wall Succeeds O’Mara— 

Things are looking up in Kansas with abundant moisture reported for the first 
time in five years. Dealer optimism was reflected at the 26th annual convention of 
the Kansas Motor Car Dealers Assn. Shown (left to right) are: Roscoe Hambric, 
secretary-manager; J. M. O'Mara (Pontiac), Hutchinson, retiring president; Paul Bruce 


the new president, 
s £- £ 


(Chrysler-Plymouth), Kansas City, vice-president; H. H. Wall (Ford-Mercury), Sedan, 
ond Elmer Beeman (Chevrolet), Topeka, treasurer. 
* 


Better Farm Outlook 
Cheers Kansas Dealers 


WICHITA. — With parched 
Kansas — for the first time in five 
years — boasting an abundance of 
moisture which virtually guaran- 
tees a wheat crop, dealers have 
closed their 26th annual convention 
here on a note of optimism. 


“It looks as if it will be a 
good year for the farmers,” said 
J. M, O'Mara (Pontiac), Hutchin- 
son, the retiring president, “and 
what helps the farmers helps the 
auto dealer.” 

More than 300 members of the 
Kansas Motor Car Dealers Assn. 
attended and elected H. H. Wall 
(Ford-Mercury), Sedan, to succeed 
O’Mara. 

Other officers are Paul Bruce 
(Chrysler-Plymouth), Kansas City, 
Kans., vice-president;.Elmer 
Beeman (Chevrolet), Topeka, 
treasurer, and Roscoe Hambric, To- 
peka, secretary-manager. 

The first business meeting dealt 
with the current shortage of quali- 
fied auto mechanics. 

Officials of the Kansas State 
Vehicle Department discussed 
with dealers ways and means of 
establishing necessary training 
schools. While these schools must 
be industry-sponsored, the state 
department said it will lend as- 
sistance in organizing and super- 
vising these training agencies. 

Principal speaker at the conven- 
tion was Charles L. Jacobson, dealer 





Canada’s Dealers Join 


Small-Business Appeal 


OTTAWA. — New and used-car 
dealers have supported a demand 
by the Retail Merchants Assn. of 
Canada that the Federal Govern- 
ment do something to help small 
retailers get capital to carry on. 


a few large corporations are gain- 
ing a stranglehold on the retail 
trade of our country.” It added 
that without legislative help, 
small business “may be 


be elbowed 
out of existence.” 








relations vice-president, Chrysler 
Corp. 

Jacobson said that one of the 
most important factors to account 
for the growth of the automobile 
business is the great confidence the 
industry has gained with the Ameri- 
can people for products and meth- 
ods of doing business. 

Jacobson said, however, “I sus- 
pect that in recent years all of us 
in this business have strayed a bit 
from keeping the main emphasis 
on the needs of the customer.” 


He said the customer has been 
taken out of the limelight — where 
he belongs—and in his place has 
been substituted a new emphasis on 
market analysis, unit volume, earn- 
ings and consumer credit. 

“Putting the principal emphasis 

on the customer is our main 
job,” Jacobson said. “By doing 
that job right and seizing that 
opportunity, we can build in- 
creased confidence in our business 
(Continued on Page 7, Col. 1) 


associations, state and national,” he 
said 


“It seems that our factories con- 
done some very unethical practices 
by some unethical dealers,” he 
added. 

Ralph M. Young, Quincy, DL, 
was elected president of the as- 
sociation for the coming year 
with Gene Bragg, Galesburg, 
assisting him as vice-president. 
Leo Borens, Morris, was named 
treasurer. 

New directors include Syl Neu, 
Rock Island; Gene Boley, Vandalia; 
Ed Drone, Springfield; W. D, Mac- 
lin, Murphysboro; Art Bitzer, Salem; 
Walter Warden, Cairo; Carl Cremer, 
Aurora; David McBride, Elgin; 
Harrison Sawyer, DeKalb; Robert 
Sparks jr., Streator, and Tom Chap- 
man, Danville. All terms are two 
years. 

Wallace, turning to his “merit 
plan,” said there is no substitute 
for good management, and added: 
“Success is good management in 
action.” 

He said that in his dealership the 
employes, for a fair comparison, are 
divided into two groups: Group I 
includes office help, salesmen and 
department managers; Group II, 
parts and service department em- 
ployes. 

“Our employes understand we 
must make at least 3 percent net 
before tax to get their year-end 
bonuses,” he said. 

Wallace said the employes are 
carefully rated each month with 
about 25 items in the following 
basic groups: 

1. Attitude toward employes. 

2. Attitude toward customers. 

3. Attitude toward superiors. 

4. Progress on the job. 

“After the employe is rated,” he 

| said, “he is assigned a _ certain 
number of points according to 
whether his caliber of performance 
was outstanding, excellent, average, 
fair, poor or unsatisfactory.” 

Every three months, Wallace said 
four merchandise awards are made 
to the two employes in each group 
that attain first and second place 

| in the Merit Club for the period. 


“These awards are accumulated 
and presented at our annual 
Christmas ety” he said, “The 
merchandise selected by the 
employe and ” ae either 
from local merchants or from a 
prize catalog.” 

At the end of the year, additional 
bonuses are given to each employe 
on this basis: Accumulated monthly 
points; length of employment, total 
individual income during the year. 

“This is a simple explanation of 
the system,” said Wallace, adding 
that he has found it accomplishes 
the following: 

1, It keeps an employe trying to 
improve and has a tendency to 
make him stop and think before 
quitting his job over some trivial 
matter. 

“If domestic problems 
ene ena 
“we don’t think we would have 

(Continued on Page 7, Col, 1) 


On the House .. . 


Here’s something to think about at Eastertide; 
it’s a letter received by James Gorman, manager of 
the Missouri association, from one of his dealers: 
“. . . your article of March 26, “Thank God for 


Rain,’ was very 


good. I think probably there are 


not enough of us auto dealers in church on Sunday 
to do a very good job giving thanks for anything. 
I think if we were in church, instead of down at 
the car lot trying to give our cars away, we would 


all be better off . 


. and I don’t think you could find 


any foundation in church for some of the advertis- 


ing that is increasing in the newspapers . 
Glenn D. Purdy, Frankfort, succeeds B. Ww. 


Wemhoft 
Whitaker, who has left auto 


business, as Kentucky director . 


According to breakdown of NADA profit statement for 1956, reports 
the Chicago-area Ford dealers group, the operating profit ‘of Ford 
dealers, nationally, increased from $37 per car im 1955 to $75 last 
year; unit selling price of used cars and trucks rose from $650 to 
$707, and service absorption increased from 64.4 percent to 66.1 


Philadelphia dealers will golf at 


President Cup tourney May 28... 


Oregon association disappointed by tabling of Sunday closing bill . . 


Buffalo dealers will meet Apr. 29 
state group’s regional meeting. 





for their own annual banquet and 


—Perre Wemuorr, Editor 
Automotive News 
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Sales Drives, Output Cuts Cited... 





57 Dealer Inventory 
Levels Off at 762,000 


(Continued from Page 1) 


dealer’s market, with the factories 
merely acting as suppliers.” 
* * a 

ILE all but one or two “hot” 

makes boasted adequate 
samplings of all models in dealer 
inventories, a surprise report from 
a California Chevrolet dealer com- 
plained of a shortage of six- 
cylinders and standard transmis- 
sions. 

Consumer demand for the 
standard sixes, including Chevro- 
let’s 150, Ford’s Custom and Plym- 
outh’s Plaza, has shown a 
substantial gain this year because 
of price resistance to V-8s and to 
automatic transmissions on the 
lowest-priced makes. 

Chevrolet, Ford and Plymouth 
have de-emphasized the standard 
sixes in the first half of their 
model runs in an effort to pro- 
vide dealers with a representative 

sampling of fully-equipped V-8 
cars. 


Also, spokesmen said, taxicab 
companies in the major cities 
absorb a high percentage of 
“straight-stick” sixes in the first 
portion of the annual model run. 
The ratio for individual consumer 
orders increases in the latter half 
of the run, they said. 

* * * 

T WAS also disclosed that, in 

the expectation of a sunny sum- 
mer this year, more convertibles 
were being added to the model 
mixes in the April-June schedule. 

North of the Mason-Dixon line 
and east of the Rocky Mountains, 
however, more than a few dealers 





New-Car Stocks 
In Field, In Transit 


(Compiled by Automotive News) 


Dealers 
Cars Cars In Total 
te Transit Potential 
Period Fietd to Inventory 
Ending Stockst Dealers Stocks 
dan, 1, 50... 251,754 188,500 440,254 
Apr. 1, ’S#... 136 158,000 434,136 
dune 1, '50.... 247,680 160,200 407,880 
Sept. 1, "50.... 238,642 160,400 400,042 
dan, 1, "51... 306,888 89,900 404,788 
Apr. 1, ’51.... 406,541 138,500 545,041 
duly 1, 51... 357,606 90,700 448,306 
Sept. 1, °61.... 283,402 86,800 370,202 
dan, 1, '52.... 224,968 31,000 
Feb. 1, ’62.... 196,762 69,000 267,762 
Mar. 1, '52.... 182,577 716,000 258,577 
Apr. 1, "62.... 213,391 83,000 296,391 
May 1, "52... 251,674 88,000 339,674 
dune 1, '62.... 232,036 70,000 302,036 
daly 1, "562.... 193,462 84,500 277,962 
Aug. 1, '52.... 162,086 12,000 174,086 
Sept. 1, 52... 149,001 77,000 226,091 
Oct. 1, ’62.... 233,556 89,000 322,556 
Nev. 1, "52... 308,804 90,500 399,394 
Dee, 1, '52.... 287,247 76,000 363,247 
dan. 1, °53.... 201,671 374,971 
Feb. 1, "63... 324,835 86.600 412,035 
Mar. 1, °53.... 389,011 87,200 476,211 
Apr. 1, "53.... 445,882 88,300 535,182 
May 1, ’53.... 490,381 97,700 588,081 
dune 1, ’53.... 463,546 537,046 
daly 1, '63.... 479,698 82,800 562,498 
Aug. 1, ’53.... 517,119 82,200 599,319 
Sept. 1, "53.... 514,568 74,500 589,069 
Oct. 1, °53.... 619,037 60,900 579,937 
Nev. 1, °53.... 538,087 68,300 387 
Dee, 1, "53.... 430,876 29,000 459,876 
Jan. 1, *G4.... 428,126 36,600 464,725 
Feb. 1, ’54.... 466,176 60,600 526,776 
Mar, 1, ’S4.... 611,122 62,000 573,122 
Apr. 1, "54... 541,911 64,000 605,911 
May 1, ’S4.... 538,775 68,500 607,275 
dane 1, "54... 503,219 62,500 565,719 
duly 1, ’S4.... 445,665 62,500 508,165 
Aug. 1, '54.... 390,854 57,000 447,854 
Sept. 1, ’54.... 365,654 50,400 406,054 
Oct. 1, 4... 267,469 29,000 296,469 
Nov. 1, ’54.... 120,107 37,500 157,607 
Dec, 1, ’54.... 203,453 61,700 266,153 
Jan, 1, "55... 362,381 
Feb. 1, °56.... 373,573 89,100 462,673 
Mar. 1, °55.... 467,656 562,655 
Apr. 1, ’56.... 544,038 99,500 643,538 
May 1, °S5.... 660,341 102,700 163,041 
June 1, "55.... 755,498 498 
daly 1, °55.... 736,591 77,000 813,591 
Aug. 1, '55.... 735,447 71,500 806,947 
Sept. 1, "55... 675,964 37,300 713,264 
Oct. 1, °55.... 489,475 538,375 
Nev, 1, ’565.... 487, 87,600 575,266 
Dee, 1, "55... 645,707 77,400 723,107 
dam, 1, '56.... 755,177 308,477 
Feb. 1, ’56.... 301,499 87 
Mar. 1, ’56.... 63,700 903,789 
Apr. 1, °56.... 827,977 68,100 398,669 
May 1, ’56.. 285 902,585 
dune 1, °56.... 746,012 52,890 798,902 
duly 1, "66... 613,461 679,596 
Aug. 1, ’66.... 561,081 53,026 588,172 
Sept. 1, °66.... 466,013 48,382 504,395 
Oct, 1, '56.... 288,103 25,900 314,003 
Nov, 1, °66.... 212,967 65,008 277,975 
Dee, 1, ’56.... 318,587 79,656 243 
Jan, 1, '57.. 850 50,168 512,018 
Feb, 1, ’57.... 561,934 00 *630,034 
Mar. 1, ’57.... 664,608 68,400 *733,008 
Apr. 1, °67.... 600,796 63,125 162,921 


were still wielding snowshovels last 
week and wondering whether there 
would be much of a softop market 
at all in 1957. 


Hints of Spring 
Told in Reports 
Of Auto Makers 


DETROIT. — Hints of a spring 
upturn in sales were reported last 
week in summaries of retail de- 
liveries for March made by various 
auto makers. 

Among those reporting were: 


Studebaker-Packard 


Retail deliveries of Packards and 
Studebakers in March were the 
highest for any month of the 1957 
model year, Studebaker-Packard 
Corp. reported. 

March deliveries showed a gain 
of 25 percent over February, it was 
said, while sales of Packard Clip- 
pers in the final 10-day period 
reached a new high. 


Cadillac 


Cadillac retail deliveries in the 
first three months of 1957 broke 
all first-quarter records, James M. 
Roche, general manager, said Fast 
week. 

Dealers delivered 13,799 new cars 
in March, bringing the first-quarter 
total to a record 43,246, he said. 
The figure was 2,058 cars above the 
1956 quarter, Roche said. 


Metropolitan 

Retail sales of Metropolitan in- 
creased 115.4 percent in the last 
10 days of March, J. W. Watson, 
Metropolitan sales manager, re- 
ported. 

Dealers sold 390 Metropolitans 
during the final period of the 
month, he said, compared with 181 
units in the comparable 1956 period. 

March sales totalled 994, for an 
increase of 127.9 percent over the 
year-ago total of 436. The first- 
quarter total of 2,421 is 123.7 per- 
cent above thie 1,082 sold in the 
same period of last year, he said. 


Pontiac 


Pontiac dealers have reported 
new-car sales totalling 31,170 for 


255,968 |the month of March, according to 


S. E. Knudsen, general manager. 
Pontiac sales for March continue 
to reflect a steady gain and repre- 
sent a 7.5 percent increase over 
February, thus making March the 
best sales month since the intro- 
duction of the 1957 Pontiacs last 
November, Knudsen said. 


Ford Motor 


Retail sales of Ford Motor Co. 
passenger cars in the first three 
months of 1957 exceeded those of 
any corresponding period in the 
company’s history, with the excep- 
tion of the first quarter of 1955, 
according to Henry Ford II, presi- 
dent. 

Ford said sales of Ford, Mercury, 
Lincoln and Continental cars dur- 
ing the first quarter totalled 457,764 
units, 13.6 percent greater than 

(Continued on Page 75, Col. 4) 


Auto Inspection 
Proposed in N.C. 


RALEIGH, N. C.—A bill to re- 
quire annual mechanical inspection 
of motor vehicles at garages ap- 
proved by the State Motor Vehicles 
Department has been introduced in 
the North Carolina Legislature. 


Owners would pay up to $1 for 


0,399 the inspection, with the inspecting 


firm keeping the fee and paying 
the Motor Vehicles Department 25 
cents each for stickers to be placed 
on approved cars, 

North Carolina has been without 
a mechanical inspection law since 
the 1949 Legislature repealed an 
act passed two years earlier which 
provided for State-operated inspec- 
tion lanes. Public opinion forced re- 
peal of the act because motorists 
had to wait so long in inspection 
lanes. Attempts to pass another law 
have failed in recent sessions. 





Dealer-Backed Bill Signed 


With members of the Washington State Auto Dealers Assn. looking on, Washing- 
ton's Gov. Albert D. Rosellini signs into law a bill that provides for the issuance of 
passenger motor vehicle licenses in the state on a monthly staggered system. Stand- 
ing, from left, are Art Walker and James Gilchrist of Tacoma; Lee Moran, Seattle; 
Rep. W. J. Beirlein, Auburn; Joseph Gandy, Seattle; Warren Simmons, Olympia, and 
Herbert Legg, Olympia, WSADA attorney. The WSADA battled for the new law as a 
service to car owners, who under the former system have had to contend with an 
annual January license jam. The staggered issuance system will begin in Jan., 1959. 





Rise in U.C. Market Cuts 
Inventories to 57 Low 


(Continued from Page 1) 


to break,” said a volume operator 
in the Upper Midwest. 

Dealers expressing doubts over 
the used-car outlook are concen- 
trated in the Lower Midwest and 
the Far West, Both areas were par- 
ticularly strong on used-car sales 
in 1956. 

One dealer in the Lower Midwest 
who said flatly that used-car sales 
would decline this year related his 
opinion to a lesser volume of new- 
car sales. He handles a line which 
has a considerable sales setback in 
new cars so far in 1957. 
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AnoT== dealer in his area said 

the used-car market is “very, 
very soft.” The used cars, he said, 
are “just not moving.” As opposed 
to his neighbor, he handles one of | 
1957’s hottest new-car lines. 

Dealers in the Far West attrib- 
uted their pessimism on used cars 
to the fact that new-car sales 
have skidded below 1956 levels in 
their own operations, and that 
competition from independent 
used-car dealers is growing. 

The Apr. 1 used-car count, repre- 
senting a 32.8-day supply, continued 
the yearlong downward trend. 

Stocks were good for 41.1 days of 
selling on Jan. 1, 37.6 days on Feb. 
1 and 36 days on March 1. 

The reduction during the first 


Mich. Considering | 
Ban on Factory | 


Retail Outlets 


(Continued from Page 2) 
the manufacturer to establish or 
maintain any retail outlets in the 
same county except by contract) 
with other dealers. 

“Sec. 2. The circuit court of the 
county where the unlawful trade 
practice is committed shall have 
jurisdiction and power, on peti- 
tion of any persons, and on a 
showing that the commission of 
the unlawful trade practice has 
caused damage or threatens to 
cause damage to the petitioner or 
those represented by petitioner, 
to enjoin the commission of the 
unlawful trade practice or prac- 
tices. 

“Upon the granting of an injunc- 
tion, the plaintiff, in addition to) 
regular taxable costs, shall be 
awarded compensatory costs, which 
shall include all sums reasonably 
expended to prepare and present 
the cause and all reasonable attor- 
ney fees incurred. The compensa- 
tory costs may be denied if the 
trial judge rules that a meritorious, 
even though unsuccessful, defense 
was presented.” 


Godfree Heads Milner 
SAN ANTONIO.—W. Newt God- 
free, managing partner of Dumas 
Milner Chevrolet Co. here, has been 











quarter, however, was not so sharp 
as a year ago, when stocks dropped 
from 43.6 days on Jan, 1 to 27.3 days 
on Apr. 1. 

A continued improvement in turn- 
over is also noticeable, with 53.6 
percent of dealers reporting on Apr. 
1 this year that their stocks repre- 
sented a supply of 30 days or less. 


A MONTH earlier, only 47.6 per- 

cent of dealers were within the 
30-day limit, and two months ear- 
lier, 30-day stocks were held by 
only 30 percent of reporting dealers. 


The range of inventory was 
also narrower on Apr. 1 with re- 
ports ranging from 15 to 60 days’ 
supply. A month earlier, the range 
had been eight to 75 days. 


On Apr. 1, some 6.3 percent of 
dealers said their inventories were 
good for 15 days or less of selling; 
exactly 50 percent reported a 16- 
to-30-day supply, and 43.7 percent 
reported inventories in excess of 
30 days’ supply. 

> > > 
yo comparison, on March 1 a 
15-day supply was reported by 
9.5 percent; 38.1 percent reported 16 
to 30 days’ supply, and 52.4 percent 
said they were over 30 days in their 
inventory. 


A year ago on Apr. 1, among 
dealers reporting stocks, 86.6 per- 
cent said their stocks were good 
for 30 days or less of selling. 

Only 13.3 percent had a supply 
good for 15 days or iess, but 73.3 
percent were in the 16-to-30-day 
classification. An additional 13.4 
percent had inventories in excess of 


30 days’ supply. 








Shop ‘Greeting— 


Joe Reidel, service manager, W & S Motors (Dodge-Piymouth), West New York, 





Big Strike Fund 
Sought by UAW 


Fund to Back Up 
Short-Week Drive 


By Joseph M. Callahan 
Staff Writer 
HEN the United Auto Workers 
opens contract negotiations 
with the auto manufacturers for a 
shorter work week next spring, it 
probably will have a strike fund of 
$200 million to $300 million. 
George Meany, 
AFL-CIO president, 
strongly indicated at 
the UAW convention 
in Atlantic City last 
week that this kind of support 
would be available. 


Said Meany, “I certainly would 
discuss the financing of the drive 
with Walter Reuther (UAW presi- 
dent) and the UAW’’s officers if they 
want me to. It would be in keeping 
with the traditions of the trade 
union movement.” 


Earlier, Carl Stellato, president 
of the Ford Local 600 in Dear- 
born, said a strike fund of $100 
million or $200 million or even 
$300 million might be necessary 
to win the objective. For the 1955 
GAW drive, Reuther only asked 
for a $25 million strike fund. 


The discussion on strike fund 
financing occurred in a floor debate 
which resulted in a 50-cent monthly 
dues hike for members, bringing 
them to a minimum of $3 a month 
beginning June 1. 


* * * 


Assessment Killed 


OWEVER, a proviso in the 

dues-increase amendment pro- 
vides that members no longer will 
be required to pay special $1 
monthly assessments if the strike 
fund falls below $20 million. The 
fund now contains about $22 mil- 
lion. 

On this and other issues 
Reuther demonstrated that his 


(Continued on Page 75, Col. 1) 
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Chrysler Franchise 
Presented Today 
(Continued from Page 2) 
for credit within 30 days of pur- 
chase. 

Under the new program, the 
dealer may make periodic ex- 
changes of excess parts that are 
listed in the company’s list of 
parts eligible for exchange. 

In addition, the dealer may sub- 
mit lists of surplus current parts 
for possible repurchase by the 
company. 

The present policy of allowing 
a two percent cash discount for 
parts is continued. 

The new group life insurance 
program provides insurance for 
qualified owners of dealerships in 
amounts ranging up to $100,000, It 
becomes effective July 1, 1957, pro- 
vided at least 60 percent of the 


vo owners elect to participate 
n it. 


LABOR 
FRONT 











named president of the company,!N. J., personally greets every customer entering the firm's garage. Personal attention 
according to R. E. Dumas Milner,| brings 60 percent of service customers back to the dealership, according to Jess 
chairman of the board, Milner En-| Jones, general manager. The dealership, owned by Paul Wiskidensky, has been at 
terprises, Inc. Godfree has been|its present location for 23 years, and now employes a staff of 15 in the service 


with Milner Enterprises since 1951. 





department. 


In Philadelphia, buying begins at home 
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The Bulletin goes home...delivers more copies to more families 


every seven days in Greater Philadelphia than any other newspaper 


For automobiles, accessories, gasoline and oil, the families 
of Greater Philadelphia spend $1,252,573,000 annually! You 
really reach these people when you advertise in their home news- 
paper—The Evening and Sunday Bulletin. And in this newspaper 
you can give your sales messages the added impact and greater 
realism of R.O.P. spot and full COLOR—evening and Sunday 
—seven days a week! 


The Bulletin exerts a powerful influence on the buying habits 
of its readers. Philadelphians like The Bulletin. They buy it, 
read it, trust it and respond to the advertising in it. The Bulletin 
is Philadelphia’s home newspaper. 

Advertising Offices: Philadelphia, 30th and Market Streets °* 


342 Madison Ave. * Chicago, 520 N. Michigan Ave. 
Ferguson Walker Co., Detroit * Atlanta * Los Angeles * 


New York, 
Representatives: Sawyer 


San Francisco * Seattle 


In Philadelphia nearly everybody reads The Bulletin 
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Should Help Ford Dealer, Beacham Says... 





‘Objectives’ Brochure Defended 


Eprror’s Nore: In a story in the 
Apr. 8 issue of Automotive News, 
several Ford dealers expressed 
concern over the “Sales and Profit 
Objectives” brochure which they 
received from Ford division along 
with their new selling agreements. 
In the story below, Charles R. 
Beacham, general sales manager, 
gives the factory viewpoint on 
the objectives. 


By Joseph M. Callahan 
Staff Writer 

oo “Sales and Profit Objectives” 
brochure is merely a method of 
showing a dealer how to get greater 
commercial re- 
wards from his 
business, accord- 
ing to Charles R. 
Beacham, Ford 
division general 

sales manager. 
He explained, 
“If it doesn’t help 
the dealers and if 
they don’t like it, 
we'll throw it out.” 
Beacham then 
©, BR, Beacham added firmly, 
“However, if a dealer’s not doing 
the job, this booklet will provide 
pressure to help him run a better 
business. But most of our dealer- 
ships are operating very well, and 
most of them are making money. 
“I don’t think this book will be 





need this thing as a basis 
for cancellation, But we should 


be able to turn some dealers 
around.” 


He said the brochure was an 
effort to provide some leadership 
for dealers by making the di- 
vision’s research facilities avail- 
able to them for the calculation of 
reasonably attainable objectives, 

* + * 


a explained that the 
company predicted what the na- 
tional 57 auto market would be, 
what Ford division’s share of it 
would be and what each dealer’s 
share of it should be, 

He said it now appears that the 
national car market for 1957 is 
not going to be as large as origin- 
ally predicted. 

“The Sales and Profit Objec- 
tives,” he said, “is being used so 
there won’t be a difference of 
opinion on what a dealer’s sales 
should be. It will be a basis of 
understanding or a talking point 
for us. 

“We're trying to build better busi- 
nessmen in our dealerships, and 
when you get 7,000 dealers you're 
bound to have some that won't fit. 
The factory needs a healthy dealer 


Flint Dealers Elect 
McKay and Graft 


FLINT. — The Flint Automobile 
Dealers Assn. has elected George 
McKay (Pontiac-Cadillac) as presi- 
dent for the coming year. 

Other officers are Max 





Graff 


(Ford), vice-president. and Laverne 
Marshall (Nash-Rambler-Metropoli- 
tan), 


secretary-treasurer. 






GALESBURG, I1l.—A suit started 
by 10 Galesburg dealers to halt the 
union picketing of their dealerships 
has been thrown out of court by 
Circuit Court Judge Burton Roeth. 

After several days of hearings, 
Judge Roeth agreed last week with 
the union attorneys that he did not 
have jurisdiction in the matter. 

However, he did say he would 
reenter the case in the event that 


judicial police action was re- 
quested against union mass pick- 
eting or vandalism. 


Originally, Judge Roeth daineetl 


that he had jurisdiction. But a U. S. 


Supreme Court decision, made while 


the Galesburg case was under way, 


affirmed that a state court does not| 


have jurisdiction over a labor dis- 


pute unless the jurisdiction 1s) 


clearly outlined by state law. 


The Galesburg dealers, who have 
been the targets of organizational 


picketing by the Teamsters and| 


Machinists Unions since last May, 
are undecided as to what their next 
move will be. 


One possible course of action is to| 


wait until the fate of two labor 
bills—an anti-picketing bill and a 
right-to-work bill—are decided by 
the Illinois Legislature. The picket- 
ing proposal would make organiza- 
tional picketing illegal. 

Another possibility would be to 
ask the National Labor Relations 
Board to conduct an election 
among the shop employes of all 
the dealerships. The major dis- 
advantage of this move is that in 
ali labor matters henceforth the 


dealers would also be compelled | 


to act as a body. 

Last week there was also organi- 
zational activity reported among 
dealership employes in four other 


Seuth Dakota Dealers 


To Convene May 12-13 


HURON, 8S. D.—The South Da- 
kota Automobile Dealers Assn. will 
hold its annual convention at the 
Marvin Hughitt Hotel here May 
12-13. 

A feature being discussed for 

year’s convention is a service 
clinic to which service managers 
employed by association members 
will be invited, 


Dealers Case Thrown Out of Court... 
Galesburg Suit Blocked 





Illinois cities—Peoria, Jacksonville, 
Springfield and Jerseyville. 

In Portland, Ore., the Retail 
Clerks Union have launched a drive 
to organize dealership salesmen. 
Union officials said the Portland 
salesmen have complained of earn- 


|ings up to 50 percent below those 


of other Pacific Coast salesmen. 

The union has reported that 100 
salesmen have applied for union 
membership and that seven dealers 
have been notified. 





organization to represent it, and 
this is merely one of the tools we 
use to keep it healthy.” 

Beacham said it isn’t enough for 
a dealer merely to invest his money 
in a dealership and to work in- 
dustriously at it. He must also do 
the “right things” that make an 
automobile retailer successful. 

* + * 


E EXPLAINED that the Sales 

and Profit Objectives brochure 
is a “January thing rather than a 
March venture” and that it was 
issued some weeks in advance of 
the contract by the division’s busi- 
ness management department. 

In an effort to reduce the number 
of meetings which Ford dealers 
must attend, he said that delivery 
of the brochure was delayed for 
several weeks and it was a coinci- 
dence that it was issued with this 
year’s new contract. 

Althought the Sales and Profit 
Objectives had been issued for 
several years, none was issued in 
1956. Beacham said he had just 
taken over as general sales man- 
ager last year and that no one 
happened to think of the objec- 
tives booklet last year. 

Some Ford dealers were upset by 
the requirement that almost every 
page of the brochure must be 
signed. 

Beacham explained, “This is an 
effort to find out which man in the 
dealership agreed to it, Previously, 
we've come down to the end of 
the year and the dealer or the 
sales manager has denied agreeing 
to any objectives. This way we'll 
know exactly who did what.” 

= : : 


LTHOUGH dealers in two of the 

division’s regions did not receive 
the Sales and Profit Objectives this 
year, Beacham said he thought all 
should receive it. 

He said the requirement that the 
dealer must report his plans “on 
his own letterhead” appeared com- 
pletely unnecessary, adding that 
this requirement was merely a 
local thing. 

(Detroit dealers last week re- 
ported that this order had been 
and that they are not 
compelled to reply on their letter- 
head.) 


Summing up the brochure, 
Beacham said, “If a dealer is losing 
money, it’s just a question of who 
is going to get there first — the 
sheriff or us. We think this booklet 
will help get us there first.” 


Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 


1957, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


Apr. 10 
(Sold 162 cars out of 305 entered.) 


BUICK—’57 Century Riviera, $2,750* 
‘56 Century Riviera, $1,900° 
, $1,900°; Special Riviera, $1,- 
. "55 Century Riviera, $1,- 
. $1,450° (ps), $1,375°; 4- 

-, $1,325° (ps); Special 2-dr., $1,- 
235°, $1,170* (ps); Super 4-dr.. $1.,- 
‘54 RM Riviera, $1,075* 

; -, $875°; Century Riviera, 
; Special 4-dr., $925*. ‘53 Spe- 
cial Riviera, $740; conv., $570°. °52 
Specia! Riviera, $355°. °50 2-dr., 

$150°. 

CADILLAC — "54 (62) conv., 
. "53 (60) 4-dr. $1,050°. 
$825*. °48 (62) 4-dr., 
CHEVROLET’ 57 Two-ten (8) station 
wagon, $2,100°. ‘56 Bel Air (8) 
Hardtop, $1,705*; conv., $1,800*; Bel 
Air (6) 2-dr., $1,100; Two-ten (6) 2- 
dr., $1,440°. °55 Nomad station 
wagon, $1, 610°; Bel Air (8) conv., 
$1,405*; Hardtop, $1,350°; 4-dr., ve 
265° (ps), $1,155*; Two-ten (8) sta- 
tion wagon, $1, 265°; Two-ten (6) 4- 
° , $935, $710; 2-dr., $935, 

"54 Bel Air Hardtop, "$890°; 
$835°; 4-dr., $§760*°; 2-dr., 

$690; One- — sedan, $560. °53 Bel 
$725*; Hardtop, $625*, 

. goto (ps); Two-ten 2- 

00. '52 SL Deluxe 4-dr., 
. 51 SL Deluxe station 


CHRYSLER—’55 NY Hardtop, $1,675*. 

DeSOTO—'55 Firedome Hardtop, $1,- 
, $1,355°, $1,290°; 
°. 


$2,350* 
"52 (62) 
$290°. 


Sports- 


1 lardtop, $1,410*, 
: 4- -_ $1,345*, $1,- 

Ps); “Coronet Hardtop, $1, 325° ; 

2-dr., $1,150*. '53 Coronet 4-dr., $500. 
FORD—_'57 Fairlane (8) 500 Victoria, 
$2,060°. °56 Country sedan, $1,550; 
Fairlane (8) club sedan $1, 260; Cus- 
tom (8) 4-dr., $1,250; Custom (6) 2- 
, $1, 150; Main (6) Business coupe, 
Fairlane ona? Victoria, $1,- 
’ , $1,250°, $1,225°, $1,- 
, $1,325*, $1,210°; ‘4-ar., 





$1,- 

*54 Ranch Wagon, $890*, 
$840, $780, $740; Crest (8) Victoria, 
$750*; conv., $885*; Custom (8) 2-dr., 
$825, $645; Main (6) 2-dr., $485. 53 
Crest (8) Victoria, $600; Custom 
4-dr., $575; 2-dr.,” $270; Custom 
2-dr., $450; Main (8) 4-dr., $220. ’ 
Custom (8) 2-dr., $355. 

LINCOLN—’55 Capri Hardtop, $1,655* 
(ps). "53 Cosmopolitan Hardtop, 

. 


$605*. 

MERCURY—’56 Custom 2-dr., 
‘55 Montclair conv., $1,430*; Hardtop, 
$1,415*, 2 at $1,375*, $1, 370°; Mon- 
terey Hardtop, $1,385°, $1,310* (ps), 
$1,260*, $1,240*, $1,180*; Custom 2- 
dr., $1,080°, $935; 4-dr., $810*. °54 
Monterey station wagon, $1, 255* (ps); 
4-dr., $875° tom 2-dr., $735; 4- 
dr., $715. "52 Monterey Hardtop, $410; 
4-dr., $375. 

NASH — ‘'54 Statesman club coupe, 
$705*. ‘52 Rambler Hardtop, $450. 
’52 Rambler Hardtop, $310. 

OLDSMOBILE—’55 (88) Super Holiday, 
$1,975*; 4-dr., $1,530* (ps); Deluxe 
Holiday, $1,640* (ps), $1,570* (ps), 
$1,520*; 2-dr., $1,360*%; (98) conv., 
$1,875* (ps); Holiday, $1,750*, 
700* (ps), $1,610*° (ps). °54 ) 
Holiday, $1,365*; 4-dr.. $1,200* (ps). 
"53 (98) Holiday, $835". 

PLYMOUTH—'56 Savoy (6) 2-dr., $1,- 
150; Plaza 2-dr., $1,065. °55 Bel- 
vedere Hardtop, $1,085*, $1,025; 
carey (8) 2-dr., $835; Plaza (6) 4- 

$810; 2-dr., $740*. ’53 Cranbrook 
oa $385, $32 20. 

PONTIAC—’'55 Star Chief (8) 4-dr., 
$1,250* (ps); Chieftain (8) station 
wagon, $1,225*; 2-dr., $930*. ’54 Star 
Chief (8) Catalina, $1,090*; Chieftain 
(8) 4-dr., $640. '53 Chieftain (8) 4- 
dr., $515* (ps); 2-dr., $510*, $500*. 

STUDEBAKER—'56 Commander 4-dr., 
$1,150* (ps). ’54 Commander station 
wagon, $720; Champion 2-dr., $420. 
‘53 Champion 2-dr., $315. 

MISCELLANEOUS— 57 Jaguar conv., 
$3,450*. '55 Chevrolet %-ton panel, 
$640. '54 Dodge %-ton pickup, $430. 


$1,080*; Ranch Wagon, $1,300*, 
140, $1,010. 


$1,475*. 


“Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions on Pages 50, 51, 52, 66 and 67 








Mobligas Economy Run 


‘, £067 ROUTE 





APRIL 14-165 -16.- 
Distance = 1568 Miles 

Highest Point = 7382 Ft. 

Lowest Point = Sea Level! 
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"97 Economy Run Route 
Is Longest Ever Mapped 


LOS ANGELES. — The longest 
route in the history of the Mobilgas 
Economy Run was revealed last 
week when officials disclosed that 
the 1957 run will follow a 1,568-mile 
course from Los Angeles to Sun 
Valley, Id., beginning Apr. 14. 

The route—kept secret for 
weeks to prevent competitors 
from making practice runs—will 
pass through San Francisco, 
Reno, Salt Lake City and Poca- 
tello, Id., before terminating four 
days later. 

Although the course will include 
heavy traffic in cities and climb 
from sea level to the 7,382-foot sum- 
mit of Echo Pass, the 24 men and 
women drivers will have to main- 
tain an average of 40.7 miles per 
hour to complete each day’s seg- 
ment within the time limit. 

Three overnight stops, where the 


Rambler 6 Due 
To Make Own 


Economy Run 


DETROIT.—The second Rambler 
“penny-a-mile” economy run—this 
year from Winnipeg, Man., to Mon- 
terrey, Mexico—will be attempted 
by American Motors beginning May 
8, it was announced last week by 
Roy D. Chapin jr., executive vice- 
president and general manager of 
the automotive division. 

Chapin said the run will be made 


by a Rambler six-cylinder four-door | | 


sedan, which a change in rules by 
the United States Auto Club ex- 
cluded from this year’s Mobilgas 
Economy Run. 

The Rambler Six topped a special 
limited-displacement class in last 
year’s Economy Run with marks 
of 24.35 miles per gallon and 48.22 
ton-miles per gallon. The miles-per- 
gallon figure was highest in the 
1956 event. 

This year, the Economy Run is 
limited to cars with piston displace- 
ment of more than 200 cubic inches. 
Displacement of the Rambler Six is 
195.6 cubic inches. 

American Motors’ Winnipeg-to- 
Monterrey run will be supervised 
by NASCAR, whose representative 


will ride in the overdrive-equipped | { 


test car to be driven by Les Viland 
and Carl Chakmakian. Both are 
AMC engineers. 

NASCAR sanctioned the Los An- 
geles-to-New York run of the Ram- 
bler Six last June when a six-pas- 
senger station wagon, equipped with 
overdrive, made the 2,961-mile trip 
on 92 gallons of gasoline for an 
average of 32.09 miles per gallon. 

“Our ‘border-to-border’ run will 
be conducted under operating con- 
ditions comparable to those prevail- 
ing in the Mobilgas Economy Run,” 
Chapin said. The run will be con- 
ducted in cooperation with Pure Oil 
Co. and only regular-grade gasoline 
will be used. 





cars will be locked up while the 
driver-teams rest, will be made in 
San Francisco, Winnemucca, Nev., 
and Ogden, Utah. The run will fin- 
ish in front of the Challenger Inn 
at Sun Valley Apr. 18. 


The caravan of stock hardtops 
and sedans will take the starter’s 
flag at 11 p.m., Apr. 14, heading out 
San Fernando Valley and follow- 
ing El Camino Real through Ven- 
tura and Santa Barbara to Paso 
Robles. Upon reaching San Fran- 
cisco, a first-day drive of 453 miles, 
the cars will be impounded. f 

The cars leave San Francisco 
early Apr. 16, head out over the 
Bay Bridge to Sacramento, thence 
to Carson City, Nev., for a brunch 
stop, then through Reno and into 
Winnemucca for the second over- 
night stop. This segment is 419 
miles. 


The following morning the cars 
will head for Wendover, on the 
Utah-Nevada State line via Elko 
and the high desert country. The 
caravan will then travel on by the 
famed Bonneville Salt Flats to Salt 
Lake City and into Ogden, Utah, 
for the third night’s stop with the 
day’s leg of 396 miles behind them. 

Leaving Ogden, the competitors? 
will drive north 299 miles to Poca-/ 
tello for a brunch stop and then ont 
into Sun Valley. 


Last year’s winner of the run—) 
the Imperial—will start first this” 
year by virtue of winning the a 
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Pontiac Gets A Chief— 


When Mayor William W. Donaldson 
left, began casting about for a statue of 
Chief Pontiac with which to adorn th 
lobby of the City of Pontiac's new ci 
hall, he thought of Lee Anderson, right, 
former Pontiac dealer in Lake Orion, 
Mich. He went to the right place. Chie 
Pontiac, fully restored and with new wa 
paint, was presented to the city by 
Anderson in cornerstone ceremonies dedi- 
cating Pontiac's new Safety Building. The 
statue was then moved to the lobby of 
the city hall. 
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At Illinois Convention .. . 
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Dealer Merit Plan Pushed 


(Continued from Page 3) 


a strict and enforceable code of 


Jost an employe since the plan ethics. 


went into effect at the end of 


World War IL However, no one | EMC Recording Corp., 


with us more than a year has 
left.” 

2. It keeps employes informed as 
to what is going on—daily quota 
sheets and objectives help them 
puild a bigger and better service 
yolume. 

“Perhaps more important, a 
dealer that has satisfied customers 
ean usually charge above the aver- 
age labor rates and satisfied, well 
paid employes will bring customers 
pack,” he said. 

3. Wallace’s service absorption 
(owner salaries excepted) was 85.1 
percent in 1956 and 79.2 in 1955. 
“We're aiming for 90 percent or 
better in 1957. National average 
was 63.6.” 

4. The Merit Club allows a dealer 
to recognize, appraise, reward and 
promote every employe—regardless 


of job—according to accomplish- 


ments as reflected day by day in 
their work. 

“It also is an effort to establish 
a systematic plan, a standard by 
which their work can be judged.” 

5. A bulletin is prepared every 
month and mailed direct to the 
employe’s home, showing appraisal 
status and standing of each em- 


ploye based on number of points) 
accumulated, together with man-| 
about) 


agement’s comments 
organization, plans, policies, ac- 
complishments and items “wherein 
the employe deserves encourage- 
ment or needs improvement, The 
whole family is kept informed.” 
“Of great importance,” Wallace 
said, “is that management is kept 
informed as to the type of per- 


formance that employes are giving. | 


As a result management does not 
jump at conclusions which may be 
very costly by destroying good 
employe-employer relations.” 


He said the time required for| 


department heads to grade all em- 
ployes will not exceed one hour per 
month for each department. The 
bulletins require about two hours a 
month, he said. 

Wallace’s Merit Club principles 
fitted in well with points made 
by other speakers, including 
Frederick J. Bell, NADA execu- 
tive vice-president, who called for 


Improved Outlook 
On Farms Cheers 
Kansas Dealers 


(Continued from Page 3) 
among the American people. The 
year 1957 is a good time to make 
some real progress in this regard.” 

Jacobson cautioned, “It will take 
a solid program of consumer rela- 
tions — from factory to retail sales- 
man in the showroom.” 

Unless there is an effective job 
done in this regard, the industry 
may be in trouble, Jacobson added. 
He cited that: 

Political pressures could affect 
the franchise system. 

Something is being done to im- 
prove industry public relations. 

Some advertising has been termed 
deceptive. 

There is a need for a dynamic 
partnership between manufac- 
turer and dealers. 


The responsibility of the manu- 
facturer is to design and build 
products to meet market needs. 

Selection of the right dealer can- 
not be overemphasized. 

A dynamic partnership is a two- 
way street — there must be co- 
operative effort. 

Jacobson estimated that the auto 
scrappage rate in a few years will 
approach five million units a year; 
that by 1965, an eight million car 
year may not look exceptional. In 
the years following 1965, he esti- 
mated, production may run as high 
as 10 million units a year. 

Also was Elson G. 
Sims, Ford dealer from Vincennes, 
Ind, Sims discussed profit control. 
He told the group that before 
profit can be determined and con- 
trolled, dealers must know exactly 
what their selling costs are. 

Speaking on the importance of 
salesmanship at all levels was Louis 


Wilke, assistant sales manager of 


the Phillips Petroleum Co. 





William H. Gove, vice-president, 
e on 
“Sell Yourself as Well as Your 
Product.” 

The NADA program to eliminate 
false and misleading advertising 





Polite ‘Excuse Me’ 


Costs Dealer $13,000 

LOS ANGELES.—A cool young 
man with a knack for the polite 
“Excuse me” robbed a dealership 
of $13,000 last week. 

He simply walked behind a 
counter, “Excuse me,” to the 
clerk near 


said, “Oh, pardon me,” and 

stepped aside, As the young man 

walked out with a bagful of cash 

and checks, one employe said to 

another, “Who was that?” 
Nobody knew. 





was praised by C, L. Jacobson, 
dealer relations vice-president, 
Chrysler Corp. 

He emphasized that dealers 
should be “more concerned” with 
servicing customers, He said Chrys- 
ler, as well as other factories, is 
interested in improving the quality 
of dealers rather than increasing 
the quantity and seeks a return to 
the days when the “quality” dealer 
prevailed. 

Willis Brodhead, president, Brod- 
head Motor Co. (Ford), East St. 
Louis, urged every dealer to find 
out the true cost of selling a car. 
He urged his listeners to follow 
the NADA form in determining this 
cost. 

In a panel discussion, Robert D. 
Morgan, Peoria, labor relations 
consultant, urged dealers to get to- 
gether and discuss employe rela- 
tions, and keep closer touch with 
their employes. 

Dealers should keep their own 
| wages and hours in line with 








| YES INDEED! We send thousonds of questionnaires to thousands of dealers. In 
this woy we “GET THE FACTS” about new sales and management techniques of 
the most successful dealers. These are then developed into full plans in every- 
day langvoge. Then we bounce them against a corefully selected group of 





Temporary Plates 


Ok’d in North Carolina 

RALEIGH, N. C.—A bill pro- 
viding for the use of temporary 
registration license plates by pur- 
chasers of motor vehicles in lieu 
of the use of dealer plates has 
been enacted by the North Caro- 
lina Senate. 

The new law, effective July 1, 
was requested by automobile 
dealers, It authorizes the State 
Motor Vehicles Department to 
sell the temporary tags to li- 
censed dealers for $1 each for a 
minimum of 25 tags, and requires 
that within 20 days after the tags 
are issued they must be destroyed. 
The plates are not transferrable. 





other industries in their areas,” he 
said. 

On the same panel, Irwin Coch- 
run, Champaign, an associate pro- 
fessor of the University of Illinois 
school of journalism and a former 
franchised dealer, advised dealers 
to “know your costs” in selling a 
car. 

He said too many dealers merely 
look at their invoice without adding 


7 


such things as overhead and adver- 
tising, and urged dealerg to trade 
information and records with NADA 
on such matters. 

The third member of the panel 
was Frank H. Yarnall (Chevrolet), 
Chicago, NADA director and past 
president, who said “advertising 
makes your reputation.” He urged 
adoption of the advertising code of 
ethics by large and small dealers 
and close cooperation with Better 
Business Bureaus to improve qual- 
ity of auto advertising. 

Young, in his first address as 
president, called attention to the 
legislative and other services of the 
Illinois Automotive Trade Assn., 
and cited the successful effort to 
prevent unfair competition from 
dealers outside Illinois in border 
areas. 

This was accomplished, he said, 
with a so-called “use tax” of 3 
percent which matched the sales 
tax paid by Illinois purchasers. 

A bill now before the Legislature, 
incidentally, would amend the tax 
laws to eliminate the 3 percent tax 
on tradeins and make the differ- 
ence in the trade the taxable 
amount. There were no resolutions 
before the convention. 





TEAR OFF 


DEALERS! 





Fact Finding Is Our Business 





dealers who act as associate consultants for us. Then they are ready to be of- 


fered to all dealers. This is our “RESEARCH MANAGEMENT" SERVICE. Below 


are a few samples. You are privileged to select whatever you wish, or better 


still ORDER THE COMPLETE SERVICE. 





TEAR OFF 


CHECK 


-O 
0 


of selling 


AND WORRY SAVER 


GIVES US 5% CASH 


TEAR OFF 
“ 


Please send us the items checked above totalling $ 


ORDER 
1. () “THE EXPENSE REDUCER"'—A simplified approach to reducing your operating expense. Preliminary figures prepared for 
you on all accounts, then all you and your department managers need do is study them and make the decisions. 
REGULAR PRICE $5.50.—Spec. introductory price—{Temp.) 


“THE EFFORT ORGANIZER" —Discards all red tape normally used in controlling sales effort, yet at the same time pro- 
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DISCOUNT 
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BELOW 
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Street Address 
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“THE ASSISTANT MANAGER PLAN"'—An entirely new conception of selling and control of customer loyalty. Manage- 
ment contact with every customer every single month of the year. This is the method that will take the guess-work out 


“INCENTIVE COMPENSATION FOR DEPT. MGRS."’"—A low but reasonable base compensation for just average perform- 
ance, plus incentive compensation in proportion to the ‘‘plus” job performed in producing profit for the dealership. 
WD GES SD TD GF GS HUGS GI De 0 o.oo oo noche iis bee bees ec ne sda ce badbnn wend ebiedstideuwseneee 


“THE INCENTIVE CLOCK"'—A new and unique method of awards to deserving employees. So flexible that dealer con- 
trols amount to be spent in sales campaigns, monthly bonuses, and other incentive payments. Replaces annual bonus 
plans, special campaigns, and hit and miss splurges. Keeps all employees on their toes with surprise awards instead of 
I ae ou he 0k id bee Ob Meeks £6 WEEN EIet catskened ieee $4.95 


“THE PROFIT SELECTOR'’'—Screens out confusing details of profit making and selects the profit dealership is entitled to 
for the year, which is then associated with basic factors only that will enable obtaining profit goal. A MARVELOUS TIME 


Please enter our order for one (1) annual subscription to your “RESEARCH MANAGEMENT SERVICE" which includes all of 
above plus many others, as well as all new developments just as they come off the press. 


(check one) [] Check for $29.25 enclosed, balance will be paid quarterly, at $29.25 per quarter. 
(check one) [] Enclosed our check for $99.45 in full payment for annual subscription, GIVING US A SAVING OF $17.55 
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Units Yearly 








AUTOMOTIVE ENTERPRISES 


| 10600 Puritan Avenue, Detroit 38, Michigan 
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But Some Dealers Hit Confusion .. . 
Discounts and Quotas 


Accented in Auto Ads 


By John K. Teahen Jr. 

Staff Writer 
RUNDOWN of dealer ads across 
the nation last week highlighted 

hard-to-get cars at discount prices, 
quota races and appeals against 
runarounds and confusion. 

From Wichita came a dealer com- 
plaint against advertising bearing 
the name of R. D. McKay, an 
NADA director and a past president 
of the national organization. 

“We will not be undersold,” 
the ad said, listing “discounts” 
of $862, $886 and $1,128. 

The ad said, “In the past four 
months, we have been unable to 
meet the terrific demand on 1957 
Chryslers. However, for THIS 
SALE ONLY we have been allotted 
a limited number of Chryslers, in 
all body styles, models and colors, 
at a terrific savings.” 


* + > 

paws Chrysler dealers are 

using a variety of promotions 
to push sales. Among them: Harger- 
Haldeman, Los Angeles, said, “Drive 
in the $4,000 class for only $73.50 
per month.” A Windsor four-door 
sedan with automatic transmission 


. heater and other 


Binx Johnson, Inc., Denver, in- 
cluded the same items and gave 
buyers a choice of four-door hard- 
tops, two-door hardtops and four- 
door sedans for $3,691. 

In Cincinnati, Chrysler Corp. 
dealers teamed with the Cincinnati 
Post in a Post-Chrysler Limerick 
Contest. First prize was a Plymouth 
Fury, and the contest was in con- 
junction with the Chrysler Easter 
Parade of Stars show which closed 
yesterday (Apr. 14) at the Cincin- 
nati Gardens. ar 

- 


ARION Lincoln-Mercury, 
Marion, O., announced its 10th 
anniversary sale and said, “Save 
hundreds of dollars on 1957 Mer- 
a 
company may have been 
locking for a new advertising 
man the day after the ad ap- 
peared. For prominently displayed 
was a picture of a 1956 Mercury. 
Courtesy Dodge-Plymouth, the 
New Orleans dealership that is 


Wolfson, Romney 
on Broad 
Auto Program 


DETROIT. — After talks here 
Thursday with Louis Wolfson, 
highly publicized financier, and ma- 
jor stockholder in American Mo- 
tors, George Romney, president, 
issued a statement asserting that 
AMC would continue its broad auto- 
motive program. 

Wolfson and his aides were 
shown prototypes of the cars and 
appliances AMC will introduce for 
the 1958 market. 

Romney said he was further 
heartened by the conferences and 
that AMC would continue its auto- 
motive and appliance activities. 

A three-point general program 
was upon: 

1. To make Kelvinator the 
nucleus for a broader and bigger 
appliance program. 

2. To expand the company’s per- 
centage of the future car market 
with small cars, compact cars and 
larger cars. 

3. Greater diversification of the 
company’s activities. 


Buffalo Shipping Season 
Opens as 423 Cars Arrive 


BUFFALO. — Nicholson Transit 
Co, has broken the ice for resump- 
tion of navigation to Buffalo. Its 
437-foot freighter Mataafa sailed 
into the municipal piers with 423 
new autos from Detroit. 

The Mataafa’s arrival stepped up 
ship fitout activities here, Mc- 
Carthy Steamship Co. sent its auto 
earrier T. J. McCarthy out of port 
for its first load of cars at Detroit. 


advertising 1957 Plymouths for $1,- 
492, asked readers to settle a family 
argument. 

The firm has two outlets. The 
one at €29 Second screamed, “We're 
behind quota ... running second 
in a two-horse race. 643 N. Ram- 
part is beating us. We must take 
any deal they turn down. We must 
catch up, Bring us any deal.” 

a * = 


¢ SUNNY areas, air conditioning 
is a big selling point, This 
feature was included in the equip- 
ment of specially priced models 
offered by Bill Terry’s, Inc, (Buick), 
Jacksonville, Fla., and Sid Haydon, 
Inc. (DeSoto-Plymouth), Little 
Rock, Ark. 

Paramount Oldsmobile, Brooklyn, 
N. Y., used small type to lampoon 
the blitzers in an ad headed, “Don't 
tell anybody.” 

Copy — “We have to 
whisper this . .. we found a 
gimmick . our prices are s0 
low. Why don’t you find out for 
yourself? But don’t tell anybody.” 
One-column-by-three-inch ads told 

the story for Parker Chevrolet and 
Nethling Chevrolet, both in the 
Pittsburgh area, Parker mentioned 
$1,957 with payments of $47.42 a 
month, while Nethling said, “Small 
ad, small dealer, small profit equals 
big deal. Try us and see.” 
= * * 

HURSTON COOKE FORD, 

Louisville, treated visitors to a 
look at the Golden Sahara, a custom- 
built dream car which Cooke said 
is valued at $50,000. It has a tele- 
vision receiver, tape recorder, tele- 
phone, rear-seat bar and refrigera- 
tor. 

In. Atlanta, Fred Walters Olds- 
mobile invited residents to the 
opening of its new building. The ad 
included pictures of the service 
department, machine shop, show- 
room and exterior of the new plant. 

Another Atlanta dealer, 
Green Buick Co., urged: “Come 
to Hix Green’s Buick Center 
where 1957 Buicks cost less than 
you think, “We're pricing ‘em 
right for you to buy on sight. 
Let us prove it.” 

Adamson Ford, Inc., Birmingham, 
Ala., featured pictures of two sales- 
men in an ad that said, “Just 
thought we'd let you know we are 
in business at Adamson Ford, Inc.” 

Copy promised competitive prices 
and terms and “sincere personal 
interest” in the buyer. It concluded: 
“If you are tired of the runaround 
and confusion so often assoc 
with buying today, you'll appreciate 
our fair dealing.” 

> a 
UTO owners who have been 
plagued with wou! d-you-take 
literature have found a champion 
in “Mr. Fester,” a fictitious but 
highly plausible gentleman dreamed 
up by . M. Atkinson, of the 
Louisville Times. 

In a whimsical column, Atkin- 
son chronicled the plight of Fester 
who was haled into court by his 
neighbor, “Mr. Sneakley,” and 


(Continued on Page 75, Col. 2) 





A New Relationship— 


Canadian-built Studebaker Champion 
shows first factory installation north of 
border of Canadian-built Fram Easychange 
oil filter and Fram Filtronic air cleaner. 
Fram units will be standard on Canadian 
Studebakers and Packards in 1958. 


a ame 
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Lincoln's New Headquarters— 


Ea 





Lincoln today opens its new national headquarters, shown above. It is located in 
the Novi-Wixom area, 26 miles northwest of downtown Detroit. It is said to be one 
of the largest and most modern automotive facilities built in Michigan since World 
War Il, and is second in size to Ford's Mahwah (N. J.) and Dearborn Rouge plants. 
The plant has an annual production capacity of 112,000 cars on a straight-time basis 


and will employ 5,000. 





S-P of Canada to Install 
New Fram Filters in 1958 


TORONTO.—The first Canadian- 
built cars equipped with the new 
Fram Filtronic air cleaner were 
shown here last week by Fram 
Canada, Ltd. and Studebaker- 
Packard of Canada, Ltd. 


The equipment was on two 
Studebaker Champions presented 
as prizes to Canadian dealers who 
won an international contest for 
the closest estimate of the number 
of automobiles and trucks which 
were built in 1956 and factory- 
equipped with Fram filters as 
original equipment. 

Canadian top winners were J, B. 
Kane, of J. B. Kane, Ltd., Kingston, 
Ont., and R. Cox, Fram salesman 
of Chown Ltd., Kingston. In all, 
116 Canudian dealers and salesmen 
won prizes. Fram air cleaners and 
oil filters will be standard on all 
Canadian Studebaker and Packard 
cars in 1958. Gus Gaskin, president 


AMA’s Reeves 
Retires After 
43-Year Service 


DETROIT.—Retirement of Alfred 
Reeves as advisory vice-president 
of the Automobile Manufacturers 
Assn, was announced last week. 

Reeves, 81, has played an active 
role in the automotive industry for 
more than 50 years and has served 
the association for 43 years. 

When the National Automobile 
Chamber of Commerce was or- 
ganized in 1914, he was named its 
first general manager. The name of 
the organization was changed to its 
present form in 1934. 

In 1940, AMA headquarters were 
moved from New York City to 
Detroit and Reeves continued as 
advisory vice president and man- 
ager of the AMA New York office. 

Reeves also served as manager 
of the National Automobile Shows 
held annually in New York before 
World War II. As newspaperman, 
automobile enthusist and AMA offi- 
cial, he has had a part in all 42 
National Auto Shows, including the 
last one in 1956. 


Ford Skyliner 
Bows; Output 
Goal Is 20,000 


DEARBORN, — Ford division’s 
retractable hardtop coupe will go 
on display in dealer showrooms 
Thursday (Apr. 18), The model has 
been tagged the Skyliner, a name 
similar to the Sunliner, Ford’s 
softtop convertible. 

Production goal for the Skyliner 
is 20,000 units during the next year. 
Ford said this figure is higher than 
its annual Thunderbird output. 

R. S. McNamara, general man- 
ager, said the fliptop is being built 
at the division’s assembly plants in 
Dearborn, Louisville, Kansas City, 
Mahwah, 'N. J., and San Jose, Calif. 

As announced earlier, the car will 
be a V-8 model and will be priced 
at $2,942.05, including Federal ex- 
cise tax and dealer delivery and 
handling. Ford’s softtop convertible 
is $2,605.32.with a V-8 engine. 

Ford said only three other con- 
ventional convertibles in the in- 
dustry are priced below the fliptop. 
They are Plymouth, Chevrolet and 
the Dodge Coronet. 


of Studebaker-Packard of Canada, 
said, at the presentation. 

Presentation was made by C, B. 
Benton, sales vice-president of 
Fram Canada, who said that the air 
cleaner prevents the entry of dirt 
and abrasive particles into the en- 
gine, while the oil filter removes 
any contamination developed within 
the engine while it is in operation. 
The combination of these two 
new Fram filters with replaceable 
cartridges represent the present ul- 
timate in filter protection to a new- 
car owner, and assures increased 
engine life, Benton said. 

Gaskin said that coming wage 
increases in automobile plants, 
steel plants and other suppliers 

industry will 


He said he felt that the public 
“is getting sick of annual higher 
car prices” and therefore it was 
necessary to install equipment 
which would give car owners lower 
maintenance costs. 

In introducing Gaskin, F, A. 
Knight, president of Fram Canada, 
recalled that 21 years ago Stude- 
baker was the first car manufac- 
turer to decide with Fram on 
installation of oil filters on cars, 
resulting in the start of a new 
modern filter industry. 

Those attending the presentation 
included Tom Pryde, general sales 
manager of Studebaker-Packard of 
Canada. 


Edsel Body Units Roll 
Off Buffalo Line Soon 
BUFFALO — Ford’s Buffalo 
stamping plant has the dies and 
in a month or so will start pro- 
duction on body-side assemblies 
for the company’s new Edsel line 
to be introduced in the fall. 
The stamping plant also is 
slated to start <r a 
week or so on the stampings for 
the roof of the new Ford retract- 
able hardtop convertible. It will 
make all of these parts. 








Plymouth Pin-Up Popular— 


Popularity of automobile pictures is emphasized these days through an advertise- 


Lincoln Opens 


New Headquarters 
In Detroit Area 


DETROIT.—Lincoln today (Apr. 


15) opens its new national head- | 
quarters, including assembly facili- © 


ties, 
miles northwest of here. 


in the Novi-Wixom area, 28 | 


“We now have the finest facilities © 
in the world for the production of | 
prestige automobiles,” said Ben D. © 


Mills, Lincoln general manager. 

This includes a 200,000 square 
foot brick and glass office building, 
a 1,300,000 square foot assembly 
plant, test track and power plant. 

The new headquarters give Lin- 
coln, for the first time in its his- 
tory, completely separate facilities 
for administration, production and 
distribution of its cars, the division 
said. 

“The cpening of the new Lincoln 
headquarters . . . marks an impor- 
tant milestone in Ford Motor Co.’s 
program of advancement in the 
prestige car market,” said Henry 
Ford II, president, Ford Motor Co. 

The majority of the division’s em- 
ployes, formerly housed in the Ford 
Rouge area of Dearborn, moved 
into the new headquarters over the 
weekend A manufacturing cadre 
moved a month ago. 


Rochester Dealers 
Choose Cooke 


ROCHESTER, N. Y.—The Roch- 
ester Automobile Dealers Assn, has 
elected William E. Cooke sr. presi- 
dent to succeed John G. Dorschel. 

Michael Piehler was chosen vice- 
president, and E. C. Schoen and 
E. J. Horton were reelected secre- 
tary and treasurer, respectively. 

It was announced that the West- 
ern New York State Automobile 
Dealers Assn. will meet with Roch- 
ester and area dealers Apr. 30 in 
the Sheraton Hotel here. Dorschel 
will be chairman of the meeting. 


GM Aids Negroes 


Gives $35,000 to Fund 
For 31 Colleges 


DETROIT. — A $35,000 General 
Motors gift to the United Negro 
College Fund was announced last 
week by Louis G. Seaton, GM vice- 
president and chairman of its com- 
mittee for Education Grants and 
Scholarships. 


The GM grant comes at the be- 
ginning of the 1957 nationwide 
drive by the United Negro College 
Fund, which provides financial aid 
to 31 Negro Colleges in 12 states. 
It brings to $135,000 the amount GM 
thus far has given to the fund. 

Leonard N. Simons, Michigan co- 
chairman of the fund, termed the 
gift “the largest individual grant 
received from any corporation in 
the country.” 





ment currently appearing for the Plymouth Fury. The ad, featuring an oil painting 
illustration of the Fury, invites readers to write for reproductions of the painting. In 
the first 10 days following appeorance of the first ad, more than 3,000 written 


requests for the print have been received at the Plymouth plant, 
than 250 daily. Above, James Wangers, 


continue to arrive at the rate of more 


and requests 


Plymouth sales promotion manager, checks over the latest batch of requests. 
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BENDIX DUO-DUTY AUXILIARY BRAKE 
Power to hold on grades... Power to stop at road speeds 





The Bendix* Duo-Duty auxiliary brake serves the 
double purpose of a positive parking brake and an 
emergency road-speed brake. 


FOR PARKING, the Duo-Duty brake has ample 
torque capacity to keep the braked wheels from 
rolling on any hill or ramp, regardless of how 
steep. 


FOR EMERGENCIES, it has the torque and thermal 
capacity to serve as a dependable stand-by brake 


Bendix =: DIVISION ox SOuth Bend, IND. 


Export Sales and Service: Bendix International Division, 
205 East 42nd Street, New York 17, N. Y. 


at road speeds should the main braking system, 
for any reason, fail to work. 


Minimum physical pull at the hand lever, less 
weight, fewer parts, mechanically simple. 


A heavy-duty drive shaft brake that is rugged 
and right . . . built and backed by Bendix. 


*REG. U.S. PAT. OFF. 


BRAKES « POWER STEERING « POWER BRAKING « CONSTANT VELOCITY 
UNIVERSAL JOINTS « HYDRAULIC REMOTE CONTROLS 
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Capsule Comment 


Congressmen are reported “amazed” at the flood of pro- 
tests from constituents on high taxes; now believe that 
levies must, and will, be cut at the latest by 1958 (an elec- 
tion year). 

The wonder is that taxpayers haven’t protested before 
this. 





Speaking of taxes, the state of Washington is planning 
to use roadblocks in an attempt to collect the 3.5 percent 
use tax on property bought out of state. 

We’re commencing to understand why Frenchmen go 
allout to avoid exorbitant taxes. 


* - 

William McChesney Martin jr., chairman of the Federal 

Reserve System, says the “tight money” situation has been 

brought about by the demands for credit, not a reduction 
in the money supply. 

That clears everything up. 

+ . 

One of the biggest advertising campaigns in history is 

an in the works to stimulate the spring car sales 

market. 


With an encouraging rise already under way, this may 
be the push needed to put 1957 sales over last year. 


Since an Illinois probe, four auto-collision insurance com- 
panies have already refunded $126,000 in overcharges to 
motorists, declares Joseph S. Gerber, state insurance direc- 
tor. 

Where there’s smoke, there’s often fire. 
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“You have today, as always, the obligation to promote 
actively the sale of your factory’s products in a reasonable 
volume for your territory,” NADA President Fred Sutter 
tells dealers. ‘““But every car must bear its share of the 
overhead figured in as part of the cost of that car.” 


Two worthwhile objectives. 
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Events 


Dealer Conventions 


Apr. 26-27—South Carolina Automobile 
Dealers Assn., Francis Marion Hotel, 
Charleston, 

Apr. 29-30 — Pennsylvania Automotive 
Assn., Penn-Sheraton Hotel, Pittsburgh. 
May 5-7—Iidaho Automobile Dealers Assn., 
Pocatello. 

May 6-7— Missouri Automobile Dealers 
Assn., Chase Hotel, St. Louis. 

May 9-11—Washington State Auto Dealers 
Assn.,. Winthrop Hotel, Tacoma. 

May 12-13 — South Dakota Automobile 
Dealers Assn., Huron, S. D. 

May 14-15—Massachusetts State Automo- 
bile Dealers Assn., Inc., Hotel Statler, 
Boston. 

May 19-2i—North Carolina Automobile 
Dealers Assn., Asheville. 

May 24-25 — New Mexico Automotive 
Dealers Assn., Albuquerque, 

May 26-28—Tennessee Automotive Assn., 
Peabody Hotel, Memphis. 

June 6-7 — Oregon Automobile Dealers 


Assn., Multnomah Hotel, Portland. 
June 7-9 — Automobile Trade Assn. of 
Maryland, Commander Hotel, Ocean 


City. 

June 27-30—Michigan Automobile Dealers 
Assn., Mackinac Island. 

Aug. 1819—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, 
Savannah. 

Aug. 21-22 — Federation of Automobile 
Dealer Assns. of Canada, Toronto, 
Aug. 25-27—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 


Sulphur Springs. 
Sept. 68 — Maine Automobile Dealers 
Assn., Inc., Samoset Hotel, Rockland, 


Me. 

Sept. 8-10—New York State Automobile 
Dealers, Inc., The Concord, Kiamesha 
Lake, N. Y, 

Sept. 810—Automotive Trade Assn. of 
Virginia, Hotel Roanoke, Roanoke. 

Sept. 8-10—Wyoming Automobile Dealers 
Assn., Sheridan, Wyo. 

Sept. 9 — New Hampshire Automobile 
a Assn., Lake Tarleton Club, Pike, 


Sept. 15-16—Kentucky Automobile Dealers 
oo Sheraton Seelbach Hotel, Louis- 
ville. 

Sept. 15-17—Colorado Automobile Dealers 
Assn., Colorado Hotel, Glenwood 
Springs, Colo. 

Sept. 16-17 
Dealers Assn., 


Minnesota Automobile 
Nicollet Hotel, Minne- 


apolis. 

Sept. 16-17—Wisconsin Automotive Trades 
Assn.. Milwaukee. 

Sept. 26-28—Arkansas Automobile Dealers 
Assn., Marion Hotel, Little Rock, 

. 1-3—New Jersey Automotive Trade 
a Chalfonte-Haddon Hall, Atlantic 

ity. 

Oct. 2-4 — Texas Automotive Dealers 
Assn., Baker Hotel, Dallas. 

oF. 20-2i—Oklahoma Auto -Dealers Assn., 
ulsa. 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 
Miami Beach. 

Nov. 3-5—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi. 

. 7T—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Nov. {0-12 — Ohio Automobile Dealers 
Assn., The Neil House, Columbus. 

Dec. 3—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 

Jan. 11-15—National Automobile Dealers 
Assn., Miami Beach. 

* * * 


Auto Shows 


Mey 3-4 — Roanoke Rapids Automobile 

Show, Roanoke Rapids Armory, Roanoke 
Rapids, N. C. 

Oct. 30-Nov. 10—International Automobile 
Show, Turin, Italy. 


Dec. 1421 — Miam: Automobile Show, 
Dinner Key Auditorium, Miami. 
Jan. 3-11 — Upper Midwest Auto Show, 


Municipal Auditorium, Minneapolis. 

Jan. 412 — Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 

Jan. 412— National Automobile Show, 
New York Coliseum. 

Jan. 18-26—Detroit Auto Show, Artillery 
Armory, Detroit. 

Feb. 1-8 — Louisville Automobile Show, 
State Fair Exposition Center, Louisville. 

a * 


General 


Apr. 25-27—Iinternational Automotive Ex- 
position (southeast jobber sponsored), 
Dinner Key Auditorium, Miami. 

Moy 9-12 — Midwest Automotive Trade 

ow, Kiel Auditorium, St. Louis. 

May 12-15—Automotive Engine Rebuilders 
Assn., 35th Annual Convention, Shera- 
ton-Cadillac Hotel, Detroit. 

Mey 23-26—National Automotive Service 
Show (national regional designated), 
Commonwealth Armory, Boston. 


(See CALENDAR, Page 65, Col. 1) 


30 Years Ago... 
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“Il gave you my order th 


Letterbox 


‘Victimizes Dealers ..... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 


letters but you may sign your name 


Cadillac Gypster 

We have, operating through 
Cadillac dealers, an Albert H. Smith 
who is now driving the third Cadil- 
lac that he has 
secured through 
Cadillac dealers, 
and we would 
greatly appreciate 


your consideration —- fe 
in giving some _ : 
space in your next 

issue since your a 
fine publication So 
goes to almost qC 7 
every dealer in the 7 
U. S. We have . 4 
circularized all A, H. Smith 


Cadillac dealers, but obviously this 
character is too smart to get his 
new Cadillac convertible serviced 
in one of our dealerships. 

Here is the information on Smith. 
He is 31 years old, 5 feet 11 inches 
in height, and weighs 136 pounds. 
He is of slight build, has black 
hair, parted in the middle, mole on 
upper lip and is an immaculate 
dresser, Smith is said to be a gam- 


The Big Stories 


Ford Motor Co. profits last year were equal to $436 a share, com- 
pared with an indicated $547 in 1925, it appears from the statement 
of the company filed with the Massachusetts commissioner of cor- 
porations. The company’s surplus showed an increase of $75,270,895. 
In 1925, the company’s surplus gained $79,890,396. 

General Motors sales to dealers in March set a record of more than 
161,000 cars and trucks. The firm’s best previous month was Septem- 
ber, 1926, when 138,360 units were sold. 

Total production of automobile casings by Goodyear Tire & Rubber 
Co, during the first quarter was 4,030,656. March was the biggest 
month in Goodyear history with production of more than 1.5 million 


casings and 1.7 million tubes. 


General Motors Corp. has notified shareholders of its intention to 
purchase $35 million worth of its common stock before end of 1930 to 
provide stock to be sold to its executives under the Managers Securi- 


ties Co. plan. 


—From the files of Automotive News. 





Automotive Cartoon 


Of the Week 


Tye 
\Oz 4 
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my car arrived from the factory yet?” 


used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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ree whole days ago—hasn't 
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with the assurance that it will not be 


bler, has studied electrical engi- 
neering, has taught at Arthur Mur- 
ray Dancing Schools and also has 
tended bar. 


In September, 1955, Smith, who 
was highly regarded by his em- 
ployer as well as his landlord and 
wife, contacted one of the salesmen 
at Adams Motor Co., a Cadillac 
dealer in Colorado Springs, Colo., 
and after a week or 10 days of 
dickering, decided to purchase a 
1953 Cadillac convertible. E 

No trade was involved but sev- 
eral more days elapsed as he said 
“his savings account would have 
to be transferred to Colorado 
Springs from a bank in Indiana.” 
At last, on a Friday about 4:30) 
p.m., after the banks had closed, 
he came in and the deal was made. 


He gave Adams a check as down- 
payment and signed up for a bal- 
ance of monthly payments. The 
check was not good and Smith had 
left town by the following Monday # 
morning. No license plates—only af 
permit to drive the car until regu- 
lar plates could be obtained—were§ 
issued. 

In rechecking the transaction, the 
dealer learned that this man had 
stolen 14 blank checks from his§™ 
employer, 11 of which he filled in 
for the same amount and turned 
them in at 11 different stores in 
Colorado Springs for approximately 
$1,000 in cash. 

He is a parolee and was on pro- 
bation at the time he lived and 
worked in Colorado Springs. 

Smith drove the 1953 Cadillac 
through different parts of the coun- 
try and eventually wound up in 
Atlanta, where he worked the same 
kind of deal with Capital Automo- 
bile Co., and took delivery of a 
1956 four-door Cadillac and 
promptly left town. ; 

On Thursday, Feb. 25, 1957, we in 
Greenlease delivered a 1957 Cadillac 
Convertible, Engine No, 5762-046241, 
to Albert H. or Mina C. Smith, who 
(Continued on Page 65, Col. 1) 
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DEMONSTRATION 


the best place to buy a Used Car is behind the wheel 


ey, . . e* 
A Sree. 


SIGN UP 
a hata 
BU 
USED-CAR 
HISTORY... 


LOOK & NADA CO-SPONSOR 


Order Your Tie-In Kit Now—Deadline is July 1st 


New, bigger tie-in kit contains: 

Gigantic colorful, all weather banner: 20’ x 3’. 

Four service department streamers: 68” x 16”. 

Two hard-selling posters: 22” x 36”. 

Fifty windshield stickers: 4” x 5%”. 

200 performance check sheets: 5” x 7”. 

250 envelope stuffers: 3%” x 74%”. 

50 bumper stickers: 5” x 21”. 

Newspaper ad mats: 2200 lines, 600 lines, 300 lines. 
“OPERATION DEMONSTRATION” Sales Idea Book: 84%” x 11”. 
Cost of kit—just $15 delivered. Send your check to Fred 
Talento, Automotive Merchandising Manager, LOOK, 488 
Madison Avenue, New York 22, N. Y. 


industry-wide used-car promotion September 9-21. It’s here again—the biggest used-car pro- 
motion ever — right on the heels of last year’s success! It’s “OPERATION DEMONSTRATION” 
—created by LOOK and the National Automobile Dealers Association to spark used- 
car sales by new-car dealers right when they need it most—on the eve of new-model 
announcements! 


Last year, ‘““OPERATION DEMONSTRATION” resulted in some ten million dollars of used- 
car sales across the nation—and participat- 
ing dealers enthusiastically called for a re- 
peat of the promotion this year! Executives 
of NADA are solidly behind “OPERATION 
DEMONSTRATION” this year and urge you to 
tie in with this sure-sell promotion! —the BIG magazine with BIG promotions 
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Prather Chevrolet Stresses Service .. . 


Mechanics Build His Business 


By L. H. Houck 
Staff Correspondent 

ELDORADO SPRINGS, MO. — 
Dealers who are plagued with serv- 
ice department “comebacks” and 
“do-overs” may take heart from the 
service promotion business of John 
Prather, Prather Chevrolet Co. One 
of his mechanics did 217 jobs in a 
month without a comeback or a 
complaint. 

While Prather’s service shop 
accepts all makes because of cus- 
tomer demand, he is waging a 
campaign to “take your car back 
home.” 

“T’m tooled up to repair and serv- 
ice Chevrolets,” he explained, “and 
our ambition is to furnish better 
Chevrolet service than can be had 
anywhere, I think it is best for the 
car and the customer that a buyer 
return his car to his home dealer 
for every service and repair re- 
quirement. 

“I’m sure that in the long run 
that the customer gets a lot more 
for his money and that his invest- 
ment in his car is safer.” 

Prather often advises owners of 
other makes to take their cars to 
their own dealer for service be- 
cause most of them have the special 
tools for that make as well as me- 
chanics with special information. 

He also believes a dealer should 
take care of his own customers 
first, and he makes it a service 
policy to go to bat for his cus- 
tomers with the factory when he 

thinks the customer is entitled 
te more consideration than the 
standard warranty provides, 

He said he wouldn’t hesitate to 
provide the customer who has a 
just complaint with everything from 
an engine to nuts and bolts. 

Prather has an experienced four- 
man staff. Each man can do any- 
thing required, but each has a 
specialty. 

For instance, one man specializes 
in automatic transmissions and in- 
stalling windshields, He never has 
broken a windshield in making an 
installation. Such a break is a 
dealer loss of $75. He has serviced 
thousands of automatic transmis- 
sions, and comebacks for do-over 
are rare. 

The servicemen take pride in 
their work, and Prather feels this 
is an important reason why there 
are so few customer complaints. 

The shop motto is to do the job 
ee ee aan 


Plymouth Rubber 
Wins Patent Case 


CHARLOTTE, N. C. — The U. 8. 
Court of Appeals here has issued a 
decree in favor of Plymouth Rub- 
ber Co., Inc., Canton, Mass., in a 
suit against the firm alleging patent 
infringement in the manufacture of 
plastic electrical tape. 

The suit was brought by the 
Minnesota Mining & Mfg. Co. The 
action holding Plymouth had not 
infringed upon the 3M patent was 
handed down after a trial of more 
than two years in the courts. The 
decision reversed an earlier de- 
cision of the U. S. District Court at 
Greensboro, N. C. 


Rawls Runs for Council 


RALEIGH, N. C.—Guy W. Rawls 
sr., president and general manager 
of Rawls Motor Co. (DeSoto-Plym- 
outh), is a candidate for City Coun- 
cil in the Apr. 27 municipal pri- 


mary. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story, 
plus many other pertinent facts concerning 
the automotive industry, every week 


throughout the year. 





USED CAR DEALERS 


We can supply you with 
CHEVROLETS 
FORDS 


1955 - MODELS - 1956 
other makes too 
lowest wholesale prices 
all cors clean 


As Near As Your Telephone 
EMKAY, INC. 
6850 Cottage Grove Avenue 
Chor. 37, WMinois 
Phone: MUseum 446969 
Ask for Ben Geller 







right, take as much time as is 
necessary to do it right, and at all 
times to remember that customer 
satisfaction is one of their biggest 
assets. 


It is common practice for Prather 
mechanics to notice and repair 
small items such as loose screws, 
make minor adjustments, tighten 
hose connections, or correct minor 
annoyances without charge. Cus- 
tomers soon notice this extra serv- 
ice and show their appreciation by 
returning to the dealership for 
service. . 

Another of Prather’s goodwill 
builders Gccurs when a customer 
comes to''pick up his muddy and 


Kentucky Ignition Cited 

TOLEDO.—A certificate of merit 
in recognition of the two firms’ 25 
years of association has been 
awarded to Kentucky Ignition Co. 
by Electric Auto-Lite Co, Kentucky 
Ignition operates in Louisville and 
Lexington, Ky. 


dirty car and finds it has been 
washed. This conversation takes 
place: 

“I didn’t order a wash job Mr. 
Prather, and when I want my car 
washed TH...” 

“No charge for the wash job, 
Mr. Jones,” Prather replies. “We 

had an idle half hour on the 
wash rack, and the boys just 
washed it up with their compli- 
ments.” 

An occasional free wash job 
makes friends and customers and 
is good advertising, Prather said. 
And it often paves the way for a 
friendly discussion of a new or 
used-car deal, 

How does a dealer select mechan- 
ics that will fit into such a dealer- 
ship building program? 

“That’s easy,” Prather said, “Get 
mechanics who take pride in their 
work, who are justly proud of their 
skill and experience. A man who 
will let a job £0 out of which he 
is not proud cannot be much of 
an asset to the business.” 





Oldsmobile Vet Retires— 


M. J. Minno, superintendent of Olds- 


163 Cities Give 
Soap Box Derby 
Its Biggest Field 


DETROIT.—A record total of 163 
cities in the U. S., Alaska, Canada, 
West Germany and the Philippine 
Islands will participate in this 
year’s Soap Box Derby, according 
to W. G. Power, Chevrolet adver- 
tising manager and derby execu- 
tive director. 

Chevrolet sponsors the event in 
cooperation with newspapers, radio 
and TV stations and civic and fra- 
ternal organizations. This year 
marks the 20th running of the 
derby which first was held in 1934, 

The previous record field was 155 
cities in 1956. Thirty-four new cities 
have joined the holdovers this year. 

This year’s derby will be decided 


mobile’s final assembly plant at Lansing; Aug. 18 in Akron. The finals will 
for the past 27 years, takes a last look| bring together the champions from 


at the final leg of the assembly line in 
company with William J. Slachta, his as- 


the 163 sponsoring points. 
The 1957 champion will receive a 
two-week tour of Europe, during 


sistant and successor. Minno is retiring; which he will visit England, Ire- 
from Oldsmobile after 37 years, most of |/@nd, France, West Germany, Bel- 


it spent in the final 
where 3,544,479 cars 
while he worked there. 


assembly plant, 
were produced 


gium and Italy. The trip is in addi- 
tion to $15,000 in college scholar- 
ships, merchandise awards and tro- 
phies for the top finishers. 








| 
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Every new Pontiac is changed over to Seiberling 
premium quality tires: Star Chiefs and station wagons 
to Seiberling Sealed-Aire puncture-sealing tubeless 
tires; other models to Seiberling Premium Safety tires. 




















Derrow Motor Sales’ Pontiac and used-car sales area is at 417 2nd 


John Roehrig 


Street, Defiance. Derrow Motor Sales also handles GMC trucks at 
another location in Defiance. 


James D. Derrow 


Important members of the Derrow Motor Sales organ- 
ization. These key men are largely responsible for 
the 100% change-over to Seiberling premium tires. 
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Merchandising 


Memos to Dealers 


By Bob Finlay 





ERNIE Metcalfe, a veteran sales 
promotion man, claims he has 
something to make the job of pros- 
pecting easier for auto salesmen. 
Metcalfe says most salesmen 
either do a hit-or-miss job at 
prospecting or shun it altogether, 
because they don’t know how to 
go at it in an organized manner. 
His system is designed to warm 
up the prospect before the salesman 
ever contacts him. It is done 
through a series of cartoon post- 
eards which fit various situations. 
* a = 


Taps the Neighbors 
OR example, take this situation 





where a salesman just sells a 


car. He picks out Series A, which | 


Well, it could be... 


Some dealers say it can’t be done... 
and you'll lose a sale if you don’t sell at the lowest possible price. 
.and with some products. 
But not in Defiance, Ohio, at Derrow Motor Sales, Inc... 
not with a product like Seiberling tires. Someone must have for- 
gotten to tell “Shorty” Derrow that you can’t add anything to 
a car’s f.o.b. price and make a sale. Or maybe they did and he 
didn’t believe it. Because every new Pontiac that “Shorty” has 
sold since taking on Seiberling tires has been changed over to 


in some places. . 


starts: “We just delivered a beau- 
tiful new car to your neighbor.” 
This goes to those in the immediate 
neighborhood. 

Next day the neighbors get an- 
other cartoon card captioned: “We 
got the champ. Ask your neigh- 
bor.” This goes on each day for 
five days, winding up with this 
one: “Advertising can drive you 
crazy. Let’s talk sense.” 


The salesman then starts his) 


phone approaches, with the ad- 
vantage of having been introduced 


| to the household for five days run- 
| ning. * * «* 


Closing Approach 


HERE are three series for this 
situation and three for that in 





premium quality Seiberlings at an extra profit! 


How does he do it? By changing over the tires as soon as he 
gets delivery on a car, and displaying his cars on Seiberlings. 
Not one single car buyer has said “take them off” after being 
shown the difference between original-equipment tires, and 
Seiberling tires, in construction and safety. “Shown” is the right 





that we’re in a buyer’s market, 


which a deal has been discussed 
with a prospect and he wants time 
to think it over. One starts out 
“Holding my breath until I hear 
from you—come on over.” Next one 
says: “The boss says it’s a steal, 
but still a deal.” 

Fifth one: “Be right over to get 
that order.” Then the salesman 

makes another personal approach. 

The cartoon kit contains enough 
postcards to approach 150 persons 
on a series basis, plus a miscel- 
laneous file, 

Metcalfe’s address is 3206 Gaston, 
Dallas, Tex. Firm name is Promo- 
tional Sales Specialists, Inc. 

+ * + 


Quality and Management 


W* HEAR a lot these days about 
lack of quality in products 
being attributable to the fact that 
workmen no longer take pride in 
their work. 

That, of course, is a lot of bunk. 
Management has the _ responsi- 
bility for quality, and the presence 
or absence of quality is directly 
related to what management in- 
sists upon as commercially ac- 
ceptable with reference to quan- 
tity production. 

If we no longer have quality 
workmanship it is because manage- 





. and 


word, because with Seiberling tires the construction difference 
can be shown, and safety demonstrated. 


“Shorty” Derrow’s experience as a combination car dealer and 


tire dealer covers quite a few years. For eighteen years, he sold 
original-equipment tires along with his car business. Then, in 
April of 1956, he switched his tire line to Seiberling. What 
happened to his tire business is pretty well evident. It picked up 

.and the change-over business has been so profitable that 
“Shorty” is going to expand his tire business to include Seiberling 


recapping and truck tires. 


FOR “BUSINESS WITH PROFIT’ IT’S 


SEIBERLING 


Write or phone: 





MR. DEALER: We’d like to 
have the opportunity to 
show you how Seiberling 
tires will fit into your opera- 
tion and increase your 
profit. Why not arrange a 
time and place where we 
can talk it over? 


L. M. SEIBERLING 

Vice-President in Charge of Sales 
Seiberling Rubber Company 

Akron 9, Ohio + Phone: SHerwood 5-1111 





Cartoon Ice-Breaker— 
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LOOKING FOR A 


CHANGE ? 


This cartoon is one of a series designed to put prospecting by auto salesmen 


on an organized basis. 
* * 


ment has placed the accent on 
building more rather than building 
better. 

There is some reversal of this 
trend, at present, however, on the 
idea that cars generally have gone 


ing of how much more he’s pay- 
ing for bread or butter or steaks. 
He’s thinking that he is putting 
out nearly $3,000 for even some of 
the so-called low-priced cars, and 
that’s a big chunk of money, so 


up so much in price that: buyers|he’s entitled doors that fit, paint 


have a right to be ea fussy. 
Today’s car buyer isn’t think- 


Herman L. “Shorty” Derrow 
is the biggest Pontiac dealer 
between Toledo and Indian- 
apolis. In Defiance, Ohio, 
population 13,000, he sold 
and delivered 376 new 
Pontiacs in 1956. 











that isn’t chipped and so forth. 
Dealers and car makers are com- 
ing around to his point of view. 
* > 7 


Human Approach 

AN across a fellow who looks 

like a bright young lawyer, 

school teacher or business man the 
other day. He is in a business which 
always starts at the top and is 
spreading steadily but quietly. 

He’s a consulting psychologist to 
business, an enterprise that can’t 
advertise or shoot off its mouth 
because of the client relationship, 
which is much like that of a doctor. 

There is no mystery or hocus- 
pocus about the relationship of 
psychologists to business, which 
more and more is recognizing its 
problems as mainly those of human 
relations. 


Dealers may not be interested 


in consulting psychologists, but 
they may be interested in their 
approach to business. 


They start at the top because the 
problems start there. The boss may 
have hidden abilities he should 
stress cr hidden inadequacies he 
should overcome by hiring aides 
who have what he lacks. 


Looking for Balance 
UGH advices from the busi- 
ness psychologist, the boss can 
build a balanced team, And, of 
course, the day of the one-man 
show is largely over. Business rec- 
ognizes that no matter how good 
a@ man is you can always beat him 
if you get enough men working 
together against him. 

The boss, too, often needs some- 
one to whom he can talk freely. 
He can’t, or shouldn't, burden his 
subordinates with his personal fears 
or feelings or inadequacies, but he 
can often relieve himself of these 
worries by dumping them in the 
lap of an outsider. 

Once the relationship with the 
boss is right, the psychologist is 
helpful in advising on the stability 
and other qualifications of those 
being considered for upgrading. 


him for advancement in another 
direction. 

This business of human relations 
is so important that despite the 
lack of advertising the problem for 
those in the consulting psychologist 
business ig to get more competent 
psychologists rather than get more 
clients. 


AUTO 
TURNTABLES 


co 
Manefactered by 


Macton Machinery Ce. 


DYKE LANE 
Stemford 2, 
Cona. 








A.R.A. AUTOMOTIVE AIR CONDITIONER 


COOLERS 


CHEAP / 








MARE NOT SOLD BY ORGAN GRINDERS 


Automobile dealers should not be forced to compete with 
department stores, home appliance outlets and chain stores, 
in the sale of automotive air conditioners. 


But they are! 


ee A.R.A., HOWEVER, CONFINES THE SALE OF ITS 


Coane PRODUCTS TO OUTLETS ALLIED WITH THE 
a AUTOMOTIVE INDUSTRY. 

SALE OF ITS 

PRODUCTS THROUGH This, in effect, is a statement of A.R.A. policy: 

OUTLETS ALLIED 1. That an automobile air conditioner is essentially an auto- 
WITH THE motive accessory. 

AUTOMOTIVE INDUSTRY. 2. That there is no comparison between ‘‘stripped down’’ 


merchandise and top quality units. 


3. That even with top quality units, only experienced per- 
sonnel within the automotive industry can assure the 
public the best possible installation and service; that such 
installation and service further guarantee the public better 
performance and longer life of their unit. 


4. That profits from the sale of automobile air conditioners 
and other accessories should remain within the automotive 


industry. 
5. That A.R.A. dealers will not be compelled to compete 

Me with outlets of any kind outside the industry in the sale of PROFITS FROM 

A.R.A. units. 

THE SALE OF 
> A.R.A. AUTOMOTIVE 
\ The rigid standards of engineering, production and service that have AIR CONDITIONERS 
made A.R.A. models the finest automotive air conditioners on the REMAIN WITHIN 

) market today have also ensured the company a tremendous potential THE AUTOMOTIVE 


rowth. Distribution of A.R.A. products is part of this pattern. 
9 , INDUSTRY. 


The background of the company is history; it is one of the pioneers in 
the field. The five A.R.A. brand models have been time-tested, time- 
proven, and refined to the highest degree of craftsmanship and 
performance. 
Quality is a label that can be earned only through constant research, 
yt constant improvements — beyond ordinarily acceptable standards. In 
short, quality is the sum of experience — and at A.R.A. both are an 
invaluable guarantee. 


We believe this guarantee, together with the company's potential 
growth, can be converted into dollars saved for the public — and 
dollars earned FOR THE AUTOMOTIVE INDUSTRY. 


A. R. 2 


MANUFACTURING COMPANY 





P.0.BOX 1636, FORT WORTH 7, TEXAS 


EXPERIENCE IS THE ONLY INSURANCE YOU DON’T PAY FOR 
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AUTOMOTIVE WASHINGTON 


Highway Users Scream 
At ‘Raids’ on Road Fund 


By William Ullman 


Washington Correspondent 


GHWAY-USER groups are fighting mad over two 
“raids” on the Highway Trust Fund, that vast reservoir 

of money supposedly dedicated to building better roads. 
One raid was revealed the other day when Rep. Hale 
Boggs, Louisiana Democrat, jumped to his feet in the House 


to protest a trust fund grab 
by the Department of Labor. 


The Labor Department had 
asked for $365,000 for salaries and 
expenses to be used in enforcing 
the minimum-wage provisions of 
the Federal-Aid Highway Act. The 
Money was to come out of the 
trust fund and the House Appropri- 
ations Committee had ok’ed it. 

Boggs claimed that the men who 
wrote the highway act did not in- 
tend for the trust fund to pay for 


wa ee oe 


any administrative expenses except 
those of the Bureau of Public 
Roads. 

In fact, he said the Ways and 
Means Committee heard “complaint 
after complaint about the diversion 
of funds collected for highway uses 
to other purposes.” 

The trust fund, he added, was 

set up to circumvent just such 
diversion 


It turned out, however, that 


first one. During the last session, 
the department asked for $300,000 
out of the trust fund—and got it. 
Evidently, that appropriation slip- 
ped by under the noses of Boggs 
and the highway users. 

+ * a 


‘Open-Door’ Fought 

HE National Highway Users 

Conference, which is working to 
get the “raid” blocked in the Sen- 
ate, has warned 
that approval of 
the Labor Depart- 
ment request 
would open the 
door to trust-fund 
looting by other 
Federal depart- 
ments. 

Some of the 
other depart- 
ments, says 
NHUC, might be 

William Uliman able to make even 
stronger claims than the Labor 
Department. 

For example, the Treasury De- 
partment could say it is entitled 
to trust funds to pay for col- 
lecting highway taxes. The Justice 
Department might ask for money 
to a crooked contractor. 





prosecute 
Labor’s $365,000 request wasn’t its| The Department of Health, Edu- 


ORDINARY CLEAR GLASS WINDSHIELD. 
Sky glare alone, even without direct sunlight, causes 
squinting and fatigue. A light meter reading at the 
top of the windshield measured 140. 








cation and Welfare could demand 
funds to pay for ite Accident Pre- 
vention Unit. 

As Boggs put it: “If we are not 
careful, we will place ourselves in 
a position where the bulk of the 
trust fund will be utilized for other 
purposes than for the construction 
of roads.” 

+ * * 
NHUC Supports Boggs 
C also backs Rep. Boggs for 
the following reasons: 

1, Highway users were promised 
in roads hearings that every dollar 
of highway taxes would be used for 
highway construction. 

2. The highway act penalizes 
states when they divert their own 
highway taxes. Congress would 
have been inconsistent if it had 
intended to permit similar diversion 
of Federal funds. 

3. The Bureau of Public Roads 
is the only agency specifically 
mentioned in the act as entitled 
to pay administrative expenses 
out of the trust fund. 

4, Money taken from the trust 
fund by the Labor Department is 
not included in the President’s 
budget estimates and _ therefore 





E-Z-EYE SHADED WINDSHIELD. Under ex- 
actly the same natural light conditions, the light 
meter behind the transparent blue band at the top 
measured 60. Eyes shaded from glare are unstrained. 


She’s one of the 55%! 


Protection from glare is a comfort feature that more and 


more drivers desire. When Popular Mechanics Magazine 


ran a nationwide survey, 55% of the respondents said they 
wanted “‘tinted glass” in their next car! 


And it’s only the beginning—wait until car buyers see 
the 1957 E-Z-Eye ads (four-color, full pages in Time, 
Saturday Evening Post, Look and Holiday) featuring color 
versions of before-and-after pictures like the ones above. 


Wouldn’t it make money-sense to order more of your 


1957 cars with E-Z-Eve? 


E-Z-EYE SAFETY PLATE GLASS 


with the shaded windshield 


“Keduceo Glare, Eyestrain, Sun Heat 


LIBBEVY-OWENS- FORD GLASS COMPANY - 


TOLEDO 3, 
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fails to give the public a clear 
picture of budget requirements, 
Boggs’ attempts to block the 
Labor Department raid were frus- 
trated by Rep. John E, Fogarty, 
Rhode Island Democrat. Fogarty 
said that, as he understood the 
highway act, the Labor Department 
had every right to dip into the 
trust fund, Even the Treasury De- 
partment, he added, might be en- 
titled to trust fund money to collect 


taxes. 
* * * 


A Questionable Clause 


HE real culprit in the contro- 

versy seems to be the wording 
of the highway act itself. The 
questionable clause says that trust 
funds can be used to pay bills 
“which are attributable to Federal. 
aid highways,” whatever that 
means, 

Boggs says minimum wage en- 
forcement isn’t attributable, The 
Labor Department’s solicitor says 
it is. 

“Well, it is one lawyer against 
another,” commented Fogarty. “I 
am not (a lawyer). I am in the 
middle here.” When it came to a 
showdown, however, Fogarty sided 
with the Labor Department. 

“I am not surprised,” said 
Boggs, with some bitterness. “I 
can say to the gentleman that it 
is my intention to alert the other 
body (the Senate) as to what is 
going on here, and I think this 
will come out of this bill.” 

He did alert the Senate, for a 
few days later Federal Highway 
Administrator Bertram D, Tallamy 
was questioned about the “raids” by 
the Senate Roads Subcommittee. 
Tallamy offered no opinion but 
promised to furnish a statement 
giving the position of the Bureau 
of Public Roads. 

Commented NHUC: “There is 
every expectation that Mr. Tallamy 
will strongly oppose the Labor 
Department’s proposal.” 


* * * 


Utilities Seek Funds 
IHE second variety of “raid” is 
occurring on a state level, ac- 
cording to NHUC. 

In a number of states, says the 
highway-user group, utility com- 
panies are “vigorously campaigning 
for laws that will reimburse them 
for moving their facilities from 
public rights-of-way when roads 
are widened or relocated.” NHUC 
pointed out that a few states al- 
ready have passed such legislation. 

In the past, claim the highway 
users, utilities always have paid 
for moving costs themselves, since 
they have been permitted in the 
first place to locate on public 
rights-of-way without paying for 
the privilege. 

“If the utilities companies are 
successful nationwide, state by 
state,” said NHUC Director Arthur 
C. Butler, “it is estimated that from 
$1% to $2 billion will be drained 
off from the highway construction 
program on the Interstate System 


alone.” 
. + a 


Steel Price Bothers Tallamy 


AIDS on the trust fund are not 

the only threat to the roads pro- 
gram. Tallamy told the Senate 
Roads Subcommittee that he was 
seriously concerned about the rapid 
rise in the price of structural 
steel, although he wasn’t worried 
about a steel shortage. 

He also warned that there 
will not be enough money in the 
trust fund to award contracts at 
the rate planned in the middle 
years (around 1964). It might 
take 16 years to complete the 13- 
year construction program, he 
added. 

The highway picture as a whole 
is far from dark, however. Tallamy 
reported “good progress” on the 
program, Ten states, he said, have 
obligated 100 percent of the Federal 
funds allocated to them for the 
first year of the program, and the 
national average is up to 88 percent. 


* * * 


Road-Cost Study Offered 


bare Department of Commerce 
has published a description of 
its forthcoming highway cost al- 
location study. This is the study 
designed to help Congress to figure 
out the most equitable tax burden 
to place on highway users and 
others benefiting from Federal 
roads. 

Copies of the proposed plan can 
be obtained by writing G. P. St. 
Clair, Bureau of Public Roads, 
Washington 25, D. C. 





' 
I 
| 
I 








A ee rere S'S ‘Ss 


7 2 


wy 





How They're Pushing Sales 


AUTOMOTIVE NEWS, APRIL 15, 1957 


17 








Dealer Ad Ideas 


Ads Highlight Reliability 

HE Utica (N. Y.) Automobile 
T Dealers Assn. has scheduled an 
advertising campaign which will 
spotlight the reliability of the 
franchised dealer. 

The ads will explain that to be- 
come a franchised dealership, a 
firm must have the sanction of the 
manufacturer and must be able to 
pack up the warranties of the ve- 
hicles it sells by providing efficient 
and adequate service. 

+ o = 


The ‘Early Bird’ Sale 
UTOMOBILE dealers in the 
East Liverpool (O.) area held 

their annual “early bird” sale with | 

asix-page classified advertising | 
section in the Review. 

The newspaper carried teaser | 
ads saying “early bird coming 
soon” for three weeks. The day 
the section ran, an 80-inch ad- 
vertisement calling attention to | 
the ad section was carried on 
one of the sports pages. 

During the sale all dealers dis- 
played an “early bird” tag on each | 
ear which showed the price and| 
the year of the automobile. 


New Car Called 
Better Buy Than 
Loaf of Bread 


7OUR new car. ..a better buy; 
than bread!” was the two-line | 
streamer used over a full page ad | 
sponsored by 10 members of at 
Scioto (O.) County New Car Dealers 
Assn. 

“According to figures recently | 
published in U. 8S. News & World | 
Report, your bread prices have in- | 
creased more since 1950 than your 
new-car prices,” the ad continued. | 

“And where can you get a better | 
buy than your Scioto County new- 
ear dealer .. .” 

The ad was sponsored by Wil- 
liams Lincoln-Mercury and Willys; | 
L. C. Scott, Inc, (Imperial-Chrysler- | 
Plymouth); Iley Conley Ford, Inc.; 
Portsmouth Motors, Inc. (Ford); 
Fred Brown (Oldsmobile-Cadillac) ; 
Glockner Chevrolet Co.; Gil Galyean 
(Buick-GMC); Huston Pontiac; 
Henry Oberling Motors (Plymouth- 
Dodge-DeSoto), and McNeer Motor 
Co. (Studebaker-Packard). 


Telephone Matches Car 


yt JONES MOTORS (Dodge- 
Plymouth), Augusta, Ga., 
boosted floor traffic with an offer 
to provide buyers with a tele- 
phone the same color as their 


50-Foot Trucks 
Win Immediate 
Okay in Iowa 





new car. Dealership officials re- 
ported that the promotion at- 
tracted 20,000 persons to the 


showroom. 
* e * 


‘We Agree, Mr. Munn’ 
gt BIRMINGHAM, ALA. Don 
Drennen Motor Co.,, Inc. 
(Chevrolet - Buick- Cadillac), re- 
printed one of John O. Munn’s 
“Dealers ‘Tell Me” columns from 
AvuTomotive News. 
In the column, Munn discussed 


| 12 attributes which a solid or “serv- 


ice” dealer must possess. 

Drennen’s ad commented: 
Sounds like you were talking 
about us, Mr. Munn .. . because 


you’ve noted the many high stand- | 


ards we observe here at Don Dren- 


| nen.’ 
* * * 


“Generous Danny McGroo’ 


FEW verses which reminded | 
readers of a legendary figure of 





|the Alaska gold rush days popped 
up in an advertisement inserted by 
Danny McGroo (Chrysler- 
Plymouth), Culver City, Calif. En- 
titled “A Poem,” it read: 


A bunch of the boys were whoop- 
it up 

For the Chrysler-Plymouth line, 

And the kid who handles those 
new-car deals 

Was getting them all to sign. 


Then in stumbled a buyer, fresh 
from the lots, 

Dog-tired and loaded with claims. 

He had gone everywhere for a 
deal that was fair, 

And here is the dealer he named. 


“Now, I want to state, and my 
words are straight, 

“And Ill bet my poke they are 
true: 

“The best deal yet is the one 
you'll get 

“From generous Danny McGroo.” 





Yes, back of his desk in a gener- 
ous mood 

Sits Generous Danny McGroo. 

The buyer gets more than ever 
before, 

And that buyer, my friend, can 
be YOO. 


' Joel O. Darner, Mesa, Ariz.; 





Arizona Factory-Dealer Council— 


Dealers in DeSoto’s Arizona district held their annual Factory-Dealer Council meet- 


|ing in Phoenix. The dealers named H. Kelley Rollings, Tucson, as their representative 
|}at the regional meeting in Los Angeles. 


Standing, from left, are Roland Williams, 
Prescott; Ray Keplinger, Phoenix; Y. M. Posthuma, DeSoto regional manager; Ray Sharp, 
district manager; Cleve Curtis, Safford; and J. G. Langham, Globe. Seated: J. Harley 
Dold, El Centro, Calif.; James Bristow, Yuma, Ariz.; C. Fred Scoles, Glendale, Ariz.; 
and Harry A. and Kelley Rollings, Tucson. 





Why over 500 dealers have built 





DES MOINES. — A new law in- 
creasing the permissible maximum 
length of trucks on Iowa highways 
from the old 45 feet to 50 feet has 
just become effective after passage 
by the Legislature and speedy ef- 
fectiveness by publication. 

The bill sailed through both 
Houses of Legislature by heavy ma- 
jorities and Gov. Herschel Loveless 
signed it after at first declaring he 
would “take a long look at it.” 

Bills passed by the Iowa Legisla- 
ture normally become effective the 
following July, but by use of a 
publication clause requiring im- 
mediate publication of the law, as 
was done in the case of the truck 
bill, the law becomes effective as 
soon as publication in two news- 
papers has been completed. 

.Meanwhile, the house has passed 
and the senate had on its calendar 
a bill to extend the fifth and sixth 
cents of the Iowa gas tax until 
1961. The fifth and sixth cents will 
both expire June 30, unless this 
Legislature renews them. 

The fifth cent tax was added as 
a temporary measure in 1953 to 
provide additional funds for paving 
primary roads already surfaced with 
gravel or crushed stone, The sixth 
cent was added for two years in 
1955 to provide funds for widening 
primary roads and bridges. 





with Butler metal buildings 


costs — gets you into business and profits weeks to 


Moderate price, a smart, functional appearance, low 
maintenance—these are just a few of the reasons 
automobile dealers cite in explaining why they built 
with Butler metal buildings. In every case, dealers 


said Butler buildings 


display requirements—and offered important “extras. 


more than met all space and 


”> 


Profit from these dealers’ experiences — investigate 
Butler before you build or expand. 


Just look at the Butler “extras” for dealerships: 


Custom Appearance 


at Less Cost—Butler design 


flexibility offers wide selection in size, trim, even in 
style of building. You can make a Butler dealership 
building as distinctive as your budget permits. 


In Business Sooner—Faster erection of factory- 
fabricated Butler parts cuts construction time and 


There’s a specialist in Butler 


buildings near you who can give 


you all of the important details. Look for his name in the yellow 
pages of your phone book under “Buildings” or write us. 


Veg, prove” 


Manvfacturers of Buildings - Oil Equipment - Farm Equipment 


Dry Cleaners Equipment - Outdoor 


Advertising Equipment 


Custom Fabrication 


Sales offices in Los Angeles, Richmond, Calif. * Houston, Tex. 
Birmingham, Ala. * Atlanta, Ga. * Minneapolis, Minn. « Chicago, III. 
Detroit, Mich. * Cleveland, Ohio * New York City and Syracuse, N. Y. 

Washington, D. C. * Burlington, Ontario, Canada 


months sooner. 


More Efficient Service Area—Clear-span Butler 
buildings (up to 100 feet wide) simplify service area 
layout. As lower right picture shows, there are no 
fender-damaging posts or expensive, unsightly truss-° 
work in a Butler building. 


Easy, Economical Expansion—aAll parts are bolted 
together. Metal walls can be unbolted and moved 
in any direction. 


Economical heating, cooling—Insulation can be eco- 
nomically applied to a Butler building. And the re- 
flective metal roof keeps the building cooler in the 
summer, warmer in the winter. 
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{ ' 
' BUTLER MANUFACTURING COMPANY : 
1 7432 East 13th Street, Kansas City 26, Missouri 1 
; Please send full details about Butler metal buildings for automobile ; 
' dealerships to: 1 
{ ' 
' Name hana nd lace anaes t 
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At the stroke of 8, one Sunday night, nearly every home in the nation 


witnessed an act of electronic magic that only television can perform. 


It presented Cinderella—a 300-year-old tale, infused with life and 
song especially for television by Richard Rodgers and Oscar 
Hammerstein II, two master magicians of the theatre, and gave it a 
new kind of opening night. 

It was an opening night that television itself had never seen. 

It was scheduled on 245 stations for broadcast over practically the 


entire continent of North America—the largest number of television 


stations ever assembled by a network for a single program. 


It was watched by an audience of more than 100,000,000—-the largest 
number ever to view an entertainment program—enough, as someone 


pointed out, to fill a Broadway theatre 7 days a week for 165 years. 


By capturing and enthralling virtually an entire population at the same 


instant, it demonstrated again the medium’s unique power to satisfy 


the public’s increasing interest in television and the advertiser’s need 


for vast audiences. 


It offered further evidence that even a fabulous program can attract 
still more spectacular audiences when it is broadcast over a network 


with the most popular program schedule in television. 


CBS TELEVISION 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Liquid-Cooled Brakes 
Offered to Industry 


EAT continues to be the No. 

One problem in automotive 
brakes. This is true, despite the 
progress made in materials for re- 
sistance to high temperatures and 
improved heat-dissipation charac- 
teristics of some of the newer de- 
signs. 

Among the various methods that 
have been considered to improve 
the brake’s heat-dissipation quali- 
ties, the principle of liquid cooling 
has always been classed as theoreti- 
cally attractive, but impractical for 





production use because of complex- 
ity and cost. 

Now, however, comes surpris- 
ing word that at least one in- 
dustry supplier is ready to refute 
past notions about liquid cooling 
for brakes. Raybestos division, 
Raybestos-Manhattan, Inc., has 
developed such a brake. A car 
equipped with the new device has 
been demonstrated to auto com- 
pany engineers during the past 
10 days. 

In addition to significant im- 
provement in brake performance 
and fade resistance, the liquid- 
cooling feature is claimed to offer 
a startling increase in lining life. 


INTERESTED IN PROFIT? 
HANDLE THE BEST 






ing achieves the 


made unit. The ca 
ing to desired color s 
screws. COOL QUEEN h 


six outlets are used for air d » 


outlets on the bottom; two ad 
on the front and two adjustable 
New design of the U-shaped evapo 
with greater surface area, adds 30% 
effect. Set-N-forget the temperature with 
matic” temperature control which cycles 


Warner clutch 


Tecumseh compressor as required. COOL 
QUEEN’s three-speed control gives you desired 
comfort and up to 451 CFM. 





engaging or disengaging the 


National publicity and advertising will bring top brand name 
recognition... A complete sales and advertising kit, plus servicé 
and installation data is yours to assist in developing your 
market. Our dealer-distributor franchise is second to none. 


For Complete Information 
PHONE...WIRE...WRITE 





Figures being quoted unofficially 
indicate that original linings should 
be good for 100,000 miles. 

Key to the outstanding perfor- 
mance characteristics claimed for 
this unit is the alleged prevention 
of temperature buildup during suc- 
cessive brake applications, Basic- 
ally, the new design consists of a 
modified drum-and-shoe type of 
brake. 

+ + * 
Ce ee ae lining material 
is bonded to the rotating inner 
face of the drum to provide one 
friction surface, A new (for auto- 
mobiles) type of copper-alloy lining 
material is assembled to the shoe 
by either brazing or welding, When 
the brake is applied, the copper- 
lined shoe presses against the 
standard brake lining which has 
been moved to the circumference 

of the rotating drum. 

Water from the engine cooling 
system enters at one end of the 
shoe, circulates through passages 
“tunnelled” into the copper lin- 
ing on the shoe and is discharged 
at the other end of the shoe, 

Tests to date include trials in 
which the new liquid-cooled copper 
linings replaced standard linings in 
current model cars. Raybestos en- 
gineers report that—in cars which 


IN AUTO AIR CONDITIONING! _ 
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Motorists had to obtain a steam 
engineer’s license before being al- 
lowed to drive early steam autos. 





typically encounter brake fade 
after three or four successive 
“panic” stops from 75 m.p.h.—no 
damaging heat buildup or fade is 
experienced after more than 100 
similar repetitive stops. 

If these findings are confirmed 
during tests by the auto companies, 
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OL QUEEN is manufactured 
ory the world’s leading cooling 
and refrigeration company. 
ith the exception of a few 
component parts, COOL QUEEN 
is manufactured and assembled 
under one roof. 


Ph Ceet Quan 


KLAUSS-JOYCE Inc. 


GENERAL SALES OFFICE 5526 Dyer Street 


Dallas, Texas 


it would be safe to conclude that 
the equilibrium temperatureg 
reached during prolonged fade tests 
are below the critical temperatures 
for inducing loss of braking effec. 
tiveness. 

This, in turn, would mean that 
(at equilibrium temperature) heat 
was being carried away by the 
cooling liquid as rapidly as it was 
created by repeated severe brake 
applications. Thus, the end resuit 
promises to be a brake that is 
immune to fade problems, 

I’m sure that brake engineers will 
agree that this is an interesting 
approach to automotive brake <de- 
sign. In effect, its developers are 
saying: “While we are busily im- 
proving materials so they can 
withstand high temperatures, let’s 
not overlook gains to be made with 
designs that avoid buildup of tem- 
perature to the critical level.” 

* * * 


Plymouth Reported Ready 


To Initiate Quality Check 


| ager peep of auto industry em- 

phasis on manufacturing quality 
continues to grow. The latest word 
along these lines is unofficial in- 
formation that Plymouth is expand- 
ing its present quality-control pro- 
grams by adding a powerful three- 
man watchdog committee. 

As I understand the plan, this 
group is to consist of top-level 
representatives from Plymouth 
engineering, manufacturing (qual- 
ity control) and service depart- 
ments. Each week, the committee 
will visit several dealers for the 
purpose of obtaining first-hand 
reports on the quality of cars 
delivered to the dealer. 

In a relatively short time, a con- 
tinuing program such as this will 
have covered a fair sampling of 
dealers throughout the country. 

The factory thus should enjoy the 
benefit of a permanent system for 
feedback of specific information 
which can serve as a constant 
check on the quality of cars it is 
turning out. 

It seems to me that one im- 
portant outgrowth of the commit- 
tee’s dealer discussions should be 
an assurance that the company 
and its dealers are “talking the 
same language” when they refer 
to production standards, 

In other words, this group can 
operate as a communication chan- 
nel to make sure that the quality- 
control level for releasing an auto- 
mobile from the plant may be held 
in alignment with that which the 
factory and dealers have agreed is 
acceptable to the dealer. 

Although this information was 
obtained from a reliable source, 
Plymouth has not yet confirmed 
the existence of such a committee. 
In any case, whether true or not 
—it seems to me that the idea is 
well worth considering. 

As a long-term trend, there is 
little doubt that more direct con- 
tact between the dealer and high- 
level envoys from engineering, pro- 
duction and service departments 
should be advantageous. 

= ao + 





Air Filter Function 
Unaffected by Injection 
Ws fuel injection likely to 

become a significant percent- 
age of original equipment produc- 
tion during the next several years, 
some people are asking how the 
conversion to new fuel systems may 
affect air cleaner design. 

Air cleaner engineers report 
that, performance-wise, there is 
no appreciable change in require- 
ments. In other words, the air 
cleaner situation differs from 
that of the fuel filtering function 
—which is considerably more 
bothersome with injection systems 
than it is for the carburetor. 

The engine’s air requirements are 
the same regardless of how the fuel 
is handled. And air filtering 
demands are no more severe for 
one type of fuel system than they 
are for the other. 

Thus, insofar as air cleaners are 
concerned, the principal effects of 
a switch to fuel injection appear to 
be a prospect of unusual new 
shapes for the air filter, with a 
possibility that the unit will be re- 
located from its traditional posi- 
tion atop the engine. 


Dayton Appoints Smith 
R. S. Smith has been appointed 
southwestern regional manager of 
the automotive wholesalers division 
of Dayton Rubber Co. He will su- 
pervise district managers in the 
southwest. 
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Used-Car Notes 





WASHINGTON. — The National 
Independent Automobile Dealers 
Assn. has announced that it will 
sponsor and promote a National 
Used Car Safety Week. The exact 
week was not given. 

The association also said it will 
set up a Highway Safety Committee 
to develop a program to “advance 
the cause of highway safety and 
motor vehicle prevention.” 

The group said it will advise its 
members to “place safety of the 
ear and driver ahead of profit in 
every transaction.” 

“The primary responsibility of an 
automobile dealer should be to re- 
place the unsafe cars on today’s 
highways with safety tested and 
reconditioned automobiles of the 
highest quality,” said the associa- 
tion. 


N.C. ow Repaint 


Cars for Resale 


RALEIGH, N. C.—Used-car deal- 
ers can expect some competition 
from individual bidders when the 
State sells its next batch of High- 
way Patrol cars, The cars will have} 
new paint jobs which should boost | 
the price about $200 each, accord-| 
ing to P. H. Barbers jr., State prop-| 
erty engineer. 

In the past, individual buyers 
have shied away from the vehicles 
because they have needed repaint- 
ing before they could be put to) 
private use. | 

The State's decision on repainting 
came after 23 cars, all 1955 Fords, 
were sold to used-car dealers for| 
prices ranging from $701 to $816. 


Roof Falls In on Dealer; 


He Sues for $100,000 


DETROIT. — Massey C. Atkins, 
a used-car dealer from Landrum, | 
S. C., says the “roof fell in on him” 
while he was staying at the Dear- 
born Hotel in Dearborn, and he| 
wants $100,000 damages because, he 
says, he has been partially blind 
ever since. 

According to Atkins, he was 
sleeping in the Dearborn Hotel’s 
Room 138 when a 10-foot-square 
section of plaster ceiling fell on 
him. He said his eyesight began to 
blur soon after, and he is now un- 
able to fly his plane or support his 
wife and five children. He filed the 
suit in Federal Court. 

. > . 


Washington Group Assails 


Levy on Out-of-State Cars 


OLYMPIA, Wash. — Directors of 
the Washington State Independent 
Automobile Dealers Assn. have 
voted to intensify their opposition 
to a bill which proposes a licens- 
ing fee on all cars brought across 
the state line for sale in Washing- 
ton. 

The group also decided to remain 
neutral on the question of used-car 
lots being open on Sundays. It ex- 





Kettering Sees 
Development of 


Aluminum Engine 


SAN ANTONIO. — An aluminum 
automobile engine may be the next 
major development in passenger- 
car power plants, Charles F. Ket- 
tering, General Motors Corp., last 
week told the Western Petroleum 
Refiners Assn. here. 

G. C. A, Rosen, consulting en- 
gineer for Caterpillar Tractor Co., 
also told the annual meeting that 
an aluminum auto engine with 
fuel injection and 12-to-1 compres- 
sion ratio “is around the corner.” 

Kettering said the only way to 
work out the problems of an alu- 
minum engine is to build one. “I 
see nothing wrong with an alumi- 
num auto engine,” he said. 

Both engineers said the present- 
day piston engine will continue to 
be used in autos for many years 
rather than being replaced by the 
gas turbine or free piston engines 
now being developed. An aluminum 
engine, Rosen said, would keep the 
piston engine “in the running” as 
a future auto power plant. 

Rosen said aluminum engines 
would result in reduction of cost 
and weight. 


pressed willingness to “go along 
with whatever the majority of the 
state decides.” 

* * + 


Kenoshans Organize 


KENOSHA, Wis. — The newly 
organized Used Car Dealer Assn. 
of this city has received its charter. 
President is Shannon Halker. 

* + aa 


Sales-Warranty Writ 


Advanced in Ontario 


TORONTO, — The Legislature’s 
Highway Safety Committee passed 
an amendment to the Highway 
Traffic Act requiring a used-car 
dealer to give the purchaser a cer- 
tificate saying the vehicle is or is 
not in a safe condition. 

Anyone failing to give such a 
| certificate or who makes a false 
statement is liable to a minimum 
| fine of $50 and a maximum of $300. 
+ * > 


Vanlandingham Moves 
| ALBUQUERQUE, N. M. — W. W. 








| White, Derf Auto Sales, and Nate 
| Yanish, King Motor Sales, Engle- 


Vanlandingham has moved his 
used-new auto sales business to 
5411 Central, East. 


* * > 
Lawrence Opens Lot 
MINNEAPOLIS. — Jack Law- 


rence has opened a new used-car 
lot, known as State Motors, at 3025 
East Lake St. 

+ = 


Colo. I ndependents 


Headed by Moll 


DENVER. — Harry Moll jr., 
owner of Harry Moll Motor Co., 
Denver, has been elected president 
of the Independent Auto Dealers 
Assn, of Colorado, succeeding Hugo 
Sill. 

John D. Shay, J. D. Shay Auto 
Sales, was chosen vice-president. 

Seven directors were elected as 
follows: Richard Crane, Rocket 
Auto Sales: Jeff Joseph, Crown 
Motor Co.; Iva Mae Smith, Iva Mae 
Smith Motor Co.; O. B. Strong, O. 
B. Strong Auto Co.; Isadore Sun- 


wood. All but Yanish are of Denver. 











Miraco Radiator Kit— 


The Miraco Kit, which is said to repair permanently leaks in radiators, cooling sys- 


tems and car heating systems, is being marketed by Michigan Radiator Co., Inc., 
| Shine, East Side Auto Sales; Fred | Detroit. The Miraco preparation is added to the water in the radiator and is forced 
under pressure throughout the entire heating and cooling system. The pressure impreg- 
nates cracks and leaks with the Miraco solution which dries and hardens after water 
has been drained from the cooling system. 





How to choose the 


wheel balancer 
that’s 


NEVER OBSOLETE 


—that’s ready now for 
the new 14” wheel! 












Use this 
Handy Buyer's Check List: 


Will your wheel balancer handle all size — 
the cor, without any special adapters . 

he new 14" wheels on the 1957 cars?) “ W's on 

Alemite: Electronic Balancer, the answer 2 andl 

because it will balance ony wheel—on the ca 

without any attachments ! 


Will your wheel balancer correct — = the 4 
and down” and “side to side unbo nce = 
mon in today’s wheel assemblies? The i 
Wheel Balancer is the only on-the-cor 





that will correct both static and dynamic un help with your cen ws hoa gives 
belance—en any wheel! “yes” if it’s ein, with ‘ personal mer- 


Son sane designed for your use! 
e Just one job per day can pay for your belanct 
in 85 days! At 8 cars.a day you poy ‘or i 
11 days! Ask your supplier about it today 


Will your whee! on the car? The answer is 


balencing wheels right 


i | Balancer, be- 
“yes” if own an Alemite ‘Whee 
aus oc te is lost removing wheels or hub caps 


—and it’s ‘never necessary 


to add attachments! 


MOST COMPLETE 
WHEEL BALANCING PACKAGE EVER OFFERED! 


© Eye-catching new Alemite styling—plus exclu- 
sive Alemite features for faster, easier jobs! 


© FREE dealer sign to tie-in your service depart- 
ment with Alemite national advertising! ’ 


ALEMITE 


REG. U. 5. PAT. OFF. ° 
Conn eine ag 
Division of STEWART-WARNER CORPORATION 


Dept. AP-47, 1850 Diversey Parkway, Chicago 14, Ill. 








GOOD NEWS FROM GULF Hiiel: EVERYONE WHO BUILDS, | S5 


The revolutionary new motor fuel 


Ever Sold 








S,| SELLS OR SERVICES TODAY’S NEW CARS: 


‘ior todays most advanced engines 


GULF CREST 


Assure your customers peak, trouble-free performance 





from your ’57 models—it’s guaranteed by Gulf 


New Gulf Crest surpasses all other gasolines in these two 
significant ways: 

¢ New Gulf Crest is made with a new, exclusive Gulf for- 
mula to keep modern engines cleaner, quieter, smoother- 
running than any other gasoline. 

e New Gulf Crest is packed with more potential power 
per gallon than any other gasoline. New Gulf Crest will 






Now more than ever, to get the best from every car—GO GULF 


deliver peak performance without knock or pre-ignition 
—even in today’s most critical engines. 


The Gulf Oil Corporation guarantees every promise it 
makes about new Gulf Crest. It’s a gasoline you can 
recommend, without any reservation, to everyone who 
owns a high-compression, advanced-engine car. It’s the 
finest gasoline ever offered. 








Good Gulf. 


—that famous 
high-value gasoline 


New Gulf Crest 


—best ever sold for the 
finest cars ever built 


New Gulf Super No-Nox. 


—for all but the most critical 
of today’s engines 
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High ways & Safety... 
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Automotive News Wins 
8th Award In Row 


The National Safety Council has 
announced that Automotive News 
has been given its 1956 Public 
Interest Award for the eighth con- 
secutive year. 

The only dealer group to be 
honored by the council was the 
Greater Detroit Plymouth Dealers 
Assn. in recognition of its “Listen 
and Live” radio program. 

The association also was 
presented awards for the program 
in 1954 and 1955 and won the 
Alfred P. Sloan award for radio in 
1949 and television in 1954, The 
television program was called 
“Safety Eye.” 

Other NSC winners include 
Champion Spark Plug; Chevrolet; 
Chrysler Corp.; DeSoto; Dodge; 
Esso Standard Oil Co., New York; 
Ethyl Corp.; Firestone Tire & Rub- 
ber Co.; Ford Motor Co.; General 
Motors Acceptance Corp.; B. F. 


Goodrich Co.; Langley Oldsmobile, 
Inc., Jacksonville, Fla.; Montgom- 
ery-Stubbs Motors, Inc., Silver 
Springs, Md.; Phillips Petroleum 
Co.: Republic Steel Corp.; Shell Oil 
Co.; Sinclair Refining Co., and 
Standard Oil Co., Chicago. 


‘Divide’ Tennel 
Approved in Colo. 


An amended version of the Color- 
ado new enabling act for financing 
and construction of a toll tunnel 
under the Continental Divide has 
been signed by Gov. S, L, R, Mc- 
Nichols. 

The original measure would have 
authorized the State Highway Com- 
mission to bore the tunnel regard- 
less of whether or not it would be 
on a route that was part of the 





Denver-Salt Lake City U. S. inter- 
state highway. 

The new version provides that the 
tunnel can be built as soon as an 
interstate highway designation is 
made, or after Jan. 1, 1958, if no 
designation comes by that time. 

€ = 


Ashworth Named to Direct 


Northwestern Traffic Institute 


Ray Ashworth has been named 
director of the Traffic Institute of 
Northwestern University. He has 
been acting director for two years. 

Franklin M. Kreml, founder of 
the institute, has been on leave to 
direct the new Transportation 
Center at Northwestern under two 
one-year appointments. Krem] now 
becomes the center's permanent 
director, 

= * + 
Pennsylvania to Free 


Toll Bridges May 15 
Pennsylvania’s 10 State-owned 
toll bridges will be freed May 15, 
Gov. George M. Leader said last 
week in vetoing a measure passed 
by the Legislature that would 
have fixed May 30 for termina- 

tion of tolls. 

Explaining that the State High- 
ways Department fixed the May 








Michigan Frucking Chief 


Rips Ill, Tired Drivers- 

Truck and bus drivers are pro- 
hibited from driving when 
fatigued or physically below par, 
and the rule should be extended 
to cover all motorists, according 
to Frank Baird-Simith, president, 
Mithigan Trucking Assn. 

Thousands of average drivers, 
he said, “daily dose themselves 
with pills and medicines and then 
drive off, ignoring or disregarding 
the effect their ailment or medica- 
tion may have on their ability to 
drive safely.” He said the truck- 
ing industry is attempting to call 
attention to this danger through 
a “driver fitness” courtesy and 
safety campaign. 





15 date for ending tolls on the 
state’s bridges barring unforeseen 
circumstances, Leader said in his 
veto message: “The truth is that 
the bill, instead of expediting the 
freeing of these bridges, actually 
would delay it. This means then 
that if this bill were to become 
law ... the people would be re- 
quired to pay tolls for the use of 
these bridges for an additional 15 








Left: Thermocouple is inserted into an open-hearth fur- 


nace to check temperature of heat. 


ight: Multiple 


indicator records open-hearth temperature. 





This view shows 12 of Great Lakes 17 open-hearth fur- 


naces. Bright spots are furnaces being c 
iron and scrap. The open-hearth process ta 


to 12 hours. 


with pig 
from 10 


This is the business end of a thermocouple, the rugged 
yet delicately accurate device that measures tempera- 
ture in an open-hearth furnace. The two fine wires you 
see above, inside the casing, absorb heat and transmit 
it as an electrical current to be charted by recording 


potentiometers. 


No chance for guesswork here—through eleven long 
hours the rising temperature of what will be 500 tons 
of Great Lakes open-hearth steel is meticulously con- 
trolled. Then, at exactly the right time and the right 
temperature, the glowing molten metal gushes into 


ladles for pouring into ingots. 


The slender, spidery lines on the chart assure another 
heat of high and uniform quality steel. Quality that is 
checked and rechecked at every step to assure that 
customer specifications are met precisely. 


Why don’t we get together and talk over your steel 


needs? Some time soon? 


GREAT LAKES STEEL CORPORATION 


Detroit 29, Michigan «+ 


Division of 


EVEL Lei on eC 


District Sales Offices: Boston, Chicago, Cincinnati, Cleveland, Grand Rapids, 
Houston, Indianapolis, Lansing, Los Angeles, New York City, Philadelphia, 


Pittsburgh, Rochester, St. 


Louis, San Francisco, Toledo, Toronto. 


-——es 


days.” The spans were purchased 

through an $85 million-dollar 

bond issue in 1949. 

* ¢ @ 
Maryland Causeway 
Reinforced by Wire 

The.causeway linking the south- 
ern terminus of Maryland State 
Route No, 5 to Point Lookout, 
where the Potomac River joing 
Chesapeake Bay, has been rebuilt 
and its sea walls strengthened 
against erosion with fabric-in- 
asphalt. 

The decision to reinforce with 
welded wire fabric was prompted 
by heavy storms which, since 1933, 
have washed~ out the road five 
times. Greatest damage was caused 
by Hurricane Hazel in 1954. The 
reinforcement was used at the out- 
side edges of the causeway slopes, 
where they merge with sand and 
water: 


Ill. Road Users 
Condemn Chicago 


Transit Subsidy 


The Chicago Automobile Trade 
Assn. and the Illinois Automotive 


ment of a proposed subsidy to the 
Chicago Transit Authority out of 
| highway funds. 

The conference’s resolution said 
in part: “In the past, the State has 
|} used $95 million in highway funds 
for other than highway purposes. 
Payment of this subsidy would 
upset the present highway tax 
structure and building program and 
| provide an unfair hardship to mil- 
| lions of people.” 

Copies were sent to Chicago, Cook 
| County and State officials. 

Opposition to all subsidy propo- 
sals also has come from the CIO 
| Industrial Union Council. The coun- 
| cil declared that it is against “any 
further increases in gasoline taxes, 
auto taxes or any further increase 
in property taxes for this purpose.” 
| . * 


6 Cures Suggested 
‘For Parking Ills 


A six-point program to improve 
parking facilities has been ad- 
vanced by William G. Barr, execu- 
tive director, National Parking 
Assn. He made the suggestions 
after inspecting parking facilities 
in 25 cities. 

He advocated free “park and 
shop” plans which have boosted 
downtown shopping in many cities, 
recommended including a lot opera- 
tor on local parking authorities and 
urged operators to change their 
| rate structures to favor the short- 
term parker. 


Barr also recommended strict en- 
| forcement of at-curb parking laws 
and a survey of how efficiently off- 
street spaces are being used. He 
urged that all-day parkers be en- 
couraged to use locations on. the 
fringe of the central core. 





Carolina Show 
Throws in Music, 


Fashions and Fun 


DETROIT.—Dealers in Spartan- 
burg, S. C., were hopeful that at- 
tendance at this year’s three-day 
auto show would exceed the 35,000 
scored in 1956 and opening day 
crowds buoyed these hopes. 


Approximately 40 cars and trucks 
were shown by nine dealers, all 
members of the Spartanburg Auto- 
| mobile & Truck Dealers Assn. Har- 
old Hunt (Cadillac) is president. 


A fashion show, continuous music 
and entertainment at night were 
| offered as well as free door prizes. 


The western Montana Auto Show 
| was held in the Montana State Uni- 
; versity fieldhouse in Missoula. A 
| feature of the show was a demon- 
| stration of a dual-control car. It 
|! was sponsored by the Missoula 
| Auto Dealers. Assn. 


Monrovia (Calif.) dealers staged 
their annual spring fashion festival 
and auto show outdoors in the eve- 

ining, beginning at 6:45 p.m.. The 
streets were studded with search- 
| lights which swept the sky and at- 
tracted throngs from adjacent 
areas. 





Trade Assn. have joined 28 other | 
members of the Illinois Highway | 
Users Conference to protest pay- | 
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Sales Conditions in Various Areas... 


Auto Market Reports 





Minneapolis 
New-car deliveries in Hennepin 
County (Minneapolis) in March 


totalled 3,163 for the best month 
since last April and an increase of 
46 percent over February’s 2,722 
registrations. 

For the first three months of the 
year, registrations totalled 8,653, 
compared with 8,821 in the first 
quarter of 1956. 

In the sales race, Ford main- 
tained its lead with 722 registra- 
tions, compared with 565 for Chev- 
rolet. Plymouth, with 456, beat out 
Buick, 251, for third place. 

Other registrations were: Olds- 
mobile, 241; Dodge, 174; Mercury, 
171; Pontiac, 171; Cadillac, 71; 
Chrysler, 61; DeSoto, 58; Ram- 
bler, 56; Studebaker, 50; Lincoln, 
29; Volkswagen, 27; Nash, 19; 
Willys, 4; Packard, 3; Hudson, 2, 
and miscellaneous, 32. 

New-truck sales during March 
totalled 235, a gain of 18 percent 
over the previous month’s 198. 

By make, March truck registra- 
tions were: Ford, 95; Chevrolet, 65; 
International, 33; Dodge, 15; White, 
9; GMC, 6; Reo, 6; Studebaker, 3; | 
Mack, 2, and Volkswagen, 1.—(Don- | 
ald M. Lyons.) 

* 


> 
Boise, Id. | 

March new-car sales in Ada 
County (Boise), Id., totalled 184, a 
sharp drop of 28 percent from the 
previous month’s total of 256. 

Chevrolet forged back into the 
lead by registering 49 cars, com- 
pared with 34 for Ford. 

Other registrations were: Plym- 
outh, 19; Rambler, 19; Buick, 10; 

Pontiac, 10; Dodge, 9; Oldsmo- 
bile, 9; Cadillac, 6; Mercury, 5; 
Chrysler, 3; DeSoto, 3; Imperial, 
2; Studebaker, 2; Lincoln, 1; 
Packard, 1; Volkswagen, 1, and 
Willys, 1. 

New-truck registrations rose 16 
percent, from 36 to 42. By makes, 
they were: Chevrolet, 15; Ford, 14; 
GMC, 5; International, 4; Dodge, 2, 


and Willys, 2. 
> > > 


Pittsburgh 


New-car registrations in the) 
Pittsburgh area during the week) 
ended March 30 “reflected a large 
increase,” according to the Bureau 
of Business Research of the Uni- 
versity of Pittsburgh. 

The bureau’s seasonally adjusted 
index of general business activity 
was 116.2 percent of the 1947-49 
average. It had been 115.6 a month 
earlier. 

Steel-mill operations in the dis- 
trict declined to 93.5 percent of 
practical capacity, a new low in 
1957.—(Leon M. Leffingwell.) 

. > . 


Eldorado Springs, Mo. 


New cars which have been in 
short supply are selling well in 
Eldorado Springs, Mo., with the 





shortage still being felt. Dealers in 
the Big Three could use a few 
more cars. 

Good rains recently gave farm- 
ers and cattlemen a shot of opti- 





mism and new and used-car sales 
felt the effect almost immediately. 

Some spotty repossessions during 
winter months marks a phase that 
has passed and now repossessions 
are normal and open-account credit 
normal. 
; Used-car sales are reported slow- 
ing up from a period of better ac- 
tivity. Dealers look for a good 
spring business.—(L. H. Houck.) 

* + . 


Columbus, O. 
A rise of 23 percent marked the 
new-car market in Franklin County 
(Columbus), O., during March, ac- 


‘cording to figures compiled by the 


Auctions Held for Assets 
Of 2 Western Dealers 


MIAMI, Okla, — Assets of Macy 
Motor Co. (Studebaker - Packard) 
have been sold at auction at an 
administrator’s sale, following the 
death of Ernest W. Macy. 

In Golden City, Mo, G. W. Medlin | 
Ford Motor Co., sold its assets, in-| 
cluding inventory, shop and office | 
equipment, at auction. 
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Columbus Automobile Dealers Assn., 
Ine. 
The month’s total was 2,799, com- 
pared with 2,272 in February. 
Registrations by makes were: 
Ford, 799; Chevrolet, 540; Plym- 
outh, 354; Buick, 188; Dodge, 177; 
Oldsmobile, 168; Pontiac, 147; 
Mercury, 127; DeSoto, 69; Cadil- 
lac, 52; Chrysler, 40; Volkswagen, 
32; Rambler, 25; Imperial, 20; 
Studebaker, 18; Lincoln, 7; Met- 


6 New Spring Colors 
Are Added by Buick 


FLINT. — Buick has announced 
six new spring colors. Albert H. 
Belfie, general sales manager, said 
the new shades were chosen in line 
with the trend toward soft hues 
and will give Buick 15 basic colors 
and 210 two-tone combinations. 

The new colors are mariner blue, 
Arctic blue, hunter green, gulf 
green, sylvan gray and dusk rose. 





mid-March, but trading is on the 
upturn with the advent of spring 
weather. Dealers report trading is 
still highly competitive, with a 
number of firms marking down 
prices to compete with discount 
houses and bootleggers. 


The used-car market is very firm. 
—(Steve Still.) 
ropolitan, 5; Nash, 5; Hillman, 4; * * * 


MG, 4; Morris, 3; Willys, 3; Clip- ° 

per, 2; DKW, 2; Jaguar, 2; Washington, D.C. 

Porsche, 2; Alfa Romeo, 1; Hud- A total of 1,946 new cars were 

son, 1; Mercedes, 1, Triumph, 1. registered during March in the 
. : National Capital area, compared 


Tax-paid used-car transactions in | +** 
March totalled 6,893, compared with | With 1,714 in February, according 


4,531 in February. 

New -truck registrations during 
the month rose to 227 from the 132 
recorded in February. Tax-paid 
used-truck sales amounted to 656, 
compared with 241 in February. 

New-truck registrations by makes 
were: Ford, 72; Chevrolet, 57; 
White, 21; GMC, 20; International, 
19; Dodge, 15; Mack, 10; Divco, 5; 
Volkswagen, 4; Autocar, 1; Dia- 
mond T, 1; Marmon-Herrington, 1, | 
and Reo, 1.—(Bert Strang.) 

+ + 


* 
Oakland, Calif. 
The new-car market has taken a/| 
turn for the better here after a} 
poor start in 1957. 
Sales were slow from Jan. 1 to 


the Automotive Trade Assn, — 
National Capital Area. 

New-truck registrations for the 
month were 164, compared with 150 
in February. 

First-quarter total for new cars 
was 5,698 for 1957, compared with 
7,150 for 1956. In new trucks, the 
comparison was 460 for 1957 and 
624 for 1956. 

By make, March new-car regis- 

| trations were: Chevrolet, 425; 
Ford, 401; Plymouth, 241; Pon- 
tiac, 146; Oldsmobile, 139; Buick, 
109; Dodge, 104; Mercury, 73; 
Cadillac, 67; Chrysler, 57; DeSoto, 
30; Rambler, 21; Imperial, 19; 
(Continued on Page 49, Col. 1) 














to preliminary figures compiled by | ° 7 





Residents of Roslyn Heights, N. Y., can 
do their banking at an automobile dealer- 
ship since the First National Bank of Glen 
Head opened a temporary branch in the 
showroom of Norgate Chevrolet Corp. A 
permanent branch is under construction. 
With Schuyler Van Ingen, left, dealership 
president, are Adrian M. Strachan, center, 
branch manager, end Robert Miller, bank 





president. 
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selling even faster. 


acs tenieaneniesincin 


Fe eee eae 


Street a 


used cars 


faster and make an 
extra *1,040 profit 


ON “WALK-AWAYS” 


You know that used cars move faster (and at higher 
prices) when they’re equipped with radios. 

fourth car lacks a radio, and this prob- 
ably includes the cars on your lot right now. 


You can move these radioless cars faster — and 
make a lot more money on the deal—by telling 


things: 


You’ll give them a new Motorola Car Radio 

for as little as $39.95, and add it to their 

regular payments. 

You’ve got a Motorola Car Radio that fits 

their dash perfectly, and it can be installed 

in a matter of minutes. 
If you sell just one Motorola Car Radio a week, 
your yearly profit will be at least $1,040! 
No installation problems. You can handle it yourself 
in about 20 minutes and pocket the extra profits. Or 
your Motorola installation station will do it for you. 
Sales higher than ever—increased by 30% last year. 
And this year—with the most revolutionary im- 
provement in 27 years— Motorola Car Radios are 


Transistor-powered °57 Motorola Car Radios give 
you sales advantages like these: Transistors won’t 
ever wear out. Replace 16 parts that cause 75% of the 
trouble in other car radios. Cut batte 
50% or more. End all mechanical noise and vibration. 
Get all the facts on the profitable Motorola Car 
Radio business today. Just mail the coupon. No 
obligation, of course. . 


MMOTOROLA 


World's Largest Exclusive Electronics Manufacturer 


Sergey erpegeny yaa amt or 


Motorola, Inc., Dept. AN-4 
4545 W. Augusta Bivd. 
Chicago 51, Illinois 


Atin.: Car Radio Department 


Please give me all the facts about the profitable 
Motorola Car Radio business. Thank you. 


drain by 
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Roundup from State Capitals... 





Legislation Affecting Auto Industry 


By Bethune Jones 


Legislative Correspondent 


ree oes: truck size and weight liberalizations are coming | 
0 


ut of this year’s legislative sessions, with at least half 

a dozen such enactments thus far and others pending. 
While some proposals for more liberal limits already have 
been rejected and others undoubtedly will meet the same 
fate, there were no prospectS?pi.ota GVW limit into line with 


at this writing of enactment |the Federal-Aid Highway Act of 


of any major more-restrictive 
changes which would affect the 
industry adversely. 

Significant enactments thus far 
include a new South Dakota law, 
effective July 1, increasing the 
permissible gross weight for trac- 
tor-trailer combinations from 
64,650 to 73,280 pounds, and the 
permissible length from 50 to 56 
feet, Combinations of straight truck 
and full trailer will be allowed a 
60-foot length limit. 


The new law brings the South Bethune Jones 


1956, 

North Dakota 
lawmakers 
approved a bill 
increasing maxi- 
mum _ permissible 
truck weight limit 
from 64,000 to 68,- 
000 pounds, with 
the State High- 
way Department 
authorized to de- 
termine the type 
of equipment per- 





| 








“Ts a green Pontiac with 


, mitted to carry to top load. 

A new Colorado law increases 
the maximum permissible height 
of trucks to 13.6 feet on most 
| highways. 


| Legislature was a bill increasing 
|the permissible length of truck 
|combinations from 45 to 50 feet. 
New Hampshire’s Legislature en- 
j}acted a bill to increase from 96 
to 102 inches the permissible widths 
| of trucks hauling pulpwood and mill 


wood. 
* i * 


Tenn. Kills ‘Tolerances’ 
BILL enacted in Wyoming 
allows trailer and truck com- 
binations hauling forest products a 
length of 68 feet. 

Although giving final rassage to 
a bill raising the weight limit on 
pulpwood trucks from 18,000 to 
24,000 pounds, Tennessee lawmakers 
turned down an industry-sponsored 





genuine leather upholstery.” 


Given final passage by the Iewa! 





bill which would have permitted 10| front axle and to allow a total 


percent tolerances on truck weight | 


and length limits. 

The tolerance bill was passed by 
the Senate but was defeated in the 
House after a lengthy hearing at 
which it was supported by Stanley 
Owens, manager of the Tennessee 


| Motor Transport Assn., and opposed | 
| by State Highway Commissioner W. 


M. Leech. 

Under the proposed length tol- 
erance, trucks would have been 
allowed to operate up to 4.5 feet 
above the present 45-foot maxi- 
mum, The weight tolerance would 


have permitted loads up to 61,- | 


578 pounds, instead of the exist- 
ing 55,980. 

The Arkansas House, in a rever- 
sal of action it had taken earlier, 
killed a bill to increase the load 
limit on trucks from 56,000 to 64,- 
000 pounds plus the weight of the 


Riccardi Buys Tranter 

Joe Riccardi, Ford - Mercury 
dealer in Clyde, O., has purchased 
controlling interest in Tranter Ford 
Sales in Oakley, O. The firm has 
been renamed Rick Ford. J. L. 
Tranter, former owner, will retain 
a small interest, 


© SYD HOFF 1957 


Thank you, Mr. Hoff, for so delightfully expressing 


the wonderful glow of pride folks have when 


their car has seats of Genuine Leather! 
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genuine 
‘ors a 


Inc., 


her 


141 Hast 44th Street, New York 17 





Fisher Bldg. Detroit 2, Michigan 








gross weight of 73,280 pounds. 

Withdrawn from the Nebraska 
Legislature by its sponsor, was a 
bill which would have increased 
the maximum legal length of 
trucks from 50 to 60 feet. The 
sponsor said he objected to pro- 
posals by trucking industry repre- 
sentatives that the bill be broad- 
ened to increase height and weight 
limits as well as length. 

It was indicated that the industry 
would cffer a bill of its own to 
increase Nebraska size and weight 
limits to the levels allowed in 11 
Western states. 

* * * 


New Limits Sought 

BILL introduced in the Kansas 

Senate by its highways com- 
mittee would increase the maximum 
permissible height of trucks from 
12% to 13% feet, It also would 
permit longer trailers when coupled 
with shorter power units, but would 
retain the present 35-foot overall- 
length maximum. 

Being pushed by the industry in 
the Maine Legislature was a bill to 
increase the maximum gross weight 
of trucks from 50,000 to 60,000 
pounds, provided another axle were 
added to the trailers. The measure 
also would boost the permissible 
length of tractor-trailer combina- 
tions from 45 to 50 feet. 


Pending Minnesota bills would 
increase the permissible length 
from 45 to 50 feet and the maxi- 
mum tandem axle load from 23,- 
000 to 32,000 pounds. Another Min- 
nesota proposal would grant open 
transports carrying new automo- 
biles a three-foot tolerance beyond 
the State’s present 45-foot truck 
length limit. 

A bill introduced in the Missouri 
Legislature would increase permis- 
sible truck lengths from 45 to 50 
feet; gross weight from 60,010 to 
64,650 pounds, and height from 12% 
to 13% feet. 

Pending in the Texas Legislature 
was a bill to increase the truck 
weight limit from 58,400 to 72,000 
pounds. The measure also would 
increase penalties for overloading. 


Rejected by the New Mexico 
Legislature was a bill to lower 
truck weight limits. It would have 
reduced single and tandem-axle 
limits to their pre-1955 levels and 
set gross limits equal to those of 
Arizona. It proposed a 5 percent 
tolerance for raw products haulers. 

. * o 


3 States Hike Gas Tax 


IGHWAY financing develop- 

ments include the enactment of 
gasoline tax increases in Indiana, 
South Dakota, and Utah, and new 
bond-issue authorizations in Ore- 
gon, Tennessee and Washington. 

South Dakota boosted its gaso- 
line tax from 5 to 6 cents a gal- 
lon, effective July 1, to make 
$4.5 million in additional annual 
revenue available for highway 
construction. A companion en- 
actment raised the tax on diesel 
fuel to 7 cents a gallon and the 
levy on liquid petroleum gas 
from 5 to 6 cents. 

Indiana’s Legislature boosted the 
gasoline tax from 4 to 6 cents a 
gallon, to produce $30 million in 
additional annual revenue. A Utah 
enactment raised the motor fuel 
tax from 5 to 6 cents a gallon. 

Meanwhile, Montana reduced its 
gasoline tax from 7 to 6 cents next 
Jan. 15. When the measure was 
before the Legislature, Gov. J. Hugo 
Aronson warned its enactment 
would leave the State with insuffi- 
cient highway funds. But he had to 
sign the bill in order to keep the 
tax from reverting to 6 cents a 
gallon on July 1. 

Tennessee lawmakers author- 
ized the issuance of $30 million 
in highway bonds over the next 
two years, and Oregon authorized 
the State Highway Commission 
to issue $8 million in bonds for 
use in matching Federal-aid funds. 

Enacted by the Washington State 
Legislature was a bill authorizing 
a $75 million bond issue to speed 
construction of the projected $194 
million Tacoma - Seattle - Everett 
freeway. The bonds will be retired 
from motor vehicle funds, which 
in turn will be replaced by Federal- 
aid money. 

. * * 


Colo. OK’s Tunnel 


RoE issues may be necessary 
in Louisiana unless the Legis- 
(Continued on Page 27, Col. 1) 
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Legislative Roundup 
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(Continued from Page 26) 


lature, convening May, provides 


had passed, and told its members 


the State Highway Department |to expect increased insurance costs 


with more funds, it was recently 
agreed by State Highway Director 
R. B. Richardson and Senator 
James D. Sparks, Monroe, chair- 
man of the legislative council’s 
highway committee. 

In one of the few current-year 
legislative developments involving 
toll financing, the Colorado Legis- 
lature enacted an amended version 
of a new enabling act for the fi- 
nancing and construction of a pro- 


jected toll tunnel under the Con- | 


tinental Divide. 

The measure originally would 
have “authorized and directed” 
the Colorado Highway Commis- 
sion to bore a highway tunnel 
through the divide, regardless of 
whether it would be on a route 
designated part of a Denver-Salt 
Lake City Federal highway. 

As finally enacted, the bill pro- 
vides that a tunnel can be built as 
soon as an interstate highway des- 


as a result. 

An unemployment insurance bill, 
| however, did not pass. 

According to the association, the 
$3 penalty for late renewal of li- 
censes was removed, and a driver- 
training bill and a reflective-license- 
plate bill died in the Senate. 

+. = aa 


7 States Eye Road Funds 


For Other Purposes 


WASHINGTON. — Constitutional 
amendments to help ensure spend- 
ing of highway tax funds on high- 
ways have been introduced in seven 
Legislatures, according to the Na- 
tional Highway Users Conference 
here. 

The states are Connecticut, Dela- 
ware. Indiana, Maryland, New 
Jersey, New Mexico and New 
York. The New Mexico bill has been 
killed. 

The conference said that threat 





ignation is made, or after Jan. 1,| 


1958, if no designation comes by 
that time. 

The bill authorizes the Colorado 
commission to issue up to $18 mil- 
lion in revenue bonds at up to 3.5 
percent interest to finance the tun- 
nel. Tolls would retire bonds. The 
commission is empowered to select 
a site, but feasibility reports must 
be submitted to the Legislature. 

> . 


Leader Asks Free Pike 


ee financing legislative pro- 
posals in other states are con- 
fined mainly to bridges or other 
projects involving circumstances es- 
pecially suited to such financing. 

With 90 percent Federal aid 
now available for interstate high- 
ways, the former flood of toll 
turnpike network proposals is 
conspicuously absent. Instead, 
there 
trend to free existing toll high- 
ways. 

This was exemplified by Gov. 
George M. Leader’s recent special 
message to the Pennsylvania Leg- 
islature urging that the State’s 
turnpike system be freed of tolls at 
the earliest practicable date so that 
it can achieve its maximum useful- 
ness as part of an integrated inter-| 
state highway system for use of the | 
people of Pennsylvania and the 
nation. | 

Declaring that “we cannot have) 
a system of superhighways that is 
half toll and half free.” Leader! 
expressed belief the new Federal | 
highway program would make toll | 
highways “obsolete and unwork- 
able.” He warned that Pennsylvania 
would become the “victim of dis- 
crimination” unless its turnpike is 
made a free highway. 

Citing two methods by which the 
pike could be freed, Leader said) 
the better system would be for! 
Pennsylvania, in conjunction with} 
other states with toll roads, to per-| 
suade Congress to bring the super-| 
highways into the Federal inter- 
state road system through appropri- 
ations. 

Under this plan, the Federal 
Government would put up 90 per- 
cent of the money needed to pay 
off outstanding indebtedness. 

The other plan suggested by 
Leader would be to pay off the 
turnpike bonds from the State mo- 
tor fund under a lease agreement 
between the highway department 
and the pike administrative agency. 
This would make the toll road, in 
effect, a freeway financed as a long- 
range capital improvement of the 
State’s general highway system. 

t + + 


Legislative Record 
Listed by Wash. 


Dealer Association 


SEATTLE. — The 1957 session of 
the Washington State Legislature 
left dealers “in pretty good shape,” 
the Washington State Auto Dealers 
Assn. advised its members last 
week. 

In a bulletin, the association 
noted that the so-called staggered- 
license bill, which the association 
Supported, had passed by a vote of 
33 to 8. 

The association also reported 
that gn industrial insurance bill 





is pressure for a reverse | 


ACROSS THE 





toni has 


Whether your prospective 
outside your showroom or 
your objective is the same: to 
your agency and bring him 


become a patron. You can help to accomplish 
this by giving your agency a bright, modern 
. by adding to its attraction power 
with an eye-appealing Pittsburgh Open-Vision 


face . . 


Front. 


Your showroom may be large or small—it r 


may be located in a large city, 


country town. But whatever its size or location, 
if it has a Pittsburgh Open-Vision Front, it’s 
sure to catch and hold the attention of the 
passer-by. People like business houses with 
modern good looks, and they prove it by 


patronizing them. 


For more information on Pittsburgh Fronts 


and Store Front Products, send 


for our free store front booklet. There is no 


obligation on your part. 


of diversion of highway tax funds 
to other purposes is ever present 
and said a survey showed such 
moves present in several states. 

Changes have been proposed in 
California, Massachusetts and Ore- 
gon. In California, one measure 
would divert funds to rapid transit, 
another to parking facilities. 

In Massachusetts, playgrounds 
and play facilities would benefit 
from highway funds and in Oregon 
.the amendment would be limited to 
specified revenue, another propo- 
sal would kill the amendment. 

Other diversions are proposed in 
Illinois (rapid transit and mental 
hospitals), Maryland (budget bal- 
ancing), New Jersey (veterans bo- 
nus) and Oklahoma (relief). The 
conference said similar moves are 
under way in Idaho, Iowa, New 
Mexico, Tennessee and Texas. 

+. * + 


New Utah Law Permits 


License Plate Transfer 
SALT LAKE CITY. — Under a 
new State law, the owner of a 
vehicle will retain his license plates 
when he trades or otherwise dis- 
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One auto turned out to be an 
incubator. A Georgia motorist put 
10 partridge eggs in his glove 
compartment and they hatched. 





hicle which he purchases within 20 
days. 

Other automotive bills passed by 
the 1957 session of the Utah Legis- 
poses of a car or truck. The plates | lature provided for tax refunds for 
may be reassigned to another ve-|fuel for off-highway use, set up a 
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five-man non-paid State road com- 
mission and revised liability and 
property damage insurance of 
motor carriers. 

Also, driver education in high- 
schools became law and a $1-per- 
car tax was levied to finance it. 
The gasoline and diesel-fuel tax 
was raised from five to six cents 
a gallon, and workmen’s compensa- 
tion benefits rose from $30 to $35 
a week. 

Drunken driving was made a 
felony where death or injury is 
involved; the State Road Commis- 
sion was charged with determining 
gasoline octane ratings, and re- 
strictive statutes limiting headlamp 
heights were revised. 

In addition, sales of vehicles to 
bona tide nonresidents of Utah 
were exempted from sales tax. 

+ * * 


Md. Kills Registration Hike 


Despite Governor’s Veto 
Both houses of the Maryland 
General Assembly have overridden 
Gov. Theodore McKeldin’s veto of 
a bill which repeals increases in 
motor-vehicle registration fees. 
The projected increases now are 
a dead issue. To reactivate them, 
it would be necessary to pass new 
legislation on the subject. 





The Leeman Auto showroom, Denver, Colorado, gives an over-all appearance of modern 


good looks when seen from a short distance away. Those big glass areas of Pittsburgh 


Polished Plate Glass, set in frames of Prrrco® Store Front Metal, assure this agency stand- 
out appeal even on a busy street. The architect: Fisher & Fisher, Denver, Colorado. 
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Close-up of the big Hencutrre® Tempered Plate Glass Door continues the open-vision 
feeling and gives the passer-by a good look at the automobiles on display. 


Pittsburgh Plate Glass Company 
Room 7253, 632 Fort Duquesne Blvd. 


Without obligation on my part, please send me a FREE copy of 
your modernization booklet, ‘‘How To Give Your Store The Look 


COMPANY 





IN CANADA: CANADIAN PITTSBURGH ‘INDUSTRIES LIMITED 
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Product Growth 
Of Clark Told 
By Spatta in N.Y. 


NEW YORK, — About 25 percent 
of Clark Equipment Co.’s sales in 
1957 will be accounted for by new 
lines “not in production a year 
ago,” according to George Spatta, 
president. 

Speaking before the Society of 


Security Analysts, Spatta said 1956 | 


was a peak year in product de- 
velopment for Clark. 

He said, however, that the “im- 
pact” of four years of intensive 
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research and development will not | 
be felt fully until 1958. 

Spatta sees the largest sales po- | 
tential in the firm’s new lines of | 
construction machinery, introduced 
at the American Road Builders 
Assn. show in Chicago early this | 
year. 
Barring a recession, Clark should 
have another good year in 1957, 
|Spatta said. Clark’s sales in 1956 
were $145,384,923 with earnings of 
$9,410,357. Sales in 1956 increased 
|} 11 percent from 1955. 


Goodrich Names Jenkins 


J. Roger Jenkins has been named 
district manager for dealers in Spo- 








kane for B. F, Goodrich Tire Co. 
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Settling like this 
can cause pinholing 








Meeting the Practical Problems .. . 








Case Histories of a Salesman 


Eprror’s Nore: This is one of | 
a series of letters on practical 
problems encountered in auto 
selling. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. | 

* a 
| 


Dear Ed: 

eo selling season is on in full 
swing at our place and now is | 

the time to get in there and pitch | 

for your share. 


Lots of people have been in and 
out of our dealership, and many 
orders are being written. The pace 
is fast—very fast. 

Let me tell you about John and 
Agge Morton and their three little 
daughters who were not so fast 
but real slow. 

John and Aggie & Co. had only 
recently moved to Detroit from a 
small town. They were not quite 


hep to city life, and after talking 


“Duco” Primer-Surfacer avoids 
settling, avoids pinholing. 


Primer -Surtacer stick test” 
shows how to protect against pinholing 


To insure economical, trouble-free jobs, test your primer-surfacer for settling. 
Even after it’s left standing, High Speed Duco® Primer-Surfacer that has been 
properly reduced 2 to 1 does not settle enough to pick up on the stick. It stays 
uniform . . . makes it almost impossible for solids to settle out in the cup and 









“DUCO” LACQUER HIGH SPEED PRIMER-SURFACER 





a 


SHING 


MATERIALS 


cause pinholing. “Duco” Primer-Surfacer is also fast-filling, fast-drying, fast- 
sanding. And it gives high color hold-out for quick gloss with less rubbing. You 
save all the way with “Duco” High Speed Primer-Surfacer. And since one 
gallon gives three at the gun, it actually costs less than many so-called 
ain” primer-surfacers. Ask for it next time you order. 


with them for a couple of minutes, 
I knew I had to slow down. 

I'd been traveling in high 
gear for the past few weeks and 
doing well, 
and I didn’t 
like the idea 
of the change 
of pace. No 
sir. I was talk- 
ing fast and 
moving all ob- 
stacles fast 
and getting 
away with it. 
Matter of fact, 
I was blitzing 

people into buy- 

ing. And here I 

was with what I knew could be 

a real live prospect—but only if 

I shifted to low. 
= 





os 


Bert Simons 


* 


VS a good thing I did because 
Mr. Morton, who noticed the 
speed and tempo of his salesman 
(me), started to shy away and 
put up a defense. He felt he 
couldn’t cope with us sharpie city 
people, that is, not comfortably. 
It wasn’t what he was looking 
for 

As he put it later, all he 
wanted was to discuss calmly 
and quietly the possibility of 
purchasing a new automobile. 

Because this was no small event 

in his life, he wanted to be sure 

of lots of things—and this takes 
time and patience. 

I wasn’t the first salesman he 
had visited that day and I wasn’t 
the first fast-moving, fast-talking 
salesman he'd been confronted 
with. But I sure was going to be 
the last one. Even if I had to de- 
vote the rest of the day to this 
honest and sincere group 

> > > 
ORTUNATELY for me, I real- 
ized in time that we salesmen 
are not the ones to set the pace 
for our prospects. It’s up to us to 
blend ourselves into their way so 
they will feel more at ease. 

Then later, as your deal pro- 
gresses, you might step things up 
to get that signature—as in the 
case of the Mortons—slow and 
easy but steady and then bingo 

another car sold. 

Bert Simons. 


Used-Car Buyer 
Wins $500 Award 
In Loan Deal 


CINCINNATI. Shortly after 
Common Pleas Judge John M. 
Renner refused to grant a defense 
motion for a mistrial, a jury re- 
turned a $5600 verdict in favor of 
the plaintiff. 

The verdict was on the suit of 
Mildred J. Root, Cincinnati, who 
asked damages of $5,600 from Jack 
Sweeney & Co., local used car 
dealer, because she said an automo- 
bile which was to cost $625 became 
a $1,085 transaction. 

At the outset of the session, John 
A. Wiethe, attorney for the dealer, 
asked for a mistrial. He told Judge 
Renner that a woman juror, dur- 
ing an overnight adjournment, had 
discussed the case by telephone 
and made statements as to her 
attitude and feelings. 

While Judge Renner overruled 
the motion for a mistrial, he is 
expected to be called upon to con- 
sider the juror’s reported conduct 
if a motion is made for a new 
trial. 

Mrs. Root, represented by Victor 
LaGrand, attorney, said when she 
signed blank papers for the pur- 
chase of a ’51 car June 8, 1955, she 
was led to believe that after she 
traded her car for $400 she would 
owe a balance of $225. 

Instead, a few days later, she 
said she received a notice from a 
local bank that she owed $825 on 
the discount papers. She said that 
with carrying and interest charges 
the amount she owed exceeded 
$1,000. 


Service Chiefs Picked 
Plymouth has named Roger N. 
Hopkins as area service manager 
and Willis A. DeForest as regional 
service manager. Both will be head- 
quartered in Chicago. 


[4- 
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(One of a series) 


Use Stainless Steel trim to help you sell! 


As dealers, you know Stainless Steel trim is an impor- 
tant feature in the new line of Chevrolet hardtops and 
convertibles. Don’t forget, you can use this point in 
selling to your prospects. 

Every new car owner wants the assurance that his 
bright, gleaming auto will stay bright and gleaming for 
years to come. You can help to give him that assurance 
by showing him the Stainless Steel trim and stressing 
the fact that it resists dents and scratches better than 
any other trim material. Stainless is harder even than 
carbon steel; it won’t peel and it withstands corrosion 
and pitting like no other metal. 
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As a clincher, tell your prospects how easy it is to 
clean Stainless trim. Soap and water can do the trick, 
and there’s no need to worry about detergent bleaching 
or discoloration. 

Long-lasting good looks . . . solid material .. . ease . 
of cleaning—use these factors to help you sell! 


USS 
Stainless Steel 
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How Complaints on 57s Are Handled. . . 


Customers 


By L. H. Houck 
Staff Correspondent 

BLOOMINGTON, Ill. — What do 
dealers and customers think about 
the 1957 cars? 

Dealers in Central and South- 
ern Illinois report that while the 
complaints may not be any 
greater than in previous years, 
dealers are more or less set upon 
to correct a lot of things that 
should not have escaped the fac- 
tory. 

Frequent complaints about the 
plaint are being made to dealers on 
virtually all makes. A close inpec- 
tion of almost any new car on the 
floor will show places the paint 
department apparently missed, 

Edges of doors, trunk lid and 

other similar spots show that paint 
was either missed ar has been 
knocked off, and some of these 
edges show rust. 

Many dealers say the new finishes 
are not going over too well and 
customers are blaming the quality 
of the paint. 

Some customers are complaining 
about wax jobs they have bought 
at prices ranging from $12 to $17.50. 
While dealers swear that they de- 
livered the full job, inspection of 
one customer’s car would give a 
person the idea that it had but one 
coat of wax, carelessly applied and 
not too well buffed. 

One customer said his three- 
months-old car had such a bad finish 
that he was thinking seriously of 
having it repainted. 

The most common complaint 
is low gasoline mileage. Dealers 
are explaining to customers that 

@ getaways cost 
money and decrease gas mileage. 

One dealer had a customer whose 
gas mileage was so low that it was 
not reasonable. His service depart- 
ment checked the car, put on a new 
carburetor and made several other 
adjustments and still he brought 
it back. 


“You can’t just tell a good cus-| 


tomer to his face that he’s the 
one that’s wasting the gas,” the 
dealer said, “but after we had done 
all this service work for nothing 
without correcting the situation in 
the slightest, we knew it must be 
the customer.” 

He had a new service man go to 
work for him, and so he phoned 
the owner that he had a factory 
expert he wanted to ride with him 
the next morning and for him not 
to start the car until the “expert” 
arrived. 

The “expert” arrived at the house 
and told the man just to drive the 
car like he always had. The man 
went out and started the car and 
let it warm up while he had his 
breakfast. 

Finally, the owner came out 
and they got under way. On their 
way to the destination, a matter 
of only a few miles, the owner 
made five stops for talks or riders 
and let the engine idle all the 
while. : 

The “expert” jotted down the 
number of minutes the car idled 
and when they got to the destina- 
tion it was discovered that the car 
had idled for a considerably longer 
time than it took to make the trip. 

The service man showed him that 
he had travelled approximately 10 
miles, which should not require 
more than 20 minutes but that his 
engine had been idling 30 minutes, 
which would cut his gas mileage 
down from 16 miles to the gallon 
to about 6 miles. 

The owner said he didn’t think it 
used any gas when it was idling, 
and the service man pointed out 
that he was running a 250-horse- 


| various other things wrong. 








power engine and pulling an auto- 
matic transmission when idling, the 
full power pump and so on. 

The owner grinned and said he 
just had never thought of it that 
way—but he was cured. 

One dealer reported a solution 
to tire service problems, while al- 
most all dealers reported some 
tire complaints from owners. 

This dealer said that he didn’t 

sell tires and that when the cus- 
tomer had a tire complaint he sent 
the tire to the dealer of that brand 
and let the question of guarantees 
be settled between the customer 
and the tire dealer. 

New engines don’t take kindly 
to bad gasoline or even regular 
grades of good gas in a lot of cases. 

Biggest headache to dealers in 
this category is the farmer 


in the Lemon Orchard 


Some electric clocks have been 
fused with 2-amp fuses which 
permit a safety wire inside the 
clock to burn out instead of the 
fuse. Dealers are being notified 
to replace all 2-amp fuses with 


who buys the cheapest gas he can 
get and puts it in his farm storage 
tanks, which usually are dirty and 
contain a lot of sediment. Then he 
fills his new car from this tank, 
when he ought to be at a service 
station pump getting premium gas| one a amp fuse. 
from a clean tank. When the wire burns out, it is 
After he uses this for awhile he| necessary to remove the clock and 
comes in to the dealer and com-| solder the wire. 
plains about lack of power and | Other complaints include the lack 
of visibility in some of the new 
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cago Daily News. November, December, wn 
ary and February circulation figures were the 


ws history! FORE 


in Daily Ne 
highest ever in ts of hot and 


CAST: for all advertiser: 
heavy results. 





THIS WEEK MAGAZINE EXEC 
I 






And Personal Levels 


the 
In a recent address to é ape 
tives Association here in Chicago, oe 
and publisher of This Week Magazine, 


just how importan 
ad program. * 


“THERE IS NOT 
the very mechanics of the bu : 
their thinking each day to om 
moods and tomorrow S markets, 

in 

“Newspapers come 
friend. This means they have the p 
all of the people, and at , 
reader feel that this is ‘his 

Nichols continued: 
such breadth and depth of penetration a 


able to focus sharp e 
the urban and suburban areas. 


>» @ 









Calls Newspapers , 
Most Modern Media 


Cites Effectiveness on Local 


aper Advertising Execu- 
seo, Willi m I. Nichols, editor 
told those present 


t a role the newspaper plays in any 


rs. By 
NG as modern as newspapers. — 
‘a siness, newspapers must adjust 
orrow’s news, tomorrow's 
said Nichols. sz 
home as a neighbor 2 
ae riceless gift of reaching 
the same time they make each 
paper, edited for him alone. 
m medium in 
a aen s a newspaper. It is 
ly on those potential custome 





cars in which the driver is unable 
to see much through the right 


window opposite him because of the | 


lowness of the roof. 

Another minor complaint was 
that rear view mirrors were too big 
and obstructed a view of the right 
side of the car when making right 
turns, often obstructing the whole 
body of a pedestrian or a parked 
car. 

One consolation is, according to 
one philosophical dealer, that there 
will be an entirely new set of com- 
plaints built into the 1958 models. 


The back pages of every issue of AUTO- 
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L. A. Young to Produce 


Constant-Force Spring 
| DETROIT.—L. A. Young Spring 

& Wire Corp. announced it has ac- 
quired license rights to manufacture 
and sell the Neg’ator constant-force 
spring. Rights were acquired from 
Eastern Metals Research Co., In-., 
New York. 

Thomas Couper, Young general 
vice-president, said the company 
will undertake a program to re- 
search and test the spring device 
for use in such automotive parts 
as car windows, seat tracks, rear 
deck and hood mechanisms, brakes, 





throttles and convertible tops. 
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How Ace Salesmen Sell 


on the basis of their 1956 perform- 
ances, says W. E. Fish, general sales 
manager. 


ing The 66 men, who accounted for 
ac- . more than llion in net sal 
use Chevrolet’s Best 66, Treated at Detroit Parley, last year, _ a car, Seay dane 
ree Call Good Education Vital fleet presidents of Chevrolet’s hon- 
om orary 100-50 Car Clubs. 
ne., DETROIT. — This could be the| — salesmen — the easiest. If he The top four men of the 66 were 
composite portrait of the country’s| weren’t selling cars, he’d probably | honored as national officers at a 
ral most successful auto salesman: be selling real estate. banquet Wednesday night. 
ny He’s 42%, weighs 180, is just shy| The composite is drawn from the| The salesmen, who hold an aver- 
mond of 5’ 10” and has been selling cars| records of the 66 top-ranking Chev-|age of 8.7 years of service with 
ice a little more than 11 years. His net} rolet retail salesmen in the nation| Chevrolet dealers, have these fur- 
rts sales for the year amounted to|who were in Detroit last week as| ther observations: 


-ar 
es, 


about $667,000 on 390 deals. 


guests of the company. They were 
the leaders among the 26,425 retail 
salesmen in the company’s 47 zones 


Car and truck sales for 1957 will 
be about the same or, perhaps, 
better than 1956. Appearance, 


horsepower and price—in that 


order — are car-buying features 
given most emphasis by customers. 

Women influence from a half to 
three-fourths of the car deals. A 
third to half of deals are closed 
at the second meeting with pros- 
pects. 

Other observations made by 
members of the group follow: 

“If you are going to be leading 
auto salesman in today’s market, 
you should be educated to a point 
where you can do problems in your 
head. Not only is there a matter 
of tradein allowances, but the wide 
variety of optional equipment and 
taxes makes price figuring a com- 
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plicated job. The quicker you can 
supply the right answers, the more 
confidence the customer will have 
in you.”—Orval Lee Raymer, Green- 
ville, Ky. 

“A good salesman must learn to 
talk to all kinds of people on their 
level, not his,” according to Charles 
Daum, Shaker Heights, O. “That’s 
why it’s important for a salesman 
to get all of the education he can. 
The boy who goes through college 
will find himself within a few years 
ahead of the salesman who quit 
after high school.” 


“An ideal combination would 
be school in the winter and house- 
to-house canvassing in the sum- 
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circulation of the Chicago Daily News for 
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The daily average 
February 1957 was 625,7 
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mer,” declares A. J. Douglas, Cin- 
cinnati. “House-to-house is really 
starting at the bottom, but I 
don’t know of any job that offers 
a shorter cut to an application of 
the psychology courses a young 
man should study in school. 

Raymond Johnson, Wichita, Kans., 
suggests that while in high school 
or college the student take up 
sports. “Sports teach a boy how to 
get used to defeats. There’s a lot 
of disappointment in selling and a 
salesman has to take them in 
stride,” he says. 

“You get an exciting new product 
to sell every year.”—Carlos Brant- 
ley, Odessa, Tex. 

“It’s a profession in which you 
can be happy while getting rich.” 
—Marcus Beasley, Memphis. 

“There is always a demand for 

a good salesman. Unemployment 
is never a worry.”—Robert Meyer, 
Norwalk, O. 

“A salesman is in business for 
himself without any personal in- 
vestment.”—Edward White, Miami. 

“The field is big and wide open.” 
—Dan P. Gormin, St. Paul. 


Engineering Staff 
Is Revamped 
By Chevrolet 


DETROIT. — A series of engi- 
neering staff changes affecting 
Chevrolet and Rochester Products 
have been announced. 

M. S. Rosenberger has been 
named assistant chief engineer of 
Chevrolet in charge of engine and 
Passenger car chassis design, 

He replaces Russel] F. Sanders, 





M. 8S. Rosenberger R. F. Sanders 


who has been appointed director of 
engineering and sales for General 
Motors’ Rochester Products divi- 
sion. Sanders succeeds Elmer Olson, 
who has been granted a medical 
leave of absence. 








In other Chevrolet appointments, 
Max M. Roensch was named as- 
sistant chief engineer in charge of 
experimental test operations; Nelson 
E. Farley, director of experimental 
laboratories, and George A. Brun- 
drett, director of Chevrolet proving 
ground activities. 

Rosenberger is a 30-year veteran 
of GM and was associated with 
early automatic transmission de- 
velopment at Cadillac and GM 
Staff. He joined Chevrolet in 1952. 

Sanders joined GM in 1929, serv- 
ing with Oldsmobile and Chevrolet 
in various engineering capacities. 

Brundrett joined Delco Products 
in 1944 and shifted to Chevrolet in 
1952. Roensch and Farley have 
been with Chevrolet since 1954. 


Hilligoss Renamed 


ST, PAUL, — O. E. Hilligoss, 
president of Hilligoss Chevrolet, 
Hibbing, Minn., has been re-named 
chairman of the safety committee 
of the Minnesota Automobile Deal- 
ers Assn. Working with Grover 
Motherwell of B. F. Goodrich Co., 
the committee will set up in some 
30 towns in Minnesota, free safety- 
check lanes during May. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story, 
plus many other pertinent facts ee 
the automotive industry, every 
throughout the year. 








NOW... 
1 Out 
New Car 


Consider 





Here are the facts that mean business— good business — 
for Rambler dealers — 


Visitors to recent Auto Shows— folks who plan to buy 
a New ’57 Car and had just seen all the various makes 
on display—were asked: 


Q. What make 57 car will you consider buying? 
A. 20 per cent said—“RAMBLER”! 


Yes—one out of every five people who plan to buy a new 
car in the low price field are red hot Rambler prospects. 


Alert dealers everywhere recognize the growing buyer 
interest in smaller, more compact cars. Rambler is the 
world’s only compact car to combine— 


¢ Big car room and comfort 
e Foreign car econemy and handling ease. 


Of 


Buyers 
Buying 














buying RAMBLER! * 


Because Rambler, and Rambler alone, is engineered 
specifically for today’s traffic and driving conditions, it’s 
hitting new heights of popularity. 


And the sales records furnish the proof. January, February 
and March sales in ’57 set a new record for Rambler. 


Why don’t you look into the opportunity offered the 
dealer who sells the car 1 out of 5 new car buyers are 
considering? Find out all about the other plus features 
of an AMC franchise . . . fair, friendly, equitable factory- 
dealer relationship—sure-fire used car merchandising 
program ... liberal dealer volume incentive arrange- 
ment ... products and prices that blanket 90% of the 
market. Just mail the coupon today for complete details 
in confidence. 
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1 out of 5 carb 
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We Have The Market! 
e Have The Products! 


YOU HAVE THE OPPORTUNITY! 


FILL IN AND MAIL THIS COUPON TODAY! 


1 out of 5 car buy 














DEALER DEVELOPMENT DIRECTOR 
AMERICAN MOTORS CORPORATION 
14250 PLYMOUTH ROAD 
DETROIT 32, MICHIGAN 


AMERICAN 
MOTOR 
DEALER! 







Gentlemen: Please give me full details on the opportunity offered 
by the new American Motors franchise. | understand that | am 
under no obligation and that my confidence will be respected. 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 
A LATE higher court held that 
if an insured automobile dealer 
files an application for insurance, 
misstating the value of merchan- 
dise or equipment destroyed by a 


Brake Shoe Production 
Approved in Jamaica 

JAMAICA, B. W. I. — Production 
of automotive brake shoes and lin- 
ings has been approved under the 
Industrial Incentive Law of 
Jamaica, according to Harold A. 
Braham, general manager of In- 
dustrial Development Corp. 

Braham said that the next step in 
establishing a new industry in 
Jamaica is to obtain approval of 
the manufacturing company. He 
added that U. S. manufacturers 
have shown a greatly increased in- 
terest in locating here because of 
Jamaica’s liberal tax and duty al- 
lowances. 





Everybody’s looking at Gabriel advertising 


All through 1957—in all these favorite magazines— 
Gabriel will be the best-advertised line in the shock busi- 
ness. And that means Gabriel is the most salable line for 
you. Only Gabriel offers you so much: famous HydrOshox 


and Silver “E”; exclusive AjustOmatic; a name your cus- 


fire, the insurance company need 
not pay any of the loss. 

Also, this court held that the in- 
sured person’s Federal income tax 
return is good and usable evidence 
for the insurance company, as to 
the value of his 
equipment and in- 
ventory. 

For illustration, 
in Baldwin v. 
Bankers Insur- 
ance Co., 222 Fed. 
(2d) 953, the testi- 
mony showed that 
one Baldwin held 
an insurance pol- 
icy on certain 
equipment for $5,- 
000. The equip- 





L. T. Parker 
ment was destroyed by fire. 
Baldwin filed a claim with the 
insured company for reimburse- 
ment under the policy and made 
a sworn statement of proof of loss 
wherein he fixed the cash value of 
the equipment at $9,053.80 and the 


damage thereto in the sum of $7,- 
908.80. 


not own $9,053.30 worth of equip- 
ment, 

The lower court held that the in- 
surance company need not pay any 
money to Baldwin, and the higher 
court approved the verdict saying: 

“The lower court found that ap- 
pellant (Baldwin) fraudulently mis- 
stated the value of equipment and 
the amount of loss.” 

7 + ie 


Heavy Damage Allowance 
— a period of the past sev- 
eral months I have received 
inquiries as to the usual and cus- 
tomary amount of damages award- 
ed to a worker who is injured due 
to defective equipment sold by a 
manufacturer. 

A higher court allowed an em- 
ploye $126,182 damages for per- 
manent injuries caused by a de- 
fective grinding wheel. The jury 
awarded this amount of damages 
and the higher court approved 
the verdict. 

See Trowbridge v. Abrasive Co., 


tomers know and trust. All these advantages are yours 


to use. Profit from them now ... with Gabriel. 


THE GABRIEL COMPANY, CLEVELAND 5, OHIO 









AJUSTOMATIC 
SHOCK ABSORBERS 











“I'm not so much interested in 
what the car’s got that I need, as 
in what I need to get what the 
car’s got!” 





190 Fed. (2d) 825. Here one Trow- 
bridge was injured by the disin- 
tegration of a grinding wheel when 
grinding down a tire rim. Trow- 
bridge sued the manufacturer for 
damages and proved by expert wit- 
nesses that the manufacturer’s 
method of manufacture, known as 








the “closed setting,” was conducive 
to the formation of internal flaws 
because gas pockets formed during 
the curing operation and no bond 
occurs between the adjacent grits 
on each side. 

The opinion of the expert was 
that such a defect might result in 
disintegration of the wheel when 
used in the ordinary manner. Other 
similar testimony was given. 

In view of this testimony the jury 
held Trowbridge entitled to recover 
$150,000 damages. The manufac- 
turer appealed to the higher court 
on the grounds that such a large 
damage allowance was excessive. 
However, the higher court ap- 
proved a verdict for $126,182.00 
damages saying: 

“A careful study of the evidence 
of damages in the record has failed 
to convince us that the verdict was 
so grossly excessive as to justify 
reversal on this ground.” 

+ 7 * 


Law of Stolen Money 


T IS well established law that a 
person who steals an automo- 
bile cannot give a good and valid 
title to a purchaser of the car. 
This is the law in all states. 

Notwithstanding this well-settled 
law, last month a higher court 
held that an automobile dealer may 
accept stolen money from the pur- 
chaser of an automobile, and such 
dealer retains his usual legal rights. 

For illustration, in Kelley Kar 
|Co. v. Farmers National Bank, 298 
Pac. (2d) 590, the testimony showed 
| facts, as follows: On July 29, 1954, 
aman named Holland robbed the 
Farmers National Bank, taking 
| $22,158. 

On Aug. 2, Holland purchased 
from Kelley a Mercury. He paid 
| cash $1,000.30 and turned in a 
| Buick which evidently had been 
| purchased with the stolen funds, 
leaving due on the conditional 

sale contract for the Mercury a 
| balance of $1,582.80. 

On Aug. 4, the Federal Bureau of 
|Investigation impounded the Mer- 
|cury and $800 of the purchase price 
jas being identifiable money from 
ithe bank robbery. 

Kelley Kar Co. declared that 
Holland had defaulted on the con- 
ditional sale contract and demanded 
possession of the Mercury and $800. 
| The Farmers National Bank ar- 
|gued that since the testimony posi- 
tively proved that Holland had 
purchased the Mercury with money 
stolen from the bank, Kelley Kar 
Co. had no legal claim on either 
the Mercury or the $800. 

Counsel for the bank contended 
that one who purchases stolen 
property has no greater right than 
the person who stole the property. 


* * * 


Dealer Wins 


7s higher court held that Kelley 
Kar Co. was entitled to posses- 
sion of both the Mercury and the 
$800, and said: 

“One who receives stolen money 
in good faith will prevail over the 
unfortunate victim of the thief. The 
Buick automobile taken by respond- 
ent. (Kelley Kar Co.) in trade was 
not stolen by Holland. It was pur- 
chased by him with stolen funds. 
There is absolutely no showing of 
bad faith or of previous knowl- 
edge on the part of respondent 
(Kelley Kar Co.) which was a 
holder in due course and a bona 
fide purchaser of the Buick car.” 

For comparison, see Hilliard v. 

Bank of America, 228 P. (2d) 327. 
That case involved a stolen ve- 
hicle. The court held that a per- 
son who steals an automobile 

cannot give good title of the 
vehicle to a purchaser. 

This higher court went on to 
explain that it is common knowl- 
edge that not every automobile 
dealer can delve into the problem 
of how or where or with what 
funds an automobile offered him 
for purchase was acquired. 

So long as the dealer buys in 
good faith and exercises all the 
precautions as to title that the 
reasonable man would exercise, and 
so long as he is not put on notice 
by an unusually low price the 
transaction is valid. 





Dealer Felts on Council 


CARLSBAD, N. M. — Henry M. 
Felts, one of the owners of Carls- 
bad Auto Co. (Ford), has been ap- 
pointed to the City Council to fill 
a@ vacancy. He has been active in 
civic affairs for 25 years. 
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QUAKER 
STATE 


SUPER BLEND 


MOTOR OIL 


Designed to power you fo new profits Quaker State Super Blend! 


For the modern, high compression motor, one oil has it surpasses the demands of even the test motors of 
been specifically developed — Quaker State Super the future. Car owners everywhere are learning these 
Blend. It’s an all-weather, pure Pennsylvania SAE years-ahead facts through impressive national adver- 
10W-30HD oil that gives the utmost in performance tising. They’ll be looking to you for Quaker State 
and customer satisfaction. So superior is Super Blend, Super Blend. Sell it for greater profits. 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. e MEMBER PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 











Bulletin Board 





New York ‘City Guide 


“New York City Guide and Al-| 


manac”—544 pages, $2.75. New York 
University Press, Washington 
Square, New York 3, N. Y. (Soft- 
cover edition to be distributed by 
the New York Daily News—“prob- 
ably 95 cents,” publishers said.) 

+ + * 


Auto Radios 


“Auto Radio Removal 1955,” a 
book presenting step-by-step in- 
structions for the removal or 
installation of radio, power sup- 








ply and speaker units for all 1955 

models of production cars—104 

pages, $2.95. Howard W. Sams & 

Co., Inc., 2201 E. Forty-sixth St., 

Indianapolis, Ind. - 
* * 


Washer Bulletin 


Bulletin on preassembled spring 
washers—six pages, free. Associated 
Spring Corp., Bristol, Conn. 

& * « 


Laboratory Facilities 


“An Approach to Interpretive Re- 
search,” a bulletin describing facili- 
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ties for contract research for pri- 

vate companies, trade organizations 

or government agencies—24 pages, 

free. Sales Corp. of America, 

Dresher, Pa. aie 
* 


Axle Failures 


A manual discussing the common 
causes and prevention of axle-shaft 
failures—free. U. S. Axle Co., Inc., 
Pottstown, Pa. 

= + * 


“How to Drive” 


“How to Drive’—126 pages, $1. 
American Automobile Assn., Wash- 
ington, D. C. (or local AAA Motor 
Clubs). eS 


Storage Battery Facts 


“Facts About Storage Bat- 
teries” (aimed at consumers)—10 


cents. Dept. No. 13, Exide Auto- 
motive Division, Electric Storage 
Battery Co., Post Office Box 8109, 
Philadelphia 1, Pa. 

+ * 


* 


Oil Information 
“Facts About Oil,” a booklet con- 
taining reference material on the 
petroleum industry—free. American 
Petroleum Institute, 50 W. Fiftieth 
St., New York 20, N. Y. 
a” + 


a 


Industrial Movies 
“Industrial Motion Pictures”—76 
pages, 50 cents. Eastman Kodak 
dealers. 


* * + 


Fruehauf Logging Folder 

Folder describing new features 
and equipment for the logging field 
—free. Fruehauf Trailer Co. branch, 





SOUTHBRIDGE VINALON 


eliminates “seasons” from your 
clear plastic seat cover sales! 


keeps car seats like new... 
lets beauty shine a 


















OVER SIX MILLION PROFITABLE NEW CUSTOMERS! 


“PICTURE 
WINDOW 
CLEAR’”’ 


America’s finest 


vinyl plastic 


HEAVY 
DUTY 


Pll elo eli cvare, 


WEAR AND 
BEAUTY 
PROVED 


on millions of car 





New car buyers buy all year—and want only clear plastic 
seat covers to protect their beautiful new car upholstery. 


Call, wire, write your seat cover supplier or jobber today! 


Capture more of these sales... guarantee yourself more 
profits with seat covers of “picture window clear” Vinalon. 
Only Vinalon is wear and beauty proved on millions of cars. 
Only seat covers of Vinalon can guarantee trouble-free per- 
formance for the life of the car! 


THESE SALES AIDS SELL—ORDER YOURS NOW! 
Powerful “shopper-stopper” window banner. Set of 6 hard- 
selling posters. Dramatic newspaper ad mats. Guarantee 
folder to mail out or give away. 


Plus — exclusive Southbridge Vinalon ““PATCH- 
BOOK”. Supplied with each set of covers made of 
Vinalon. Sensationally new. Permits instant, invisi- 
ble repairs of accidental cuts, punctures, burns. 


SOUTHBRIDGE <> 


Division of Golding Bros. Company, inc. 





© 241 


Church Street, New York 13, N. Y. ¢ 


Telephone: CAnal 6-5432 





— 


5137 S. Boyle, Los Angeles, 58, 
Calif., or 2411 S. Sixth, Seattle 24, 
Wash. 


Applied Metallurgy 


“Applied Metallurgy for Engi- 
neers”—407 pages, $7.50. McGraw- 
Hill Book Co., Inc., 330 W. Forty- 
second St., New York 36, N. Y. 

+ + a 


AEA 1957 Catalog 


Automotive Electric Assn. 1957 
Electrical and Fuel Systems Cata- 
log—Automotive Electric Assn., De- 
troit, Mich. 


* * + 


Lubricator Sheet 


Type G lubricator instruction 
sheet—two pages, free. “Service,” 
Bijur Lubricating Corp., 151 West 
Passaic St., Rochelle Park, N. J. 

+ * ” 


Metal Merchandisers 


Metal merchandiser catalog — 40 
pages, free. L. A. Darling Co., Bron- 


son, Mich. 
+ + 


Anti-Suncheck Wax 


Sunolite anti-sunchecking wax 
bulletin (No. 57-1)—20 pages, free. 
Witco Chemical Co., 122 E. Forty- 
Second St., New York 17, N. Y. 

* * +. 


Floor Pad Catalog 


Floor pad catalog—free. Bump- 
ers, Inc., 2534 Detroit St., Cleveland 
13, O 


* * > 


Trailer Maintenance 


“Manual of Recommended Trailer 
Preventive Maintenance Practices— 
free. Truck-Trailer Manufacturers 
Assn., 710 Albee Building, Wash- 
ington 5, D. C. 

- 


Fire Protection Plans 


“Power Plant Fire Protection”— 
12 pages, free. “Automatic Sprinkler 
Corp., of America, Youngstown 1, 
oO. 

. > os 
Piston Rings 

A catalog for use by installers 
and specifiers of piston rings—96 
pages, free. Ramsey Corp., St. Louis 
8, Mo. 

> > . 
Chemical Facts 

“The Chemical Industry Facts 
Book” (third edition)—160 
$1.25. Manufacturing Chemist’s 
Assn., 1625 Eye St. N. W., Wash- 
ington 6, D. C. 

on 


Air Brakes 


A catalog describing straight air 
and air-over-hydraulic brake sys- 
tems for trucks, tractors, trailers 
and buses—28 pages, free. Wagner 
Electric Corp., 6400 Plymouth Ave., 
St. Louis 14, Mo. 

a- 


Optical Instruments 

“Industrial @ptical Aids,” a 
booklet describing ways to use 
optical instruments to simplify and 
speed manufacturing and inspection 
operations—free. Bausch & Lomb 
Optical Co., 635 St. Paul St. Ro- 
chester, N. Y. 
om 


Pressure Tubing 


A bulletin describing the charac- 
teristics of flexible polyamide pres- 
sure tubing—free. Polymer Corp. 
of Pennsylvania, 2140 Fairmont 
Ave., Reading, Pa. 


Seruy Machines 
An illustrated catalog covering 
the basic types of automatic trans- 
verse spray finishing machines — 
free. DeVilbiss Co., Toledo 1, O. 
. * > 


Liquid Gas Separation 
“Liquid Gas Separation” — de- 
scribing the Selas Liqui-Jector — 
Bulletin S-1052, free. Selas Corp. 
of America, Dresher, Pa. 
” a * 


Electrical Connectors 
‘New Environment - Resistant 
Electrical Connectors” — Bulletin 
637, free. Pyle- National Co., 1334 
N. Kostner Ave., Chicago 51, Il. 
= = . 


Selecting Air Compressor 


“How to Select an Air Compres- 
sor of the Right Size and Type’— 
booklet, 50 cents. Air Compressor 
Research Council, 27 E. Monroe, 
Chicago 3, Ill. 

* 


Marking Machines 
Leaflets describing production 
marking machines — free, Jas, H. 
Matthews & Co., Inc., 3842 Forbes, 
Pittsburgh 13, Pa. 
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Service Management 





Backshop 








+.» by Jack Weed 


{ Regular Monthly Sectio 
















F DEALERS would 


only 

remember that on the average 
approximately 40 percent of their 
mechanics’ time is spent doing in- 
ternal work and they must make) 
their money off the other 60 percent | 
of the time when the mechanic) 
is doing paid labor, they would 
realize more the necessity of get-| 
ting the best management in their | 
shop that it is possible to get. 

Dealers also must realize that 
the average service manager is but 
a manager in name only. In many 
cases he was elevated from the 
mechanic ranks without any train- 
ing in management. And far too 
many dealers selfishly and blindly 
keep him from knowing the things 
that could point out to him the 
value of better managing. 


A service manager can’t manage 
his department for the betterment 
of both the dealer and the cus- 
tomer unless he knows what his 
costs are. Yet many dealers would | 
rather lose an eye than tell their | 
service managers what the vari- 
ous costs of running his depart- | 
ment are. 

Many dealers think that much of 

the internal is spent on warranty | 
and pre-sale services. A check on} 
thousands of dealer costs shows | 
that currently, warranty is running} 
but 5 percent of total shop time and| 
the average pre-sale get-ready, plus 
the 1,000-mile check, takes but six 
hours per car. Most of the rest is of 
internal used-car conditioning and 
taking care of come-backs. 
* x > 
HUS, it is obvious that the entire 
industry, but dealers most of 
all, are very negligent in not pro- 
viding some place where basic 
management courses can be taught 
for service managers and the 
managers allowed to take the time 
to attend the school, 
* * = 


More Mechanics? 

ARL DOMAN, general service 

manager of Ford division, is 
the authority for the survey that 
indicates that by 1965 the fran- 
chised dealers of this country will 
need at least 150,009 more mechan- 
ics or we will be in greater trouble 
than We are today. 

Yet, another survey seems to in- 
dicate that if we could increase the 
productivity of the average dealer’s 
service shop by not more than 23 
percent, it is quite possible we 
would not need these extra men. 

We will never reach this goal 
with the lack of management we 

now have in the industry, es- 
pecially unless more dealers them- 
selves give the service problem 
more of their thinking and “on- 
the-floor” time. 

A friend who knows I am always 
fighting for dealer service, laid 


How 56C 


his troubles in my lap the other 
day, 

And was he disgusted! 

It seems that he had taken his 


car into one of our better dealer- | 


ships here in Detroit and after 
explaining to the service manager 
what he wanted done took a bus to 
work. Inasmuch as he had several 


appointments-in the outlying sec- | 
tion that day he rode buses to}! 


these appointments. 
* * * 


Car Untouched 


HEN he got back to the dealer 

that evening, he found that his 
ear had not been touched. The 
explanation, in his own words: “The 
man was apologetic and very polite 
and obviously was having his 
troubles, but said he did not know 
that morning that he was going to 


be so loaded and had hoped to 
have the car ready. He was so 
sorry.” 


Before my friend took his car 


(Continued on Page 42, Col. 1) 





HE shortage of mechanics and 

order writers able to diagnose 
automotive ills properly has been 
getting more acute for the last 10 
years or so. 

There are fewer and fewer me- 
chanics to take care of the rapidly 
growing number of vehicles needing 
higher and higher degrees of techni- 
cal knowledge to maintain them. 

In 1950 it was estimated that 
there were about 73 cars on the 
road for every mechanic em- 
ployed in an automotive service 
shop, Today, it is estimated that 
for each mechanic there are ap- 
proximately 93 cars. 

West Coast Plymouth dealers and 
the Plymouth factory service de- 
partment propose to start doing 
something about this problem next 
month. E 

On May 17, in Los Angeles, they 
will resurrect a contest for high 
school boys with mechanical ability 
started under direction of George 
Cutler, present general factory serv- 
ice manager, but allowed to lapse 
when Cutler moved from the West 
Coast service management job to 
his present factory position. 

. * + 


| THIS contest, which Plymouth 
plans to expand, cars that are 
otherwise in good shape will be} 
“jimmied” in five or six points and 
teams of boys will be assigned to 
find and repair them. 

The team that first finds the | 
maladjustments, restores the car 


Plymouth Seeks Mechanics 


West Coast School Contest Gets New Life; 
May Go on Nationwide Basis 


n for Those Who Maintain 


One-l tem Repair Orders Costly ... 


{merica’s Motor Vehicles 





Accent Items per Ticket 


LTHOUGH NADA operating 

averages show that parts and 
service are major factors in the 
dealer’s profit picture, an analysis 
of 1% million service orders indi- 
cates that the average dealer 
apparently made little effort to in- 
crease this “protection profit” last 
year. 

The figures compiled by John 
E. Wolf Co. indicate that the 
average dealer fell off on lubri- 
cations, sale of motor oil, wash 
and polish and minor motor work. 
Major motor work increased 

nearly one percentage point; brake 
work climbed slightly more than 
|}one percentage point, and chassis 
|work went up slightly more than 
|two percentage points. Body work 
went up less than half a percentage 
| point, but miscellaneous jumped 
more than 1% points. 

The real disappointing factor in 
the report, as judged by current 
|conditions in the industry, is that 
the number of items sold per repair 
order dropped from 1.73 to 1.70. 

This indicates that at least 59 


| out in the same condition it was| percent of all repair orders were 


written for but one item. This 


to normal operation and drives it 
| a specified number of times 
| around a circular course will be 
| declared the winner. 


| The cars will be maladjusted by 
|}a corps of Plymouth technicians. 
|Among the faults will be shorted 
| spark plugs and coils, plugged gas 
| lines and similar “fixes” that can 
|be found by an alert mechanic 
| without the aid of professional test- 
ers and tools. 

Two boys will be assigned to each 

| car and they will be limited in tools 


’ | and testers they can use. They will 


|be allowed timing lights but no 
| standard garage test equipment. A 
| technician and school instructor 
|will be assigned to watch each 
|team work out their problem to 
|make certain they get no outside 
aid. 


| * * * 


\"QYHIS program, when initially 
started in California, was found 
to encourage young men to enter 
the automotive field as a lifetime 
career, It also created for sponsor- 
ing dealers a source of young men 
who could be trained quickly as 
|mechanics or order writers. 


The young men who entered the 
contest had demonstrated they had 
(Continued on Page 38, Col. 1) 





NEW PRODUCTS 
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ompared with ‘55 in Service Depart 








means the dealer probably lost 
money on that service. 
* od ~~ 


Opportunities Unlimited 


T IS estimated that at least 8% 
percent of the repair orders 
called for major overhauls, which 
would rate from four to eight oper- 
ations per ticket. 

In the main, more needed work 
drives out of the shops on every 
customer’s car than is done in the 
shop, and dealers actually lose 
money on every lube and oil-change 
job which they do as a one-item 
repair. 

If they realized this, far more | 
dealers would have made some 
concerted effort to get their or- 
der writers to spend just a few 
seconds more in questioning the 
owner and inspecting the car 
when writing the order. 

This is especially true at this time | 
of the year when every car has just 
gone through a hard winter season. | 
Many things probably are out of | 
adjustment or show signs of wear| 
or neglect, 

The dealer also should realize | 
that his biggest service competitor, | 
the corner filling station operator, | 
has to ask for permission to look| 
under the hood and inspect the dip | 
stick. On the other hand, every cus- 
tomer that comes into a dealer’s 
shop gets out of the car and opens| 
wide the door to hundreds of oppor- | 
tunities to sell several needed serv- 
ice items. 





Try for 2 Items Per Order 


ll EVERY franchised dealer) 
would make certain that his or- 
der writers sold an average of two| 
items per order, it would not only | 
materially increase his percentage | 
of absorption but would also boost | 
considerably his gross profit per | 
new unit sold. 

But too many dealers do not 
know their cost of doing business, | 
especially when it comes to the cost | 
of writing a repair order or board- | 
ing a car for 24 hours on the used- 
ear lot. 

It would scare many dealers if 
they figured out just what it costs 
them in forms, nonproductive | 
help, the cashier’s, and book- 
keeper’s time to write an order 
for a lubrication ticket. 

Lubrication and oil changes are | 
the best “loss leaders” the dealer | 
can possibly have to bring more} 
customers into his service shop. | 
But when a customer steps up to | 
his “cigar counter” for a package 
of “razor blades,” do his salesmen 
ever suggest soap or after shaving 
lotion? 

Rarely. 

Yet the customer brings his| 
whole medicine chest into the shop | 
with him, throws the door wide) 
open and practically invites the) 


salesman to check the contents. | 
= = oo 


Top Salesman’s Formula 


OST dealers will agree that sell- 


ing in the vehicle field is weak | 
* = a @ 


ment Breakdown 






today, yet few realize that selling 
“back of the wailing wall” is even 
weaker. 

If the average dealer spent more 
time training his service force to 
do a better job of selling and to 
look for that needed service, the 
“rock and roll” dealer down the 
street with his funny trades and 
gimmicks would not bother him 
half as much. 

According to service experts, a 
dealer can realize a profit of 
about $660 per month per me- 
chanic on a $5 labor rate. Thus, 
dealers should realize how much 
better their trading and profit 
positions would be if they gave a 
little more attention to selling 
and “customer-building” in the 
service department. 

Here’s an example: At Fincher 
Oldsmobile, Miami, 1956 service ab 
sorption was 71 percent and reps: 
orders averaged 2.2 items—and the 
company found that 81.2 percent of 
all new-car sales are made on the 
service floor. 

In fact Fincher’s top salesman— 

(Continued on Page 39, Col. 1) 


3,500 Members 
Of NSPA to Aid 
Safety Check 


HICAGO.—Through the coopera- 

tion of its nationwide network 
of 3,200 wholesaler and 375 manu- 
facturer members, NSPA again is 
endorsing and promoting the Na- 
tional Vehicle Safety-Check Pro- 
gram for Communities which will 
take place in May. 

This is announced by Aime E. 
Pouliot, National Bushing & 
Parts Co., Minneapolis, who is the 
National wholesaler chairman of 
the NSPA Vehicle Safety Check 
Committee. 

> - > 
HE annual campaign, in which 
NSPA members participated last 


| year, is under the joint sponsorship 


of the Inter-Industry Highway 
Safety Committee, Look Magazine 


|and National Safety Council, in co- 


operation with the National Assn. 
of State Safety Coordinators. 


The 1957 Safety Check Program 
again will be based on the 10- 
point safety inspection covering 
brakes, front lights, rear lights, 
steering, tires, exhaust system, 
glass, windshield wipers, rear 
view mirrors and horns, Last 
year an alltime high total of 
2,200.000 vehicles was reported 
checked at safety check lanes in 
800 communities and in dealer 
service departments, independent 
garages and service .stations, 

NSPA has appointed state chair- 
men to assist other NSPA whole- 
salers with local drives and to help 
other organizations and groups co- 
ordinate safety check programs. 

NSPA members already have re- 
ceived complete details about the 
Safety Check program. 


January February March April May — or August September October November December Yr. Average 

"56 56 "66 "5S 56 "5S "56 "55 56 ® 155 "56 “955 "56 : "55 "56 "55 "56 "55 "56 * "55 "56 "55 "56 55 "56 % "55 56 io 
Lubrication . _ 28.44 31.05 28.61 30.75 30.22 32.50 30.94 32.33 31.88 32.72 32.38 33.72 31.66 33.94 30.94 32.72 31.77 32.50 31.50 32.16 29.61 30.41 27.77 27.94 30.48 31.91 
I II Win cnescsiiecsesscessacsonsessdencesas 21.72 24.15 22.28 24.20 23.33 25.20 24.11 25.61 24.77 26.33 25.61 26.61 23.22 26.56 24.22 25.66 25.33 25.23 18.00 25.22. 23.33 23.11 22.27 21.55 23.18 24.95 
Wash-Polish ......ccccccccccccc 900 815 783 835 888 9.15 833 861 7.05 7.67 7.33 7.27 661 7.22 622 666 650 683 666 883 638 661 605 655 17.24 17.66 
Minor Motor Work .................. 47.83 47.90 47.16 48.70 44.22 44.85 42.22 43.22 41.61 41.94 41.66 41.22 38.22 41.67 43.00 42.44 42.61 41.83 44.22 43.88 47.00 47.88 46.50 48.66 43.85 44.51 
Major Motor Work ...................- 9.22 8.80 9.00 850 8.22 8.50 8.77 7.88 9.05 7.94 9.38 7.94 9.05 822 9.05 833 883 17.88 9.94 805 9.72 9.12 9.66 9.16 9.16 836 
ere Lh ciiaasspdctetesiasabehiys 11.88 12.49 12.55 1245 13.38 13.15 14.16 14.00 24,38 14.00 15.83 14.61 14.83 14.28 1450 14.16 13.77 13.45 13.83 14.05 13.11 12.72 12.16 11.61 14.53 13.40 
Chassis .. 19.05 18.65 19.61 18.25 20.77 20.45 23.05 22.16 24.77 22.67 25.22 23.22 29.16 22.83 25.05 23.05 24.33 22.38 24.44 22.11 23.66 20.55 22.05 19.00 23.43 21.28 
BOY oon ess eseecseesseesseesseesstesseeessessenee WZ 175 12.94 11.80 13.00 12.80 13.33 12.94 12.83 12,89 14.11 13.39 13.38 12.56 13.27 12.88 12.94 13.11 13.33 12.77 12.61 12.383 12.27 11.94 13.01 12.60 
Miscellaneous. ..................::.:.:0004 11.05 9.90 10.22 10.40 11.44 10.45 1244 9.94 1244 9.83 12.05 9.28 10.55 883 12.00 888 9.11 8.44 11.55 9.16 11.22 11.11 11,05 10.38 11.26 9,72 

Average Operation 

Per Repair Order .................... 1.59 1.72 1.66 1.73 1.69 1.77 170 1.76 1.75 174 L776 L77 LI 176 1.72 1.74 1.72 168 173 172 174 170 166 166 170 L738 

—Data from John E. Wolf Co, 
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Plymouth Seeks Mechanics 


W est Coast School Contest Gets New Life; 
May Go on Nationwide Basis 


(Continued from Page 37) 


a liking for automotive work, could 
} handle tools, were alert mentally 
and had aptitude for retail automo- 
) tive service work. 

The contest from the school 

standpoint aided not only in di- 
recting more and better students 
te automotive vocational courses 
but provided an “end result” the 
boys could understand, Former 
contests were succesful in these 
objectives. 
_ So, it was no wonder that Cutler 
| received requests from both West 
Coast Plymouth dealers and school 
heads to renew the contest. 

The renewal will start this year 
with a full dress contest May 17 
f at Wilson High School in Los 
Angeles with teams from approxi- 
mately 45 Los Angeles-area high 
schools and junior colleges. 

* + = 


ROM there it will move north 
where 11 or more schools will 
send their best teams to a contest 


Important Bear Facts like this put Autorol in a 
class by itself for low-cost, precision roll testing... 


CY, Bear Autorol has 


DOUBLE RULL 
ACTION 


for Extra-Precision, Extra-Profit, 
in-shop Road Testing 





to be held at one of the Oakland 
County high schools in Oakland, 
Calif., May 22nd. 

It is hoped that as a result of 
this year’s two contests on the West 


Coast there not only will be a pool 


Nourse Named Chief 
Of Canadian Group 


OTTAWA. —L. W. Nourse, 
Toronto, has been elected president 
of the Canadian Automotive Whole- 
salers’ and Manufacturers’ Assn. 
He succeeds F, J. Mitchell, Hamil- 
ton, Ont. ‘ 

Gerard Plourde, Montreal, was 
named senior vice-president, and 
C. A. Speers, Windsor, Ont., is 
junior vice-president, Directors are 
Maurice Gravel and M. Moss, Mont- 
real; J. A. Hines, W. B. Doods, J. 
Boase and W. Hodgson, all of 
Toronto; Lyle Cantlon, Winnipeg, 
Man., and J. D. Melhuish, Van- 
couver, B. C. 


\ 


of sound embryonic mechanics and 
order writers uncovered for the 
Plymouth dealers but that the result 
of the contests will be sufficient to 
warrant developing the event into a 
national affair. 

Eventually it is hoped that tech- 
nical college and shorter “pin 
pointed” courses provided by auto- 
motive industry schools can be 
offered at state and national 
levels, 

Ever since the mechanic shortage 
became alarming, a number of at- 
tempts have been made by various 
organizations, including auto fac- 
tories and parts wholesaler organi- 
zations to foster contests that would 
bring more youths with mechanical 
ability into the service end of auto- 
mobile retailing. 

Practically all, however, have 
failed or dwindled away due to the 
lack of sound “follow through.” 

* * * 

N MANY contests, such as those 

held annually by Detroit Ford 

dealers in which leading automotive 
class vocational school graduates 
enter at the end of the school year 
and are awarded prizes for ac- 
complishment, sponsoring dealers 
agree to hire those winners who 
wish to go to work. 

This program has been a terrific 
boost in getting a higher type 


Peres 


gw, 


Your choice of recessed rack, or floor-type models 


Less investment...no additional equipment to buy! 

No expensive installation . ..no costly pit construction necessary! 
No air, power or water lines to run! Get in on the ground floor 
of this new test service. Get started ricut! Get equipment with 
free-running rolls like those the car factories use! Autorol proves 
again—when you get ALL THE BEAR FACTS, you'll buy Bear Equip- 
ment! BEAR MFG. CO., DEPT. A-14, ROCK ISLAND, ILLINOIS. 


GET ALL THE BEAR FACT, iS AND YOU'LL BUY 


THE ORIGINAL ROLL TESTER 





*Cradle-Pack' Adopted— 


After 18 months of tests, Shatterproof 
Glass Co., Detroit, has adopted Inter- 
national Paper Co.'s “Cradle-Pack" carton 
for transportation and storage of indi- 
vidually packed curved windshields. Among 
the advantages cited by the Detroit firm 
are safety, a saving in storage space and 
ease of assembly, packing and inspection. 


student to select automotive 
courses, educators said, and has at 
times provided a dealer with out- 
standing apprentice mechanics. 
But when the dealer hires these 
youths under the misguided im- 
pression that they are ready to 
work alongside experienced me- 





and consideration, they rarely stay 
with the dealer more than a few 
weeks. 

All experts in the field of automo- 
tive service agree that the shops 
themselves will have to do their 
share in the training of mechanics. 

Unless they do, they soon may 
find that they will have to become 
unionized in order to get sufficient 


'|men to keep their customers’ cars 


on the road. 
+ * * 

N THE St. Louis area, the dealer 

association feels that they have 
a good base in their apprentice 
training program. The Greater St. 
Louis Automotive Assn, and District 
No. 9 International Assn, of Ma- 
chinists, working together through 
a joint apprenticeship committee, 
have established standards of ap- 
prenticeship and worked out a 
training program, 

This sets forth qualifications for 
apprentices; the term of apprentice- 
ship, not less than 8,000 hours; pro- 
vides for a probationary period and 
sets out the work experience neces- 
sary to qualify for journeyman 
book. 

The program further provides for 
related school instruction in courses 
at O’Fallon Technical High School 
| and for periodic examination of the 





chanics without special training | work and school records of the 







BUILD GOOD WILL and 

EXTRA PROFITS with AUTOROL: 

® Road test new cars before delivery 

® Check shift patterns and other 
automatic transmission troubles 

® Find high-speed oil leaks faster, easier 

® Diagnose hard-to-find ignition troubles 

® Discover loose flywheels, 
bad timing chains or gears 
and many, many more! 


see MAY 25 issue 


| apprentices by the committee. 

The committee also has worked 
out the ratio of apprentices to 
journeymen; the agreement be- 
| tween employer and apprentices, 

and various administrative pro- 

cedures in connection with the 
program. 

Experience seems to indicate that 
for any contest or program such as 
the Plymouth “trouble shooting con- 
test” or that of Detroit Ford 
dealers to be as successful as it 
should be and be instrumental in 
developing an adequate supply of 
new mechanics and orderwriters it 
will have to incorporate a similar 
set of rules under which both stud- 
ents and employers shall work until 
the student becomes proficient 
enough to be accepted as a full 
fledged mechanic. 

Certainly some type of “work and 
study” program must be worked so 
that the youth is not left to the 
mercies of older mechanics in the 
shop, who, in far too many in- 
stances, see a threat to their own 
jobs in the youngsters and do every- 
thing they can to discourage them 
from continuing. 


Stepdown Frame 
Called Sales Spur 


For Auto Vacuum 


BOSTON. — The new, low cars 
with stepdown frames are creating 
a golden profit opportunity for 
equipment wholesalers, according to 
Stanley Berns, chairman, Pullman 
Vacuum Cleaner Corp. 

The stepdown interiors cannot be 
cleaned with brush and whiskbroom, 





| Berns declared, thus automotive 


vacuum cleaners will become a 


| necessity rather than just an asset. 


Carrying out this thesis, Berns 
has instituted a nationwide mer- 


| chandising, promotion and financing 


plan for jobbers and wholesalers 
who handle the Pullman Vacomo- 
bile. 

Part of the promotion is linked to 
health. With each sale, the company 
issues a station sign reading, “Free 


| vacuuming for healthy motoring.” 


“A good cleaning job tossed in 


|with a repair operation is a blue- 
|chip investment in repeat orders,” 


Berns said. “The new construction 
means you have to use a vacuum, 
and using a vacuum is a sure way 
to fill a vacuum in profits.” 


SAE’s Eddy Defends 


Lowness of ’57 Cars 


BUFFALO, — W. Paul Eddy, 
president, Society of Automotive 
Engineers, has said that he 
doubts very much if the market 
for the small family car will grow 
much in the years ahead, He 
thinks, though, that sales of 
sports cars will mount steadily. 

Eddy, with General Motors 
Corp. for 15 years, and now chief 
of engineering operations for 
Pratt & Whitney Aircraft, West 
Hartford Conn., defended the low- 
ness of most 1957 cars, This factor 
and improved suspension systems, 
he said, are responsible for better 








stability, roadability and ability 
to take corners at higher speeds. 
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Push Service Sales, Dealers Urged... 
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Too Many One-lItem Orders 


(Continued from Page 37) 


he was one of the top six Oldsmo- 

bile salesmen in the nation—made 

it a point to work the service floor 

from 8 a.m, to 10 a.m. every day. 
om ob oe 


Customer Must Be Happy 


IS stunt, which really produced 
results, was to catch the service 
customer who wished to leave his 
car but whose office was downtown. 
He would offer to drive the cus- 
tomer to his office, but the cus- 
tomer would do the driving—behind 
the wheel of a new demonstrator. 
This method of selling has much 





Spring Tuneup 
Called Avenue to 


Service Profits 


TOLEDO.—The American motor- 
ist has been sold on the idea of 
spring changeovers and tuneups, 
but the serviceman is missing a bet 
if he doesn’t check completely every | 
ear that drives in for this work, | 
according to H. C. Stivers, sales 
manager, AP Parts Corp. 

“An automobile can be out of 
tune in more ways than one,” he 
explained. “Points, plugs and car- 
buretion may be OK, but if a muf- | 
fler is rusted out, plugged or clog- | 
ged, good engine performance just | 
won't be there. 

“Take a good look at the exhaust 
system when the car is on the lift. | 
Tap the muffler for loose parts. | 
Look at the exterior for holes or 
excessive corrosion. Listen for the 
tattletale roar of a muffler or pipe | 
with a hole in it. 

“How about adding pep to start- 
ing with a new battery, sprucing | 
up the exterior with a new wax and | 
polish job, beautifying the interior | 
with a new set of seat covers, re- | 
placing that worn set of rubber | 
with a set of safe new tires or 
smoothing out the ride with new 
shocks?” 

Stivers concluded, “Additional | 
sales during tuneup time are practi-| 
cally limitless—if you look for ’em.” 








Conrad Honored 


In Pennsylvania 


SCRANTON, Pa. — Edward K. 
Conrad, for many years secretary- 
treasurer of Wyoming Valley Auto- 
mobile Dealers Assn.. has been 
honored for his service to the as- 
sociation. 

New officers of the association 
were installed as follows: Arthur L. 
Strayer, president; Leo Uhle, vice- 
president; John S. Lopatto, 
secretary-treasurer. 





Movie on Killer 


Carbon Monoxide Danger 
Exposed in Film 

CLEVELAND.—A 15-minute 
color movie stressing the dangers 
of carbon monoxide to the motor- 
ing public has been made available 
to jobbers and television stations 
by the Automotive Exhaust Re- 
search Institute. 

The film, called “The Invisible 
Killer,” is a story of a newspaper- 
man’s quest into an “unexplained” 
accident in which a prominent 
citizen is killed. His discoveries lead 
to a connection between the acci- 
dent and carbon monoxide. 

Now available to television sta- 
tions and to jobbers desiring to 
show it to local groups, the film 
can be obtained by writing Sterling- 
Movies U.S. A., Inc., 205 East Forty 
Third St.. New York 17, N. Y, 


Bear Displays Unit 

For ‘Road’ Testing 

ROCK ISLAND, Ill. — A unit 
which permits actual automobile 
road testing right in the shop was 
on display at the New England Re- 
gional Show in Boston. 

The Autorol unit was designed 
to duplicate road effort, said Vic- 
tor B. Day, president of Bear Mfg. 
Co., which displayed it. This, he 
said, permits precision adjustment 
of automatic transmissions as well 
as trouble shooting and road test- 
ing other parts of the car. 


|to offer. It puts the prospect in a 
car that is running properly when 
perhaps his own car’s operation 
leaves something to be desired; it 
|catches him the first thing in the 
| morning when his mind is not full 
|of other details, and—perhaps best 
|of all—the prospect is not a “shop- 
per,” at least not at that time. 

But the service department must 


— 


Muffter Assn. Elects 


Kaslin as President 


| LOS ANGELES. — The National 
Automotive Muffler Assn. has 
elected Howard Kaslin as president 
| for the coming year, Other officers 
|are W. J. Ashley, first vice-presi- 
|dent; Floyd Wheeler, second vice- 
president; Elmer Arndt, treasurer, 
and Roy Desbrow, secretary. 

Directors are Wheeler, Charles 
Shaw, Howard Hudson, Charles 
Scott, Vern Mickelson, R. Duane 
Smith, Howard Douglas jr., Kaslin, 
Ashley and Aaron Fenton. 





be good so the prospect is a “satis- 
fied service customer.” If he comes 
into the shop that morning with a 
“gripe” about something that hasn’t 
been done right, this salesman 
might not be able to hit the high 
percentage of “clean” sales that he 
rings up week after week all dur- 
ing the year using this method. 

Keeping service customers “sold” 
and satisfied is directly connected 
to taking care of that “needed” 
service, whether the customer real- 
izes he needs it or if it has to be 
sold. 


Burke Named to Head 
Modine Market Planning 


William J. Burke jr., sales man- 
ager of Modine Mfg. Co.’s automo- 
tive division since 1930, has been 
named manager of market plan- 
ning. 

Burke joined the Modine organi- 
zation in 1929 as eastern sales man- 
ager of the company’s heating and 
air conditioning division. 











Herman Awarded Shattuck Trophy— 


E. F. Herman has been awarded the Shattuck Trophy, presented annually to Walker 
Mfg. Co.'s outstanding district wholesale sales manager. Herman, now eastern zone 
manager for the Racine (Wis.) firm, won the trophy as northeastern district manager. 
He also won it in 1953. At the presentation were, from left, W. W. Hardy, midwestern 
district manager and 1955 winner; Rea |. Hahn, president; W. E. Rapp, wholesale 
sales vice-president; Herman, and Robert E. Archer, field sales manager. 













@ Refined 3 steps beyond ordinary motor oils 


@ Scientifically fortified for superior deter- 
gency and maximum resistance to sludge, 
rust and corrosion 


Car owners regularly using WOLF’s HEAD have 
proven to their complete satisfaction that 
Wotr’s Heap provides more power, greater 
economy and longer engine life. Instead of just 
occasional buyers, they become satisfied, steady 
customers—not only for WoLF’s HEap but for 
the other products and services of the dealer. 
That’s why the brand you sell makes a vast 
difference . . . to you. Sell WoLF’s HEap— 
“finest of the fine’’ since 1879. 


The brand of 
motor oil 
you sell... 


@ 100% Pure Pennsylvania 


WOLF’S HEAD OIL REFINING CO., INC. - 


100% Pure Pennsylvania 
Scientifically Fortified 





Member, Penna. Grade 
Crude Oil Association 








... makes a vast 
DIFFERENCE! 





OIL CITY, PA. 


Newest reasons why it pays to be an 
INTERNATIONAL Truck Dealer 


Here you see just five models in the great new line-up 
of Golden Anniversary INTERNATIONAL Trucks. 

They range from the striking “Golden Jubilee” Pickup 
through six-wheelers rated at 33,000 lbs. GVW. And with 
each one comes the promise to your customers of built-in 
value and performance. 


Each is all-new from road to roof—featuring brilliant 
new Action-Styling, more usable power and famous 
INTERNATIONAL quality that makes INTERNATIONALS 
cost least to own, over the years. 

It’s going to be a year of rare opportunity for dealers 
selling these and other great INTERNATIONALS ranging to 
96,000 Ibs. GVW-— the world’s most complete line. 

Like to join the winning INTERNATIONAL sales team? 
For franchise information, write: Manager of Sales, Mo- 
tor Truck Division, International Harvester Company, 
180 N. Michigan Avenue, Chicago 1, Illinois. 


Trucks Unlimited...Powered for Modern Traffic... Plus Modern Comfort 


Handsome “Golden Jubilee” Pickup 
with the longest all-steel body in its 
class. Only Panel with third door. New 
8-passenger Travelall® models. New cab- 
forward models with ideal 89-inch BC 
dimension. Tractors to 48,000 lbs. GCW. 
Wide range of all-wheel-drive trucks. 


Redesigned engines produce increased 
power without strain from new com- 
bustion chamber and valve position .. . 
more usable power that’s “bred for the 
job”. . . at low rpm to keep operating 


and maintenance costs low. New quick- .- 


starting 12-volt ignition. 


Biggest windshield —1,181 sq. in.—and 
widest cab in their class! New “Silent- 
Vent” door wings. New, wider front 
and rear springs. Exclusive level-riding 
5-point cab mounting. Bigger brakes 
with more lining area, larger cylinders 
and boosters for quicker, easier stops. 








NEW Golden Anniversary 
INTERNATIONALS’ 


NEW ACTION-STYLINGI! 








MORE USABLE POWER! 
COST LEAST TO OWN! 








Motor Trucks ¢ Crawler Tractors « Construction Equipment 
McCormick® Farm Equipment and Farmall® Tractors 
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Backshop 





e ec ce eo Jack Weed 





(Continued from Page 37) 


when he brought it in that morn- 
ing—the service manager did have 
a man listen to a noise seemingly 
in the clutch that was worrying my 
friend and this man told my friend 
he needed a transmission overhaul 
to the tune of about $60. 

Three other dealer service men 
on following days told him he 
needed work that would run 
from a low of $20 to above the 
original $60 estimate. 

This interested me to the point 
where I wanted to find out what 
could be wrong with a car that 
ran fine and dandy but had an 
irritating noise that seemingly 
came from the clutch or trans- 
mission. So I called a friend of 
mine who was factory service 
manager of that car and asked him 
to have one of his experts diagnose 
the trouble. 

It took this man about 10 minutes 
to find that it was the shifter shaft 
vibrating against the clutch release 


arm because it had worn and be- 
come loose. Slipping a rubber tube 
over the shaft cured the trouble 
and the noise. 

Now that noise was a little tricky, 
I will admit, but four of the so- 
called best dealers in Detroit in 
that make of car went on record 
that the only way to eliminate 
that chatter was an overhaul or a 
partial overhaul. 

= * + 


Conclusion Jumpers 


ONE of them took the time to 

diagnose the trouble properly. 
None of them rode the car on the 
type of road that would cause the 
vibration to become excessive, They 
all jumped at conclusions and were 
only too ready to put my friend 
through “the wringer.” 

Of course, my friend will never 
have any confidence in any of these 
shops again. And he still has a very 
low opinion of that wonderful 


dealer service put out by those 
“factory-trained” mechanics, 

I know it costs money to diag- 
nose the real trouble in many 
cases, It also costs money to ad- 
vertise and to send out service 
follow-up mailings each month. 
Sometimes it costs a little money 
to satisfy and hold customers, 

I maintain that it is much better 
for the order writer or service man- 
ager to tell a customer that they 
don’t know what the trouble is, but 
that they will dig in to it as soon 
as they have time and telephone 
him as soon as they have found 
out, I am supposing here that the 
car comes in during the early- 
morning rush period when they 
don’t have the time to diagnose 
the trouble properly. 

Part, a large part, of the building 
of satisfied service customers is 
wrapped up in building confidence 
in the customer that your shop 
knows not only what is wrong with 
your car but also how to fix it 
properly. 

Adjusting a bill for service done 
that was not needed does not buy 
that confidence. In fact, it goes a 
long way toward destroying what 
little confidence the customer might 
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It's a She? 


Dow Puts Feminine 


Label on Car 


MIDLAND, Mich. — “A Car Is 
a Woman,” Dow Chemical Co.’s 
color cartoon film dealing with 
cooling system care, has completed 
a week-long run at a commercial 
theatre here. 

Approximately 5,000 residents saw 
the cartoon film and there were 
many comments about the “enter- 
taining educational approach” of 
the film. 

Dow extended an invitation to 
automotive dealers, servicemen, 
and families to attend the showing 
as Dow guests. Almost 225 men and 
women interested in service sta- 
tions and dealerships attended. The 
cartoon was shown on the same bill 
with “Battle Hymn.” 


have had in your shop in the first 
place. 
* * * 


Never Cuts Bill 


dealer I know never adjusts 

a bill. He knows that even 
his crew can make a mistake once 
in a great while. But if he finds 


This Anthony Frameless Trailer Hauls 
One Extra Ton Per Load! 






IT'S NO 
The Teleramic 


Is A Major Factor In 
Frameless Trailer Success 


SECRET! 
“V” Seal Hoist 
















the same jobs. 


'. During a 17-week test period of steady rock hauling; this 

” Anthony Frameless Trailer proved itself better in performance 
and more profitable to operate than similar equipment used on 
This was the report from Consumers Company 
of Chicago, Illinois, which is currently using this Anthony 
Frameless Trailer on major paving jobs in the Chicago area. 
Here are the conclusions they reached after a careful study 
of the facts: 


ak Anthony Frameless Trailers 
(lighter than similar hauling equipment) 
carry at least 1 extra ton in each 
payload over standard equipment. 


Qe In all other hauling and dump- 

ing operations, Frameless 
Trailers equal or exceed similar 
hauling equipment. 


Buy The Dump Body That Has The Service 


Over.100 Anthony Distributors Complete descriptive literature 
are located nationwide. Atleast is now available on Anthony 
one is convenient to you... 
ready. to give immediate service Teleramic Hoists. No obliga- 
on Anthony equipment. 


&) It is almost impossible to get 

bogged down with an Anthony 
Frameless Trailer. If the trailer is 
stuck, the driver sets his tractor 
brakes and raises the Teleramic 
Hoist. If the tractor is stuck, the 
driver sets his trailer brakes and 
lowers his Teleramic Hoist. 


Frameless Dump Trailers and 


tion, of course! : 
Just write to: 1751 Baker Street, Streator, Dlinois 





they have, he cancels that bill in 
its entirety right then and proceeds 
to do the job that should have 
been done in the first place. 

But if on examination he finds 
that the diagnosis was right and 
the work properly done he tells 
the complaining customer either to 
pay the whole bill or to pay noth- 
ing. He makes no adjustments, as 
he knows that if he did the custo- 
mer would lose confidence in his 
service. 

This dealer would rather lose 
a customer than haggle, And he 
loses very few customers. In fact 
he jumped his rate in a small 
suburban town from $3.50 an 
hour to $5 an hour and increased 
his customer following. His boys 
could afford to take a little more 
time and be absolutely sure. 

My desk has been bombarded 
during the past week or so with 
“spring is here, it’s time to sell 
spring car cleaning service” re- 
leases, I’ve gotten them from Buick, 
from United Motors, from General 
Motors of Canada, from Cadillac, 
and I don’t know how many 
others. 

Have you urged your customers 
to drain their radiators and fill 
with clean water, have their 
brakes checked, headlights checked, 
tires checked, bearings and other 
working parts inspected, exhaust 
systems checked, windshield wash- 
ers and wipers checked, get an 
engine tune-up and have a lube 
job? 
| If not, why not? 

All of these releases say it’s time. 
* + = 


|Brake-Fluid Warning 

UT here’s one I wish would be 

exploited as wide as possible. 
This release from Permatex says 
“one out of every two cars on the 
road has too little brake fluid to 
insure fully efficient brake opera- 
tions. And one-third of the 40,000 
fatalities in passenger car accidents 
last year were caused by faulty 
brakes.” 


Spot checks by Permatex engi- 
| neers during 1957 proved that half 
the passenger cars and one fifth 
of the trucks inspected were carry- 
|} ing too little brake fluid, despite 
| last year’s grisly statistics on brake 
| failures. 

Whether Permatex’s figures are 
high or low, I go for that type 
of warning. This industry and the 
millions of automobile and truck 
drivers cannot be warned too 
often about the lurking death 
that is an integral part of brakes 
that are not operating to their 
fullest measure of efficiency or 
have fluid that has been con- 
taminated or is of inferior grade. 

When all of our lives depend 
upon one set of brakes in a car, 
| we all should make every effort to 
| See that that one set is in the best 
| condition we can put them. Some 
| day when engineers are allowed to 
|spend 10 cents more per brake, 
our parking brakes will be built 
so that they are not the misnomers 
most of them are today. 


* z * 

Bu-Bu 

H, OH, I've got a “canary” I've 

got to swallow. I said that the 
next NADA Shop Equipment Expo- 
sition would be held at Dinner Key 
near Miami. I'm wrong, it'll still 
be in a tent next to the Miami 
Beach Auditorium — Jan. 11-15, 
1958. 














2 Sales Courses 


For Jobbers Set 
On Both Coasts 


CHICAGO. — Motor & Equip- 
ment Wholesalers Assn, has an- 
nounced that two courses designed 
to help wholesalers with sales man- 
agement problems will be con- 
ducted in Los Angeles and New 
York. 

The executive evel courses will 
be held under auspices of Los 
Angeles State College Apr. 28-May 
3, and at New York University June 
2-7, MEWA said. 

Included are: Stimulating a sales 
force, sales management policies 
and practices, sales office proced- 
ure, training sales people, sales 
forecasting and quotas, and credit 
and collection techniques. 

An executive level “how to do it” 
approach will be emphasized. Fee, 
covering tuition, board, lodging and 
books, cost $150 per student. 
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New England Expects Sellout 


OSTON, — More than 300 manu- 
facturers of automotive equip- 
ment, parts and accessories will 
participate in the four-day National 
Automotive Show which opens May 
23 in the Commonwealth Armory. 
The show committee estimates 
that the exposition will be viewed 
by some 45,000 members of the 
trade. 


It also will feature meetings of 
the National Standard Parts Assn., 
the Motor and Equipment Manu- 
facturers Assn., the Motor and 
Equipment Wholesalers Assn. and 
the Equipment and Tool Institute. 
All will hold social and business 
sessions during the show. 

* * = 
_ Commonwealth Armory 
offers more than two acres of 
unobstructed display space on a 
single floor. All 575 exhibit spaces 
are expected to be filled well in 
advance of opening day. 

The demand for space has been 
so great that it has been ar- 
ranged to erect an annex adjoin- 
ing and directly connected to the 
armory. The only entrance to the 
annex will be from the armory, 
according to Maurice Persson, 
show president. 

The show committee has empha- 
sized that exhibitors from outside 
New England will be accorded the 
same privileges as those extended 
the sponsoring group. 

Trade association meetings will 


Delco-Remy Offers 
Ignition Contacts 
In Assembled Sets 


ANDERSON, Ind.— Delco-Remy 
has announced new pre-assembled 
ignition contact sets with “simpli- 
fied” installation so that distribu- 
tors may be serviced on the engine. 

Delco-Remy said that spring ten- 
sion is adjusted and points are 
aligned at the factory so the point 
gap is the only adjustment re- 
quired. 

The new sets, Delco-Remy said, 
do not supersede any of the regu- 
lar matched contact sets but are 
designed to “incorporate extra time 
saving and improvement factors 
which give the car owner and re- 
pairman plus value with only a 
slight increase in cost.” 

The sets are packaged, Delco- 
Remy said, in a moisture-proof, 
heat-sealed foil package. 


Win-Place-Show 


MEWA Essay Contest 
Results Told 





CHICAGO. — Vincent A. Focht- | 
man, Traverse City, Mich., has won| 


the Motor & Equipment Whole- 
salers Assn.’s young executives 
group essay contest, writing on 
“Executive Development for Auto- 
motive Wholesalers.” 

Edward H. Kukuk jr., Aurora, 
IlL, second place winner and 
Philip R. Beninato, New York, was 
third. Kukuk wrote on “A Plan for 
Executive Development” and Beni- 
nato, “How to Take the Most Im- 
portant Steps in Executive Develop- 
ment.” 

Announcement of available copies 
will be made by MEWA. Judges 
were E. M. Younes, Washington; 
Francis J. Lee, Marshfield, Wis., 
and William D. Henderson, Sacra- 
mento, Calif. 


Wholesalers in Southeast 


Elect Kirkland President 

WINSTON-SALEM, N. C. — R. 
E. Kirkland, of Barnes Motor & 
Parts Co., Wilson, N. C., was elected 
president of the Virginias-Carolinas 
Automotive Wholesale Assn. at its 
annual two-day spring meeting here. 

The group adopted a resolution 
asking state boards of education in 
the two Carolinas, Virginia and 
West Virginia to set up vocational 
training schools for automobile 
mechanics. 

Carl Johnson, of the Carolina 
Rim & Wheel Co., Charlotte, N. C., 
was elected vice-president, and 
Oscar Newberry, of Piedmont Auto 
Supply, Spartanburg, S. C., was 
elected secretary-treasurer. 








begin May 20, and the first event 
on the show program will be a 
Kickoff Dinner May 22 at the Brad- 
ford Hotel here, It will be spon- 
sored by Automotive Booster Club 
B-1 of New England. 

* = * 


ARKET insurance will be the 
topic of the NSPA convention, 
slated for May 21-22 at the Somer- 
set Hotel. Speakers have been 
asked to key their talks to future 
market possibilities and profitable 
operation in the automotive whole- 
saling field. 
Hal Miller, NSPA president, 
theme 


said the was selected be- 


Lahart Teaches Women 


MINOT, N. D. — Parker Motor 
Co. here, owned by Burton T. 
Lahart, director, North Dakota 
Automobile Club, is offering an 
auto maintenance course to women. 
Lahart said he is considering ex- 
panding the course to include 
minor repairs. 





KENDALL PRODUCTS PLUS PROMOTION ... 
A PACKAGE PROGRAM FOR GREATER PROFITS 


Dealers everywhere have had profitable evidence of its effective- 
ness. Kendall's unique combination of products and promotion 
does keep car purchasers returning regularly for service. You 
feature Kendall's full line of outstanding Lubricants and Greases. 
You follow through by putting Kendall car dealer merchandising 
aids into action. You win the confidence, loyalty and regular 
service business of more new and used car customers. Your local 
Kendall distributor will give you the details on this package 


cause wholesalers have shown 
keen interest in the possibilities 
of their business as the industry 
faces expanded markets through 
increased volume. 

More than a dozen speakers will 
address the association. Among 
them will be Arthur C. Butler, di- 
rector, National Highway Users 
Conference; Dr. Benjamin Werne, 
labor relations consultant, National 
Assn. of Wholesalers; G. Walter 
Kleinschmidt, Detroit, past NSPA 
president; Persson, New England 
Show president, and Charles Carter, 
president, Automotive Booster Club 
International, Inc. 

+ + + 


HIGHLIGHT of MEWA’s May| 


21-22 parley will be an address 
by Bernard M. Suttler on “How the 
FBI Helps Businessmen.” Suttler 
has been with the FBI 20 years 
and now is a member of the di- 
rector’s special staff. 

Other subjects to be presented in- 
clude: 





“How to Get the Most Out of 
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“The sales manager has a 
funny way of interviewing sales- 
men ... but he’s yet to pick a 
lemon!” 





Your National Automotive Service 
Show,” “How to Cope with Price 
Cutting,” “What’s Ahead in Busi- 
ness,” “How to Take the Most Im- 


| portant Step in Executive Develop- 


ment,” “A Simplified Bookkeeping 
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program for greater profits. 


All Kendall Lubricants are refined by exclusive processes from 





100% Bradford Pennsylvania Crude Oil — world’s richest. 


KENDALL REFINING COMPANY - BRADFORD, PENNA. 


LUBRICATION SPECIALISTS SINCE 1881 


Corvice Customers Stick’ too! 





4 | 
System for Jobbers,” “How 
MEWA’s Merger Proposal Wil 
Benefit the Industry,” and “Ma 
shall Field & Co.’s Sales Stimulat- 
ing Program.” 

A panel discussion on sales 
direction and a joint wholesaler- 
manufacturer group discussion of 
the “Trends in Profits” also will 
be held. 












































































* * * 


——. assembling in Boston, 
MEWA members will meet in 
Miami, Apr. 23-24. A princip 
speaker will be Guy Gundaker } 
replacement sales vice-presidet 
B. F. Goodrich Co. 

Gundaker’s subject will be. “BMe:- 
chandising for Automotive Whole- 
salers.” 

An earlier NSPA meeting was 
the Seattle Business Conference 
at which Edward Gammie, senior 
vice-president, discussed NSPA’s 
recent activities and its stands on 
issues of current interest. 
Gammie called the proposed re- 

| activation of the Automotive Service 
Industries Show “one of the silliest 
ideas ever suggested to our indus- 
try.” On unification of service trade 
associations, he said NSPA is ready 
to discuss its plan with the ap- 
pointed representatives of other 
trade groups. 











No. 26 OF A SERIES 


A weekly roundup of news and 
views for our dealers—and 
one more reason why it’s 
great for you to be a dealer in 
the Ford Family of Fine Cars 
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One way or 
another...were in 


every living room 
in your town! 


Like many dealers, chances are you've never had the oppor- 
tunity to meet everyone in your town, but they ve met 
you—millions of times! 


They've learned all about you, and the Family of Fine 
Cars you sell, through the combined advertising efforts of 
the Ford Motor Company, its divisions, and you.. . advertising 


that, one way or another, reaches every family in your town. 


Let's sample our advertising performance in a_ typical 
American city like Madison, Wisconsin, which has 52,000 
families. In only one year, these families see Ford Motor 
Company advertising over 1,800,000 times in the most-read 
magazines—and more than 7,000,000 sales messages on tele- 
vision on such top programs as the Ed Sullivan Show, Ernie 
Ford Show, Ford Theatre, and others. Just about every 
home in Madison gets a local newspaper carrying our adver- 
tising, and practically 100° of the people who listen to radio 


hear our sales messages. 


This is the kind of advertising impact every Ford Motor 
Company dealer benefits from—complete coverage telling of 
the products you sell—the excellent service you're able to 
give—and the extra value built into your cars. 


And, just as important, your neighbors weleome these 
periodic visits into their homes. They know from experience 
that your messages are well presented and truthful. 

We intend to keep this localized advertising working hard 
for you. We will continue to tell your neighbors about every 
member of the Ford Family of Fine Cars in national magazines, 
TV, radio and newspapers. 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


The Ford Family of Fine Cars 


FORD* THUNDERBIRD *® MERCURY #LINCOLN ® CONTINENTAL 
FORD TRUCKS * TRACTORS * FARM IMPLEMENTS 
INDUSTRIAL ENGINES 


COMING SOON THE NEW EDSEL 





tories, Inc. 





Service Clinic at Tramontin Pontiac 


A DuMont EnginScope was among the items demonstrated at a two-day engine 
clinic for customers at Tramontin Pontiac, Clifton, N. J. The clinic, initiated by Pon- 
tiac, was held to make motorists aware of the operating conditions of their cars and 
to show dealers that better service and inspection would increase goodwill, parts 
sales and new-cor sales potential. Examining the EnginScope are, from left, Grover 
Snyder, Tramontin service manager; Eugene A. DeTone, dealership president; Carl 
Phundheller, Pontiac service representative, and James Boyle, Allen B. DuMont Labora- 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of AuTo- 
motive News. 


For Make Servicemen 

AMERICAN MOTORS — Zone 
parts and service representatives 
will be conducting schools at dealer 
level on carburetion and Flash-O- 
Matic transmission. 

CADILLAC — Partsmen’s Course 
—Minneapolis, Apr, 22-24. 

CHRYSLER DIVISION — Center 
Line (Mich.), training center, F. E. 
Palmer, instructor in charge. 
TorqueFlite transmission—Apr. 22- 
24; Body Fitting and Sealing—Apr. 
25-26; Air Conditioning (Complete) 
—Apr. 29, May 3; “Firepower” Tune- 
up (Carburetor-Ignition-Compres- 
sion)—May 6-8; Front Suspension 
and Power Steering Pump — May 
10; PowerFlite Transmission—May 
13-14; TorqueFlite Transmission — 


May 15-17; Air Conditioning (Com- 
plete)—May 20-24. 

FORD DIVISION—From Apr, 22- 
May 24, district service schools will 
continue the 1957 model truck in- 
troductory course which covers en- 
gine, electrical and chassis features, 
tilt cab and transmissions, In addi- 
tion, special courses will be started 
on the Hide-Away hardtop and the 
new automatic transmission for 
trucks, These special courses will 
include theory of cperation, adjust- 
ments, and trouble shooting. 

GMC TRUCK & COACH DIV. — 
Atlanta—Service Management, Apr. 
22-25; Engine, Carburetors & Hydra- 
Matic Linkage, May 29. Dedham, 
Mass. -— Turbo-Diesel, Apr. 29, May 
6; Hydra-Matic, May 13; N. P. 
Transmissions, May 21-24. Charlotte, 
N. C.—Carburetors, Apr. 29-May 2, 
May 6-9, 13-14; Valve Maintenance, 
May 22-23. Hinsdale, Ill. Hydra- 
Matic, Apr. 22, 29, May 6, 13; En- 
gine, Carburetor, Hydra-Matic 
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/ ALL WAGNER 
\ 

PRODUCTS ARE | 
/ 

\ TOP QUALITY! 

oo 7° maser eyinders ond 411 numbers of Whee 


4 Repoir Kits... For details, see Catalog AU-1. 


WAGNER LOCKHEED HYDRAULIC BRAKE PARTS line 
is the most complete on the market. For ex- 

ample, Wagner Hydraulic Brake Cylinders are 
/ available in types for practically all makes and 
models of cars and trucks...285 numbers of 


ey, 


- \« - 





WAGNER LOCKHEED HYDRAULIC BRAKE FLUID 
is chemically balanced to function perfectly in 


veWagner Lockheed maiger,” 
HYDRAULIC BRAKE PARTS = wscsz ee ore: 


3 e a e service life. Available in sets, rolls, blocks, slabs, 
identical to original equipment 


cut segments, and shoe exchange sets. 
You can safely stake your reputation on the performance of Wagner Lockheed, 
Hydraulic Brake Parts . . . They are tops for quality, and they are dependable. 
From the selection of raw materials to final packing, the quality of these brake 
: parts is rigidly inspected and carefully guarded. Wagner does this so that you can 
provide your customers with the finest brakes available anywhere. 
Wagner Lockheed Brake Parts—cylinders, pistons, springs, washers, cups, boots, 
hose, etc., marketed for replacement needs are identical to original equipment. These 
parts are manufactured to the same specifications, by the same machinery, as Wagner- 
made parts used in complete assemblies for original equipment. 
You'll find that the Wagner Lockheed line of hydraulic brake parts is the most 
complete on the market. Every make and model vehicle is covered. Parts are available 
individually or in factory sealed kits. 


Wagner Electric Grporation 


6393 PLYMOUTH AVENUE, SAINT LOUIS 14, MO., U.S.A. 








WAGNER SHOE EXCHANGE SETS are available 
with “bonded-on" or “riveted-on" Wagner 
CoMeX Brake Lining, with both standard and 
over-size lining thicknesses, for all popular cars 
and light trucks. 


PS7-18 





LOCKHEED HYDRAULIC BRAKE PARTS and FLUID...CoMaX BRAKE LINING...NoROL...AIR HORNS 
AIR BRAKES...TACHOGRAPHS...ELECTRIC MOTORS...TRANSFORMERS...INDUSTRIAL CRANE BRIDGE BRAKES 





Trouble Shooting & Diagnosis, May 
20-24. Evendale, O.—Turbo-Di 
Apr. 22, 29, May 6. Houston—V-8 
Tuneup, Apr. 22-25. El Paso — 
Turbo-Diesel, May 6, 13. Cleveland 
—Hydra-Matic, Apr. 22, 29. Okla- 
homa City—Hydra-Matic Oil Flow 
& Trouble Diagnosis, Apr. 15-16 
(nights), Apr. 17-18; Brakes, May 
13-14 (nights), May 15-16, May 20- 
21 (nights), y 22-23. Omaha— 
Hydra-Matic Oil Flow & Trouble 
Diagnosis, Apr. 29-30 (nights), May 
1-2, 6-7 (nights) 8-9. New Orleans 
—V-8 Engine & Carburetor, Apr. 22- 
25. Union, N. J.—Hydra-Matic, Apr. 
22; Turbo-Diesel, May 20, Tarry- 
town, N. Y.—Hydra-Matic, May 6. 
San Leandro, Calif.— Turbo-Diesel, 
Apr. 22. Fairfax, Va—Carburetors 
& Governors, Apr. 22-23, 25-26; 
Service Management, May 7-10; 
Wide Range Axle, May 21-24, Pitts- 
burgh — V-8 Tuneup, Apr. 23-26. 
Golden Valley, Minn.—Hydra-Matic, 
Apr. 22, 29; V-8 Tuneup & Carbure- 
tor, May 6; Wide-Range Axle, 
Spicer 45 Axle, In-Line Power Steer- 
ing, Brakes, May 13; Parts Manage- 
ment, five one-day programs, week 
of May 20. 

UNITED MOTORS SERVICE— 
Instruction in factory approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy, 
starting, lighting and ignition sys- 
tems), (2) carburetion (Rochester), 
(3) electronics (Delco auto radio 
and Guide autronic-eye), (4) auto- 
matic transmission (Hydra-Matic), 
(5) New Departure bearings. United 
Motors Service classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, D. C.; Jack- 
sonville, El Paso, Portland, Ore.; 


Dallas, Los Angeles, Memphis, At- 
(Continued on Page 47, Col. 1) 





Torque Wrench Adapter— 

Extensions or adapters can increase the 
capacity of a torque wrench, explains P. 
A. Sturtevant Co., Chicago. The scale 
reading can be doubled when an adapter 
equal to the lever length of the wrench 
is used. 


Extensions Hike 
Efficiency of 


Torque Wrenches 


CHICAGO. — A simple law of 
levers can turn a torque wrench 
into a multirange tool, according to 
P. A. Sturtevant Co, Extensions or 
adapters will add to the effective 
length of the wrench and increase 
its capacity up to 100 percent. 

Sturtevant said that when the 
adapter or extension is equal to the 
lever length of the wrench, it will 
double the scale reading. If the 
adapter is half the lever length, the 
scale reading is multiplied by 1%, 
and if it is one-fourth the lever 
length, the reading is multiplied 
by 1%. 

The lever length of a torque 
wrench, Sturtevant explained, is 
the distance from the center of 
the drive square to the handle pivot 
where the hand load is applied. 

The lever length of the adapter 
is the distance from the center of 
the drive square to the center of 
the adapter or extension opening. 

“An easy extension to make,” the 
company said, “is to weld a socket 
to the end of a regular socket 
handle. Saw or grind a ‘V’ in the 
socket so it fits over the handle of 
the socket handle. 

“Measure the desired lever length 
and weld the drive square end firm 
on the socket handle. Then weld the 
socket on the opposite end, check- 
ing to be sure you have the desired 
lever length.” 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 46) 


lanta, Philadelphia, Charlotte, 
N. C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 


For All Servicemen 


ALLEN ELECTRIC AND 
EQUIPMENT CO., Kalamazoo, 
Mich.—Allen Power-Tune course is 
being conducted throughout the 
U. S. and Canada by Allen whole- 
salers and authorized field stations. 
Additional information can be ob- 
tained by writing directly to Allen 
Electric, 2101 N. Pitcher St., Kala- 
mazoo, Mich. 

AMMCO TOOLS, INC., North 
Chicago—Instruction on engine re- 
pair and brake service. No set 
schedule but three to five-day 
classes started when needed. No in- 
struction charge, Contact Richard 
D. Stevenson, Ammco Tools, Inc., 
2128 Commonwealth Ave., North 
Chicago, Ill. 

BEAR MFG. CO., Rock Island, 
IiL—School offers training in align- 
ment, balancing, and frame straight- 
ening and is located at 2103 - 5th 
Ave., Rock Island, Ill. Address all 
inquiries to Mildred T. Clark, regis- 
trar. Classes begin Apr. 29 and 
May 13. 

BENDIX PRODUCTS DIVISION, 
South Bend, Ind.—Classes on Bendix 
power brakes are held regularly at 
central points throughout the coun- 
try. Instruction covers overhaul, 
testing and installation of power 
brake units including Hydrovac, 


NSPA’s Gammie 
Renews Offer 


On Unification 


CHICAGO. — Disappointment at 
delay and “apparent” lack of co- 
operation” of some associations in 
appointing committees to study 
unification of the service industry 
groups has been expressed by mem- 
bers of the National Standard Parts 
Assn.’s unification committee. 

Edward Gammie, NSPA senior 
vice-president and member of the 
committee, said the only associa- 
tions who have appointed four-man 
committees are the Automotive 
Electrical Assn. and the Automo- 
tive Engine Rebuilders Assn. 

“To date we have heard nothing 
from MEWA (Motor & Equipment 
Wholesalers Assn.),” said Gammie. 
“MEMA (Motor & Equipment Man- 
ufacturers Assn.) indicates 
that they are not interested in ap- 
pointing a committee at this time.” 

Gammie said the NSPA unifi- 
cation committee had received let- 
ters from the MEWA president 
which asked questions that can 
only “logically be answered after a 
meeting of all the committee men.” 

“We think it is ridiculous, child- 
ish and undignified to wash the 
industry’s dirty linen through a bar- 
rage of correspondence and the air- 
ing of personal viewpoints ... ,” 
said Gammie. 

He said NSPA’s committee, with 
approval of the directors and offi- 
cers, is ready to meet with the com- 
mittees of any and all associations, 
Gammie said unification is a pro- 
gressive trend. 

He said NSPA believes the ap- 
proach to unification should be 
industry wide through officially ap- 
pointed committees representing the 
associations concerned, Other mem- 
bers beside Gammie, a manufac- 
turer, are John Reynolds, chairman, 
Henry Trauscht (wholesalers) and 
Don Teetor (manufacturer). 


Wholesale Subsidiary 


Set Up by Walker Mfg. 


RACINE, Wis. — Walker Mfg. 
Co, has transferred its sales and 
marketing functions in the auto- 
motive wholesale field to Walker 
Marketing Corp., a new subsidi- 
ary. 

The parent company will con- 
tinue to handle marketing to 
Canada and other foreign coun- 
tries and to auto factories and 
other large U. S. users, according 
to Rea I. Hahn, president, 











Treadle-Vac and Power-Vac. 
Courses are also offered on Strom- 
berg carburetors covering ovérhaul, 
new equipment and merchandising. 
Training is handled by qualified in- 
structors. Training covering Bendix 
power brakes, Stromberg carbure- 
tors, Bendix brakes and power 
steering is conducted at South Bend 
for men who will carry on field 
training programs, These factory 
training sessions are scheduled as 
required for applicants. For addi- 
tional school information, contact 
nearest Bendix distributor or write 
to, Training Director, Service Sales 
Dept., Bendix Products Div., South 
Bend, Ind. 

BINKS MFG. CO., Chicago— 
Classes are held for a period of one 
week once a month, Anyone inter- 
ested in spray painting and spray 
equipment may attend, No tuition. 
Contact W. Beacham, instructor. 


CARTER CARBURETOR CORP., 


St. Louis—Classes of 12 men in car- 
buretion starting each Monday for 
a three-week duration will begin on 
Apr. 22, 29, May 6, 13, 20, Contact 
nearest Carter distributor. 

DEVILBISS CO., Toledo — One 
week classes of limited size cover- 
ing theory, maintenance and servic- 
ing of spray painting equipment. 
The subject of spray painting is 
broken down into four categories: 
Industrial, auto refinishing automo- 
tive, jobber, and portable equipment 
jobber. No instruction charge. Ap- 
plications may be obtained by writ- 
ing DeVilbiss Co., 300 Phillips Ave., 
Toledo, O. 

INLAND MFG, CO., Omaha — 
Classes start each Monday morn- 
ing. Time required to complete 
course varies from one to two 
weeks. No tuition if equipment is 
purchased — $100 otherwise. Course 
teaches: All aspects radiator clean- 
ing, repairing and recoring; use and 
maintenance of equipment; funda- 
mentals of merchandising, adver- 
tising and pricing, Write J. V. 
Grasso, 1108 Jackson St.. Omaha, 
Neb., for reservation or further in- 
formation. 

RAYBESTOS DIVISION, Bridge- 
port, Conn. — Two complete brake 
service classes will be held at the 





Some early autos were equipped 
with a “sprag” to be used when 
the regular brakes failed to work. 





Raybestos brake service school and 
work shop located in Stratford, 
Conn. The first of these classes will 
be held May 6-10; the second, May 


47 


ered. Personal instruction is aug- 
mented by a technical, 78-minute, 
color, sound, motion picture show- 
ing adjustment procedure as well as 
changes made on 1957 brakes. Indi- 
viduals who successfully complete 
the course wiil receive @ certificate 
showing that they are qualified to 
work on all types of automotive 
brakes. The course will be con- 
ducted by A, D’Andrea, chief serv- 
ice instructor for Raybestos, Write 
to J. Kane for further information. 

SUN ELECTRIC CORP.—Classes 
in service merchandising, Apr. 22- 
26, test equipment operation, May 
6-10, principles of electrical testing, 
May 13-17, engine tuneup, May 20- 
24. Classes will be held at Chicago 
technical training center. Instruc- 
tors will be G, A. Lane, R. C. Heid- 
rich, A, E, Evenson, and G, A. Buhr. 

THERMOID CO., Trenton, N. J. 
— No definite school schedule. 
Classes are held whenever there is 
a demand from students for brake 
service information, and are held 
by J. A. McLaine in the Thermoid 
engineering department test gar- 





13-17, All phases of brake service| age. There is no tuition, but stu- 
work such as major and minor| dents are expected to pay their own 
adjustments, and complete brake/| living expenses. Session takes ap- 


overhauls of all types of both new 
and old brake systems will be cov- 


proximately five days. Text book 
furnished to students at no charge. 











The patented process under which Nokorode is made 
results in a coating of greater density ...a coating 
uniquely tough. Consequently, heavy applications, such as 
are recommended for other nationally advertised brands, 
are absolutely unnecessary with Nokorode. The thinner 
coat recommended for Nokorode gives added protection 
and better sound deadening; yet its very thinness gives 
you 50% more satisfied customers from each drum... 


50% to 100% MORE PROFIT 


Nokorode 


UNDER-CAR SEALER AND SILENCER 


50% to 100% more profit. 


9 Perfect Undercoating Jobs at the Cost of 6... 
50% More Cars Coated from Every Nokorode Drum 


MADE UNDER THE PROCESS OF U. S. PATENT NO. 2.393.774. 


LION OIL 


A Division of Monsanto 
Chemical Company 
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MONSANTO CHEMICAL COMPANY 
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EL DORADO, ARKANSAS 
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SEND FOR COMPLETE DETAILS NOW! 


LION OIL COMPANY 


Dept. AN-D 
El Dorado, Arkansas 
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A Division of Monsanto Chemical Company 


Please send me complete hidiaeiien about Lion 
Nokorode, and how it can increase underbody coating 
profits. No obligation, of course. 
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News to Note... 





Service World in Brief 


CLEVELAND, — Sterling Mfg. 
Co, has announced appointment of 
the following sales representatives 
for its Pacesetter, a hand throttle 
for motor vehicles: 

Corey Co., Inc. 225 Broadway, 
New York; R. H. Downing, Inc., 
106 N. Main St., Akron; Hoemig 
Sales Co, Butler Court, Fort 
Wayne, Ind., and A. L. Sporkin & 
Associates, 600 S. Michigan Ave., 
Chicago. 

Also, Midwest Pacesetter Co., 
7826 Military Ave., Omaha; Heiden- 
reich Co., 6115 Denton Drive., Dal- 
las; Cohn & Shane, Inc., 1323 Ven- 
ice Blvd., Los Angeles, and Jerry 
Smith & Co. P. O. Box 302, Kit- 


chener, Ont. 
* = * 


Santay Appoints Rep 
CHICAGO. — Santay Corp. here 
has appointed Lawrence M, Her- 
sig Co. Jacksonville, Fla. as its 
southern sales representative. 
- + : 


2 MEWA Officials Speak 


At School’s ‘Career Day’ 


CHICAGO.—Two Motor & Equip- 
ment Wholesalers Assn. officials 
spoke to students at this year’s 
“Career Day” held annually by 
Thornton Township high school 
and junior college. 

Speakers on the automotive field 
are secured each year through Carl 
J. Hendricks, sales director, Motive 
Parts Co. of America. One of the 
most interested in the class for 
future automotive mechanics was 
Gail Clark, South Holland, Ill. She 
plans to spend her vacation this 
summer in an auto mechanics’ 
school. 


* * > 


Parker Names Porter 


CLEVELAND. — Appointment of 
Robert B. Porter Co., Glendale, 
Calif., as distributor of Parker syn- 
thetic rubber-o-rings for sealing 
applications and related molded 
parts has been announced by Par- 
ker Appliance Co, here. 


Carburetor Care 


NEW YORK. — Carter Carbure- 
tor division, ACF Industries, Inc., 
has formed Carter Consumer Serv- 
ice to demonstrate and explain the 
proper care of small gasoline en- 
gines. The company says these en- 
gines are the most abused pieces of 
equipment any householder owns. 

> > o 


Lubriplate Wins Award 


NEW YORK. — The new pack- 
age for Lubriplate, a lubricant 
marketed by Fiske Bros. Refining 
Co., has been awarded first-prize 
for excellence in design by the 
Package Design Council in the 
collapsible metal tube division of 
the annual awards. 

. * > 


Graybar Appointed 
NEW YORK. — Graybar Electric 
Co., which has offices and ware- 
houses in more than 130 cities, has 
been appointed a national distribu- 
tor for Shure-Set, a hammer- 


Acrylic Finishes 
Discussed as to 
Need for Polish 


CHICAGO.—The advantages and 
disadvantages of acrylic lacquer 
paints and their relation to auto- 
mobile polishes and cleaners were 
discussed by President Hirsch of 
Turtle Wax Auto Polish Co. at the 
firm’s national sales meeting. 

He made available findings of 
research in Turtle Wax laboratories 
over the past year. 

Application of a good wax or pol- 
ish improves the lustre of acrylic 
lacquer surfaces, Hirsch said. 
Claims of paint manufacturers that 
the new paints will eliminate wax- 
ing for 18 months are unfounded, 
he added. 

Acrylic lacquer paints are harder 
and will resist scratching and mar- 
ring but are not impervious to in- 
jury, he said. 

The new finishes require a wax 
with little abrasive action, Hirsch 
said. Waxes or polishes com- 
pounded with aromatic solvents 
will soften acrylic finishes and 
should be avoided, he said. 


powered tool which makes fasten- 
ing into concrete and steel easier. 
+ * + 


Expansion Completed 
BUFFALO, — U. S. Rubber Re- 
claiming Co., Inc., has completed a 
$2 million expansion of its plant 
in Cheektowaga, N. Y. 


+ * + 


Borg Names Rep in South 
CHICAGO. — Southern Sales Co., 
Jackson, Miss., has been appointed 
middle-south sales representative 
for Borg-Warner Service Parts Co., 
subsidiary of Borg-Warner Corp. 
> = + 


‘Allen News’ Revived; 


50,000 on Mailing List 
KALAMAZOO, Mich. — The Al- 
len News, which was discontinued 
in 1953, has been revived by Allen 
Electric & Equipment Co. It is 
being mailed to 50,000 owners of 
Allen testing and servicing equip- 
ment, and is designed to keep them 
informed about latest methods and | 


to assist them in promoting their 
services to car owners. 

A special edition will be sent to 
wholesalers. It will contain all the 
news of the regular issue, plus 
sales and merchandising tips. 

* * * 


Reynolds Staffers 


DAYTON, O. — Appointments of 
Herman A. Jennrich, Milwaukee; 
Leslie H. Taylor, Detroit, and 
Robert D. Hassel, Davenport, Ia., 
as representatives of Reynolds & 
Reynolds Co., are announced. 

= * + 


Stahl & Myers Opens 


HOUSTON.—The new Stahl and 
Myers automobile air-conditioning 
sales and service center at 1515 
Truxillo Ave., was opened March 
15. Sam G. Myers is president of 
the company, which is employing 
14 trained mechanics. 

= > = 


Littrell Buys Out Partner 


MEDFORD, Ore.—E. A. Littrell 
jr. has purchased the interest of his 
partner, C. M. Jennings, in the job- 
bing firm of Littrell-Jennings. 


> * t 


Aerodyne Line Added 


search-Cottrell, Inc., designer and 
manufacturer of electrostatic and 
mechanical gas-cleaning equipment, 
has added the Aerodyne dust collec- 
tor to its line, The Aerodyne for- 
merly was manufactured by Aero- 
dyne Development Co., Cleveland. 


+ * = 
Powermaster Headquarters 
PORTLAND, Ore.—Powermaster 

Corp., which specializes in the re- 
building and exchange of brake 
shoes, has established its service 
headquarters at 1640 N. W. Four- 
teenth. 

+ * + 

Fund Honors Firm 

PHILADELPHIA. — Mrs. Anne 
D. Koller, treasurer, Auto Equip- 
ment & Service Co., has been pre- 
sented with an Award of Merit 
certificate, addressed to the em- 
ployes of her company. This was 
given by the United Fund Cam- 
paign. 

* * ‘i 

Louisiana Jobbers Open 


School for Mechanics 
LAKE CHARLES, La. The 
Automotive Wholesalers Assn. of 


BOUND BROOK, N. J.—Re-| Louisiana has inaugurated a pro- 
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gram designed to provide special 
automotive mechanics training for 
garagemen in the Lake Charles 
area. 

The course will be held evenings 
to enable garagemen to keep 
abreast of changes in the power 
plants of modern automotive vehi- 
cles. Garagemen attending the 
course will be required to be pres- 
ent two nights a week for a period 
of six hours of individual training 
including carburetion, power 
transmissions and other recent de- 
velopments in automotive trans- 
portation. 

= * * 


New Firm Builds 
SPARTA, Wis. — Sparta Mfg. 
Co., Ine., a firm newly organized 
for the production of engine 
sleeves, will begin construction in 
April on a new $150,000 plant. 
* + * 
Cool Customers 
ST. LOUIS, — The first automo- 
tive radiator show will be held in 
St. Louis in connection with the 
annual convention of the national 
Automotive Radiator Service Assn., 
May 3-5. More than 6,000 radiator 
shop owners have been invited, 
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(Continued from Page 25) 


Lincoln, 14; Studebaker, 9; Hud- 
son, 4; Metropolitan, 3; Packard, 
1, and miscellaneous, 83. 

New-truck registrations were: 
Ford, 50; Chevrolet, 46; Interna- 
tional, 30; GMC, 8; Dodge, 5; Mack, 
4; Divco, 2; Willys, 2; Studebaker, 
1; White, 1, and miscellaneous, 15. 
—(William Ullman.) 


* * * 


St. Louis 


New-car registrations in the St. 
Louis area continue to show a con- 
siderable drop from last year. 

The downward trend is apparent 
in all lines. 

Extended and unusual terms 
are again being offered as a sales 
inducement, with some dealers 
offering more than three years to 
pay. 

Shop volume is running at a level 
somewhat below last year. 

Used-car stocks continue on the 


TODAY 


—Schrader Valves on 
modern stock car racers 


VALVE PERFORMANCE 


fat side, with prices softening — 
particularly on later models. All 
in all, the spring season has been 
somewhat less than the dealers had 
hoped for.—(Sam X, Hurst.) 


* > + 


Bloomington, Ill. 


New-car sales here are reported 
better than last year, Used-car de- 
mand is also brisk and dealers say 
March was one of the best months 
for some time, 

Generally, the economy here- 
abouts is prosperous. There are no 
repossessions to speak of and open 
accounts are being paid on a cur- 
rent basis.—(L. H. Houck.) 

= * + 


Sioux City, Ia. 


Dealers in Woodbury County 
(Sioux City), Ia. delivered 258 new 
cars in March, an increase of 21 
percent over the previous month’s 
213. 

By make, they were: Ford, 67; 


Chevrolet, 61; Plymouth, 31; Buick, 
24; Pontiac, 18; Oldsmobile, 17; 
Cadillac, 13; Nash, 8; DeSoto, 4; 
Dodge, 4; Studebaker, 4; Chrysler, 
2; Mercury, 2; Imperial, 1; Pack- 
ard, 1, and Volkswagen, 1. 

Truck sales were down 25 percent, 
dropping from 32 to 24. Makes di- 
vided sales as follows: Ford, 11; 
Chevrolet, 6; International, 3; Dia- 
mond T, 2, and GMC, 2. 


* * * 


Ottawa 

New-car sales in Ottawa during 
March increased 10 to 15 percent 
over the previous month at most 
dealerships and provided reason for 
hopes of even better business in 
April. 

Most of the increase during 
the month was noted in the 
closing 10-day period, 

Dealers agree that the outlook 
for April is most encouraging. 
Used-car sales have picked up 
faster than usual, and several 
dealers complain that a sales rate 
20 percent better than a year ago 
has shorted them of cars in some 
models.—(M. L. Schwartz.) 


* + > 


Denver 
A 10 percent gain was chalked 


how cooperation pays off 








The 1913 Garfield had only one 
headlight. 





up by Denver dealers who sold 
1,627 new cars in February, com- 
pared with 1,472 in January. 

New-truck sales were up 76 per- 
cent, from 125 to 220, 

During the first two months of 
1957, new-car registrations totalled 
3,009, compared with 3,389 in the 





The combined experience of the Automotive, Tire and Tire Valve Industries 
has made possible extremely high standards of performance. Schrader puts all 


this experience together to design and produce the most dependable tire valves 


for every type of vehicle in use today or planned for the future. You can count 
on quality Schrader Tire Valves to match the performance of your vehicles. 
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1956 period. New-truck sales 
amounted to 345, compared with 379 
a@ year ago. 

New-car registrations by make 
were: Ford, 393; Chevrolet, 352; 
Plymouth, 223; Buick, 124; Olds- 
mobile, 121; Dodge, 92; Pontiac, 
68; Mercury, 57; Cadillac, 41; 
Chrysler, 39; Rambler, 21; De- 
Soto, 13; Imperial, 12; Lincoln, 
12; Volkswagen, 12; Hudson, 9; 
Nash, 8; Studebaker, 8; Willys, 
4; MG, 4; Porsche, 4; Volvo, 3; 
Continental, 1, and Triumph, 1. 
Truck-field sales were: Chevrolet, 

68; International, 54; Ford, 50; 
GMC, 19; Willys, 5; White, 4; 
Dodge, 3; FWD, 2; Studebaker, 2; 
Diveco, 1; DKW, 1; Mack, 1, and 
miscellaneous, 10.—(Ira R. Alexan- 
der.) 


= * = 
Indianapolis 
New-car sales in Indianapolis 
during March soared 73 percent 
over the previous month, according 
to figures compiled by the Indian- 
apolis Automobile Trade Assn, 
The total was 2,755, compared 
with 1,594 in February. 


By make, registrations were: 
Ford, 504; Chevrolet, 471; Buick, 
381; Plymouth, 290; Pontiac, 245; 
Oldsmobile, 235; Mercury, 148; 
Dodge, 111; Cadillac, 78; DeSoto, 
67; Studebaker, 50; Chrysler, 36; 
Volkswag 33; Rambler, 22; Im- 

20; Lincoln, 16; Nash, 9; 
MG, 8; Packard, 6; Metropoli- 
tan, 4; Hudson, 3; Jaguar, 3; 
Continental, 2; Hillman, 2; 
Renault, 2; Triumph, 2; Austin- 
Healey, 1; Borgward, 1; DKW, 
1; Mercedes, 1; Porsche, 1; Simca, 
1, and Volvo, 1. 
New -truck registrations were 
down 12 percent, from 219 to 192. 
By make, registrations were: 
Ford, 56; Chevrolet, 54; Dodge, 22; 
GMC, 20; International, 18; Willys, 
7; Autocar, 4; Reo, 3; White, 3; 
Mack, 2; Studebaker, 2, and mis- 
cellaneous, 1.—(C. L, Kern.) 
> > 


> 
Cleveland 

New-car sales in the Cleveland 
area continued to lag behind year- 
ago figures as total for March was 
under 8,000, compared with 8,506 
in March, 1956, according to 
Leonard Fuerst, clerk of courts. 

Used-car sales also are down: 
8,527, compared with 8,972. In com- 
mercial sales new trucks were 610; 
used, 304, compared with 705 new 
and 328 used in the year-ago 
month. 

In the week ended March 30, 
sales of all units, except for used 
trucks, were under the previous 
year, although considerably above 
the preceding seven-day period. — 
(Sanford Markey.) 


= + oa 


Houston 
March registrations of new cars 
in Houston totalled 4,294, compared 
with 4,127 a month earlier. 
New-truck registrations rose 
from 553 in February to 672 in 
March. 

By make, new-car registrations 
were: Ford, 1,260; Chevrolet, 1,- 
034; Plymouth, 524; Buick, 301; 
Oldsmobile, 268; Pontiac, 235; 
Dodge, 145; Mercury, 132; Cadil- 
lac, 90; Chrysler, 69; DeSoto, 52; 
Studebaker, 41; Rambler, 30; Im- 
perial, 29; Lincoln, 15; Nash, 8; 
Metropolitan, 5; Willys, 4; Pack- 
ard, 1, and miscellaneous, 51. 
Truck registrations were: Ford, 

262; Chevrolet, 230; International, 
92; Dodge, 32; GMC, 21; Mack, 13; 
White, 11; International bus, 5; Reo, 
2; Diamond T, 1; FWD, 1; Stude- 
baker, 1, and Willys, 1.— (Ruby 
Fenoglio.) 





Smog-Gadget Control 
Asked in California 

SACRAMENTO, Calif. — The 
Senate has passed and sent to the 
Assembly a bill to empower the 
Los Angeles Air Pollution Con- 
trol District to control the sale of 
anti-smog devices for motor ve- 
hicle exhausts. 

Senator Richard Richards, Los 
Angeles Democrat, 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of "56s added and ‘48s dropped in November, 1955. Prices of "57s added and '49s dropped in November, 1956. 
Figures alongside bars represent dollars. 


Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion declined $5 last week to $936, 
according to Automotive News’ 
index. 


It was the second week in a 
row that the index had taken 
an overall $5 setback. However, 
the pattern was reversed last 
week, with late models showing 
strength and the older cars 
weakening. 


The price of ’57’s went up $26, 
while ’56 averages increased $11. 

Losses elsewhere amounted to 
$23 on ’52s, $20 on °53s, $11 on 
"55s, $9 on ’51s, $9 on ’50s and $5 
on 54s. New low averages were 
established for ’55s and ’5is, 


At a group of representative 
auctions last week, the average 
consignment was 182 units, com- 
pared with 214 the previous week. 
The sales ratio last week was 67.1 
percent. It had been 69.5 percent 
a week earlier. 








ALABAMA 








JOHNSON AUTO 
AUCTIONS 


Lewrenceburg, Tena.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 




















MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 


Burden-Dudley-Caswell 
Sale every Tuesday at i! A.M. 
Phone Sherman 4-3263 














NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION 
Seale Every Wednesday at 11:00 
SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 








ILLINOIS 





| QUINCY -— Quincy Auto Auction, 






















3202-3220 Broadway, Every Mon- 
day 12:30 P.M. 


IOWA 











TOM FLETCHER'S 


DES MOINES AUTO AUCTION 
e lowa's Oldest Auto Auction 

in the Heart of the Ciean Car Country 
4701 S.E. l4th Des Moines 15, lowa 
ri Phone ATiantic 2-8353 
Sale Every Thursday — |2 Noon 
Guaranteed Titles and Checks 


IOWA 





THE HARRY GELT 
CENTRAL STATES AUTO 


AUCTION 


Every Wednesday at Noon 
“Gateway to the Western Market" 
Phone 1181 or 1182 
MASON CITY, IOWA 
Guaranteed Checks and Titles 








MASSACHUSETTS 





PEABODY AUTO AUCTION, 
INC. 


For Dealers Only 
Checks and Titles Guaranteed 
Auction Every Thursday at 11 A.M. 
Newburyport Turnpike, U. S$. Rt. 1 
West Peabody, Mass. Jefferson 1-7500 
Joseph Herbert Phillip Glick 





MICHIGAN 





Flint Auto Auction, Inc. 


12:30 — SALE EVERY WEDNESDAY — 12:30 
M. D. McCollum, Mgr. Phone Cedar 9-4492 








GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Hel cle west of Grandville, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill” Nagy 
“Michigan's Best"’ 

Phone: ARdmore 6-4720 








ST. LOUIS AUTO 
AUCTION BARN, INC. 


3807 Easton Ave. 
St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 

AND FRIDAY 

Checks and Titles Guaranteed 

Owned and Operated by 

BILL McCRACKEN and 
ROY McMANAMA 

(Dealers Only) 

Operating Since 1946 








AUTO DEALERS AUCTION, 
INC. 


Friday is Sale Day in Kansas City, Mo. 
Auction Company Checks to Sellers 
Gvaranteed Titles to Buyers 


Bob Ring—Owner Fred Reed—Mgr. 
Open 6 days a week. Sale Friday 10:30 A.M. 








6200 Independence Hy 3-7470 
Auctioneers 
Geo. Workman Phil Spurgeon 
Jack Erwin Jr. Whitman 
NEW YORK 


NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 
Albany 5, N. Y. 
Ev. Monday — !1 O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 








MICHIGAN 


Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 


Conveniently located 2 mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK... 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. $. ROUTE 25) 
MELVINDALE, MICHIGAN 


Checks and titles guaranteed 


Phone Dunkirk 3-0150 











NEW YORK 


NEW YORK CITY's 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because ail titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, Insured 
Checks and Titles (Wed.). 


NORTH CAROLINA 


RALEIGH — Mann's Auto Auction 
Sale, Re. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sele Every Monday, 12:30 P.M. 
“WE NEVER miss” 


Your Good Will—Our Most Valuable Asset 
On U. S. Rewte 20A Phone 5-9535 





PENNSYLVANIA 





MANHEIM AUTO AUCTION, INC. 
. Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 





TENNESSEE 


MURFREESBORO—Don Kelly Auto 
Auction, Junction U. S. Hwys. 70S- 
231-41. Thursday 11:00 a.m. 


WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 
10644 E. Marginal Way 
Phone Mohawk 6490 
SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 

“Take Home a Guaranteed Auction Check'’ 
Bill Johnson Bob McConkey 








Prices marked with an as- 
terisk indicate a unit equipped 
with an automatic transmission 
or overdrive and (ps) indicates 
power steering. 


DYER, IND. 


(Dyer Auto Auction, Sale every Friday. 
Prices are for sale of March 29.) 

(Market about steady for the past 
three weeks, but the action and sales 
percentage is still far below normal on 
°5S and ’56 models, Sold 241 cars out of 
360 offerings.) 

BUICK—’56 Special Riviera, $2,000* (ps); 
2-dr., $1,625, 55 Super Riviera, $1,490* 


(ps); Century Riviera, $1,405* (ps); 
Special 2-dr., $1,310*. 54 Super 4-dr., 
$880*, '53 RM 4-dr., $780* (ps); Special 
Riviera, $790*, $695*; Super Riviera, 
$610. 

CADILLAC— 54 (62) 4-dr., $2,090* (ps), 
$2,040* (ps). °53 (62) conv., $1,330* 


(ps), $1,050* (ps). ’51 (60) 4-dr., $820*; 
(62) 4-dr., $680*, $595*. "49 (62) 4-dr., 
$420*, $275*, $160*. ’48 (62) 4-dr., $225*. 


CHEVROLET—’'57 Bel Air (6) coupe, $2,- 
180* (ps); Two-ten (8) 4-dr.. $1,890*. 
"56 Bel Air (8) 4-dr., $1,520*; coupe, 
$1,485*; Bel Air (6) 2-dr., $1,365, °55 
Two-ten (8) station wagon, $1,255*; 4- 
dr., $1,290*, $940*, $930*°, $920, $860; 
Two-ten (6) 2-dr., $1,105*, $895, $845; 


Bel Air (8) 4-dr., $1,060*, $1,020*, $985*. 
’54 Two-ten 4-dr., $745, $705, $695, $680, 


$640, $630, $605; Bel Air 2-dr., $730*, 
$715, $690. '53 Bel Air 2-dr., $645°*; 
Two-ten 2-dr., $580, $575, $525. 

CHRYSLER—’55 NY St. Regis, $1,860*° 
(ps). "53 NY 4-dr., $540*. '51 Windsor 
4-dr., $170*, °48 Windsor club coupe, 
$245°*, 


DeSOTO—’' 56 Firedome station wagon, $2,- 


600* (ps), $2,235*. ‘55 Fireflite coupe. 
$1,645* (ps). '53 Firedome 2-dr., $655* 
(ps); Powermaster 4-dr., $490. 

DODGE — '55 Coronet Diplomat, $1,315". 


*53 Coronet 4-dr., $390*. '51 Coronet 4- 
dr., $210, $185. 

FORD—'57 Fairlane (8) 500 2-dr., $2,105°; 
Custom (8) 2-dr., $1,720. '56 Custom (8) 
4-dr., $1,385*, $1,195; Fairlane (8) 4- 
dr., $1,350*; Custom (6) 2-dr., $970. ‘55 
Country sedan, $1,425*; Fairlane (8) 2- 
dr., 2 at $1,060°, $765; Custom (8) 2-dr., 
$930, $910*, $900, $890 $860. '54 Cus- 
tom (8) 2-dr., $745*, $710*, $670, $650°, 
$640, $620; Custom (6) 2-dr., 2 at $680. 

HUDSON — ‘55 Wasp coupe, $885*°. "52 
Wasp 4-dr., $265, $155, $150, $135. "51 
Commodore club coupe, $125*. 

LINCOLN—’55 Capri coupe, $1,790* (ps). 


MERCURY — ‘56 Montclair 4-dr., $1,860° 
(ps); Custom station wagon, $1,760*. 
‘55 Montclair coupe, $1,565°, $1,500°, 
$1,365*; conv., $1,350*°; Monterey coupe, 
$1,390*. "53 Monterey coupe, $785; Cus- 
tom club coupe, $555. 

NASH — ‘55 Rambler 2-dr.. $545. ‘53 


Rambler Country club, $675; Ambassa- 
dor Country club, $650*. ‘52 Statesman 4- 
dr., $290*; Ambassador 4-dr., $135*. "51 
Rambler Country club, $190°, $140. 

OLDSMOBILE—'56 (88) Super 4-dr., $1,- 
950° (ps). "55 (88) Super 4-dr., $1,550°; 
Deluxe 2-dr., $1,350*; (98) Holiday, $1,- 
400° (ps). "54 (88) Super 4-dr., $1,270* 
(ps); Deluxe 2-dr. $1,195*; (98) Holi- 
day, $1,215*. "53 (88) Holiday, $915*. 

PACKARD — ‘56 Clipper 4-dr., $1,905° 
(ps); Deluxe 4-dr.. $1,595° (ps). ‘55 
Clipper coupe, $1,380°*. 

PLYMOUTH— 57 Savoy (8) Suburban, $2.- 
075*; 4-dr., $1,880. ‘56 Savoy (6) 4- 
dr., $1,345, $1,130. "54 Belvedere coupe. 
$735°*; Savoy 4-dr., $505*. ‘53 Cranbrook 
Suburban, $455. ‘52 Cranbrook 2-dr., 
$240; Cambridge 4-dr., $220. 

PONTIAC—'55 Chieftain (8) 2-dr., $1,090°, 


$1,085*, $1,020°. ‘54 Star Chief (8) 
conv., $1,080°. °53 Chieftain (8) 2-dr., 
$580°, $475*. ‘52 Chieftain (8) 4-dr., 
$340°. "50 (8) 4-dr., $195; (6) 2-dr., 
$120. 

STUDEBAKER — ‘54 Commander club 


coupe, $770*; Champion 4-dr., $385. "53 
Champion club coupe, $325*. ‘52 Com- 
mander coupe, $225; Champion 4-dr., 
$185°. 

WILLYS—'56 Jeep, $810. 

MISCELLANEOUS—’56 Stude. %-ton pick- 
up, $790. '54 Austin Healy roadster, $1,- 
000. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of April 2.) 

(Seid 294 cars out of 517 offerings.) 
BUICK—’56 Special Riviera, $2,195° (ps). 

"55 Special Riviera, $1,665° (ps); conv., 


$1,525° (ps); 2-dr.. $1,245°; Century 
Riviera, $1,505* (ps), $1,425*; Super 
Riviera, $1,470° (ps), $1,.450° (ps). 54 


RM conv., $1,290* (ps); Riviera, $1,050° 
(ps); Super Riviera, $1,095°; Special 
Riviera, $1,065; 4-dr., $825°. ‘53 Super 
Riviera, $740°*, $675*, $635° (ps), $595* 
(ps), $535*, $485°; Special 4-dr., $720*; 
2-dr., $640°; RM Riviera, $510°. ‘52 
Super Riviera, $580*, $300*, $290*; RM 
Riviera, $350°. ‘51 Special Riviera, 
$305*; Super Riviera, $260*. 
CADILLAC—'57 (62) conv., $5,000*° (ps). 
"56 (62) sedan de Ville, $3,750* (ps), 
$3,700* (ps); coupe, $3,385* (ps); (60) 4- 
dr., $3,600* (ps). '55 (62) sedan de Ville, 


$2,950* (ps); $2,665° (ps); (60) 4-dr., 
$2,640° (ps). °54 (62) 4-dr., $2,200*° 
(ps), $2,100* (ps). '52 (62) coupe, $885°; 
4-dr., $850. 

CHEVROLET — ‘57 Bel Air (8) Sport 
coupe, $2,200. '56 Bel Air (8) 4-dr., $1,- 
640°, $1,500*; Two-ten (8) station 
wagon, $1,475; Two-ten (6) 2-dr., $1,225; 
One-fifty (6) 2-dr., $1,150. '55 Two-ten 


(6) station wagon, $1,385; 4-dr., $1,105, 
$1,020, $975; Bel Air (8) conv., $1,360*; 
2-dr., $1,335* (ps), $995; 4-dr., $1,200, 
$750; Bel Air (6) 2-dr., $1,325; 4-dr., 
$1,200; Two-ten (8) Delray coupe, $1,- 
115°; 4-dr., $1,060; 2-dr.. $1,010; Two- 
ten (6) 2-dr., $985*, $975, $900; One- 
fifty (6) 2-dr., $795. °54 Bel Air conv., 
$965°; 2-dr., $895, $805, $750; 4-dr., 
$650, $565 ; Two-ten 4-dr., $830*, 
$650°, $645; 2-dr., $645; One-fifty 2-dr., 
$535. Air 2-dr.. $745*, $700, 
$645; conv., $725; Two-ten 2-dr., $690°; 
4-dr., $600*. '51 SL Deluxe 4-dr., $240, 
$230; 2-dr., $200*. 

CHRYSLER—'55 Windsor Hardtop, $1,470* 
(ps). "53 Imperial sedan, $595* (ps). 
DeSOTO—’57 Firedome Sportsman, $2,425* 
(ps). '55 Firedome conv., $1,700*; 4-dr., 
$1,460* (ps); 2-dr., $1,245*. '54 Firedome 

4-dr., $715* (ps). 


Seattle 88, Wash. DODGE—’57 Royal 4-dr., $2,400* (ps). '55 


Royal (8) Hardtop, $1,210*; 4-dr., $1,- 
130°, $1,090*; Coronet (6) 4-dr., $1,010*. 
’54 Royal (8) 4-dr., $780* (ps); Coronet 
(8) 4-dr., . '53 Coronet (8) 4-dr.. 
$550*, $400*, $395*, $380*; Meadowbrook 
4-dr., $210*. 

FORD — '56 Fairlane (8) conv., $1,790*; 

(Continued on Page 51, Col. 1) 
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51 
gr ig et eae” ‘ & s (ps), a : eB e (6) 2-dr., $780, ’ 
: .” am r 
U d e ti p - “a (Pe). eee ee. Tal Model Breakdown PONTIAC—'S2 4-dr., $270. "50 2-dr., $100. 
A -dr., $635° (ps ° 49 4-dr., $150, "48 4-dr., $110. 
4-dr., $325°. 
seq-Coar ucTrion rices pate ees 5n Sivebinn tp eb cium, Of Auction Averages STUDERAKER—’51 Champion 4-dr., $160. 


MISCELLANEOUS — '53 Chevrolet '%-ton 














$2,205. ’55 Savoy (8) station wagon, $1,- Apr., 1957 March, Feb., icku 5, '49 Studebaker %-ton pick- 

130. '54 Belvedere 2-dr., $545° (ps). ’53| Model To Date 1957 1908 | cn Giles Dodoo ‘n-ten plenup, G208) 

Cranbrook club coupe, $345; 4-dr., $290. 404 . ; . 

(Continued from Page 50) PONTIAC—’56 Chieftain (8) Catalina, $1,-| 1957.............. $2,343 $2,330 $2, 

635°, ’55 Star Chief (8) conv., $1,590*; 1956. 1,651 1,686 1,721 PORTLAND, ORE. 
Victoria, $1,500*; Custom (8) 4-dr., $1,- Two-ten (8) 4-dr., $1,165*; Two-ten (6) 4-dr., $1,305. °54 Chieftain (8) 2-dr., <—<eeo , . (Portland Auto Auction, Inc, Sale every 
300, ’'55 Fairlane (8) conv., $1,400* (ps), 4-dr., $1,000, $980, $900*;' One-fifty (6) $840*. ’53 Chieftain (8) 4-dr., $650*, ’52 1,224 1,247 1,275 | -ruesday. Prices are for sale of Apr. 2.) 
$1,200; Victoria, $1,300*; '4-dr., $1,300;| 2-dr., $965. '54 Bel Air club coupe, $850*;| Chieftain (6) 2-dr., $450. '49 4-dr., $150. BUICK—’55 Century Riviera, $1,780*, $1,- 
Custom (8) 2-dr., $925*, °54 Custom (8)| Two-ten 4-dr., $800*, ’53 Two-ten station | MISCELLANEOUS —- ’55 Dodge express| 1964.............. 883 886 906 » SEtay , Ser 


755°, $1,730* (ps); Super Riviera, $1,- 


2-dr., $735*%; Main (6) 4-dr., $550. ’53 wagon, $615; a-dr., "$500. °52 SL Deluxe pickup, $875. °51 Dodge %-ton pickup, 579 575 596 690° (ps); jal 4-dr., $1,650*; 2-dr. 
$225. ; Spec *y , ; °9 


Country sedan, $880° ; Crest (8) 2-dr., 2-dr., $385*, 














Hest? “aa? ut ty | PROBE, Pretome, ar Shae exert ama | ge ea as 
$470, , a — 1,200* (ps). ’52 4-dr., $215* . 51 ae” cabo. h , oak 
4-dr., $379; Custom xO) A-dr.,. $270°. °52 cekam, GH. » § (ps) QUINCY, ILL. 246 363 219 | 4dr, $480. "b2 RM Riviera, $15", ‘si 
Main (8) 4-dr., 75; Custom DODGE—’ (Charlie Thale’s Quincy Auto Auction. aves ¥ +. ty 
4-dr., $220°, ’51 Custom (8) 2-dr., $235. 55 oad oe ay 7 sre": ‘Royal aon Sale every Monday. Prices are for sale of re “ 198 202 198 re 4 Riviera, $206: __ ~ “is ae 
eee See coe $1,225°, '54 Royal Lancer, $825. aes, 2.) Overall ——— CADILLAC — °55 (62) Hardtop, $2,980* 
HUDSON—'55 Rambler station wagon, $1,-| pORD—'57 Ranchero station wagon, $1,-| _ (Extremely active market. Could have 946 970 | (ps). "53 (62) coupe, $1,565° (ps). '50 
280°; Hornet (8) 4-dr., $630*. 790°, '56 Fairlane (8) Victoria, $1,730*;| *!4 75 to 100 more cars. Southern buy- Average $ 936 $ $ (62) conv., $985%; (60) 4-dr., $700*. 
LINCOLN — °87 Premiere coupe, | $4:050*| 2-dr., $1.725*, $1,595%, $1,545, Se) ea CHEVROLET — '57' Bel Air (8) Hardtop, 
: n Hardto . <. ; percen . ; - s ' 
MERCURY —'55 Montclair Hardtop, $1,-| Gr untry Squire, 1 "os jcamem (8), 2- BUICK—'57 Special 4-dr., $2,605* (ps). ’56| FORD—'S6 Fairlane (8) Victoria, $1,675*;| $2,410" (Pap, $0840" (pe), SF.S38. $i 
520°, $1,330*; conv., $1,205* (ps); Mon- 025*, $2,015*:; Ranch Wagon $1,500 Special 2-dr., $1,875*. °55 Super 2-dr., Custom (8) 4-dr., $1,425°, $1,270; 2-dr., $2,225: 4-dr. $2,310*  $2,255°, $2,100°: 
terey 2-dr., $1,375°; 4-dr., $1,245*, $1,- $1,205, $1,150, $1,110: Fairlane’ (8) ‘Vic. $1,485*; Special f-ar., $1,395°. a $1,275. °55 7 on Dees Main (8) conv., $2,180°: Two-ten (8) station’ . 
015*. °54 Monterey 4-dr., $965*, $835°; toria, $1,450° (ps), $1,450*; 4-dr., $1,- cial 4-dr., $1,000°, $800, ’°53 Super r., "54 Custom ) r., $ a on, $2,350*%, $2,310*; 4-dr., $2,080, 2 


~ Ps, M terey 2-dr., $790*, ° be , $745*, $700*; Special 2-dr., $400. °52 2-dr., $600, ’53 Crest (8) Victoria, $725*; e: é * 
Ze; SOae ghtnes Canto aur, Somme: | Seb; SAB: ,CuMnn, GZ, Sab. '8A| Koper mivira, Sua0"s ar, "SA50"r Spe-| Cusiom CG) Sar, $a00"; Main (8) ar. | 6"; 2A, Qf5.060%, 88, Bel AN ole 
NASH—’55 Rambler station wagon, $1,- (8) sedan, $190, $170, cial Riviera, $370. $435; Main (6) r., $3 (ps); Two-ten (8) station wagon, $2,045°, 


CADILLAC—’54 (62) 4-dr., $2,125* (ps). $140. $1,950°; 


295°, $1,265; 2-dr., $605, $600°. °54 Am-| yINCOLN—'55 Capri sedan, $1,500°. °54| CHEVROLET Delray coupe, $1,730°; Two-ten 


bassador 4-dr., $965*, $750. ’52 Ambas- ° — *56 Two-ten (6) station) HUDSON—’53 Wasp 4-dr., $285. (6) station wagon, $1,595; 2-dr., $1,390, 
sador 2-dr., $370; Rambler sedan, $355°;| wen ouny oe Montene Sear, $1.710e| YA, $1:896; Two-ten (8) 4-dr.,. $1.-| MERCURY—'ST Monterey 4-dr., $2475*.| $1390: Bel Air’ (6) 4-dr., $1,380, "05 Bel 
Statesman Hardtop, $205. " (ps); Monterey sedan, $1,400. "55 Mon-| ten’ (8) Delray coupe, $2140"; °64 ‘Two. |v 28,Custom 2-dr., $1,596°. "51 4-dr., $285./ Air (6) 4-dr.,. $1,670*, ‘$1,285; Bel Air 
OLDSMOBILE — '57 (98) 4-dr., $3,155*| terey 2-dr., $1,050, $895*. — = ve oe ~ afte Dae | NASH—'56 Rambler station wagon, $1,685.| (8) 2-dr., $1,345*; Two-ten (8) 4-dr., 
(ps); (88) 4-dr., $2,625° (ps). '56 (98)| Vacs +54 Rambler static 75° BO: ack 5° 53 Two-ten 4dr | OLDSMOBILE — '55 (98) 2-dr., $1,760*| $1,185; Two-ten (6) 4-dr., $1,050*; 2-dr., 
Holiday, $2,375* (ps), $2,350° (ps), $2,-| ° — on oe = = wagon, $875*. poo ad " gine, On ate — ne (ps), $1,430*, °53 (98) Holiday, $925° $1,015. °54 Two-ten station wagon, $1.- F. 
300* (ps); conv., $2,370°; (88) Holiday, | oy DeMOBILE. 5? (8S) Hold 2,015*| {e2 BIY Deluse ede $400; ‘SE Bpeeini| (PS); (88) 2-dr., $800*, °52 (88) 4-dr.,| 060, $1,010; Bel Air 2-dr., $870%. 53 
$1,906°. °65 (88) Holiday, $1,770° (ps), | O\DRMOReE Ee ane ered oer ten) | a 0. "51 SL Deluxe 2-dr., $170: | $300. ’51 (88) 4-dr., $370°. Bel Air 4-dr., $870* (ps), $640; Two-ten 
$1,755°" (ps), $1,655°, $1,640°, $1.580°,| {Pa)- “80 Dok) ena, oor (pe) gi.900e| SL. Special 4-dr., $240. ’| PACKARD—'53 Clipper 4-dr., $405° 2-dr., $705; 4-dr., $655, $640;' One-fifty 
$1,570°; 4-dr., $1,650%, $i,640%, $i,580*| 4-d"., $2, oe), meee (os), Sees eee cons Sane °» , a ; .| 2-dr., $525. °52 SL Deluxe club coupe, 
(ps); (98) Holiday, $1,705* (ps), $1,630°; (ps), $1,745*. °55 (98) 4-dr., $1,745*| DODGE—'54 Coronet (6) 4-dr., $600*, °53| PLYMOUTH—’56 Savoy (8) 4-dr., $1,395; 
jae $1,575* (ps) "4 (88) 4-dr., $1,- (ps); (88) Holiday, $1,735*, $1,500* Coronet (8) 4-dr., $475. Plaza (6) 2-dr., $1,195. 55 Belvedere (6) (Continued on Page 52, Col. 1) 





215* (ps), $1,155*, $1,090° (ps); 2-dr., 
$800; Holiday, $1,200* (ps). ‘'53 (98) 
Holiday, $1,000° (ps); 4-dr., $875* (ps); 
(88) Holiday, $900* (ps), $850°; 4-dr., 
$765*. 52 (88) 4-dr., $390°; (98) 4-dr., 
$290°. °51 (88) Holiday, $275*; 4-dr., 
$215*. 

PACKARD—’55 Clipper Panama, $1,290*; 
4-dr., $1,125*; Patrician 4-dr., $1,405*° 
(ps). °"54 Panama Hardtop, $860°; Clip- 
per 2-dr., $790*° (ps). °53 Clipper 2-dr., 

> 


$505°. 

PLYMOUTH—'56 Belvedere (8) 4-dr., $1,- 
495° (ps); 2-dr., $1,200°; Savoy (8) 4- 
dr., $1,235; Plaza (6) 2-dr., $1,170°; 
Business coupe, $1,050°. °55 Belvedere 
(8) 2-dr., $1,310°; 4-dr., $1,275*; Savoy 
(8) 4-dr., $1,135; Plaza (6) 4-dr., $675. 
'54 Savoy 2-dr., $640°. °53 Cranbrook 
4-dr., $470; Suburban, $310, °51 Cran- 
brook conv., $335. | 

PONTIAC—’'56 Safari station wagon, $2,- 
140°; Star Chief (8) Catalina, $1,750*° 
(ps); Chieftain (8) 4-dr., $1,445°. °55 
Star Chief (8) Catalina, $1,480*, $1,- 
470°, $1,405°, $1,400°, $1,285° (ps); 
Chieftain (8) station wagon, $1,380* 
(ps); 4-dr., $950°. °54 Chieftain (8) 2- 
dr., $850°; 4-dr., $750° (ps); Star Chief 
(8) 4-dr., $740°. '53 Chieftain (8) Cata- 
lina, $800*, $705° (ps); conv., $750°*: 
4-dr., $6s80°, $600°. ‘52 Chieftain (8) 
4-dr., $345, $280°, "51 Catalina, $225°. 

i STUDEBAKER — §'52 Commander 2-dr., 
$245. 

WILLYS—’47 Jeepster, $335. 

MISCELLANEOUS — ‘56 Chevrolet %-ton 
pickup, $1,025. °55 Austin Prefect 4-dr., 
$600. °53 International %-ton pickup, 
$470. 


roxrwarne,sp. =| sy Cars that “shift for themselves’ 


(Fort Wayne Auto Auction. Sale every 

Tuesday. Prices are for sale of Apr. 2.) 
(Sold 69 cars out of 105 offerings.) 

BUICK—’'55 Special Riviera, $1,500* (ps), 
$1,390°, $1,210°; 2-dr., $1,170*; Century 
4-dr., $1,455°; 2-dr., $1,445° (ps); Super 
2-dr., $1,400°. '54 Special 2-dr., $900, 
$855°. "53 Super Riviera, $785° (ps), 
$725°, $690. "51 RM 4-dr., $190°. 50) 
Super 2-dr., $210*, $200°. | 

CADILLAC—’55 (60) 2-dr., $2,370° (ps). | 
"53 (62) 4-dr., $1,235° (ps). °50 conv., 
$530°. | 

CHEVROLET—'57 Bel Air (8) 4-dr., $2,-| 
040°. ‘55 Bel Air (8) 2-dr., $1,060; Two-/| 
ten (8) 4-dr., $920. ‘53 Bel Air 2-dr.,| 
$205. "52 SL Deluxe 2-dr., $395*. °51 SL/| 
Deluxe Bel Air, $200°*. 

CHRYSLER-—’53 Windsor 4-dr., $530*. °52) 
Saratoga 4-dr., $300°; conv., $240°*. 

DODGE—’55 Coronet 4-dr., $890. 

FORD — ‘56 Fairlane (8) 4-dr., $1,695*; 
Victoria, $1,415; Custom (6) 2-dr., $1,-/ 
185. "55 Fairlane (8) 4-dr., $1,050*. ’53/ 
Custom (8) 4-dr., $520; Main (6) 2-dr., 
$285. °52 Custom (8) 2-dr., $395°; Main 
(6) 2-dr., $275. °51 Custom (8) 2-dr., | 
$285°. °50 Custom 2-dr., $140. | 

HUDSON—’'53 Hornet 2-dr., $330*. 

MERCURY—’57 Monterey 2-dr., $2,255*. | 
‘49 4-dr.. $120. 

OLDSMOBILE—’57 (88) Holiday, $2,600°. 
"54 (98) Holiday, $1,305* (ps). °49 (88) | 
4-dr., $200°. 

PACKARD—’'53 Clipper 4-dr., $385*. 

PLYMOUTH—'57 Belvedere (8) Hardtop, 
$2,245°. 53 Belvedere 2-dr., $485. 

PONTIAC —'57 Chieftain (8) Catalina, $2,- 
275*. '56 Chieftain (8) Catalina, $1,690°. 
"55 Star Chief (8) 4-dr., $1,245°. '52 
Chieftain (8) 4-dr., $400*. 

STUDEBAKER-—’53 Champion 2-dr., $380°*. 

MISCELLANEOUS — ’54 International %- 
ton pickup, $610. °52 Chevrolet %-ton 
$410. ‘51 Ford ‘%-ton pickup, 

50. 














Automatic transmissions are expensive. 
They require the finest lubrication protection 
they can get. 






















And that is just what Texaco Texamatic Fluid gives! 


The proof ... Texamatic Fluid is the one 
which has been most widely used by the 
manufacturers of automatic transmissions. 


Texaco research has worked closely with 
manufacturers from the very beginning in 
developing the finest type of lubricant 

for this type of service. 


The high quality of Texamatic is one reason 
why millions of motorists prefer Texaco Dealer 


JENISON, MICH automatic transmission service. 


(Grand Rapids Auctions. Sale every Tues- 
day. Prices are for sale of Apr. 2.) 

(Market very solid and a nice percent- 
age, 135 out of 202, were sold.) 

BUICK—’57 Special Riviera, $2,610*. ’56 
RM Riviera, $2,160* (ps); Special Rivi- 
era, $1,925*, $1,835°; Super Riviera, $1,- 
915° (ps). "55 RM Riviera, $1,640* (ps), 
$1,500* (ps); Special Riviera, $1,575* 
(ps), $1,510*, $1,500* (ps), $1,425* (ps); 
4-dr., $1,450°, $1,370*; Century Riviera, 
$1,560* (ps); Super Riviera, $1,525* 
(ps), $1,400*, $1,395*. °54 Century sta- 
tion wagon, $1,325* (ps), $1,300° (ps); 
2-dr., $1,150, $1,125*; Special Riviera, 
$1,165*; 4-dr., $1,025*, $925; Super 
Riviera, $1,155* (ps), $1,150*, $1,125, 
$1,025*. ‘53 Super Riviera, $695*, $630, 
$610°. ‘52 Special 2-dr.. $415*, $400, 
$365* (ps), $295. ‘51 Super Riviera, 
$300*. °50 4-dr., $175*. 

CADILLAC—’55 (62) conv., $2,950* (ps); 
coupe de Ville, $2,800* (ps), $2,510* (ps). 
"54 (62) club coupe, $2,110° (ps); 4-dr., 
$2,100* (ps). 

CHEVROLET—'57 Bel Air (8) 4-dr., $2,- 
050°. '56 Bel Air (8) 4-dr., $1,950* (ps); 
Two-ten (8) station wagon, $1,650°; 
club coupe, $1,535; 2-dr., $1,280. '55 Bel 
Air (8) 2-dr., $1,385*, $1,300°, $1,255; 


The result is extra income and extra profit 
for Texaco Dealers. 
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Ditzler Announces... 


@ Easy Sanding 
@ Non-Settling 
© Extra Filling 
@ New Color 


@ Fast Drying 


Ditzter announces new SAN quic Neutral— DZL- 
3600—a new neutral gray lacquer primer surfacer that 
dries with unusual speed. Sands so easily that #400 paper 
can be used without clogging. 


@ New SAN QUIC has exceptionally high solid content. 
Fewer coats are needed for proper filling. It feathers out 
with no splitting or chipping around edges. SAN QUIC 
also has exceptional adhesion and color holdout, improving 
the appearance of final coats. 


@ This outstanding primer surfacer is now available in 
convenient, easy-to-pour cans. It is non-settling, eliminat- 
ing waste, time and laborious stirring. DZL-3600 doesn’t 
settle hard in the can or gun cup. 


@ Try SAN QUIC Neutral Gray DZL-3600—you’ll find it 
saves labor and materials and assures customers better- 
looking paint jobs. 


DITZLER COLOR DIVISION 
Pittsburgh Plate Glass Company, Detroit 4, Michigan 


DITZLER 


PAINTS » GLASS + CHEMICALS + BRUSHES «+ PLASTICS + FIBER GLASS 


¢ Pizgt,veeuwnen PLATE 












SLASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 





’51 Chevrolet %-ton pickup, $550, $500, NY 4-dr., $800* (ps), $720* (ps). ’50 
$455. ’50 Chevrolet %-ton pickup, $480; Windsor Newport, $260; 4-dr., $150*. 


- 2 Ford %-ton pickup, $325, ’48 Chevrolet] nesOTO—'55 Firedome Sportsman, $1,770* 
%-ton pickup, $290. '47 Dodge %-ton (ps); Sport coupe, $1,550* (ps). ’53 Fire- 
seaq-Car AUCTION Frices pickup, $200. dome 4-dr., $535", 
DODGE — ’54 Meadowbrook 4-dr., $585* 
ALBANY (ps). ’°50 Coronet 2-dr., $170*. 
> ’ 7 ane 
3 (Tim Anspach Auto Auction. Sale every ie he gem view gi aoe: on. 
(Continued from Page 51) a ead rade os os try Squire, $1,750* (ps): Ranch Wagon, 
aT “ *. "52 N , Thee a ( e re ay av > $1,700; Custom (8) 2-dr., $1,410; Main 
Seo, “SAS Bates ta Sates Bi) Bey Manterey aegton, S166". 1 Ate. | go \the entire satisiction of ete buyers | {A\"Suar, $1150, Custom’ Gy. fo. 8. 
Air, $375; 4-dr., $205, '59 SL Deluxe club | NASH—'56 Ambassador Hardtop, $1,855*| 8nd sellers. Again top. clean, fully suar~ | 100. °54 Crest (8) Victoria, $910; Main 
coupe, $330; FL Deluxe 2-dr., $250; 4- (ps). °55 Rambler Cross Country, $1,- anteed cars sold at high p Se (6) 2-dr., $600. °53 Crest (8) conv., 
dr., $195. : | 450°: 4-dr., $1,215; Ambassador ‘4-dr.,| °f S00d spring-time buyers; while the $850*; Custom (8) 4-dr., $675* (ps), 
CHRYSLER—’51 NY 4-dr., $200°. | $1,450; Custom 2-dr. $850, 54 Ambas-| Poorer grades went begging for bidders. $410; 2-dr., $590*; Main (6) 2-dr., $530. 
DeSOTO—'53 Firedome (8) 4-dr.. $770* sador 4-dr.. $775* ° It was almost impossible to get them ’52 Country sedan, $700; Custom (8) 
(ps). , OLDSMOBILE—’56 (88) Holiday, $2,040*,| 80I@ at old prices. Mediocre cars can be 2-dr., $400*; Main (8) 2-dr., $300, '51 
DODGE—’55 Coronet (8) Lancer, $1,440*.| $1,900*; 4-dr., $1,975*. '55 (98) 4-dr.,| S0l@ 1f your price ticket is lower, so Custom (8) Victoria, $380*, $300; 2-dr., 
"52 2-dr., $220, 50 4-dr., $160*. $1,975* (ps); (88) 2-dr., $1,735%; 4-dr.,| lower your sights, boys. Sold 147 cars | $150; Deluxe (8) 4-dr., $250, $240, $220. 
FORD—'5é Country sedan, $1,980*, $1,-| $1,520. 54 (98) 2-dr., $1,600* (ps); (88) | OUt of 206 offerings.) é 2 at $210. 50 Deluxe (8) 4-dr., $170, 2 
960*; Fairlane (8) 2-dr., $1,950*; Ranch Super 4-dr.. $1,290*; 2-dr., $1,275* (ps). BUICK —57 Super Riviera, $3,050 (ps). at $150, $140, $110; 2-dr., $100. 
Wagon, $1,825. $1,770, $1,740; Custom| ‘53 (98) 4-dr., $950* (ps); (88) Super 56 Century Riviera, $2,150°. 55 Super! LINCOLN —’57 Premiere coupe, $4,400* 
(8) 4-dr., $1,560*. '55 Country sedan,| 4-dr., $925%, $905* (ps); Deluxe conv.,| Riviera, $1,675* (ps). ’53 Super Riviera, (ps), $3,900* (ps). "52 Capri 4-dr., $280*. 
$1,780* (ps); Fairlane (8) Victoria, $1,-| $835*; 4-dr., $725, ’52 (88) Super Holi-| $700*; 4-dr., $660*, $600°, $550°, $435°; 51 Capri 4-dr., $110*. 
685* (ps), $1,490*, $1,470*; Ranch Wag-| day, $760*;' 4-dr., $700*, $670*; (98)| COnv., $680°; RM conv., $675* (ps); Spe- | w#eRCURY — ’56 Monterey station wagon, 
on, $1,500, $1,370*; Custom (8) 2-dr.,| 4-dr., $695* (ps), '’51 (88) Super 4-dr.,| cial 4-dr., $675; 2-dr., $620. "52 Special) $9400*; Montclair Phaeton, $2,010*, ’55 
$1,240*, $1,035, $910; 4-dr., $1,230*, $1,-| $415*; (98) 4-dr., $380*, $345*, $240*,| Riviera, $440. ‘51 Super conv., $330°;| Gustom 2-dr., $1,200; Monterey 2-dr., $1,- 
170, $905. '54 Country sedan, $1,275*;| $185*. : Special 4-dr., $180. 170*, '54 Monterey Sport coupe, $1,100*; 
4-dr., $775*, $700. °53 Ranch Wagon,| PLYMOUTH—’56 Fury Hardtop, $2,075*; | CADILLAC—'54 (62) conv., $2,400* (ps); 4-dr., $1,100*; conv., $990; Montclair 
$800*; Custom (8) 2-dr., $685, $465; Plaza (8) 4-dr., $1,370. '55 Savoy (8) coupe de Ville, $2,250* (ps). °51 (60) Sport coupe, $1,090*. °53 Monterey 2-dr., 
4-dr., $645, $600; Main (8) 4-dr., $455. 4-dr., $1,060, $990; Plaza (8) 2-dr., $1,- 4-dr., $540°; (62) 4-dr., $410*. °50 (51) $610; 4-dr., $430*. °52 Custom 4-dr., 
’52 Crest (8) Victoria, $610*; Custom (8) 020, $960, $855. '54 Plaza 4-dr., $565, '53 coupe, $540*; (62) coupe, $375* (ps). $500. '51 Custom 4-dr., $320*, $260. 
4-dr., $540, $500*; 2-dr., $425; Main (8) Cranbrook 4-dr., $410, ‘52 Cranbrook | CHEVROLET—’56 Two-ten (6) 4-dr., $1,-| NASH—’54 Rambler 4-dr.. $890*; States- 
4-dr., $460; Custom (6) 2-dr., $455*. ’51 club coupe, $355; 2-dr., $330. °51 Subur- 525* (ps), $1,325, $1,300. '55 Bel Air (8) man 4-dr., $680, °53 Statesman 4-dr., 
Custom (8) Victoria, $415; 4-dr., $335;| ban, $460; 2-dr., $300*, ‘48 Special De-| 2-dr., $1,325* (ps); Two-ten (6) 2-dr., $340. 
2-dr., $310; Deluxe (8) 4-dr., $305, '50 luxe club coupe, $245. $975; 4-dr., $1,110, $1,010, $1,000, $975, | OLDSMOBILE—’56 (88) Holiday, $2,000* 
Main (6) 2-dr., $295; Custom (8) 2-dr.,| PONTIAC—’56 Chieftain (8) Catalina, $1,- $970. °54 Bel Air 4-dr., 2 at $925*; Two- (ps). °55 (88) Holiday, $1,540*; (98) 4- 
$220, $190; 4-dr., $155; Custom (6) 2-dr., 625°. ten 4-dr., $780; One-fifty 2-dr.. $700. ’53 dr., $1,500*. (ps). '53 (98) 4-dr., $970* 
$105. '49 Custom (8) 4-dr., $275; conv.,| STUDEBAKER — °'55 Commander club Bel Air coupe, $775; 2-dr., $670; Two- (ps), $650* (ps). °51 (88) 4-dr., $320*; 
$190. coupe, $1,390*, $1,350°; 4-dr., $875. °54 ten 4-dr., $725, $590, $570*; 2-dr., $575. (98) 4-dr., $150*. 
MERCURY — '56 Custom 4-dr., $1,900* Champion club coupe, $725. $510; One-fifty 4-dr., $270 (taxi). '52| PACKARD—’52 (200) 4-dr., $130*. 
(ps). °55 Monterey Hardtop, $1,650* (ps), | WILLYS—’56 station wagon, $1,340. SL Deluxe conv., $450*, '51 SL Deluxe| PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
$1,635*; 4-dr., $1,480*. '54 Custom Hard-| MISCELLANEOUS—’56 Volkswagen sedan, Bel Air, $370°; 2-dr., $350*, $210°; 4-| 275*: coupe, $1,250*; Savoy (8) 4-dr., 
top, $1,170*; 2-dr., $880; Monterey 4-dr., $1,565; 2-dr., $1,520. '55 Ford %-ton dr., $265*. °50 SL Deluxe 4-dr., $240. | $1,040. °54 Belvedere 4-dr., $700*. °53 
$920. '53 Monterey Hardtop, $860, $715. pickup, $875; Dodge %-ton pickup, $920. | CHRYSLER—’54 NY 4-dr., $820 (ps). 53 Cranbrook 4-dr., $620; Belvedere, $410: 











Cambridge 4-dr., $540. '51 Cranbrook 4- 
dr., $210, 

PONTIAC—’56 Chieftain (8) station wag- 
on, $1,860*. °53 Chieftain (8) Catalina, 
$730*; 4-dr., $630*. °52 Chieftain (8) 
4-dr., $400*. ’51 (8) conv., $300*, $200*. 

STU DEBAKER—’53 Champion 2-dr., $420; 
coupe, $370. ’52 Champion 4-dr,, $250, 

WILLYS—’57 Jeep, $1,700. '53 Jeep, $675. 

MISCELLANEOUS—’55 GMC %-ton pick- 
up, $720. '54 Ford %-ton pickup, $580; 
Henry J 2-dr., $180, '53 Chevrolet %-ton 
canopy, $350; %-ton pickup, $400. °51 
Ford 1-ton rack, $560. '49 Chevrolet %- 
ton pickup, $160. 


LITTLETON, COLO. 


(Colorado Auto Auction, Sale every Mon- 
day. Prices are for sale of Apr. 1.) 
BUICK—’56 RM Riviera, $2,300* (ps), $2,- 

170* (ps); Super Riviera, $2,185* (ps); 

Century Riviera, $2,005*, $1,790*. ‘55 

Century Estate wagon, $1,960* (ps), 4 

at $1,885*; Riviera, $1,735*; Special 

Riviera, $1,420*, $1,380*, '54 Super Rivi- 

era, $1,255*, $1,150*; Century Riviera, 

$1,090* (ps). °53 Super Riviera, $770*. 

’52 Super conv,, $445*, 

CADILLAC—’57 (60) 4-dr., $5,250* (ps); 
(62) coupe, $4,570* (ps). '56 (62) sedan 
de Ville, $4,050* (ps), $3,900* (ps); 
coupe, 2 at $3,525* (ps). °55 (60) 4-dr., 
$3,000* (ps), $2,800* (ps). '54 (60) 4-dr., 
$2,595* (ps), $2,575* (ps). 

CHEVROLET — ’57 Bel Air (8) station 
wagon, $2,725* (ps); 4-dr., $2,250* (ps), 
2,180*; Two-ten (8) station wagon, $2.- 
455*. ’56 Bel Air (8) 4-dr., $1,900*, $1,- 
860*, $1,650*; Two-ten (8) Hardtop, 2 at 
$1,780*. '55 Bel Air (8) Sport coupe, $1,- 
525*, $1,420* (ps), $1,400, $1,310; Two- 
ten (8) Delray, $1,090, $1,065; One-fifty 
(6) utility sedan, $800, $750. ’54 Bel Air 
4-dr., $850, °52 SL Deluxe 4-dr., $325. 

CHRYSLER—’ 57 Saratoga Hardtop, $3,310* 
(ps). '55 Windsor 4-dr., $1,500* (ps). 
’54 NY 4-dr., $1,110* (ps). '53 Imperial 
4-dr., $665* (ps); NY 4-dr., $515* (ps). 

DeSOTO—’'56 Fireflite 4-dr., $1,960* (ps). 
’55 Fireflite 4-dr., $1,550* (ps); Fire- 
dome 4-dr., 2 at $1,390* (ps). °’54 Fire- 
dome 4-dr., $875* (ps). 

DODGE—’56 Royal 4-dr., $1,675. °53 Coro- 
net (8S) coupe, $550; 4-dr., $445*. 

FORD - "57 Thunderbird, $3,200* (ps); 
Fairlane (8) 500 4-dr., $2,400° (ps); 
Country sedan, $2,325* (ps); Hardtop, 
$2,200*, "56 Country sedan, $1,855* (ps), 
$1,675; Country Squire, $1,810*; Fairlane 
(8) Victoria, $1,770* (ps), $1,725*, $1,- 
650; Custom (8) 2-dr., $1,370, $1,120; 
Main (6) 2-dr., $1,095. '55 Fairlane (8) 
Crown Victoria, $1,530*, $1,470* (ps); 
Country sedan, $1,440; Ranch Wagon, 
$1,350*. 

HUDSON—’'56 Hollywood (8) 4-dr., $1,- 
925* (ps). °55 Rambler station wagon, 
$1,325*, $1,205. °53 Hollywood (6) coupe, 
0415*. 

IMPERIAL—’'57 Hardtop, $4,550* (ps). 





LINCOLN - "56 Premiere 4-dr., $2,800* 
(ps). 
MEKCURY — ’°57 Monterey 4-dr., $2,800* 


(ps); Montclair Phaeton, $2,765* (ps). 
’56 Montclair coupe, $1,890*, 2 at $1,695* 
(ps). "55 Montclair coupe, $1,600*; Cus- 
tom station wagon, $1,575*, $1,500*°; 2- 
dr., $1,085. °51 4-dr., $325. 

NASH—’55 Rambler Hardtop, $850*. 

OLDSMOBILE—’57 (98) Hardtop, $3,470* 
(ps); (88) station wagon, $3,280*; Super 
Holiday, $3.170* (ps), $2,905* (ps). °56 
(98) 4-dr., 2 at $2,290* (ps); (88) Super 
conv., $2,.270* (ps); Holiday, $2,195* 
(ps). $2,170* (ps); Deluxe 2-dr., $2,000*. 
$1,830, $1,790*. °55 (98) conv., $1,810* 
(ps). 

PACKARD—’52 coupe, $395*, $290*. ‘51 
Hardtop, $285*. 

PLYMOUTH—’'57 Belvedere (8) Hardtop, 
$2,540*; Savoy (8) 4-dr., $1,935. '56 Bel- 
vedere (8) 4-dr., $2,585°. '55 Savoy (8) 
2-dr., $905, $900; Savoy (6) 4-dr., $875; 
Plaza (8) 2-dr.. $830; Plaza (6) 2-dr., 
$660. '54 Plaza club coupe, $500. 

PONTIAC—’57 Safari station wagon, $2,- 
775* (ps); Star Chief (8) 4-dr., $2,595°*. 
"56 Star Chief (8) 4-dr., $1,965* (ps); 
Chieftain (8) 4-dr., $1,710*. °55 Safari 
station wagon, $1,850*; Chieftain (8) 
station wagon, $1,725* (ps); 4-dr., $1,- 
230°, $1,050*. 

STUDEBAKER — '56 Golden Hawk Sport 
coupe, $1,875* (ps). '55 President coupe, 
$1,305; Commander 4-dr., $755, "54 Cham- 
pion coupe, $695. °51 Commander 4-dr., 
$150. 

MISCELLANEOUS—’'55 Studebaker %ton- 
pickup, $835. “51 Chevrolet %-ton pick- 
up, $315. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 

day. Prices are for sale of Apr. 4.) 

(Exceptionally good sale today with 95 
sold out of 155. Cars were clean and 
prices right.) 

BUICK—’55 Super 4-dr., $1,365* (ps). ’51 
Special Riviera, $170*; Super 4-dr., $215*. 

CHEVROLET—’56 Two-ten (8) Handyman, 
$1,935*, $1,865, $1,815, $1,735*; station 
wagon, $1,500; 4-dr., $1,550° $1,475°*; 
Two-ten (6) 4-dr., $1,380, $1,360; 2-dr., 
$1,380. °55 Two-ten (8) Handyman, $1,- 
385; 4-dr., $1,110; Delray coupe, $975; 
Bel Air (6) 4-dr., $1,040, $935. '54 Two- 
ten 2-dr., $775; Bel Air 2-dr., $735. '53 
Bel Air 4-dr., $675*; Two-ten 4-dr., $645. 
"49 4-dr., $120. 

CHRYSLER—’53 NY 4-dr., $695* (ps). "51 
Saratoga 4-dr., $300*%; Windsor 4-dr., 
$115. '49 2-dr., $130. 

DODGE—’53 Meadowbrook 2-dr., $305; 4- 
dr., $295*. °51 Meadowbrook 4-dr., $220, 
$105. ’49 4-dr., $100. 

FORD—’57 Fairlane Town sedan, $2,120* 
(ps). °56 Fairlane (8) 4-dr., $1,600*; 
Custom (8) 4-dr., $1,490*%, $1,485*, 2 at 
$1,425, $1,420, $1,400. '55 Custom (8) 
4-dr., $1,075, $1,050. °54 Crest (8) 4-dr., 
$960; Custom (8) 2-dr., $810. 53 Ranch 
Wagon, $770; Custom (8) 2-dr., $810. ’52 
Crest (8) Victoria, $580; Main (8) 2-dr., 
$500; 4-dr., $350; Custom (8) 4-dr., $400. 
"51 Victoria, $320; 4-dr., $255. °50 2-dr., 
$165. '49 4-dr., $115. 

LINCOLN—’57 Capri coupe, $3,645* (ps). 

MERCURY—’S4 Custom 4-dr., $1,025. ‘53 
2-dr., $635*. "52 Monterey Hardtop, $675. 

NASH—’51 Statesman 4-dr., $200*, $100. 

OLDSMOBILE—’56 (88) Super 4-dr., $1,- 
990* (ps). ’55 (88) Super 4-dr., $1,680*. 
’53 (88) 4-dr., $665. '52 (88) Super 4-dr., 
$440*. ’50 4-dr., $195*. 

PLYMOUTH—’56 Savoy (8) 4-dr., $1,440*, 
2 at $1,430*, $1,425*, $1,420*, $1,405*; 
Belvedere (6) 4-dr., $1,095. °55 Plaza 
(6) 2-dr., $685. °52 Cambridge 4-dr., 
$300. °51 Cambridge 4-dr., $160, $140; 
2-dr., $155. °49 2-dr., $110. 

PONTIAC — ’55 Chieftain (8) 4-dr., $1,- 
180*. '54 Star Chief (8) 4-dr., $800*. '52 
Chieftain (8) 4-dr., $370*; Catalina, 
$350*, ’50 Catalina, $180*, °49 2-dr., 
$110; 4-dr., $145*. 

MISCELLANEOUS— '55 Chevrolet %-ton 


(Continued on Page 66, Col. 1) 
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Bill Kay Takes Nash in Columbus, O.— 


Bill Kay, Inc., is a new Nash Dealership in Columbus, O. The firm has a 15-cor 
showroom and displays vehicles in the semicircular areas at each end of the building. 
There also is an 85-unit used-car lot and a 16-stall service department. William H. 


Kay, owner of the company, was an Oldsmobile 


dealer 17 years. 





Box Car’s Death Knell? 


N. Y. Central Unveils New Piggyback System; 
May Order 1,000 Trailers 


NEW YORK.—The end of the 
“old-fashioned” railroad box car 
and replacement by piggyback 
moved a step nearer with the New 
York Central’s adoption of “Flexi- 
Van” service, according to railroad 
officials. 

“The railroad box car is on its 
way to the Smithsonian Institu- 
tion,” Roy Fruehauf, president, 
Fruehauf Trailer Co., said earlier. 

“I think piggyback will replace 
practically every box car in the 
country. And that time isn’t far 
off,” he said. 

Alfred E. Perlman, president, 
New York Central, said that after 
road tests now in progress that his 
company would place an order with 
Fruehauf that “might reach at least 
1,000 trailers.” 

There was some talk that these 
new truck - trailer - flat- car opera- 
tions might not only replace Cen- 
tral’s 35,000 box cars but also take 
over from the present-day baggage 
and tank cars in a high-speed ex- 
press service. 

“The joining of the nation’s 
second-largest railroad and the 
country’s largest manufacturer of 
highway trailer equipment has 
great significance for the U. S. 
transportation system,” Perlman 
said. 


He hailed the new road-rail- 
water unit as an important part of 
the Central’s plan to provide ex- 
panded service to all types of ship- 
pers, especially those not receiving 
direct track service. 

“Flexi-Van combines the low cost 
advantages of rail transportation 
with the flexibility of truck-high- 
way operation,” he said. 

Fruehauf said the piggyback type 
of transportation is growing so fast 
that any figures on it are out of 
date before they are published. 

Flexi-Van makes use of a tech- 





Dialing Direct— 


_ Dialing procedure for using completely 
Guiomatic ‘“‘dial-direct’ mobile two-way 
radiotelephone system is demonstrated by 
DuMont engineer James A. Craig. The 
system is manufactured by Allen B. Du- 
Mont Laboratories, Inc., Clifton, N. J., and 
is the first radiotelephone equipment to 
allow calls to-and-from vehicles to be re- 
layed, completely unattended, through 


local telephone companies. Calls are made 
by dialing a number within a local tele- 
Phone system; also, anyone within that 
system can call the vehicle in the same 
manner as when making a house-to-house 
call. 


nique for separating the wheel 
assembly from a loaded highway 
trailer and placing the trailer, 
without wheels, aboard a railroad 
flat car. Only slight modifications 
in trailer, wheel assembly and 
flat car are required to make the 
shift. 


The entire changeover from truck 
to flat car or back again requires 
only four minutes and can be done 
by one man using only the driver’s 
regular tools. 

No special docks or expensive 
lifting facilities are needed. The 
transfer can be made simply by a 
highway tractor-trailer unit back- 
ing back up to a flat car along any 
road beside a railroad track. 


The trailer package is slid over 
special tracks mounted along its 
under frame and the top of the flat 
car. When the trailer is freed from 
its wheels, it can be pushed by one 
man into place on the flat car. A 
self-locking device secures it to flat 
car, Perlman said. 


The receiving mechanism on 
the flat car has a hydraulically- 
operated vertical movement which 
may be used to adapt the loading 
technique to various ground lev- 
els beside the tracks. 


Adaption of the service to load- 
ing aboard ship would be on the 
same principle, Perlman said. He 
said Central will handle water-rail 
operations. 


Protests on Bids 
Delay Car Buying 
By Portland, Ore. 


PORTLAND, Ore. — Multnomah 
County commissioners have de- 
ferred awarding of contracts for 
the purchase of several automobiles 
and other vehicles after protests 
were lodged against their handling 
of bids. 

The complaints were made by 
Frank Lichtenthaler, truck sales 
manager for Fields Chevrolet Co., 
and R. L. Lansdon, Seattle repre- 
sentative of General Motors. 


Lichtenthaler disputed the for- 
mula used by the County bid com- 
mittee in designating Frank Chev- 
rolet Co. as low bidder on 13 all- 
purpose passenger cars. 

He argued that if the committee 
had properly applied his firm’s 
tradein allowance total to all bids 
on several models of vehicles in- 
volved, Fields should have been de- 
clared the low bidder. 


Lichtenthaler and Lansdon 
joined in the protest against a pro- 
posal by the bid committee that all 
bids received on 12 police cars be 
rejected and the proposal be read- 
ve 

They charged that the specifica- 
tions laid down excluded all makes 
of cars except Ford, making for 
noncompetitive situation. No Ford 
distributor submitted a bid on the 
police-car proposal. 

The two spokesmen also argued 
that Chevrolet cars met the re- 
quirements of police-car work and 
are so used in many areas. The 
commissioners have agreed to give 
further study to the situation. 








The following advertised - delivered 
prices include the suggested base fac- 
tory list prices, Federal excise tax 
amounts and suggested dealer delivery- 
and-handling charges. Not included are 
variable items passed on to the retail 
buyer, such as State and local taxes, 
transportation charges and optional 


equipment, 
BUICK — Special — 4-dr., sed., $2,659.83; 
2-dr. sed., $2,595.83; 4- dr. hardtop, $2,- 


779.83; 2-dr. hardtop, $2,703.83; conv., $2,- 
986.83; 4-dr. 2-seat stat. wag., $3,046.83; 
4-dr. 2-seat hardtop stat. wag., $3,166.83. 
Century—4-dr. sed., $3,234; 4- dr, hardtop, 
$3,354; 2-dr. hardtop, $3,270; conv., $3,- 
598; 4-dr. 2-seat hardtop stat. wag., $3,- 
706. Super—4-dr. hardtop, $3,681; 2-dr. 
hardtop, $3,536; conv., $3,901. Roadmaster 
—4-dr, hardtop, $4,053.33; 2-dr. hardtop, 
$3,944.33; conv., $4,066.33. Roadmaster 
“15""—4-dr. hardtop, $4,483.33; 2-dr, hard- 
top, $4,373.33. (Dynafiow standard on Cen- 
tury, Super, Roadmaster and Roadmaster 
““75.’’ Power steering standard on Super, 
Roadmaster and Roadmaster ‘‘75.’’ Power 
brakes standard on Roadmaster ‘‘75.’’) 
CADILLAC — Series 62 — 4-dr. hardtop, 
$4,780.96; 2-dr. hardtop, $4,676.96; 4-dr. 
Sedan deVille hardtop, $5,255.96; 2-dr. 
Coupe deVille hardtop, $5,115.96; conv., 
$5,292.96; Eldorado Seville 2-dr. hard- 
top, $7,285.96; Eldorado Biarritz conv., 
$7,285.96; Eldorado Brougham 4-dr, hard- 
top, $13,074. Sixty Special—4-dr. hardtop, 
$5,614.32. Series 75—8-pass, sed., $7,439.88; 
Imperial limousine, $7,677.88 (Hydra- 
Matic, power steering, power brakes stand- 
ard.) 
CHEVROLET — (Prices are for 6-cyl. 
models. For V-8s, add $100.) One-fifty— 
4-dr. sed., $2,048.32; 2-dr. sed., $1,996.32; 
util, sed., $1,885.32; 2-dr. 2-seat stat. wag., 
$2,307.32. Two-ten—4-dr. sed., $2,174.32; 
2-dr. sed., $2,122.32; club cpe., $2,162.32; 
4-dr. hardtop, $2,270.32; 2-dr. hardtop, 
$2,204.32; 2-dr. 2-seat stat. wag., $2,- 
402.32; 4-dr. 2-seat stat. wag., $2,456.32; 
4-dr. 3-seat stat. wag., $2,563.32. Bel Air— 
4-dr. sed., $2,290.32; 2-dr. sed., $2,238.32; 
4-dr. hardtop, $2,364.32; 2-dr. hardtop, 
$2,299.32; conv., $2,511.32; 4-dr. 2-seat 
stat. wag., $2,580.32; ; 2-dr, 2-seat Nomad 


Sun Oil to Open 
‘Custom Blending’ 
With New Fuel 


PHILADELPHIA. — Sun Oil is 
spending $30 million to give motor- 
ists a choice among five or more 
octane blends, according to Frank 
R. Markley, marketing vice-presi- 
dent. 

The first major step in introduc- 
ing “custom blending,” will be 
taken next month when Sunoco 
stations will offer a new premium 
motor fuel, designated as Blue Sun- 
oco 240, as a companion to Blue 
Sunoco 200. The step will mark the 
company’s first departure from its 
single-grade system since Blue Sun- 
oco motor fuel was introduced 30 
years ago. 

The story of the company’s four 
years of research on the new sys- 
tem is told in its 1956 annual re- 
port. The company is launching an 
extensive newspaper advertising 
campaign to announce that “for 
the first time you'll be able to get 
tailored motor fuel with the exact 
octane your car needs ... without 
wasting money for octane your car 
can’t use.” Sun Oil’s new system 
blends motor fuels in a wide range 
of octane grades at the service 
station pump. Installation of the 
system is now in progress and 
scheduled for completion in early 
1958, the annual report states. 

In preparing for “custom blend- 
ing,” market research teams have 
assembled data on the buying 
habits of over 100,000 motorists at 
Sunoco and competitive stations 
and interviewed more than 30,000 
motorists at Sunoco stations and in 
their homes, 
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stat. wag., $2,757..32. Corvette—Hardtop 
cpe. or conv. (V-8 only), $3,465.32. 
CHRYSLER — Windsor — 4-dr. sed., $3,- 
088; 4-dr. hardtop, $3,217; 2-dr, hardtop, 
$3,153; 4-dr. 2-seat stat. wag., $3,575; 
Saratoga—4-dr. $3,718; hard- 


sed., 4-dr, 


top, $3,832; 2-dr. hardtop, $3,754. New 
Yorker—4-dr. sed., $4,172.50; 4-dr. hard- 
top, $4,258.50; 2-dr. hardtop, $4,201.50; 


conv., $4,638; 4-dr, 2-seat stat. wag., $4,- 
745.50. 300-C—2-dr. hardtop, $4,929; conv., 
$5,359. (TorqueFlite, power steering stand- 
ard on Saratoga and New Yorker. Torque- 
Flite, power brakes standard on 300-C.) 

CONTINENTAL — 2-dr. hardtop, $9,- 
966. (Turbo-Drive, power 
brakes standard.) 

DeSOTO — Firesweep — 4-dr. sed., $2,- 
777.25; 4-dr, hardtop, $2,911.75; 2-dr, hard- 
top, $2,835.75; 4-dr, 2-seat stat. wag., $3,- 
169.25; 4-dr. 3-seat stat. wag., $3,310.25. 
Firedome—4-dr. sed., $2,957.75; 4-dr. hard- 
top, $3.141.75; 2-dr. hardtop, $3,084.75; 
conv., $3,361.25. Firefilte—4-dr. sed., §3,- 
486.75; 4-dr. hardtop, $3,670.75; 2-dr. hard- 
top, $3,613.75; conv., $3,890.25; 4-dr. 2-seat 
stat. wag., $3,981.75; 4-dr. 3-seat stat. 
wag., $4,123.75. Adventurer—2-dr. hardtop, 
$3,996.75; conv., $4,272.25. (Torque Flite 
standard on Fireflite and Adventurer. Power 
brakes standard on Adventurer.) 

DODGE—Coronet 6—4-dr. sed., $2,451; 
2-dr. sed., $2,370.25. Coronet V-8—4-dr. 
sed., $2,558.50; 2-dr. sed., $2,478; 4-dr. 
hardtop, $2,665; 2-dr. hardtop, $2,580; 
conv., $2,841.50. Royal V-8—4-dr. sed., $2,- 
711.50; 4-dr. hardtop, $2,818; 2-dr. hard- 
top, $2,768.50. Custem Royal V-8—4-dr. 
sed., $2,881; 4-dr. hardtop, $2,991; 2-dr. 
hardtop, $2,920; conv., $3,146. Station 
Wagons—2-dr. 2-seat Suburban, $2,861; 
4-dr. 2-seat Sierra, $2,946; 4-dr 3-seat 
Sierra, $3,073; 4-dr, 2-seat Custom Sierra, 
$3,087; 4-dr. 3-seat Custom Sierra, $3,215. 

FORD—(Prices are for 6-cyl. models. 
For V-8s, add $99.98.) Custem—4-dr. sed., 


power steering, 


$2,041.88; 2-dr. sed., $1,990.60; bus. 2-dr., 
$1,878.64. Custom 300 — 4-dr. sed., $2,- 
156.56; 2-dr. sed., $2,105.28 

4-dr. sed., $2,286.36; 2-dr. sed., $2,235.08; 


4-dr. hardtop, $2,357.44; 2-dr. hardtop, $2,- 
292.80. Fairlane 500-—4-dr. sed., $2,332.68; 
2-dr. sed., $2,281.40; 4-dr. hardtop, $2,- 
403.76; 2-dr. hardtop, $2,339.12; conv., $2,- 
505.32; retractable hardtop cpe. (V-8 only), 
$2,942.05. Station Wagons —2-dr. 2-seat 
Ranch Wagon, $2,300.72; 2-dr. 2-seat Del 
Rio Ranch Wagon, $2,397.32; 4-dr. 2-seat 
Country sedan, $2,451.32; 4-dr. 3-seat Coun- 
try sedan, $2,556.08; 4-dr. 3-seat Country 


Squire, $2,683.64. Thunderbird — hardtop 
cpe. (V-8 only), $3,408.12. 
HUDSON—Hornet Super V-8—4-dr. sed., 


$2,820.80; 2-dr. hardtop, $2,910.80. Hornet 
Custom V-8—4-dr. sed., $3,010.75; 2-dr. 
hardtop, $3,100.80. (Power brakes standard 
on Custom.) 

IMPERIAL — Imperial — 4-dr. sed., $4,- 
837.50; 4-dr. hardtop, $4,837.50; 2-dr. hard- 
top, $4,735.50. Crown—4-dr., sedan, $5,406; 
4-dr. hardtop, $5,406; 2-dr. hardtop, $5,- 
268.50; conv., $5,597.50. LeBaren—4-dr. 
sed., $5,742.50; 4-dr., hardtop, $5,742.50. 
Limousine prices not available. (Torque Flite, 
power steering, power brakes standard.) 
a LINCOLN—Capri—4-ar. sed., $4,794; 

r. 


4- 
hardtop, $4,794; 2-dr. hardtop, $4,649. 

re—4-dr. sed., $5,293.50; 4-dr. hard- 
top, $5,293.50; 2-dr. hardtop, $5,148.50; 
conv., $5,381. (Turbo-drive, power steering, 
power brakes standard.) 

MERCURY — Monterey — 4-dr. sed., $2,- 
644.80; 2-dr. sed., $2,575.80; 4-dr. hardtop, 
$2,762.80; 2-dr. hardtop, $2, 692.80; conv., 
$3,004.80. Montclair—4-dr. sed., $3,187.80; 
4-dr. hardtop, $3,316.80; 2-dr. hardtop, $3,- 
235.80; conv., $3,429.80. Turnpike Cruiser— 


4-dr. hardtop, $3,848.80; 2-dr. hardtop, $3,- 
$4,102.80. Station 
$2,- 


757.80; Pace Car conv., 


Wagons — Commuter — 2-dr. 2-seat, 








902.80; 4-dr, 2-seat, $2,972.80; 4-dr, 3- 
seat $3,069.80. Voyager — 2-dr. 2-seat, 
$3,402.80; 4-dr. 3-seat $3,569.80. Colony 
Park — 4-dr. 3-seat, $3,676.80. (Mere- 
0-Matic standard on Montclair, Turnpike 
Cruiser, Voyager and Colony Park. Power 
steering and power brakes standard on 
Turnpike Cruiser.) 

METROPOLITAN — 2-dr. hardtop, $1,- 
527; conv., $1,551. 

NASH — Ambassador Super V-8—4-dr. 
sed., $2,820.80; 2-dr. hardtop, $2,910.80. 
Ambassador Custom V-8—4-dr. sed., $3,- 
010.75; 2-dr. hardtop, $3,100.80. (Power 
brakes standard on Custom.) 

OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,798.47; 2-dr. sed., $2,733.47; 4-dr, hard- 
top, $2,932.47; 2-dr. hardtop, $2,854.47; 
conv., $3,182.47; 4-dr. 2-seat stat. wag., 
$3,202.47; 4-dr. 2-seat hardtop, stat. wag., 
$3,313.47. Super 88—4-dr. sed., $3,030.47; 
2-dr. sed., $2,968.47; 4-dr. hardtop, $3,- 
257.47; 2-dr. hardtop, $3,180.47; conv., $3,- 
447.47; 4-dr. 2-seat hardtop, ‘stat. wag., 
$3,541.47. Series 98—4-dr. sed., $3,740.55; 
4-dr. hardtop, $4,012.55; 2-dr. hardtop, $3,- 
936.55; conv., $4,216.55 (Jetaway Hydra- 
Matic, power steering, power brakes stand- 
ard on Series 98.) 

PACKARD CLIPPER—4-dr. sed., $3,212; 
4-dr. 2-seat stat. wag., $3,384. (Flighto- 
matic standard.) 

PLYMOUTH— (Prices are for 6-cyl. mod- 
els. For V-8s, add $100.) Piaza—4-dr. sed., 
$2,054.75; 2-dr. sed., $2,008.50; bus, cpe., 
$1,898.75. Savoy—4-dr. sed., $2,193.50; 2- 
dr. sed., $2,147.25; 4-dr. hardtop, $2,317.25; 
2-dr. hardtop, $2,229. Belvedere—4-dr. sed., 
$2,309.75; 2-dr. sed., $2,263.50; 4-dr, hard- 
top, $2,418.50; 2-dr. hardtop, $2,348.50; 
conv. (V-8 std.), $2,638. Fury—2-dr. hard- 
top, $2,925.25. Station wagons—2-dr. 2-seat 
Deluxe, $2,330.25; 2-dr. 2-seat Custom, $2,- 
440; 4-dr. 2-seat Custom, $2,493.75; 4-dr. 
3-seat Custom, $2,648.75; 4-dr. 2-seat Sport, 
$2,621.75; 4-dr. 3-seat Sport, $2,776.75. 

PONTIAC — Chieftain 4-dr. sed., $2,- 
527.39; 2-dr. sed., $2,463.39; 4-dr. hardtop, 
$2,614.39; 2-dr. hardtop. $2,529.39; 2-dr. 
2-seat stat. wag., $2,441.39; 4-dr. 3-seat 
stat. wag., $2,898.39. Super Ohlef—4-dr. 
sed., $2,664.39; 4-dr. hardtop, $2,793.39; 
2-dr. hardtop, $2,735.39; 4-dr. 2-seat stat. 
wag., $3,021.39. Star Chief—4-dr. deluxe 
sed., $2,839.39; 4-dr. custom sed., $2,896.39; 
4-dr. hardtop, $2,975.39; 2-dr. hardtop, $2,- 
901.39; conv., $3105.39; Bonneville conv. 
(fuel injection), $5,782.39; 2-dr. 2-seat 
Safari stat. wag., $3,481.39; 4-dr. 2-seat 
Safari stat. wag., $3,636.39. (Hydra-Matic, 
power steering, power brakes standard on 
Bonneville.) 

RAMBLER — Deluxe Six — 4-dr. sed., 
$1,961.45. Super Six—4-dr. sed., $2,122.65; 
4-dr, hardtop, $2,207.65; 4-dr. 2-seat stat. 
wag., $2,409.65. Custem Six-—-4-dr. sed., 
$2,212.65; 4-dr. 2-seat stat. wag., $2,499.60. 
Super V-8—4-dr. sed., $2,252.60; 4-dr. 2- 
seat stat. wag., $2,539.65. Custom V-8—4- 
dr. sed., $2,342.65; 4-dr. hardtop, $2,427.65; 
4-dr, 2-seat stat. wag., $2,629.65; 4-dr. 2- 
seat hardtop stat. wag., $2,714.60. Rebel V- 
8—4-dr. hardtop, $2,785.90. 

STU DEBAKER—Champion 6 4-dr. cus- 
tom sed., $2,048.99; 4-dr. deluxe sed., $2,- 
170.79; 2-dr. custom sed., $2,000.59; "2-dr. 
deluxe sed., $2,123.09. Commander V-8— 
4-dr. custom sed., $2,173.29; 4-dr. deluxe 
sed., $2,295.09; 2-dr. custom sed., $2,123.59; 
2-dr. deluxe sed., $2,246.09. President V-8 

4-dr, sed., $2,407.29; 2-dr. sed., $2,357.99. 
President Classic —4-dr. sed., $2,538.82. 
Station Wagons—-2-dr., 2-seat Pelham 6, 
$2,381.59; 2-dr. 2-seat Parkview V-8, $2,- 
504.69; 4-dr. 2-seat Provincial V-8, $2,- 
560.72; 4-dr. 2-seat Broadmoor V-8, $2,- 
665.97. Hawks—Silver Hawk 6 cpe., $2,- 
141.59; Silver Hawk V-8 cpe., $2,263.17; 
Golden Hawk V-8 2-dr. hardtop, $3,181.82. 
(Overdrive standard on Golden Hawk.) 





Chrysler Corp. Notes Ratios... 
Power Assists Gain Favor 


DETROIT. Chrysler 
customers show an increasing pref- 
erence for automatic transmissions 
and such accessories as power 
steering, power brakes and air con- 
ditioning, Byron J. Nichols, general 
manager of the corporation’s group 
marketing organization, said last 
week, 

The most popular optional items 
are automatic transmissions, he 
said. 


Plymouth is now shipping more 
than 75 percent of ite cars with 





Pontiac Honors Top Salesmea— 
Members of the Pontiac Master Salesmen's Guild in the Cleveland zone were 


honored at a banquet 
the head of the table, 


which each one received the special guild lapel pin. At 
rom left, are E. L. Power, zone business management man- 


ager; A. Gail Bretzius, guild secretary; George M. Jones, guild president; Walter J. 
McGrath, zone manager; Oliver H. Garland, guild vice-president; and F. J. Wahi, as- 


sistant zone manager. 


Corp.| automatic drives as against 61 


percent for last year’s model run. 
Dodge is shipping 96 percent with 


com- 

pared with 90 percent during the 
1956 model run. DeSoto has in- 
creased its shipments of auto- 
matic cars 
from 98.6 percent to 99.3, and 
Chrysler from 99.3 to 99.9 percent. 
Second-most wanted power assist 
is power steering. The percentage 
of Plymouth cars shipped with 
power steering is twice as great 
as it was during the 1956 model 
run, moving up from 6.1 percent to 


Power steering on Dodge cars 
er is averaging 42 percent, 

as against 22.5 percent in 1956. De- 
Soto has increased its percentage 
for the same item from 1746 per- 
cent to nearly 79 percent. Chrysler 
division cars being shipped with 
power steering acccunt for 96.4 per- 
cent of production as against 90.6 
percent last year. 

Power cand anh cloetith abiibowt 


Nichols 

The demand for air conditioning 
is becoming more pronounegd. Sales 
of air conditioning systems on 
Plymouth Dodge are running 
three times as high as during the 
1956 model year. DeSoto also re- 
ports an increase in air condition- 
ing installations and in the Chrysler 
and Imperial lines, 11.1 percent of 
the cars are being equipped with 
air conditioning, compared with 
the 1956 model average of 68 per- 
cent. 





DRYER—A line of portable heat dryers 
designated to provide continuous or in- 
termittent blasts of air has been marketed 
by Ullman Products Corp., 15 River St., 
Norwalk, Conn. Known as the Ullman Jet 
Blower, the unit features three-way heat 
control—hot, cool and warm. The portable 
models are available: The stand-swivel 
weighing 11 pounds, and the hanging 
model weighing 10 pounds. Both models 
feature a ball bearing brushless type 


motor that is self cooling, a heavy-duty 
heating 


element, and a cast aluminum 


FIRE EXTINGUISHERS—A line of port- 
able dry chemical fire extinguishers, said 
to be the smallest now available bearing 
approval of the Underwriters’ Laboratories, 
has been developed by Leeder Mfg. Co., 
Inc., 133 Woodside Ave., Briarcliff, N. Y. 
The extinguishers are available in one- 
pound, 1'%-pound, 2%-pound and 4- 
pound sizes. They complete the present 
Leeder line of pressurized dry chemical 
extinguishers, which extends up to 30- 
pound size. These extinguishers are said 
fo fill a broad need for Underwriters’ 
Laboratories-approved portable extin- 
gvuishers in small sizes, for combating 
Class B and C fires. 


THERMOSTAT — The Harrison “poppet 
pellet" automotive thermostat specifically 
designed for high-pressure cooling systems 
and high-compression engines has been 
morketed by United Motors Service Di- 
vision, General Motors Corp., Detroit 2, 
Mich. Important features of the thermostat 
are that it has no soldered joints and 
no hinges. The thermostat has a “reverse 
action” valve feature which permits a 
more uniform, free-flow of water and 
thus assures the extremely accurate tem- 
perature control, it is said. 


FLOOD LAMP—The Directo-Lume is a 
flourescent flood lamp which is said to 
permit precision directional illumination 
control and eliminate disturbing wasteful 
back lighting. The all-cluminum fixture is 
of the rapid-start type and weighs 69 
pounds. Whiteway Mfg. Co., 1736 Dreman 
Ave., Cincinnati 23, O., also announced a 
second fixture, the Rapid-Start Hi-Lume, 
for use on service station islands. Basic 
lengths of 4, 6 and 8 feet are available. 

ae ee 


Kodak Introduces 


‘Fastest’? Photo Film 


Eastman Kodak Co. has intro- 
duced what it calls the fastest pho- 
tographic film in the world at the 
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NEW PRODUCTS 


International Photographic Exposi- 
tion, Washington, D. C. 

The film, called Kodak Royal-X 
Pan Film, was designed for press, 
industrial and commercial use, ac- 
cording to Eastman. The film is 
said to be four times faster than 
Kodak Royal Pan Film, when both 
are given equal treatment. 

+ af = 


PUBLIC ADDRESS SYSTEM—A transis- 
torized, completely portable public ad- 
dress system that requires no external 
power source and weighs only 18 Ibs. 
is now being marketed by Antrex Corp., 
134 N. LaSalle St., Chicago, Ill. The unit, 
called REDCAP, is built into an attached 
case about six inches wide, 14 inches 
deep and 18 inches long. Components 
are a high fidelity transistor amplifier, a 
heavy-duty eight-inch speaker, a micro 
phone and controls, and two flashlight 
batteries that give up to 50 hours of 
service, it is claimed. 


CURRENT CONVERTER—Claimed to use 
no more current than an aviomobile's 
parking iights, the Speedex Trav-l-Shave, 
introduced by Speedex Mfg. Co., 400 S. 
Wyman St., Rockford, lll, is said to 
make it possible to use any electric 
shaver on the battery power of a car, 
truck, boat or plane. The handy direct 
current converter comes in a travel pouch. 
Two models of the “Trav-l-Shave” are 
available, one (No. W5042) for six-volt 
batteries and the other (No. W5043) for 
12-volt power sources. 
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DEODORIZER—A deodorizer for use in 
automobiles has been marketed by Car- 
Freshner Corp., Watertown, N. Y. Called 
Car-Freshner, the product can also be 
used in clothes closets, bathrooms, kitch- 
ens and other problem creas, it is claimed. 


CLAMP—A deep clamp for use with 
wood and metal work has been marketed 
by Cincinnati Tool Co., Cincinnati 12, O. 
Known as the No. 48 Deep Clamp, the 
unit features a forged steel heat-treated 
frame and large diameter full length 
screw with forged wing that is said to 
insure strength and durability. The clamp 
is available in three stock sizes—6 by 8 
inches, 8 by 12 inches, and 8 by 16 
inches. 


GRIP WRENCH—A grip wrench, especi- 
ally designed for removing the new 
“SPIN-ON” oil filters, has been introduced 
by the WIX Corp., Gasionia, N. C. “SPIN- 
ON” filters, the company states, are 
recommended for hand installation, but 
occasionally will be overtightened or 
“freeze,” resisting easy hand removol. 
Zinc plated for long life, the model GW-1 
WIX grip wrench is said to be adjustable 
for all 3 to 4%4-inch diameter filters and 
features a patented, non-slip rubber 
lining. 


MIRROR—A side-view mirror with a 
glass thot is protected from snow and 
sleet by an ovter ring hos been marketed 
by George C. Knight Co., 19720 W. Eight 
Mile Rd., Detroit 35, Mich. The mirror glass 
can be locked into position with ample 
adjustment on the base for those models 
which have rear fender view obstructions, 
it is caimed. fe 


> 
Ballpeen Hammer 

A new ball peen machinists’ ham- 
mer described as having a none- 
breakable handle and improved 
head design is being introduced by 
Fayette R. Plumb, Inc. The handle 
is made of fiberglass. The grip is 
covered with neoprene, Plumb said. 
The new head, from which the 
“hump” has been eliminated, was 
designed, Plumb said, for use in 
tight spots. 


PORTABLE DRILLS—Three portable elec- 
tric drills, the Y-inch heavy-duty drill, 
the %-inch heavy-duty drill, and the %- 
inch standard drill, have been introduced 
by Black and Decker Mig. Co., Towson 
4, Md. Exclusive features are said to in- 
clude up to 130 percent more power, so 
that drills maintain both torque and speed 
under load; three-position built-in revers- 
ing mechanism that drives with equal 
power in both directions, and positive 
key-drive chuck that eliminates slippage 
in either forward or reverse. 

a 
Chicopee Offers 5 Lines 
Of Seat Covers for ’57 


Lumite division, Chicopee Mills, 
Inc., is offering five fabric lines in 
its 1957 auto seat cover selections. 
They range from lower-cost Luxel 
fabrics to Lum-Puf choices which 


are all saran or saran combined 
with nylon or Jetspun. 

Lum-Puf is a three-dimensional 
puffed fabric which is said to 
“breathe,” making driving comfort- 
able in hot weather. Also offered is 
Lum-Lon, which combines nylon 
and saran. 


POINT ASSEMBLIES — Delco-Remy di- 
vision, General Motors Corp., Anderson, 
ind., now is packaging sets of contact 
point assemblies for the automotive re- 
placement market in heat-sealed lami- 
nated foil. Colorful and easier to shelve or 
to display, the moisture-proof container 
for these assemblies is designed for sales 
appeol. The packages for the assemblies 
cre small, 3 by 1% by % inches—in 
Delco-Remy's traditional orange, silver, 


black and white. 
. * 
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BATTERY ANALYZER—A portable, load- 
type, 6/12 volt Battery Analyzer for both 
detached and in-the-vehicle battery test?- 
ing hos been marketed by King Electric 
Equipment Co., 9123 Inman Ave., Cleve- 
land 5, O. The analyzer is equipped with 
testing prods, said to be adjustable for 
sponning the main posts of vehicle bat- 
teries, regordiess of spread or location. 
it is claimed that battery analysis is based 
wpon a tempercture compensated 
discharge-load, and that true battery con- 
dition is indicated on a 5% inch, brightly 
iluminoted, expanded scale meter. A 
secondary scale, expanded to provide 
approximotely Y% inch between each tenth 
volt, allows for individual cell analysis. 
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FILTER—ee Filter Corp., 41 River Rd., 
North Arlington, N. J., is making avail- 
able its “Discardit” full flow micron ele- 
ment for replacement on ‘57 Ford, Mer- 
cury, Lincoln, Continental, Thunderbird, 
Ford trucks, Turnpike Cruiser, Studebaker, 
Golden Hawk and Studebaker President. 
The “Discardit” filter screws on to the 
motor block, eliminating the use of tools, 
housings, oi! lines or connections, it is 
claimed. A built-in diaphragm controls the 
flow of oil and a pressure by-pass valve 
insures immediate and constant oil supply, 
it is said. Incorporated in the filter is the 
patented Lee Feridium Anode, which, ac- 
cording to the manufacturer will com- 
pletely neutralize destructive acids. 


RUN-OUT GAUGE—A gauge to measure 
radial run-out is now available for auto- 
motive use from Hickok Electrical In- 
strument Co., 10514 Dupont, Cleveland 8, 
©. This gauge determines the amount of 
out-of-roundness (measured difference be- 
tween a high and low point) of tires and 
wheel assemblies which may cause thump- 
ing, bumping or vibration, it is claimed. 
Most popular testing uses are said to be 
on: Eccentric wheels or rims, bent rims, 
eccentric wheel studs or bolt hole circles, 
out-of-round tires, improperly seated tires, 
flat spots due to excessive wear, and ec- 
centric brake drums. The gauge also tests 
for wobbly wheels =a a run-out. 


STOP LIGHT SWITCH — A pneumatic 
stop light switch that contains no dia- 
phragms, requires no lubrication, and has 
renewable contact points, has been an- 
nounced by Robinson Engineering & 
Sales Co., 16550 Wyoming Ave., Detroit 
21, Mich. Utilizing a piston made of a 
patented sintered self lubricating ma- 
terial and a self-seating electrical contact 
disc, the Robinson switch is said to em- 
ploy the superior wearing characteristics 
of a piston-type action. The large contact 
point surfaces are silver-plated and can 
handle the amperage required by the 
large multiple stop lights, it is claimed. 
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EXHAUST SEALER—Holt's Firegum is a 
smooth white paste that is said to set 
hard under heat and gives 100 percent 
monoxide-free joints in all axhaust sys- 
tem assembly and refitting. Firegum is 


said to stop dangerous exhaust leaks, pre- 
vent noise and rattle and resist white 
heat. It also possesses a lubrication effect 
that makes assembly quicker and easier, 
it is claimed. Warehouse Importers, Tre- 
glown Co., inc. Feaweod, N. J. 


TIRE VALVES—A line of tire valves, de- 
signed to handle any requirement for 
tubeless tires, for both 14 and 15-inch 
wheels, has been announced by the Dill 
Mfg. Co., 700 E. 82nd St., Cleveland 3, O. 
Seven basic types are available; all are 
engineered to answer the problem of the 
new .453 diameter rim hole on most 
14-inch wheels which required a special 
line of tire valves in various lengths fo 
accommodate the new types of rims and 
wheel covers, it is claimed. Dill also 
announced availability of three types of 
valve extensions which make possible the 
servicing of all types of 14 and 15-inch 
rims, including cars having decorative 
wheel covers. 


+ . » 
‘Correctors’ Developed 


For Aligning Front Wheels 


A speedy method of correcting 


the camber and castor in aligning 
(Continued on Page 55, Col. 1) 
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plastic, porcelain or metal surfaces, 
is being marketed by Seco Chem- 
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pliance Co., Inc., 100-120 Hinsdale! cant, has been announced by Alpha 
St., Brooklyn 7, N. Y. The signals| Molykote Corp., Stamford, Conn. 





icals, Inc., 3255 Goldner, Detroit,| are available in two models—No.| It is a refinement of Molykote, 
Mich. It is named Glitter Wash. 775 with four-inch bell, and No.) Type G, the firm said, 
a 775A with six-inch bell. 6: oe 
* oa 


(Continued from Page 54) 


the front wheels of 1957 Chrysler 
ears has been announced by the 
Service Brass & Aluminum Foun- 
dry, 340 N. Mosley, Wichita, Kan. 

The patent applied for “Cor- 


introduced by Silver Industries, 463 
Glebe St., Orange, N. J. 

The service station attendant 
places the device over the open 
window of the customer’s car and 





* 


Aluminum Solder 


A fluxless aluminum solder has 
been announced by All-State Weld- 
ing Alloys Co., Inc., 249-55 Ferris) 
Ave., White Plains, N. Y. 

ce * * 


Airtex Wall Chart 


A quick-reference wall chart 





wee: rectors” are precision tapered to|the driver empties his ash tray. showing original and Airtex inter-| 

In- provide up to one degree increase | Called Butt-In-Skee, it is made of change numbers for fuel pumps| 
id 8 or decrease in the camber after all| aluminum and polyethylene with a and water pumps in all car models, | 
na of ee ee ane er rubber-sleeved handle, Silver said. cht ee Aeneid i Sante is available from Airtex Products, | 
removed in an effort to ea . «a —A magnetic adapter | Tnc., Fairfield, Ill. 
aa correction, it is claimed. The R loth design by Car-Mon Products Co., 1541) * * * STATION WAGON ACCESSORY—An ac- 
a “Correctors” are available in a Bug emover Clot W. Devon Ave., Chicago 26, Ill., is said | Asphalt Protector cessory designed to make station wagons 
el number of different tapers and A cloth for removing bugs from/to permit faster connection on any car, | A new product Gesianed to protest more useful has been marketed by Gor- 
» be make the correction without any | auto finishes, chrome and wind-| truck or bus tailpipe. The Car-Mon adapter aireort caphalt aaa : vail a Dag Industries, 2808 Foshay Tower, Min- 
Gas special tools or bending of the| shields has been marketed by Wal-| has built-in magnets which can “kiss-” ae osnhelt ean juoen the neapolis 2, Minn. Called the Over-Niter, 
icles, front end parts. co ter B. Bowers Co., Inc., 4209 Michi- | grip positive, over any tailpipe design in- Qameginn effects of weather oil, candouk pkey aye Rg a 
eee, ; - iar te ats tk Mo. The | cluding flush-openings, it is claimed. The grease and gasoline has been intro-|frms with molded ‘oie ton yea 
i rn aun = e fe ae ae a. holds the adapter securely in any duced by Tropical Paint Co., Cleve-| ard fir into the window sills, The unit will 
tests euhe Gnidhes - esired ee — land. It is called Tropical Runway| givide the space in the rear into an 
-out. Topping. | upper and lower compartment that can 


Co., Inc., 1126 S. Decatur St., Montgomery 
matic 6, Ala., has developed an attachment that tt t th t t 
dia- can be mounted on all popular models | Oh TQAC S € SWEE €s 
| has of electric soldering guns. A trigger feeds | giclee og cli hae tk, 
an- solder from a spool in the attachment | / 
3 & through a guide tube to the tip of the| t 
etroit gun. Known as Solder-Matic, this tool | CUS Ome’rs = 




















SOLDERING ATTACHMENT—Atlas Mfg. | 


speeds up soldering operations as the 
solder is always at the tip of the gun, it 
is claimed. Designed for one-hand opera- 
tion, leaving the operator's other hand 
free to hold the work, it provides the 
second hand so gn, needed in soldering. 





WORK COVERS—Grip-Tex fender and 
seat work covers feature a sponge rubber 
back vulcanized to a cord reinforced 
greaseproof buna top. They cling to 
fenders and seats and afford ample pro- 
tection against nicks and scratches, it is 
claimed. The covers, easily cleaned with 
solvent, gasoline or a detergent solution, 
can be obtained on a monthly rental- 
purchase plan. Allen-Rick Co., 7925 Chase 
Ave., Los Angeles 45, Calif. 





* * * 


Liquid Cleaner 


A liquid cleaner, said to wash and 


wax in one operation on painted, | 





Driveway Signals 


Improved models of the Acme 





Shure Call driveway signals have 


been announced by Acme Air Ap- 









always exists between Castrol dealers 


and Castrol customers. They love you because 


CASTROL 


ou’ll enjoy the happy feeling that 


* * * 
Molykote Lubricant 
Development of Molykote, Type 


be used as storage space or 6-foot upper 
and lower bunks, it is claimed. When not 
in use it folds up compactly and rides 


GX, a molybdenum disulfide lubri-! on the floor of the wagon. 








you satisfy them with the maximum performance 
assured by Castrol Motor Oil—the one motor 

oil made specifically for your car and your 
customer’s car. You love them because they’re 
free and easy spenders when it comes to getting 


top quality in service, TBA, and motor oil. 





We're telling them ASK FOR CASTROL 
in signs, posters, mailing pieces, radio advertising 
—to build high-quality, high-profit 
business for you! 








GASKET GUIDES — A product called 
Gasket Guides, designed to simplify gasket 
installations, has been announced by the 
P&G Mfg. Co., 305 N. E. Russell St., 


The Masterpiece 
in Oils 


Portland 12, Ore. Gasket Guides are 
claimed to help shops and mechanics 
three ways: First, they hold pan and 
gasket together in perfect alignment. 
Second, pan bolts are suspended in each 
hole, ready for speed wrench tightening. 
Third, bolt threads are sealed to prevent 
oil seepage. They become a permanent 
Part of each Gasket installation. 


Ask your CASTROL distributor or write for the name of distributor nearest you: 


CASTROL OILS, Incorporated 
75 WEST STREET, NEW YORK 6, N. Y. 


_..A Division of the Wakefield Group... 





Auto Ash Tray Service 


; Introduced by Silver 


A service that takes care of the 
motorist’s auto ash tray has been 




























AMC Officials Attend Service Club Meetings— 


American Motors officials attended three meetings of dealership Parts and Service 
Managers Clubs. At the Boston meeting were, from left at U-shaped table, J. R. 
Leonard, eastern division parts and service manager; R. W. Dillaway, assistant man- 
ager, Boston zone; A. V. Powers, zone manager; C. M. Tillinghast, general P and S 

I manager; E. E. Aikens, zone P and S manager; Richard Boch, Boch Sales & Service, 
Norwood, Mass., president of the Boston club; F. H. Brodek, technical P and S man- 
ager; K. E. Kuehl. quality engineer; E. J. Bowman, Boston zone P and S warehouse 
manager, and Irv Senesac, assistant zone P and S manager. The factory men also 

- attended meetings in New York and Philadelphia. 
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News to Note... 


Auto World in Brief 


NEW YORK. — Air Reduction 
Sales Co., a division of Air Reduc- 
tion Co., Inc., will build a multi- 
million-dollar air liquefaction plant 
for the production of liquid oxygen, 
nitrogen and argon at Acton, Mass., 
near Boston. 

The new $9 million facility is 
scheduled for completion during the 


summer of 1958. 
* + = 


Chicago Cabs, Trucks 
Switch to Propane 





engine life, reduction in exhaust 
fumes and a lower carbon monoxide 
content in exhaust gases were given 
as conversion incentives. A Phillips 
Petroleum Co. engineer, George 
Grist, estimated conversion cost at 
$250. A cab company, which has 
made the change, said they won’t 
be able to determine results for 
about a year. A spokesman said 
cabs are running two months with- 
out an oil change. They formerly 
changed oil twice a month. 


CHICAGO.—A survey has dis-|, S. | jure hailiete 


closed that an increasing number 
of taxi cabs and private automo- 
biles in the Chicago area are 
switching from gasoline to propane 


gas. 

More than 500 of the smaller type 
vehicles are using propane as are 
over 1,000 CTA buses and approxi- 
mately 300 city trucks. Low fuel 
costs, economy of operation, longer 


Steen On Tire Mail Ads 


CHICAGO. — A Federal Grand 
Jury had indicted Charles J. Steen 
on mail fraud charges following 
accusations that he has been con- 
ducting a million dollar a year busi- 
ness selling used tires as factory 
surplus seconds. 

Earlier, the Chicago Better Busi- 















































NO MORE LATE NIGHTS, 
NO MONTH-END RUSHING 


The Underwood Post-Master 92 posts, 
balances and proves both ledger and 
statement in a single entry. This saves 
you all the time now spent in footing 
and balancing customer accounts . . . 
all the time now spent in locating and 
correcting trial balance errors . . . all 
the time now spent in transcribing de- 
tail entries to customer statements. The 
books are kept always in balance, elim- 
inating the overtime and frayed nerves 
from month-end closings. Statements 
are always ready to mail. 





This complete posting machine 
also doubles as adding machine 


Post-Master 92 has two registers, pro- 
viding for an automatic balance (debit 
or credit) on each account and for a 
proof total covering all entries made 
in the posting run. Other “big machine” 
features include automatic electric car- 
riage return and automatic date print- 
ing. In between posting runs, your 


underwood 


Master-Touch 
business machines 


ment delays. 








Post-Master 92 will also serve as an 
efficient duplex adding machine. 


You get so much for so little in the new 
Post-Master 92 . . . 
on the long experience and proved de- 
sign features of famed Underwood 
Sundstrand business machines. And all 
of its money-making advantages can 
be yours with easy monthly payments. 


NEW PRESTIGE AND 
FASTER COLLECTIONS 


Many businessmen feel that the 
extra prestige of a neat, accurate, 
on-time statement is alone worth 
the cost of a Post-Master 92. And 
the statement that arrives on time 
always has a better chance of 
prompt payment. 
know from experience that ma- 
chine-posted statements are accu- 
rate — which again prevents pay- 





underwood 


announces the 


post-master 


92 


New low-cost electric posting machine 
pays for itself over and over on parts 
and service charge accounts. 


How much does your bookkeeping system cost in 
supper money, overtime and wasted clerical time? 


How long does it take to mail out your customer’s 
statements after closing for the month? 


How long are you delayed in getting the current 


status on an account? 


How much is your business held back by outmoded 


posting methods? 


Can you afford such handicaps when it is so easy to 
simplify with the new low-cost Post-Master 92? 


because it is based 


Also, people 





Modern TEN-KEY method 
for speed and simplicity 


This brand new machine gives you the 
extra speed and simplicity of the fa- 
mous Underwood Sundstrand TEN-KEY 
TOUCH posting method. After just a 
few minutes of practice, your book- 
keeper will be able to make machine- 
posted entries. She will enter figures by 
touch alone, without having to look at 
the keyboard. Everything about the 
machine has been simplified and stream- 
lined for effortless, high-speed posting. 





FREE FOLDER shows how easy it is for your bookkeeper 
to make the switchover: Unbelievable, until you see for yourself 
how simple it is to post parts and service charge accounts by this modern 
mechanized method. Complete literature answers all your questions. 
Call your local Underwood Showroom (see the Yellow Pages), or write 
to Underwood Corporation, One Park Avenue, New York 16, N. Y. 














ness Bureau had reported on 
Steen’s activities in offering tires 
for sale on postcard advertisements, 
Steen was recently reported in in- 
voluntary a 


B&D Conuillan Plant 


TORONTO. — Black & Decker 
Mfg. Co., Ltd., here has announced 
purchase of a Canadian manufac- 
turing plant, in Brockville, Ont. 
The company is a subsidiary of 
Black & Decker Mfg. Co., Towson, 
Md. The Brockville plant has an 
area of 58,000 square feet. Black & 
Decker said manufacturing opera- 
tions will start within approxi- 
mately 90 — 


Williams es E xpand 


BUFFALO.—J. H. Williams & Co. 
has ordered more than $1 million 
worth of machinery to be installed 
in the plant for expanded produc- 
tion, according to Jack C. Malugen, 
president. Malugen said the new 
machinery is scheduled to be in- 
stalled this year in a new 30,000- 
square-foot plant addition. 

+ +. 


Avisco Researcher Lauds 


New Rayon Tire Cord 


NEW YORK.—A new tire cord, 
formed from a special viscose 
rayon formula, has completed 
more than a year of consumer 
highway use with outstanding re- 
sults in tire safety and mileage, 
according to Dr. Herschel H. 
Cudd, research vice-president, 
American Viscose Corp. 

Cudd said the new rayon cord 
“holds its strength and shape 
even at the highest tire operating 
temperatures, preventing excess 
wear due to tire stretch or 
‘growth.’ Tests have proved its 
ability to withstand severe road 
shocks.” 
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Premium Mobilgas 


Costs Dealers More 


LOS ANGELES.—A wholesale- 
price increase of 0.4 cents per gal- 
lon has been announced by Gen- 
eral Petroleum Corp. for its new 
premium gasoline, 1957 Mobilgas 
Special. 


The new price applies to Cali- 
fornia, Washington, Oregon, Ari- 
zona and parts of Idaho and 
Nevada. 


* = > 
Aluminum Tags Studied 
SALT LAKE CITY. — The Utah 
State Tax Commission is con- 
sidering use of aluminum license 
plates in 1958 as an economy 
measure. The change is permis- 
sible by a law passed by the Legis- 
lature which permits the use of 
the same license plates for several 
years. H. C. Shoemaker, tax com- 
mission chairman, said aluminum 
plates would be light enough to 
mail for eight cents, compared to 
23 cents for present steel plates. 
= > > 


Hilton Hotels to Use 


Hertz Rentals Only 


CHICAGO.—Hertz Corp. has been 
granted exclusive car rental rights 
at all 31 Hilton hotels. Signing of a | 
five-year contract was announced 
jointly by Joseph J. Stedem, execu- 
tive vice-president of Hertz Rent-A- 
Car System, and Barron Hilton, 
vice-president of Hilton Hotels 
Corp. 

Stedem estimated the arrange- 
ment would increase Hertz car 
rental volume by $2 million the ~ 
first year. The new Hilton service © 
will be initiated in the U. S. be- © 
tween June 1 and Nov. 1, and in © 
overseas hotels as this becomes ~ 
feasible. ‘ 


ee. 


. * * 
Turquoise Cops | 
TORONTO. — Metropolitan 

Toronto’s police department has 

87 new cruisers and not one of 
them is black. They are in seven 
colors, ranging from the tradi- + 
tional yellow of the traffic di- 
vision to Haven Blue, Tropical 
Turquoise and Chateau. Gray. De- 
puty Chief Robert Kerr said black 
fades too fant. 

+ 


Euclid Wieninay Plant 


Now Under Construction 


HUDSON, O.—Ground-breaking | 
ceremonies last week marked be- 
ginning of construction on a new 
650,000 - square-foot manufacturing 
plant here for Euclid division of * 
General Motors. 

Especially designed for the man- 
ufacture of crawler tractors for 
heavy construction and industrial 

(Continued on Page 57, Col. 1) 
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(Continued from Page 56) 


use, the plant is expected to be in 
operation by July, 1958. 

The plant represents the first 
phase of expansion plans which 
tentatively call for additional man- 
ufacturing facilities, a parts ware- 
housing operation and general 
offices on the 430-acre site on Route 
91, two miles gaa e = Hudson. 


Dayton Rubber Outlet 


DAYTON, O. — Dayton Rubber 
has announced appointment of 
Vonn- Young Co. as warehouse dis- 
tributor in Honolulu, Hawaii. 

* * +” 


American Airlines Slates 


Cleveland-L. A. Nonstopper 


NEW YORK.— American Air- 
lines will begin nonstop service 
between Cleveland and Los An- 
geles Apr. 28. The daily flights 
will be in DC-7 airliners and are 
part of a one-stop service between 
Boston and the West Coast. 

Westbound flights will leave 
Boston at 9:30 am. (eastern 
time), reach Cleveland at noon 
and Los Angeles at 4:25 p.m, (Pa- 
cific time. Eastbound flights will | 
leave Los Angeles at 9:55 p.m., | 
reach Cleveland at 7:35 a.m. and | 
Boston at 10:05 a.m. 


Bison Awards Rebal 


Employe of °56 Honor 

GREAT FALLS, Mont. — Don 
Rebal, new-car manager of Bison 
Motor Co. (Ford), has won the 
firm’s “employe of the year’ 
award, presented by Lester Olson, 
president. 

Olson said sales during the year | 
were largest in history, totalling | 
814 new cars ard trucks and | 
1545 used vehicles. 

> 


Firth Enters Canada 


PITTSBURGH. — Firth Sterling, | 
Inc., has formed Firth Sterling) 
(Canada), Ltd., and is constructing | 
a plant in Brantford, Ont. The new | 
firm, financed jointly by Firth and | 
Canadian interests, will produce | 
tungsten carbide tips for manufac- 
turers of rock bits. 


Sanford to Produce 
Plastic Auto Items 


SPRINGVALE, Me.—A new com-| 
pany, Sanford Custom Moulding, | 
Inc., has been formed here for pro-| 
duction of custom molding of plas- 
tic products for the automotive in- | 
dustry, footwear and electronic | 
fields. 

The firm will be headed by Ar-| 
thur J. Rumrill, formerly associated 
with Eastern plastics, Sanford, | 
Maine and Raytheon Mfg. Co.’s 
plastic division, Waltham, Mass. It! 
will make such items as tail light | 
lens, arm rests, instrument panels, | 
instrument knobs and auto trim 
molding for various manufacturers. 

AZ 


Reynolds Opens System | 


For Facsimile Ordering 


NEW YORK.—Reynolds Metals | 
Co., has unveiled an industrial 
facsimile communications net- 
work with a demonstration for 
newsmen of how sales orders, 
originating hundreds of miles 
away, are reproduced instantly 
by facsimile telegraph. 

_Using a transmission . principle 
similar to wirephoto, the Rey- 
nolds system is said to be the 
first industrial application of al- 
ternate voice-and-facsimile trans- 
mission over the same circuit. 
Now in pilot operation, the sys- 
tem links New York, Boston, 
Hartford, and Howark. 


’ Courtesy Tops $30 Million 


CHICAGO.—Sales of $30,335,289 
in new and used cars were re- 
ported by Courtesy Motor Sales, 
Inc., for its first 12 months as a 
Ford dealership. James M. Moran, 
Courtesy president, said 7,870 new 
Fords and 11,484 used cars were 
sold from March 1, 1956 through 
Feb. 28, 1957. 


GCG So to "Build 


CHICAGO.—B. F. Goodrich 
Chemical Co, has announced that it 





will build a $5 million chemicals 
plant near Henry, Ill., about 130 
miles southwest of Chicago. Con- 
struction is expected to begin by 
June 1, and completion is sched- 
uled for _— oe 


125, 000 i in ; Pactual? 


MONTPELIER, Vt.—Before the 
1957 automobile registration period 
ends March 31, 1958, the number of 
passenger cars on Vermont's high- 
ways is expected to exceed 125,000, 
according to the State Motor Vehi- 
cle Department. The total for the 
1955 registration year was 120,969 


| passenger ~ and — trucks. 


Red field Celebrates 


10 Years in Douglas 


DOUGLAS, Ariz.— Barney Red- 
field, owner of R & R Auto Sales 


here has observed the 10th anni- 
versary of the founding of the firm. 

The business originally was 
known as H & R Auto Sales, but in 
1948 Redfield took over full owner- 
ship of the business and changed 
the name. 

= * 


Rotary Elects Peters 


PERU, Ind.—Robert Peters, Pet- 
ers & Horst Ford Co., has been 
elected president of the Peru Rot- 
ary Club. 

* 


Du glate to E; xpand 


OTTAWA.—Duplate Canada, Ltd., 
is planning an expansion program 
costing over $2 million, including 
an addition to its Oshawa (Ont.) 
plant as well as construction of a 
new plant in Oakville, Ont. 


Captive-Air “Tire Valve 


Redesigned by Goodyear 


AKRON. — Goodyear Tire & 
Rubber Co. has replaced the “but- 
ton” head inflation valve on its 
Captive-Air tires with a valve 
flush to the sidewall. The change 
prevents curb scuffs and damage 
to the valve, Goodyear said. 

The Captive-Air is a dual-com- 
partment tire with two inflation 
points. In case of a blowout or 








“You just don’t have any pride! 
Yow’re the only one in the neigh- 
borhood who owns the price car 
he can afford.” 


puncture, only the air in the outer 


chamber escapes, and a motorist 
can drive 100 miles or more at 
normal speeds, 


Traders in New Building 


TORONTO. — Offices of Traders 
Finance Corp., Ltd, here have 


Sa 57 


at 625 Church St. nl 5. Sis shevet the Ith ais] ————noneennnns| ot G5 Chasen: Tae ae company 
formerly occupied space in the 
Bank of Montreal and Bank of 
Nova Scotia Buildings. 


* * * 


Binks’ Office in Dallas 


Moves to New Location 


DALLAS. — The local office of 
Binks Mfg. Co. has moved to a new 
building located at 8005 Sovereign 
Row. Occupying a 23,920-square- 
foot tract, the new Dallas location 
is an office, warehouse and service 
center. 

* * af 

Safety Meeting May 13-17 

NEW YORK. — A week-long 
meeting on safety and fire protec- 
tion will be held May 13-17 in Kan- 
sas City under sponsorship of the 
safety and fire protection commit- 
tees of the American Petroleum 
Institute. ate 
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Detroit Diesel Names Rep 


DETROIT.— The Detroit Diesel 
Engine division of General Motors 
has announced the appointment of 
Western Engine Co., 7122 Ogden 
Ave., Berwyn, Ill. as distributors 
of the division’s line of two-cycle 
diesels in the Chicago and Northern 


moved into the firm’s new building | Illinois area. 









It’s radiator clean-up time! Motor- 
ists everywhere are discovering 


SEG us Pat OFF 


Radiator anti-Rust a™ 
ater pump lubrica" 


Alemite Cooling System Condi- 


tioner—the remarkable new prod- 


uct that does by far the best job of 


cleaning radiators—and does it 


while they drive! No messy drain- 


ing, flushing and refilling! Just 
pour Alemite Cooling System Con- 
ditioner into the radiator ... 
to work immediately—removes and 
prevents formation of rust and 
scale— guards against clogging and 
overheating — lubricates the water 
pump-— stops and prevents annoy- 
ing squeal! Cooling System Condi- 
tioner is sold under the famous 
Alemite Money-Back Guarantee. 
Make steady extra profits this 
spring—and all year long—with this 
fast-moving new Alemite product! 


Call your 


jobber today! 


it goes 





Clears up—cleans out 
power-robbing sludge. 
Dissolves and removes 
lacquer-like deposits 
which cause sticky valves 
and valve lifters. Money- 
back guarantee. 


Alemite CD-2 





Alemite is reaching millions of readers, listeners and viewers — 
in leading national magazines. . 


Division of STEWART-WARNER CORPORATION 
1850 Diversey Parkway, Chicago 14, tll, 


. over local radio and TV! 


ALEMITE fa 


---and keeps them clean, 
while your customers drive... 
no messy draining and refilling! 


Other famous profit-makers by Alemite: 


Alemite Kleen Treet 
Cleans carburetors while 
your customers drive. 
Gives better starts—faster 
pickup — new-car perform- 
ance. Lubricates upper cyl- 
inder areas. Satisfaction 
guaranteed by Alemite! 


pos 





On the Financial Front 





General Tire & Rubber Co. has 
reported to stockholders that sales 
for 1957 would be substantially 
ahead of those for 1956. 

William O'Neil, president and 
chairman, said: “Our earnings 
curve for 1957 should closely reflect 
our projected sales increase since 
we anticipate no unusual advances 
in our fixed operational costs.” 

L. A. McQueen, vice-president, 
reported that sales on passenger 
car tires were 37 percent ahead of 
the same period a year ago. “The 
Dual 90 tire,” said McQueen, “has 
proved to be our most active sales 
item in many years.” 

McQueen pointed out that since 
Nygen carcasses were introduced 
into truck tires, drivers have been 
getting far greater mileage. “Since 
our Nygen truck tire can be re- 
capped four or five times,” said 
McQueen, “sales of new truck tires 
have fallen off somewhat, while 
our dealers are reporting gains in 
their truck tire recapping business.” 

He added that General Tire was 


moving ahead rapidly in three new 
areas of business: Airplane wheels 
and brakes, polyurethane and air 
— = ae 


Sheller Mfg. 


Consolidated net sales of Sheller 
Manufacturing Corp. and subsidi- 
aries for 1956 amounted to $41,071,- 
196 as compared with $55,593,663 for 
1955. Consolidated net income, after 
taxes, totalled $1,271,606 for 1956 
as compared with $3,754,515 a year 
earlier. Net earnings were equal 
to $1.33 per share in 1956, as 
against $3.94 per share in 1955. 

= 


> + 
National Cash Register 


National Cash Register Co., 1956 
vs. 1955: Sales, a record $340,934,000 
and $301,180,000; net income, a 
record $18,420,000 and $15,388,000. 

7 : . 


Midland Steel Reports 


Drop in Sales, Earnings 
Midland Steel Products Co, 
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In 1957... 
96,500,000 MESSAGES 


Pete Penn will help build acceptance for your 
brand of Pennsylvania Motor Oil with 96,500,000 
advertising messages appearing regularly in these 


leading national magazines. 


MAKE MORE OIL PROFITS WITH A BRAND OF 


PENNSYLVANIA 
MOTOR OIL 


AUTOMOTIVE NEWS, APRIL 15, 1957 


Cleveland, reported 1956 net earn- 
ings of $2,842,057 on sales of $72,- 
818,777. In 1955, the company earned 
$4,402,279 on sales of $80,616,411. 

W. N. Harris, president, attrib- 
uted the sales decline to reduced 
auto production. This factor, plus 
“certain substantial nonrecurring 
costs,” resulted in lower earnings, 
he said. 

= > * 


O. A. Sutton 


The O. A. Sutton Corp., Inc., 
announces record sales of $15,126,- 
533 for the first quarter ended 
Feb. 28, 1957. This represents a 45 
percent increasé over the corres- 
ponding $10,413,630 for the first 
three months of fiscal 1956. 

* = * 


Emery Air Freight 
Emery Air Freight Corp., 1956 vs. 
1955: Revenue, $9,302,000 and $7,- 
442,000; net income, $567,000 and 
$371,000, 


. > * 


Motor Wheel Earnings 


Drop to $1.70 a Share 

Motor Wheel Corp. reports net 
earnings for 1956 of $1,439,404, equal 
to $1.70 per share. This compares 
with net earnings in 1955 of $2,- 





“The rest of you could be top 
salesmen, like Smith here, if you 
wouldn’t take ‘No’ for an an- 
swer!” 





990,353, equal to $3.54 per share, 
President M. F. Cotes said. 

Sales in 1956 totalled $61,456,638, 
as compared with $78,595,517 in the 
previous year. Cotes said lower 
sales and earnings could be traced 


Pete Penn helps you 


MAKE MORE OIL SALES 
WITH PENNSYLVANIA 


MOTOR OIL 


Here are three benefits you can 


recommend to oil-change customers 


7, Better oil mileage 


if they refill with your brand 
of Pennsylvania Motor Oil: 


2. Smoother engine performance 


3, Less engine wear 
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to decreased production in the 
automotive industry in 1956 and 
to the “unusually keen competitive 
conditions that existed in the space 
heater and lawn mower businesses” 
during the year. ‘ 


Fuller 


Fuller Mfg. Co., fiscal 1956 vs, 
fiscal 1955: Sales, $37,982,319 and 
$27,407,741; income, $3,163,371 and 
$2,173,612. 


2 * = 
Standard Pressed Steel 


Net sales and net earnings of 
Standard Pressed Steeel Co. for 
1956 were the largest in the com- 
pany’s 53-year history, says H. 
Thomas Hallowell jr., president. 
Net sales reached a record $51,647,- 
420, for a gain of more than 25 
percent over the previous record 
volume of $41,080,473 reported in 
1955. 

* > = 


Napco Industries 


Napco Industries, Inc., 1956 vs. 
1955: Sales, $9,331,368 and $4,720,- 
741; net income, $698,229 and 
$430,995. 


* 2 * 


Hertz 


Hertz Corp., Chicago, achieved 
new peaks in revenues and earn- 
ings in 1956, President Walter L. 
Jacobs reports. Consolidated net 
income for the year, including At- 
lantic National Insurance Co., a 
wholly-owned subsidiary, was $4,- 
759,418 after taxes, compared with 
the previous record earnings of 
$2,901,552 in 1955. 

am 


Fruehauf Sales 


Set Record but 


Earnings Decline 


Sales of products and services 
set an alltime high in 1956 for Frue- 
hauf Trailer Co., but net earnings 
fell below the record level of 1955, 
Roy Fruehauf, president, said in the 
annual report. 

Sales in 1956 were $268,460,758, 
compared with $245,624,249 in 1955. 
Both figures include sales of 
Fruehauf’s Canadian subsidiary. 

Net earnings for 1956 were $6,300,- 
317, compared with the record 
$8,711,758 compiled in the previous 
year. 

Among the results reported were 
the fact that during 1956 sales of 
services, parts and accessories 
volume reached an alltime high of 
$35,928,175—an increase of 21 per- 
cent over 1955—and that at year’s 
end the backlog of orders in the 
company’s missile products division 
totalled $19,624,000, compared with 
$6,242,000 at the end of 1955. 


Record °57 Riis 
For Westinghouse 


Gwilym A. Price, chairman and 
president of Westinghouse Electric 
Corp., forecast sales billed in 1957 
by Westinghouse would approach a 
record $2 billion. 

He said his prediction was based 
on a high backlog of orders for 
apparatus and industrial products, 
growing defense business and a 
strong position of leadership in 
atomic power. 

Westinghouse billings of $509,500,- 
000 in the fourth quarter of last 
year than at an annual rate of 
better than $2 billion, or 24.5 per- 
cent higher than its record year, 
1954, Price said. 

New crders for the apparatus di- 
visions in the second half of 1956 
were up 64 percent over the same 
period in 1955, he said, and for the 
general products divisions they 
were up 29 percent. Total bookings 
for the apparatus divisions last 
year exceeded by 9 percent the 
previous high annual figure. Back- 
logs for nondefense products are 
at an alltime high, he said. 

+ * * 


Ex-Cell-O 


Ex-Cell-O Corp. annual report 
(year ended Nov. 30, 1956), 1956 
vs. 1955: Sales and income from 
leased machines, $150,256,422 and 
$92,475,014; earnings, $14.1 million 
(estimated) and $9,541,577. 

* * = 


General Acceptance Reports 


Volume, Income Peaks for ’56 

General Acceptance Corp., Allen- 
town, Pa., reported that both vol- 
ume and net income set alltime 
records in 1956. Volume was 16 per- 
(Continued on Page 60, Col. 1) 
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he fybalous- 


. Yep... that’s what we said . . . You've 
seen our claims for the fabulous Du Mont 
EnginScope in the automotive trade press. But 


if you're still not convinced on how the 
exclusive TV-type SuperScan display makes the 


engine fault show up like a sore thumb, how 


the EnginScope can multiply your parts income, 


how the EnginScope guarantees customer 
satisfaction, fill in and mail the coupon 
printed below and we'll call you to set up a 
date for an actual demonstration of what 
the EnginScope can do for you. 

NO OBLIGATION, of course. 


nginScope 


*Trade Mark 


yMonr 


Allen B. Du Mont Laboratories, Inc. 
760 Bloomfield Ave., Clifton, N. J. 














FILL IN COUPON FOR 
YOUR eo PROOF 





Allen B. Du Mont Laboratories, Inc. Dept. A-4 
760 Bloomfield Ave., Clifton, N. J. 


ientine GOING ois, 6 <-.s<-ccensarsennsxoessbbnoesencetindinanenoonell 
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On the Financial Front 





(Continued from Page 58) 


cent ahead of 1955, and income was 
up 29 percent. 

In 1956, volume was $191,633,222 
compared with $165,406,483, and in- 
come was $2,138,186 compared with 
$1,663,283. Ne 


ACF Industries 


ACF Industries, Inc., first nine 
months, fiscal 1957 vs. first nine 
months, fiscal 1956: Sales, $202,- 
513,834 and $179,726,024; net in- 
come, $5,958,404 and $6,005,910. 

- * * 


Ainsworth 


Ainsworth Mfg. Corp., 1956 vs. 
1955: Sales, $22,318,707 and $31,852,- 


$430,019. 
.-¢, 6 


Reynolds to Issue Rights 
For Additional Shares 


A proposal to offer stockholders) 
of Reynolds Metals Co. additional! are expected to approximate $17) 
common shares has been filed with | 


the Securities and Exchange Com- 





deficiencies 

tn 1956 roar-light deficien 1956...42.5% 
for car inspection failure — Source: Inter-Industry Highway Safety Committee 
and faulty headlamps 

weren’t far behind! 


These are the results of voluntary examinations of 
more than two million cars conducted during 
Safety Check Month last May by the Inter-Indus- 
try Highway Safety Committee . . . And these find- 
ings closely parallel those of states which have manda- 


tory inspections. 


The fact of the matter is that every driver turned 
down is somebody's customer—yours or mine! 
We're in a position to remedy this situation . . . 
serious one because it’s dangerous to drive at 
night—even within legal speed limits—with any- 










| 602,746 and $21,653,536. 
,  e 


409; net loss, $85,814 and net profit, | Industrial Rayon Sees 
Increased °57 Earnings 


AUTOMOTIVE NEWS, APRIL 15, 1957 


sales, which represent an improve- a ms 
AP RaTIES. 


ment in all divisions of the com- 





pany, will be about 20 percent above 
sales for the last quarter of 1956, 
he said. Kline noted that earnings 
were lower in each successive 1956 
quarter, 

+ * * 


Sales and Earnings Rise | 


For American Brake Shoe 


American Brake Shoe Co. called 
1956 the most successful year in| 
its history. 

Sales, it said, rose to $186,142,261, 
compared with $147,096,154 in 1955. 


struction of Reynold’s new primary | Net earnings rose to $8,963,359 from 
aluminum plant near the St. Law-| $6 441,700. 


rence Seaway project. oe a. 
+ * * 


Borden 


Borden Co., 1956 vs. 1955: Sales, 
a record $876,987,184 and $810,126,- 
624; net earnings, a record $23,-| 


mission in Washington, according 
to R. S. Reynolds jr., president. 
Under the plan, the company 
would issue stock purchase rights 
entitling shareholders to buy one 
additional share for each 11 shares 
held. The offer is part of a $150 
million financing program for con- 






Cummins Sales Jump 30% 


To Total $105 Million 

Cummins Engine Co., Colum- 
bus, Ind., reported that 1956 sales 
totalled $105,793,070, an imcrease 
of 30 percent over the 1955 total 
| Of $81,029,407. 

Earnings increased to $5,703,375, 
Hayden B. Kline, president, In-| Compared with $4,522,007 in 1955. 
dustrial Rayon Corp., has told) ae es 
stockholders that improvement in|Tidewater Oil Nets 


shipments has continued and sales| ¢99 Million in °56 preiident 


Tidewater Oil Co.’s net earnings; Sales and other operating revenue 
|}amounted to $523 million. Capital 


Motorists driving at night in 
1902 were required to send up a 
rocket every mile, then wait 10 
minutes so horses could clear the 
road. 





compared with $37,800,000 earned 
in 1955, according to D. T. Staples, 


million for the first quarter of 1957. | 
The anticipated first quarter|for 1956 amounted to $38 million, 


THIS NEEDS OUR 
ATTENTION, NOW! 


FAULTY LIGHTING INCREASES 
1954...31.6% — 1955...34.3% 






thing short of perfectly functioning headlamps 
and complete tail-light protection! 


MAY 1S SAFETY CHECK MONTH 


Let's check lights in May and 


VWEMICLE SAPETY-CHECE 
every other month 


Here's what we can do to make sure our customers’ lights are 
in perfect working condition: 


I. Check lights at every opportunity—at pump islands, during 
lubrication, washing. 


2. Feature “Complete Lighting Service’’ at a// times. 
3. Make lighting checks “‘must” items in all thangeover specials. 


There’s both Volume and Profit 
in Lighting Service! 
Tung-Sol has the products and the program to help you get your 


share! a ask your Tung-Sol supplier for the lighting service 
and sales aids. 


®TUNG-SOL 


VISION-AID HEADLAMPS 
MINIATURE LAMPS - SIGNAL FLASHERS 


TUNG-SOL ELECTRIC INC., Newark 4, M. J. Sales Offices: Atlanta, Ga., 
Columbus, Ohio, Culver City, Calif., Dallas, Texas, Denver, Colo., Detroit, 
Mich., ne on, N.J., Melrose Park, Ill., Newark, N.J., Philadelphia, Pa., 
Seattle, Wash., Canada: Montreal, P..Q. 


a 






There’s a 
Tung-Sol product 
for every automotive 
lighting need 





expenditures, $194 million in 1956, 
are budgeted at $93 million in 1957, 


General Contract 


General Contract Corp.’s net 
earnings were $3,563,623 in 1956, 
largest in the firm’s 44-year history, 
Total loans and discounts out- 
standing Dec. 31, were a record 
$180 million, 


* * * 


Thermoid 


Thermoid Co., Trenton, N. J., an- 
nual report, 1956 vs. 1955: Profits, 
$1,871,632 and $1,614,343; sales, $41,- 
806,585 and $40,607,549. 


Purolator Eyes 
Quarterly Mark 


Net sales of Purolator Products, 
Ine., and its subsidiaries for the first 
three months of 1957 are expected 
to reach an alltime high of nearly 
$11.5 million, according to James 
D. Abeles, president. Sales totalled 
$10,123,957 in the corresponding 
period last year. 

Purolator reported that 1956 sales 
were $33,758,047, up 22.5 percent 
from the 1955 figure of 27,550,163. 
Earnings, however, dipped to $972,- 
242 compared with $2,167,303 in 
1955. 


The company attributed the earn- 
|}ings drop to the declinein automo- 
tive production and to “several 
basic factors involved in Purola- 
tor’s growth and expansion last 
year.” 


Wagner Sales 
‘Top $100 Million 


Sales of Wagner Electric Corp. 
amounted to a record $100,744,275 in 
1956, compared with $92,288,563 in 
1955. 
| Net income totalled $6,544,757 in 
1956, compared with $4,755,079 in 
the previous year. 


Automotive Fibres 


Loses $1.8 Million 


National Automotive Fibres, Inc., 
sustained a net loss of $1,821,001 in 
1956 compared with a profit of 
$2,164,062 in 1955. Sales were $45,- 
946,283 in 1956 and $74,185,805 in 
1955. 

John G. Bannister, president, re- 
|ported that while operations were 
profitable in November and De- 
|}cember, the gain was not sufficient 
to offset earlier losses. 

He said operations in the first 
quarter this year would be more 
profitable than the corresponding 
|period of 1956. 


| 2 > 


|Eaton Quarterly Sales Dip 
8 Pct.; Axle Strike Blamed 


Eaton Mfg. Co., Cleveland, esti- 
mated that its first-quarter sales 
would total about $57.5 million, 
some 8 percent below the $61,983,- 
299 reported for the correspond- 
ing period of 1956. 

The company attributed the de- 
crease to a four-week strike at 
its axle division which began Feb. 
15. 





= * - 


Corning Glass 
Corning Glass Works, annual re- 
port, 1956 vs. 1955: Net earnings, 
$18,432,753 and $18,626,671; sales, 
$163,053,554 and $157,663,837. 


* * * 





Detroit Edison 


Detroit Edison’s annual report for 
1956 notes net power output of more 
than 13 billion kilowatt-hours as 
compared to 12.7 billion in 1955, 


* * * 


Ranco-Bessbrook Deal 


Ranco, Inc., has purchased a 25 
percent interest in Bessbrook Prod- 
ucts, Ltd., Bessbrook, Northern Ire- 
land, according to A. M. Hoover, 
president. The new company, which 
has been formed jointly with Uni- 
dare, Ltd.; Pye (Ireland), Ltd., and 
Corran Works, Ltd., will process 
materials used by Ranco’s British 
subsidiary, Ranco, Ltd. 
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Tiller Gives 3 P’s of Dealership ows 
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Why Discredit Your Product? 


DURHAM. — Today’s automobile 
is a top product and a credit to any 
dealership, John M. Tiller, presi- 
dent, North Carolina Automobile 
Dealers Assn., told a meeting of 
Durham area dealers here. 

“There should be no temptation 
to dissipate its high standards by 
promiscuous discounts and mis- 
leading advertising,” he said, “and 
no need to spend money telling 
the public our product is distress 
merchandise and _ certainly no 
reason for selling our product 
or ourselves short.” 

Tiller, in his talk, likened a suc- 
cessful dealership to a stool stand- 
ing squarely and solidly on three 
legs—product, policies and person- 
nel. 

He suggested dealers use a sketch 
of the imaginary stool to gauge 
the effectiveness and quality of 
these three important parts of 
their businesses. 

The idea, he said, was to expose 
to each dealer the inner workings 
of his dealership, which might have 
been escaping the dealer’s personal 
attention. 

Tiller said a dealership that 
averaged 85 percent on all three 
should be making money. “Below 
8 and above 70 would range 
from debatable to bordering on 
breaking even,” he said. 

However, he asked all the dealers 
to synchronize thinking “because 
we should all have the same start- 
ing point, since we are all looking 
for the same end result—profit.” 

He reminded the dealers that the 
money invested in the average 
dealership represents a fabulous 
sum, referred to as capital. 

“It is never intended that we 
spend capital for anything except 


buildings, equipment or inventories. | 
It was never intended that we spend | 
capital for rents, payrolls and in-| 


terest,” he said. 


“All expense items must be paid 


out of profit, otherwise we have 
to start digging into capital and 
that is what really spells disaster,” 
said Tiller. 


Therefore, he urged dealers to| 
always know all their cost, not just | 
a part of it. “And look all of it) 


squarely in the face,” he said. 
“This is why we must never for- 
get that what we pay for an auto- 
mobile, plus what it costs to sell it, 
plus all other overhead expense, 
plus a fair net profit is the amount 


at which the car must be sold if we) 


are to keep our doors open,” he said. 


Tiller discussed the three “legs” | 


of the dealership and said that 
product would make a top grade. 
“We need have little concern 
(about it) except to keep it out of 
the category of distress merchan- 
dise,” he said. 

Tiller listed six points under 
policies, reminding the dealers 
that “there can be no set of rules 
that can be a substitute for good 
poapement and aggressive sell- 
ing.” 

They were: 

1. No misleading or deceptive ad- 

vertising. 

2. Rigid expense control by de- 

partments. 

3. Study and know your cost. 

4. Aggressive and consistent sell- 


U.S. Court Refuses 
To Upset Curtiss 
Pact with S-P 


DETROIT. Federal Judge 
Arthur F. Lederle has dismissed a 
suit brought against Studebaker- 
Packard Corp. by three stockholders 
aimed at upsetting the Curtiss- 
Wright Corp, agreement signed last 
Aug. 6. 

The judge ruled that the suit and 
& proposed amended complaint did 
not contain a “short and plain” 
Statement of claim showing the 
Plaintiffs were entitled to relief. 

The action was filed here last 
Oct. 29 by Sol A. Dann, Detroit 
attorney; John H, Neville, New 
York; and Mrs. Louis A. Turek, 
Chicago and named three S-P 
officers and directors. 

It was charged that the company 
made “false and misleading” state- 
ments in soliciting proxies. Dann 
has been a frequent critic of S-P 
management. 








ing sufficient to secure a fair share 
of the market. 

5. A gross profit on every sale 
sufficient to yield a fair net profit 
or no deal. 


6. Never dissipate the profits of| 


a healthy department to absorb the 
losses of a losing one. 

Unless we build more honor, 
more character and more confi- 
dence into our quality dealer pro- 
gram, there is a grave possibility 
we will not be able to keep pace 
with an ever growing and com- 
petitive retail market,” he said. 
The importance of personnel as 

the third leg of the stool was 
stressed by Tiller. 

“Every individual on our payroll 

—from the car washer to the gen- 
eral manager—meets customers, the 


Kelly Heads Western 


Simon C. Kelly, 57, has been 
elected president of Western Auto 
Supply Co. He succeeds Paul E. 
Connor, 62, head of the company 
since 1947, who will continue to 
serve in an advisory capacity. 





most important people we will ever 
know,” he said. 


Tiller noted that the duty of deal- 
ership employes is to act for the 
dealer “as our substitute, to stand 
in our shoes and perform the serv- 
ices and responsibilities we do not 
have time to perform ourselves.” 


Tiller said that a dealer’s respon- 
sibilities to his own personnel are 
continuous, they never cease, they 
never ease up. 

“A few days ago,” he said, “I 
heard a dealer say he didn’t know 
where to go to find a department 
head he needed. I agreed with 
him completely. You don’t go out 
and find them. You build them up 
from some one within your own 
organization.” 

Tiller reminded the dealers that 
they can’t afford to be quitters— 
not even good losers. “Let’s use 
the knowledge we have acquired to 
prove to the world that our product 
is not distress merchandise and that 
we, as all other merchants, are en- 
titled to a fair profit. They will 
believe. They’ve got to believe.” 





L-M Sales Winners Visit Havana— 


Top Lincoln and Mercury salesmen and their wives were guests of Mercury division 
during a five-day trip to Havana. George M. Coats, general marketing monager, pre- 
sented trophies to 56 Inner Circle winners at a banquet in the Hotel Nacional. At 
the banquet were, from left, Mr. and Mrs. Dominick Morely sr., the nation’s top Lin- 
coln salesman, of Clark & White, Inc., Boston; Mr. and Mrs. Sid Chrystal. Paul Aselin, 
Inc., Newark, N. J.; Mr. and Mrs. Coats and Mr. and Mrs. Robert J. Fisher, Mercury 
advertising and sales promotion manager. Other top salesmen received trips to Miami, 
Mexico City and Tucson, Ariz. 


Would your parts department stump Mr. Holmes? 


If finding parts quickly seems to be a hopeless task 


under your present setup, the problem is easily solved 
with Republic Flexi-Bilt Parts Bins. 


Made by Republic’s Berger Division, these highly 
versatile units are designed to bring all parts into true 
sequence with your factory stock list, make immediate 
location possible. Parts are clearly tagged with numbers 
and prices for quick identification. Orders can be filled 
without delay or confusion. 


Furthermore, these bins never become obsolete. Easy 
shelf adjustment permits complete flexibility. And it 
takes only a few seconds to rearrange shelves to corre- 
spond with a changing stock. No tools, bolts or clamps 
are needed. Constructed entirely of steel, Flexi-Bilt Parts 
Bins can beused singly or bolted together in combination. 


Ask your Berger representative about Republic’s 
exclusive Plan-O-Graph Service. He’ll explain its advan- 
tages, suggest a new layout for your department, recom- 
mend and furnish the standard steel shelving units you 
need. Call him today, or send coupon for descriptive data. 





REPUBLIC STEEL 
BERGER DIVISION 


Canton 5, Ohio 


REARRANGES IN SECONDS! Shelves can be completely rearranged to suit 
your current needs. There are no tools required. Simply lift, pull and reposi- 
tion. Reublic’s Berger Division offers a big line of automotive shelving and 
racks to choose from—manvufactured in stock sizes to accommodate all 
automotive materials, including bulky parts. 


poor ooo --------- 


REPUBLIC STEEL CORPORATION 
BERGER DIVISION 

Dept. C-3073 

1078 Belden Ave., Canton 5, Ohio 


Please send me more information on: 

O Berger Plan-O-Graph Service 0 Filexi-Bilt Parts Bins 
a ee, 

Company 
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Across the Nation... 


Auto Dealer Changes 


Ernie Prichard, former general 
manager of Nichols Bros. (Dodge) 
in Dallas, has been named presi- 
dent of El Texan Motors (DeSoto- 
Plymouth) in Dallas. 


* * * 


Kellum Opens Plymouth 

Harrison Kellum has opened Kel- 
lum*Plymouth at McLoughlin Blvd. 
and Courtney Ave. in Portland, 
Ore. Kellum formerly owned a Nash 
dealership in Gladstone, Ore. The 
Nash franchise relinquished by Kel- 
lum has been taken by Ken Pankey. 


> + * 
Blickle Sells Bradford 


To 5 Executives of Firm 


Charles Blickle, president, 
Bradford Motors (Ford), 2165 
Dixwell Ave., Hamden, Conn., 
has announced sale of the firm to 
five of its executives. 

They are Malcolm S. Chapman, 
former sales manager, who will 
be president; Stanley Q. Brown, 
credit manager; John F. Cava- 


Calif. Dealers 

Support Backsho 
ppo P 

Training Program 

OAKLAND, Calif.— The Eastbay 
Motor Car Dealers Assn. is support- 
ing a stepped-up apprenticeship 
program to help solve the shortage 
of backshop personnel. 

According to Ed Slusser, associa- 
tion manager, the area’s skilled- 
labor pool has been exhausted, 
leaving the dealers with two 
choices: They can outbid each 
other for workers, or they can train 
them. 

In cooperation with Auto and 
Ship Painters Local 1176 and Auto- 
motive Machinists Local 1546, some 
138 mechanics, 43 body and fender 
men and one painter are receiving | 
training. 

The dealers and the unions are | 


represented on the labor and man- 
agement joint apprenticeship com- 


mittees of the Eastbay area. The) 
State of California also participates 


in the program. 





dini, office manager; Stanley A. 
Tingley, and Frederick Steven- 
son, service manager. 

7 * * 


Stedem Buys Quaker 


Quaker Sales & Service Co. 
(Ford), Orchard Park, N. Y., has 
been purchased by Daniel E. 
Stedem, former general manager of 
a Lancaster (N. Y.) Ford dealer- 
ship. The business will be operated 
as Dan Stedem-Ford. 

= a = 


Zoglmann Adds S-P 


Zogimann Motor Co., a Willys 
dealer in Wichita, Kans., has been 
given a Studebaker-Packard fran- 
chise. L. L. Zogimann, president, 
also has Transtar trucks on display 


in his showroom. 
* + o 


Bowyer to Sell Jeeps 


Bowyer Motor Sales of Savannah, 
Ga., has been granted a franchise 
to sell the Jeep and specialty equip- 
ment of Willys Motors. T. E. Ogle- 
tree is general manager of Bowyer. 


* * * 


Warnocks Move 


W. L. and C. E. Warnock, veteran 
Ford-Mercury-Lincoln dealer in Van 
Horn, Texas, have purchased the 
Ford - Mercury - Lincoln dealership 
in Alamogordo, N. M. Troy Greaves, 
deputy sheriff and oil station opera- 
tor, has purchased the Van Horn 


outlet. 


. * > 


Marte Buys Out Kaufman 


Kaufman Motors (Pontiac), of 
Columbus, O., has been sold by J. T. 
Kaufman, Arthur Davis and Joe 
Toepfner to Herman L. Marte, an 
official of the company for 14 years. 
The firm’s name has been changed 


to Marte Pontiac. 
. > * 


Berg Adds DeSoto 
Berg Motor Co, (Chrysler-Plym- 
outh), of Bemidji, Minn., has added 
the DeSoto franchise. Chester Berg 
is president. 
* = * 


Swope Opens In Louisville 

Swope Motor Co. (Plymouth) has 
been founded in Louisville by S. G. 
Swope, a dealer in Elizabethtown, 
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Ky. G. A. McDowell, general man- 
ager of the new firm, was Swope’s 
sales manager in Elizabethtown. 

+ ad a 


Suttons Take White Lines 


Sutton Truck Sales has opened 
facilities in Sacramento, Calif., to 
sell and service White, Autocar and 
Freightliner. It is headed by W. A 
Sutton and his son, W. R. Sutton. 


* * * 


Lokey Reorganized 
Lokey Chevrolet Co., Cuthbert, 
Ga., has been reorganized. F. E. 
Brooks and G. A, Lokey, sole own- 
ers, will serve as president and 
vice-president. 
*~ a * 


Pankey Signs Nash-Rambler 
Pankey Motor Co., 1423 Washing- 
ton St., Oregon City, Ore., has been 
named a Nash-Rambler dealer. 
* * * 


Kilborns Buy Walter 


Wallace Walter has sold Walter 
Motor Co. (Nash), 523 N. Ninth, 
Springfield, Ill., to John A. and W. 
D. Kilborn, of Decatur, II. 


* * * 


Small Retires as Dealer 


Frank Small jr., a pioneer dealer | 


in Washington, D. C., and a Ford 
dealer since 1923, has retired from 
the automotive field to devote more 
time to his banking and real estate 
interests. He has also resigned as 
commissioner of motor vehicles for | 
Maryland. 


Monise in New Home 


New showrooms and a service de-| 
partment have been opened in Pasa-| 
dena, Calif., by Monise Motors, Inc., 
a foreign-car dealership. 

* * > 


Beikirches Buy Ford Deal 

Clarence A. Beikirch and Ber- 
nard L. Beikirch have taken over 
the Ford dealership in Avon, N. Y. 
It will be known as Beikirch Ford. 
The Beikirches have been Hudson 
dealers in Rochester for 14 years. 

> * « 


Castle Buick Sold 


William L. Morrison has pur- 
chased Castle Buick, 2410 Wilming- 
ton Ave., New Castle, Pa. He was 
formerly a partner in Freeman 
Buick Co., Ellwood City, Pa. 

> - © 


* > 


Thornton Takes Chevrolet 


Thornton Chevrolet, Inc., has 
opened in Douglasville, Ga. It is 
owned by Bill Thornton, former 
Atlanta Hudson dealer and past 
president of the Atlanta Inde- 
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More Than Ever it Means Value . . . Economy . . . Durability 


This year, more than ever, cost-conscious 
“Bodies by Boyertown.” 

They want the many outstanding new 
features in Boyertown’s 1957 models — 
features that add even more to the unit’s 
eye appeal, driver comfort and safety, ease 


buyers specify 


of maintenance and repair. 


And, of course, they want—and get— 
all the long-standing Boyertown value. 
They receive a functionally designed 
body of lightweight high tensile steel. 
This means increased payload, maximum 
resistance to corrosion and longer, eco- 


nomical, useful life. 


In both the Merchandiser (left above) and the Step-and-Serve (right above)—you sell the finest when you sell Boyertown 


ROYERTOW 


FRTOWN PENNA 





} | Import Motors, Macon, Ga.; Sports| 


| | Lowell Buick Co. has taken over | pus, 





the English Ford. He has been in 
the automotive field for 32 years. 
* = * 


Mercury Adds Berens 
Mitchel D. Berens has opene: a 
new Mercury dealership at 6221 N, 
Western Ave., Chicago. 


* x * 


New Truck Location 


Harison-Gulley Chevrolet, Inc, 
Augusta, Ga, has announced its 
new location for trucks at the 
corner of 5th and Greene Sts. 

ea ok * 


Handles GM Cars 


Alexander Motors, Ltd. have 
been appointed dealers in Nanaimo, 
B. C., for Pontiac, Buick and Vaux- 
hall cars and GMC trucks, Rudy 
Alexander is president, Archie 
Morris is service manager and Ken 
Alexander is secretary-treasurer, 
William MacKeigan is parts mana- 
ger, Ed Blakemore shop foreman, 
Robert Johnstone body shop fore- 
man and Cecil Fawkes front end 
foreman. 


























Plan Spring Campaign— 
The executive committee of the San 
| Jose (Calif.) District Ford Dealers Advertis- 


* * * 


Wallace Sole Owner 
Charles C. Wallice has acquired 
full ownership of Wallace Motor 
Co., Lincoln - Mercury - Continental 
dealer, Salisbury, N. C., by pur- 


jing Assn. meets in San Francisco to 
| formulate plans for a spring advertising 
| program. Seated, from left, are Stu 
Armit, San Francisco, vice-president; Bob 
Bishop, San Rosa, president. Standing: 
| Morris Landy, Alameda, post president;| chasing the interests of Nelson 
Clarence Bullwinkel, Berkeley, treasurer,| Woodson and Leo Wallace. 

land John H. Eagal, Stockton, secretary. - 2. a 


Roth Gets Willys 
Roth Motor Co. (Chrysler-Plym- 





| pendent Automobile Dealers’ 
Assn. 


a a outh), Williston, N. D., has added a 
H and H Moves —— C. E. Roth heads 
H and H Motor Co. (Mercury- a 


| GMC), Sandersville, Ga., has moved 
|into its new prefabricated building 
|just off the Sandersville-Tennille 
highway. 


Quality Replaces Kortier 

Quality Pontiac-Cadillac replaces 
Kortier Motors in Eau Claire, Wis. 
W. W. Nelson, head of Quality, 
said extensive improvements will 


Renault Lists soon be made. 


More Outlets Bramblet Takes Ford 
Renault of France said the fol- Russ Bramblet has opened a Ford 


: dealership in Atlanta. He said a 
lowing dealerships have been fran-| modern showroom and service de- 
chised to handle Renault: 


partment is under construction 
Foster Motors, Middlebury, Vt.; 


across the street from the firm's 
Mart Motor Co., Clarksburg, W. Va.;| Present temporary quarters. 
Pryor Motor Co., Decatur, 


Ala.; Pee 
|McBrayer Motor Co., Dothan, Ala.; Carter Buys Eakin 
| Foreign Car Sales Co., Florence, | Roy Carter has purchased the 
| Ala.; Rocket City Motors, Hunts-| Dodge dealership in Grants Pass, 
ville, Ala. and Jarrard Foreign &/|Ore., from Eakin Motor Co. 
| Sport Car Center, Mobile, Ala. * * « 


Driggers Motor Co., Selma, Ala;| Tranter Sells to Riccardi 


Dahlke Motors, Tuscaloosa, Ala.; Joe Riccardi, Clyde, (O.), Ford- 


| Coward Motor Co., Inc., Marianna, 
|Fla.; Southeastern Sports Car| Mercury dealer, has taken over 


‘Center Atlanta; Williams Motors,| T'@"ter Ford Sales, Inc., Cincin- 


nati, formerly owned by J. L. 
Inc., Columbus, Ga.; Smith & Son | Sennten. it rdi, fo r Ohio 


university football star and high 
school football coach, purchased 
the controlling interest in the 
Tranter firm, but Tranter will re- 
tain a small interest. Name of the 





|& Foreign Car Center, Savannah, | 
|Ga.; E. T. Hutton Motor Co., Mem-| 
| phis, and Martin Buick, Inc.,| 
| Brewster, N. Y. 





| 
Lakewood 


Peoples Garage, Inc., . 
| Rd, Showhegan, Me., and United| pecn’Y has been changed to Rick 
| Auto Sales, Inc., 2500 Jefferson oe 


| Davis Hwy., Arlington, Va. 


> - z 


" Mayers Succeeds Dean 
Lowell Buick Expands 


Lex Mayers Chevrolet has begun 
operations at 2212 E. Main, Colum- 
O. The firm formerly was 
the Palace theatre next to it on Roger Dean Chevrolet. _ 

East Merrimack street, Lowell, | ~ — 
Mass., and has converted it into| 
| additional showroom space for its | 
new and used cars. 

> > > 


| Cloverleaf S-P Opens 


Cloverleaf Motors, Inc., has 
opened in a temporary location at 
5807 Bluffton rd. Fort Wayne, Ind. 
It is a Studebaker-Packard dealer- 
ship. 








* * 
Buxton Sold to Chauncey 


Consummation of the sale of 
Buxton Motor Co., exclusive Plym- 
outh dealership, has been an- 
nounced by James Chauncey, The 
firm will be known as Jim Chaun- 
cey Motors Inc. Vice-president of 
the firm is M. C. Fleming, of 
Gresham, Ore. 

” * = 


McKelvey’s New Home 


McKelvey Oldsmobile, formerly at 
100 N. Florissant Road, Ferguson, 
Mo., has moved into its new quar- 
ters at 235 South Florissant Road. 
The showroom is air conditioned 
and can accommodate four new car 
displays and the service department 
has 14 ‘stalls with all new equip- 
ment. W. McKelvey is president. 


* * * 


Hillard Adds English Ford 


Jack Hillard, Oakland and San 
Leandro used-car dealer, has added 





New Replacement Tire— 


Sidewall of the new Deluxe Swper 
Champion car tire, produced by Firestone 
Tire & Rubber Co., has been stream- 
lined for the “modern look" in cars. De- 
signers reduced the width of the white- 
wall to two inches. The new replacement 
tire is said to feature race-type construc- 
tion and high adhesion rubbers. A special 
“speedway weld" process makes the tire 
eight times stronger in resistance to tread 
separation, according to Firestone. 
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Correspondent George L. Glaser Writes . . . 


Auto Letter from Europe 


RANKFORT, Germany.—Serious 

studies of rear-engined cars are 
under way by some factories here. 

While it seems to be agreed 
upon that the power plant—per- 
haps a flat four or six—should be 
positioned ahead of the rear axle, 
the problem of placing the 
driver’s seat hasn’t been solved 
completely, 

It seems that tests are being 
made of designs with front doors 
and seat ahead of the centerline of 
the front suspension. 

But, before the Boston friend of 
rear-engined cars interjects with 
an “I told you so,” these cars are 
pretty far away. 

= * - 
Engine Microphone 

HIS world of ours at times is as 

cuckoo as the clock housing 
such a bird. On a diesel bus from 
Germany which operated in Zurich, 
Switzerland, they had to put a 
microphone near the engine to 
transmit the sound via a loud- 
speaker to the driver, so he could 
hear the engine and know when 
to shift. 

= * * 
Auto Show Limit 
iY ORDER to limit the steadily 
growing number of annual auto 
shows in Europe, a proposal has 
been made to hold only one show 
each year. 

This would be arranged by the 
European auto industry with 
Turin alternating with London, 
Frankfort and Paris. All other 
shows would be dealer affairs for 
sales promotional purposes and 
not sponsored by the manufac- 
turers. 

Outside vigorous protests from 
space-selling organizations, there 
seems to be a lot of agreement on 
this idea. 

> 7 * 
Sit Alone, or Not? 
— question came up during a 
discussion of how to seat the 
driver. 

The outcome has been about as 
follows: For cars actually wide 
enough for three in the front seat | 
a bench-type arrangement may be 
all right, especially when the driver 
can limit his “sideslip” by pulling | 
down an armrest on his right side 
when riding alone or with one pas- | 
senger in front. 

However, for most European | 
cars, the bench seating does not | 
offer many advantages since they 








only are for two persons, The 
individual seat can be better con- 
toured and therefore to some de- | 
gree surround the driver, giving 
more comfort and stability. 

Also, by placing the driver a bit 
ahead of the other passenger, the 
driver has a clearer view to the 
right. A firm which has offered 
both versions as a choice without 
Price difference, reports that in- 
dividual pront seats have by far 
outranked the bench type. 


* * * 


U. S. Taxi Market 


HAVE been asked which Euro- 

pean car I could recommend as 
a smaller U. S. taxicab which would 
accommodate two to four passen- 
gers. 

While I am not prejudiced to- 
ward any make of car, I am in- 
clined to think that General Mo- 
tors’ Opel Kapitan six-cylinder 
would be able to make the grade. 

However, a few items would have 
to be altered before this job could 
be used as a taxi, among them the 

wiper drive—now by a flexible shaft 
driven by the engine’s camshaft— 
perhaps a heavy duty clutch, brake 
improvements and a few minor 
other things. Basically, the car is 
sound and easy to handle. 

* * * 


VW Fires Service Head 
ERR MUELLER, service head 
of Volkswagen, formerly with 
Opel, got into a slightly warm dis- 
cussion with his boss Heinz Nord- 
hoff, VW president, who also used 
to be the service chief of Opel, and 


when it all ended, Mueller had lost 
his job. 
+ * + 
Roaming the Continent 
ICH: At the same time the 

“Fasching” —A Mardi Gras — 
took place, the management of 
Bavarian Motor Works was 
changed, and, from all indications, 
not for the worse. 

Berutn:, It has been reported that 
the first application of high- 
pressure, hydrostatic drive was 
made on some taxicabs here before 
1914. 

Co.tocNe: At German Ford, an ap- 
prentice can select one of 15 spe- 
cialized fields—after he has com- 
pleted a year of basic training. 
Ford has about 350 apprentices in 
training. Ford also has developed 
truck-tractors for semitrailers in 
preparation for 1960, the year when 





Local Pooh-Bahs Win 
‘Swept-Wing’ Club Bids 

DETROIT.—Those most sought- 
after dealer prospects — local 
community leaders — are the 
targets of a direct mail program 
of Dodge. 

Through a personal letter from 
Lee F. Desmond, Dodge sales 
vice-president, the “VIPs” are in- 
vited to enroll in the new “Swept- 
wing Club,” a group whose ranks 
number only those civic leaders, 
businessmen and professional men 
who take a demonstration ride in 
the new Dodge. Cost of the mail- 
ing will be absorbed by the fac- 
tory. Dealers will pay for pin and 
membership cards. 

The “VIPs” will be asked to fill 
out a form rating car and fea- 
tures. Dealers will retain the 
cards, which will be used as pros- 
pect references, and as endorse- 
ments to show other buyers. 





commercial vehicles will be limited 
to 41 feet. 

Ho.ianp: In 1956, nearly 50 per- 
cent of all cars came from Ger- 
many, 18 percent from England, 17 
percent from France, 10 percent 
from the U. S. and six percent from 
Italy. 

GeRMaANY: When commutator 
brushes are too worn, the commu- 
tator will be damaged. I saw a 
small electromotor which cuts it- 
self out of operation when the 
brushes become too short. Would be 
a good idea for generator and 
starter brushes, too. In the case of 
the generator, perhaps the warning 
could be by a light signal. 

The German Auto Union Corp. 
has had a shakeup and released 
a part of its crew. The new two- 
cylinder DKW car has been 
tested and is being prepared for 
production. It will sell for $750. 
All DKW cars are front-wheel- 
driven. 

Opel has reduced its work week 
to 40 hours from 44 due to cancel- 
lation of orders, blamed on the fuel 
shortage. 

= = os 


Riding on What? 


y asking various European 
makers what spring system will 
finally succeed in passenger cars, 
I find that the straight air spring 
seems to arouse the greatest inter- 
est after every other possible means 
has been exploited. 

Torsion-bar springing has been in 
use a long time on certain European 
cars. However, air springs won't 
make up for poor weight distribu- 
tion or lack of advanced rear wheel 


suspension. 
7 am 7 


Pedal-Free Driving 
LUTCH-PEDAL-FREE driving 


has come to DKW by way of the | 


Saxomat, a mechanical device 


operating on the principle of cen- | 


|trifugal power. It is assisted by 
\electricity in actual operation and 
‘is optional at extra cost. 





MR. AUTO DEALER . 


Sell 
More 
CARS... 








This 23 unit installation sells for 


Van Ness Buick, Inc., Green Cove Springs, Fla. 


by “DRESSING UP” for Spring! 


Attract every possible “buyer” this spring with a 


Station Truck Unveiled 


A 





Hydrostatic Control Housing— 


The control housing for the hydrostatic drive on the Gueldner station truck is shown 
above. Oil in the drive line acts as a solid connection, without any slippage. 


Powered by Diesel— 


The German Gueldner, a station truck, is powered by a diesel engine with hydro- 
static drive. One handle controls forward and reverse movements as well as braking 
with the hydrostatic drive. The other handle steers the vehicle. 


Fruehauf Ups Mercier 


Fernand Mercier, formerly Mon-|ager. He was succeeded by Fer- 
treal branch manager for Fruehauf | nand Bolduc, with Jean Lessard be- 
| Trailer Co. of Canada, Ltd., has|ing appointed sales manager for 
been named Quebec regional man-|the Montreal branch. 























Night & Day Pix Courtesy of 














night or day--- 


AMERICAN MARKEE CORPORATION, a division of SeaView Industries, Inc 


Packer Pontiac—Detroit, Flint & Miami 


American Markee 


gives BEST display 















Saki A ime ee alate 


sparkling American Markee “‘sales area.’’ This 
rugged all-aluminum carport works 24 hours a day, 
rain or shine, to secure Deals for your Dealership. 
Used individually (10’ x 20’) or in multiples... . 
Your sales will multiply immediately! YOUR OWN 
MECHANICS CAN INSTALL from our simplified 


instructions. Shipped complete with four steel supports. 
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Calls ‘Another 1929’ Impossible . . . 


Deyle Damns Doom-Shouters 


ATLANTA, — While the current 
U.S. boom may not have “zoom on 
top of it,” good times are in store 
for another decade, J. C. (Larry) 
Doyle, general sales and marketing 
manager of Edsel, said last week. 

He addressed the Georgia State 
Chamber of Commerce here, fill- 
ing in for Benson Ford, who was 
recuperating in Florida from a 
mild heart attack. 

Doyle took issue with the “doom- 
shouters” who say another depres- 
sion is inevitable. The “simple 
truth” is, said Doyle, that the U. S. 
economic system is a “healthy, 
strong mechanism that is thunder- 
ing along with great power and mo- 
mentum.” 

Doyle, admitting there are imper- 
fections, said these areas of weak- 
ness will shift and that the U. S. 
will have sick industries on occa- 
sion, But, he said, maladjustments 
such as overstretched credit and 
excessive inventories mean only 


Chain Dealership 
Booms Dodge 
In Columbus, O. 


COLUMBUS, O. — Entry of a 
chain outlet into dealership ranks 
here has pushed Dodge into the 
sales limelight. 

Sweetening the outlook for Dodge 
is Spitzer Motors, one of 10 dealer- 
ships in a chain started after World 
War II by John Spitzer, Elyria, and 
his three brothers. Spitzer moved 
onto the local scene in July, 1955. 

Spitzer sales efforts occasionally 
result in the firm’s accounting for 
half of all Dodge monthly sales in 
Columbus. Last November, for ex- 
ample, with Spitzer selling 56 per- 
cent of all Dodges in Columbus, 
Dodge was in fourth spot. 

Top month for Spitzer so far was 
last October, when the dealership 





sold 113 Dodges. Prior to last spring, | 
the monthly average had hovered | 


around 30 units. 

Spitzer's sales philosophy is 
summed up by John Hebebrand, 
general manager: “We like to train 
our own salesmen. So we try to get 
salesmen without automotive ex- 
perience. We find we do better by 
training them in our methods rather 
than take people who are in a rut.” 


{FIRST AGAIN. 


(Mebssleti 






ithe Atomic Energy Commission. 





|S. Calif. DeSoto Dealers 








AUTOMOTIVE NEWS, APRIL 15, 


that “we will continue to have to| Ford Motor Co. would scarcely have 


cope with problems.” 


“An ever richer and more brilliant | new Edsel, 


laid $250 million on the line for the 
nor would it have re- 


tomorrow for the American econ-| ceived 2,800 applications for Edsel 
omy seems just about as inevitable| franchises “at a time when some 


” 


as anything reasonably can 
Doyle said, 


people (say) there isn’t any money 
to be made in the automobile busi- 


If this were not so, Doyle said,| nog.” 


ACF President 

Cites Benefit 

Of Diversifying 
ALBUQUERQUE, N. M.—Intelli- 

gent diversification can mean more 


Although the Edsel case is a 
special one, he said, it is “pretty 
important” to Ford that the prog- 
ress of the American economy 
continue without any major in- 
terruptions. 

Advancing cost of living and pri- 
vate debt, by themselves, are noth- 


jobs, commodities and services as ing to worry about, Doyle said. The 


well as higher profits and divi- 
dends, according to James F. Clark, 
president, ACF Industries, Inc. 


Clark told the Chamber of Com- 
merce here that the desire for 
growth is the overriding reason for 
diversificetion with need to offset 
a declining market or compensate 
for seasonal demands being addi- 
tional reasons. 


ACF’s nuclear energy products 
division operates a facility here for 


He said increased earnings and 
stronger credit generate funds for 
research and development and “this 
may well be diversification’s most 
important long-term benefit.” 

Clark said it also is bringing 
more scientific management meth- 
ods and delegation of authority 
promises to develop a reservoir of 
executive talent. 


Headed by Atwater 


HOLLYWOOD, Calif—Clem At- 
water, of Atwater & Fish, has been 
selected as the new president of the 
DeSoto Dealers Assn. of Southern | 
California. Other officers are Bob 
McClure, McClure - Nowling, Inc., 
Long Beach, vice-president, and) 
George Karl, Willard Karl Motors, 
Pasadena, secretary-treasurer. 

Bob Clapp, of West -Los Angeles, 
and Karl and McClure were elected 
to the board of directors. The board 
is completed with four “holdover” 
members: Clem Atwater; Joe 


Mashak, Van Nuys; H. R. McNeil, 
East Los Angeles, and Jim Love, 
Santa Paula. 





--now with the 


important question, he said, 


1957 


whether the rate of increase is too 
great. 

In the opinion of Ford econo- 
mists and of many others, he said, 
private debt is well within safe 
limits while at a level required to 
sustain a vigorous growth economy, 
and the rate of increase in the cost 
of living is “not at all inconsistent” 
with rising living standards. 

Doyle noted that Ford Motor is 
near the completion of 10-year 
capital investment program which 
involved $2.7 billion for new plants 
and equipment and plant moderni- 
zation. 

The peak of Ford’s postwar ex- 
pansion is the 1956-57 period, he 
said. 

“We are now looking forward to 
a period during which capital 

spending will be considerably 
lessened and the benefits of those 
efforts will begin to be realized,” 
Doyle said. 

He said that completion of the 


is| Ford program did not necessarily 


Canadian Car Sales Gain 
As Tax Issue Is Settled 


OTTAWA. — Spring came to the 
Canadian new-car business in Can- 
ada with the announcement of the 
new Federal budget, which pro- 


| vided no major tax changes affect- 


ing autos. 

Sales picked up quickly with 
the realization that the automo- 
tive tax issue was settled for at 
least another year. 

Sales had been extremely slow in 
the preceding 60 days, with most 
|dealers inclining to attribute the 
|market’s lethargy to buyers’ hopes 
that the new budget would wipe 

out the 10 percent excise tax on 
autos. 

Many Canadians had felt there 
was an excellent chance that the 
excise would be dropped because 
this is an election year in Canada. 
And so buyers held back. 

In the first few days following 
announcement of the budget, deal- 
ers in Ottawa said they had more 
Prospects in the showrooms than 
they had seen in a month. 

However, used-car dealers were 
not so happy. They said their busi- 
ness slowed down with the settle- 
ment of the tax issue. 


by dealers in Toronto, but they 
are hopeful that spring will push 
up sales. 

Toronto dealers have attempted 
to do away with price-cutting by 
mutual agreement, and shoppers 
are sent to competitors to see that 
everyone is living up to the agree- 
ment of the Toronto Automobile 
Dealers Assn. 

An association spokesman said 
dealers analyzed their operating 
costs and came to the conclusion 
they had been cutting prices too 
deeply. 

Increased prices have been a 
factor in holding back new-car 
sales, some Toronto dealers report. 

At mid-March, year-to-date new- 
car sales in Toronto amounted to 
approximately 11,000 units, com- 
pared with 7,300 units in the same 
period of 1956, when General 
Motors of Canada was on strike. 
GM normally accounts for 47 per- 
cent of new-car sales in the Tor- 
onto area. 

Although the new budget left 
the excise intact, new-car dealers 
were cheered by a statement by: 
Finance Minister Walter E. 


No immediate pickup was noted Harris. 


Mobil-D-licer 


AUTO AIR CONDITIONER 


The industry leader — totally redesigned for all long, low 
’57’s. Push-button operation, two 2-speed fans, three 360° 
adjustable louvers—and the exclusive Mobil-D-Icer — an 
electric-automatic control guaranteeing even coil temperature 
and maximum refrigeration at all times. 


Write for 


illustrated brochure and 


MOBIL-AIRE MFG. CO. 





information 
« Box 122, Denison, Texas 


Harris forecast that during 1957 
there will be more employment in 
Canada, more production, higher 
Wages and a general rise in the 
standard of living. 

Dealers translate this to mean 
more new-car buying. 

While the excise remained on 
autos, it was repealed on motor- 
cycles and all other two or three- 
wheel motor-driven vehicles. 

The sales tax was removed on 
certain equipment for road work 
and fire fighting when bought or 
imported by municipalities. 

The sales tax also was repealed 
on certain gasoline-powered, self- 
propelled trucks for off-highway 
use, and on a portion of the sale 
price or duty price on trailers used 
as homes. 


iain Ticiias 
Expected to Invest 
$104 Million in °57 


OTTAWA.—A Canadian Govern- 
ment source estimates that auto 
dealers will spend a record $1043 
million this year for construction, 
machinery, equipment and repairs. 
This compares with $90.1 million 
last year and $77 million in 1955. 

Economists emphasized that this 
record investment figure is signifi- 
cant indication of what automo- 
tive retailers think of their busi- 
ness prospects for this year. 

Such heavy investments, they 
said, usually are planned only 
when conditions appear favorable. 

Dealers are expected to spend 
$57.5 million for new construction 
and $28 million for new machinery 
and equipment. In the repair field, 
expenditures are estimated at $9.8 
million for construction and $9 mil- 
lion for machinery and equipment. 





indicate any downward trend in 
total business investment in plant 
and equipment. 

In discussing the overall economy 
of the U. S., Doyle said, “Most of 
us will agree that we have had a 
tremendous decade behind us, and 
there’s every sign that another, even 
more tremendous decade lieg 
ahead.” 

He deplored the fact that some 
economists have apparently lost 
their confidence. 

“We apparently have been sur- 
feited with good times,” Doyle 
said. “A simple boom isn’t good 
enough any more. We demand a 
zoom on top of a boom, We insist 
that it is our birthright to go 
through life skimming the whip- 

ping cream off the top of the 
cream off the top of the bottle. 

“Anything less dissatisfies us and 
scares us,” he said. 

“Some of us have been waiting so 
long for trouble that we can’t stand 
the tension any longer and we sort 
of beg for a bust just to get it over 
with,” said Doyle. 

“Well,” he continued, “I don’t 
know if there’s any reason to be 
ashamed of our prosperity.” 

Doyle said that among the most 
highly respected economists, there 
is broad agreement that another 
1929 “simply is not in the cards.” 

“We have virtually legislated 
that kind of thing out of exist- 
ence,” Doyle said, “The peculiar 
conditions that made possible a 
1929 do not exist in the year 1957. 
It’s hard to imagine how those 
conditions could ever be dupli- 
cated in the future... 

“If we in industry accept realis- 
tically the fact that the road cannot 
be all uphill with no dips or bumps, 
if we are confident in our ability 
to absorb the occasional jolts along 
with the smooth places, we have 
precious little to worry about.” 





THE FIRST 


“NEW LOOK”’ 


PENNANTS 
in over 2,000 years 


Send for our free literature illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof, Make your 
place stand out like a sore thumb. You 
get attention with Myrio products. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohic 


MEMO To 


FORD AND CHEVROLET DEALERS 
We are interested in making suitable 
connections for local deliveries on a 


TRADE 


basis throughout the am © to supply 
new cars for our leased (Since 
these cars will be used locally sen serv- 
ice shop can benefit also.) 


Contact Ben Geller 
EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, Illinois 
Phone: MUseum 4-6969 











THE FINEST 
QUALITY INDIVIDUALIZED 


DEALER NAME PLATES 


are made by 
Worgren-STEMAC. inc. 
(FORMERLY STEMAC., INC.) 


1281 So. Cherokee, Denver 23, Colo. 
Ask for typical sample, complete details 
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In the Letterbox 





(Continued from Page 10) 


was his wife at the time of the 
transaction. Smith traded in the 
1956 Cadillac secured from Atlanta 
and we allowed $3,300 as a tradein 
allowance. 

On this transaction, we took a 
check in the amount of $2,000, took 
a financial statement and financed 
through GMAC who approved the 
balance because the credit investi- 
gation disclosed that Mina C, Smith 
had excellent credit and Smith was 
charging against her account, Since 
she signed the mortgage papers, 
GMAC quickly approved the trans- 
action. 

We have now had the check re- 
turned from the bank marked “In- 
sufficient Funds.” Smith has aban- 
doned his wife, cashed checks and 
depleted her bank account and pro- 
ceeded to leave Kansas City. 

This man is now wanted by the 
FBI. May we ask that anyone with 
any information cencerning Albert 
H. Smith contact the nearest FBI 
office, State Police post, Sheriff or 
Police Department. This 1957 Cadil- 
lac convertible is fire-engine red 
with a black top and should be 
very conspicuous. — S. M. JoHNSON, 
general manager, Greenlease Motor 
Car Co., Kansas City. 


* > * 
Way to ‘Bar’ Accidents 


Much has been said and millions 
of words printed on the subject of 
traffic safety and the appalling 
death toll on the American high- 
ways today. 

With the ever-increasing volume 
of traffic, the problem becomes in- 
tensified in spite of the fact that 
our law inforcement agencies are 
using every corrective measure at 
hand to hold down the accident 
ratio. 

Education through driver train- 
ing programs in our schools, cor- 
rective measures administered 
througk our courts, engineering 
—both in automobile design and 
our national roadbuilding pr o- 
gram — will, in the foreseeable 
future, curtail a percentage of 
accidents and fatalities, 

Time is the paramount factor in) 
the fight to combat what has now 
become our American Tragedy of 
Motordom. 

In searching for a cure to some 
of our existing traffic conditions, we 
have overlooked the motorist as an 
individual and greatest physiologi- 
cal factors at the disposal of law 
enforcement agencies to exploit. 
That is the personal pride that 
every driver takes in his ability to| 
drive and the esteem in which he 
wishes to be held by all other mo-| 
torists. } 

To bring about a more personal | 
responsibility on the part of the! 
individual and in view of the fact 
that most states have driver- 
responsibility and driver-license 
laws, 

1. Why not make it mandatory, 
that for every chargeable acci- 
dent involving property damage 
or personal injury over a specific 
figure, to cite such offense on the 
back of offending driver’s license 
and at the same time make pub- 
lic record of such charge by 
means of attaching a black metal 
clip bar to the license plate of 
such offender. 

2. Each year when a motorist 
recieves his new plates, a driver's 
license must be presented and in 
so doing, if chargeable accidents 
are listed, the local license bureau 
automatically clips such marker to 
Plate before issuing same. (These 
markers would be well known to 
the general public). 

8. Upon receiving three such 
bars, a motorist automatically 
would lose his right to drive for a 
Specific period. 

- 4, Invoke a stiff penalty for the 
attempted removal of such a 
marker by the motorist. (Even if 


such marker were removed, a hole 
Se ee Sey eS ee 


Calendar 


(Continued from Page 10) 
General 


June 16-2I—Annual Meeting, American 
Society for Testing Materials, Chalfonte- 
Haddon Hall, Atlantic City. 

June 20-23—Independent Garage Owners 
of America, National Convention, 
Toledo. 


in the license plate would be a tell- 
tale fact of what had transpired.) 

5. Include a regular driver’s li- 
cense inspection along with safety 
car checks at irregular intervals. 

6. A two-year accident-free rec- 
ord must be established before 
the removal of offending black 
bar from license plate. This would 
mean those charged with acci- 
dents could strive to redeem their 
safety record by diligent effort. 

7. Such a traffic law would raise 
a hue and cry from part of the mo- 
toring public but the commenda- 
tion of the motoring public as a 


whole, for those in position to do| 


something about our deplorable 
traffic record, would far outweigh 
those few who cry of personal 
rights. It is you and I, the motor- 
ing public who have a compaint to 
register regarding our personal 
safety when we venture onto the 
American highways today. 

This is only a little black bar, 





but I believe it would carry a ter- 
rific impact for thoughtless and 
careless drivers to ponder about 
every time it was seen on a license 
plate. — Pau. G. Davis, treasurer, 
Gary White Sales & Service, Gary, 


Ind. 
. s,s 


Hurdles for Dealers 


This article by (F. G.) Runyon 
in the Pasadena Independent just 
came to my notice and surely points 
to the hurdles that the automobile 
dealer must get over before he will 
again be accepted on the same ba- 


| Sis as other businessmen, like the 
department-store owner or the jew- 


eler or in fact almost any of the 
so-called legitimate businesses. 

It is surely too bad that the! 
manufacturer allowed and in fact 
in many cases encouraged these | 
“let the buyer beware” methods of | 


| merchandising. 


It certainly is unfortunate that so | 
many real fine, upstanding good | 
businessmen and pillars of their | 
communities have to be classed in | 
with these GYP Jesse James’s and 
more unfortunate that so many | 
real grand fellows have felt the) 
necessity of meeting this competi- 
tion by doing business the same | 
way, feeling, I suppose, that they | 





ceiasneaate 


FINANCED 


BY 





“Look, no hocus pocus, no hid- 
den clauses, no fine print, no 
nothin’—just sign this blank piece 
of paper and we'll fill in the 
terms, eh?” 





must meet fire with fire—GLENN 
ATCHESON, 1317 Corto Lane, El 
Cajon, Calif. 
* aa . 
Enrror’s Note: The article offers 
regrets for car buyers, under “a 


delusion that they are Dutch 
traders,” who seek to match wits 
with unscrupulous dealers. It also 
points out that “as far as the 
automotive business is concerned, 
they have all but dealt them- 
selves into disaster.” 
It concludes: “It’s high time 
the high-dealing American real- 
| ized he is a Barnum rube and 
| not a Dutch wizard; that for 
| every slick trick in his bag there 
| is a fellow Yank around the cor- 
| ner with two in his own sack; 
| that a fair deal is the good deal, 
| and that the woods are still 
stocked with both new and used- 
car dealers of sterling principle 
and unimpeachable reputation. 
| “So do business with the men 
who do credit to your community 
and leave the wise guys to the 
wise guys.” 
Lace Joins Bay Mfg. 
Richard W. Lace has been named 
sales manager for Bay Mfg. divi- 
|sion of Life Time Products Corp., 
Youngstown, O. The division manu- 
factures the Bay-Lift, portable, 
pneumatic auto lift, and other au- 
|tomotive service equipment, Lace 
formerly was New York zone man- 
ager for American Motors. 








BIG OR SMALL... BENDIX DRIVES START THEM ALL 


Throughout the world of transportation it’s an accepted fact 
that you start with Bendix! And it’s not surprising. Bendix* 
Starter Drives have been synonymous with dependability for 
fifty years in the automotive field. They’ve proved themselves 
just as reliable on submarines, aircraft, earth movers, outboard 
motors, helicopters. In fact, every type of internal-combustion 


Bendix-Elmira, n.y. 


ECLIPSE MACHINE DIVISION 


engine ever built has used a Bendix Starter Drive. Hospitals 
use Bendix Drives to activate their stand-by equipment. Air 
raid sirens across the country are started with Bendix Drives. 
It’s logical to believe that such universal acceptance indicates 
a standard of quality which no other manufacturer has been 


able to match. Need we say more? 


ol 





*WEG. U. S. PAT. OFF. 
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Frazer 4-dr., $105. 48 Studebaker %-ton| porn 57 Fairlan (8) 500 2-d " $2 180* One-fifty (6) 4-dr., $1,200° (ps). °55 Bel $430. °52 Commander 4-dr., $300*. MISCELLANEOUS—’57 Ja r conv., §2 Crow: 
pickup, $120 , s th) Ans’ Yrrttor | Air (8) Sport coupe, $1,460° (ps), $1,-| MISCELLANEOUS—’55 English Ford Pre- LA! gua +» $2,- 
, 56 Fairlane (8) conv., $1,645*; Custom e a *. Vv . * , 650°. '56 Volkswagen Metro wagon, $1,. 210; 
(8) 2-dr., $1,445, $1,055, $1,025; 4-dr 300*, $1,245; 4-dr., $1,340°; conv., $1, fect 4-dr., $690. °51 Ford tow truck, 800; 2-dr., $1,510, $1,475, $1,400 4dr. 
DANVILLE, VA. ; $1,305, °55 Fairlane (8) Victoria, $1,395°, Sr alees aketn th) Ste., Goes; — 7 : ; : toria, 
(Danville Auto Auction, Sale every Wed-| $1'302) Jak: Stn ei wagon $1.| ten (8) 4-dr., $900; One-fifty (6) 2-dr., OMAHA WAREHOUSE POINT, CONN, |": 
nesday. Prices are for sale of Apr. 3.) 5 the Cree 78) % gon, $1.-| $805, $800, $695. ’54 Two-ten 2-dr., $700, c 
055. °54 Crest (8) Victoria, $765; Cus- 53 Bel Air 4-dr Aucti Sal (Southern Auto Sales, Inc, Auction. Sals $285, 
ood sale today with ¥ y $665; 4-dr., $650. °5S r * (Richard Abel Auto Auction, le every . 85 
(We had a very as ores; © = “a wi Soe: a sees: $795*, $550*; Sport coupe, $750*; 2-dr.,| Thursday, Prices are for sale of Apr, 4.) —, Wednesday. Prices are for sale of om 
offerings good and buying very —. ain (8) r r : ‘+ : . ‘| Apr, 3.) 9. 
This indicates a good retail market "53 Crest (8) Victoria, $795*; Custom (8)| $625%. _$570; Two-ten station wagon, > ae a . 7 ISE 
° uu 2-dr., $565. °52 ICK—’55 Special 4-dr., $1,305*. '54 S (Sellers with good, clean, ready-to-sell KA 
this area. Sold 124 cars out of 171 a 2-dr., $625, $610, $610°, $525, $405°*, Sn ekeme St 9000. 51 SL Deluxe aa 2 = $1,100° 53 Super 4-dr $540. cars got plenty of action at our sale this LINCO 
ings.) 380; '4-dr., $605; ‘Main (8) 2-dr., $420; ae , ° ao" aann , oe ; dk the market st ' 
BUICK—'S6 Special 2-dr., $1,715°. "55 Cen-| 4-dr., $408. °52-Crest (8) Victoria, $655*;| cainvdaten 55 Windsor 4-dr., $1,450*,| CADILIAG* 2 (62) coupe de Ville, $1,-| Weather clear and cold, We sold 174 ont § yonci 
tury 2-dr., $1,430°. '53 Special 2-dr.,) Custom (8) 2-dr., $430°, $385, $380, $330; $1,300° (ps) eg : “| "290° (ps). a” | of 244.) 055°: 
$655. °52 Special 2-dr., $305. °50 Super 4-dr., $415. '51 Custom (8) 2-dr., $385, DeSOTO—'56 Fireflite Sportsman, $2,100°| CHEVROLET—’57 Two-ten (8) 4-dr., $2,-| BUICK—’55 Super Riviera, $1,610* (ps), 53 
-dr., $245, $205*; Special 2-dr., $220. $315*, $305; 4-dr. $300*, $280; Deluxe ' * > > ° * ° 
OADILLAC 56 (62) 4-dr., $3,405* (ps) (8) 2-dr. §$265* ‘50 Custom (8) conv. (ps). °55 Fireflite ae 160°. °56 Two-ten (8) ee omer 4 $1,570 (ps), $1,255 er! “ Super 4-dr. 
Sane ; = : ss :" (ps). "53 Powermaster 4-dr., > dr., $1,325; Two-ten (6) -dr., ’ » conv., $1,070*%; Special 4-dr., 1,040°, "51 : 
"SS (62) 2-dr., $2,755° (ps). ’53 (62) 4-| $330; 4-dr., $230, $155; 2-dr., $165, $145,| noDGe 56 Coronet (8) 4-dr., $1,500°. $1,130. °55 Bel Air (8) 4-dr., $1,335*| $985, $835. °53 Super Riviera, $850°: 2-dr. 
dr., $1,205* (ps). *52 (62) 2-dr., $935* ao $100. hn — = 2-dr., $145, ’55 Coronet (8) coupe, $1,365; "Royal (8) (ps); Two-ten (8) 4-dr., $1,150*; 2-dr., Special Riviera, $525. °52 Super 4-dr,, NASH 
(ps); 4-dr., $995. °51 4-dr., $845. $ ¢ 40 ee eree $280. conv., $1,230* (ps); ‘Cuburban, $1,275*. $1,130*; Two-ten (6) 4-dr., $1,105; Bel $345*; RM 4-dr., $290*. ’51-Special 4-dr., Ram 
CHEVROLET—’55 Bel Air (8) 2-dr., $1,-| MERCURY—’57 Montclair 4-dr., $2,610°,| +54 Goronet (6) 2-dr., $485*; Meadow-| Air (6)'2-dr., $720. $290, $205*. '50 Special 2-dr., $190*. $275 
405°; Two-ten (8) 2-dr.. $1,165, $1,070,| $2,105". '55 Monterey 4dr. $,385° (Ps); | brook 4-dr., $385°, 53 Meadowbrook 4-| FORD—'56 Custom (8) 4-dr., $1,350°; 2-| $125*. '49 Super 4-dr., $105. oLDs) 
$00. ‘54 Bei Air -dr., $836, '59 Bel Air $085, $680. ‘51 4-dr.. $995, "49 ‘4-ar., Foub 57 Thunderbird, $3,225° (pe):| Sri. "Yr aeee ney; Contom (8) 2-dr.,| CADILAC—'56 (62) coupe de Ville, $3,- (98) 
ar r 2-dr., - 4 , ** . “ —'’ underbird, $3, ; -dr., $1, ps) ; -dr.,| 700* (ps); sedan de Ville, $3,600* (ps), 35 
2=., a b seen oe. ooas, SENS oan ns cine meee, Fairlane (8) 500 Victoria, teen Ss ’54 Custom (8) 2-dr., $800. 47) +55 (60) ‘4-dr., $2,600 (ps), °54 (62) 4 
-dr., $505, es juxe r,| OLDSMOB 55 (88) oliday, jes $1,800*. °56 Country sedan, ’ ps), 2-dr., 00. cou de Ville, $2,575* (ps); conv. S : 
$330*, $255; 4-dr., $275; club coupe, $305.| 4-dr., $1,535°. °54 (88) 2-dr., $965. 53| $11825* (ps), $1,735* (ps); Fairlane (8)| MERCURY —’55 Monterey Hardtop, $1,- 450° (ps): aan. $2,450* (ps), +3 one PACK, 
ee aoe ovo | (88) '4-dr., $755°; (98) 4-dr., $843, $665°.| conv., $1,675*; Victoria, $1,625* (ps);| 465*; 4-dr., $1,430*. '53 Monterey ‘4-dr., (ps), $2,200* (ps), $2,130° (ps), $1.825° oo 
+ O Bi k "50 (88) 4-dr., $180, "49 (88). 2-dr., $195°. 4-dr., $1,450°. gi cnr siaee, Yasese: $725*. - 4-ar., i “ae ‘a (ps). °49 (61) 2-dr., $150°, $115*. ea 
D—’ ° $1,450° (ps), 4 . ’ ° ° ;| NASH—’ Ambassador 4-dr., ° . 7’ * "4 
5 in ne oc aan. ar deme #1,706°, conv., $1,425°, $1,285*; 4-dr. §1,100*;| PLYMOUTH — '55 Plaza sedan, $760, ’53| CHEVROMED —. 'o), Troten (8) Sport} Save 
GM Neighbors in Albany re ‘s pom *. station! Country sedan, $1.465°,, 28; Sam Cambridge 4-dr.. $520. srgoe;| Wagon, $1,535; 4-dr., $1,400, $1,380; Bal te 
ha coe p (8) 4-dr., $1,200, $945; 2-dr.. $1,200, $1,-| PONTIAC—’53 Chieftain (8) 4-dr., ; Rewer “. = ae tan” seer 0 
PONTIAO —-’53 4-dr., $635; 2-dr.. $535,| i59 goa, $955, $800; Ranch Wagon,| 2-dr., $435. 50 (6) 2-dr., $155, Air (2) Gatien wees, F108. S Ee $350 
oO F C $515, $455. '50 station wagon, $280. , » wo8s°, Air (8) 4-dr., $1,175*; Two-ten (8) 4- . 
ffer Free Car MISCELLANEOUS—’53 Dodge %-ton pick-| $1:175; Main (6) 4-dr., $995. (54 Crest dr., $1,010, $985, 2 at $965, $960. soa5, | PONT 
ALBANY. — There are five! up, $350. '52 International += pickup, > $815, Si oi erie’ Fg se FLINT 2 at $925 $835; Bel Air (6) Hardtop, ee 
’ . ** , ’ on ** . . . , val ° 
General General Motors dealerships | $206. °51, GMC tn pickup, $206: %4-| Crest (8) Victoria, $690° (ps); Custom] (Flint Auto Auction, Inc. Sale every! $550' $575. Gmecafty 2dr. $395, ‘Se at $910 
in a single block on Central Ave. $180) Fora S-ton nen teas ruck, ®, 4-dr., $530. "51 Custom (8) 2idr., Weeneete y. Prices ae at ote at ae, 3.)| Deluxe 4-dr., $520, $450, $425°, $350. ’51 tain 
here, and their owners have com- 5 : ; : . cars es . SL Deluxe 2-dr., $375°, $330, $285. '50 ; 
HUDSON—’55 Wasp Hollywood, $965*. '53| BUICK—’56 Super 4-dr., $2,200* (ps), $2,- Ae’ cam $130 
bined in a promotional program to CHICAGO Hornet 4-dr., $405°, $250°. ; 125* (ps); Special 4-dr., $2,005*; Riviera, S —- as $215. °49 SL Deluxe sTUD 
aus ° *. * , ° 
publicize the novel situation. (Greater Chicago Auto Auction, Sale| “INCOLN — 56 Premiere coupe, $3,050° MBS Special ‘Riviera’ $1,500" ‘$1,390. 2.| CHRYSLER —'S4 NY 4-dr., $700° (ps); | $24 
The dealers are staging a contest | every Thursday. Prices are for sale of Apr.| 555° (ps). : dr., $1.400°, $1,170*; 4-dr. "$1,190°, $1,-| Windsor 4-dr., $700*. "52 Saratoga 4-dr., 
and will award an automobile to the | *-) MERCURY—'S6 Monterey station wagon.| 110°; Century Riviera, $1,450, $1,445*;| $900, (St Windsor 2dr. $380. ve 
rson who fills out the entry blank | __ ‘Sold 281 cars out of 389 offerings.) $2,060* (ps); Montclair conv., $1,930| Super Riviera, $1,355° (ps), $1,330° (ps),| $260°. “dr, r 
elected by the “Wheel of Stoker Pa DUSOR—'68 Rotate Wagon, $2,100°; Super| (ps), $1,865°; coupe, $1,885°. * Mont- $1,290° (ps); 4-dr., $1,280° (ps) $1,225° oan on Wemeieniee ie. One (Sk 
* \viera, ’ (ps). ” Century Rivi- clair coupe, $1,425°, $1,300°, 1, es (ps). °54 Special Riviera, $1,215*, $1,- SOTO — ~ar., . day. | 
The wheel aiso will determine what} era, $1,500* (ps); Super Riviera, $1,490*| Monterey 4-dr., $1,230°; coupe, $1,110. 130*, $1,050*, $965*; Super Riviera, $1,- 52 Custom Hardtop, $300° (ps). a cM 
ps era, ps - coupe, $1, ; 2-dr.,] 190%, $1,060* (ps); 4-dr., $1, : - ™ , $1, , end 
make of car is given away. (ps). 54 RM Rivi $1,125° (ps), $1, ’54 Custom Sport $1,135*; 2-d ° dr., $1,150°; Cen-| DODGE—’55 Royal Hardtop, $1,365°. '53 
; 100° (ps); Special Riviera, $1,180* (ps),| $810. ’53 Monterey coupe, $710°*. tury Riviera, $1,140*; RM conv., $1,015*| Coronet 4-dr., $485*, $400°; Meadow- ent 
Entrants need give only their! §1,090°. ‘53 RM Riviera, $725* (ps):| NASH—’57 Rambler Cross Country, $1 $1,750.| (ps). °53 Super Riviera, $650*; 2-dr.,| brook 4-dr., ‘$400. ‘51 Coronet coupe, BUIC 
. , , 
name, address and the make and| Special 2-dr., $515*. ‘52 Super 4-dr., ’56 Rambler 4-dr., $1,370*, $1,225. '55| $500°; Special 4-dr., $610*. ‘52 Super $350°. °50 4-dr., $125. '49 4-dr., $115*. per 
model of their present car. Co- odemian- ie 108) —* vine 3 ze eae sous Coun try $1,190. "53 Riviera, $465°. °51 gine a =," (Continued on Page 67, Col. 1) Spe 
: ' an de , $3,- an 4-dr., 4 ; -| $175*; Special 4-dr., % .../ $1.1 
operating dealerships are Wendell} 950° (ps), $3,550° (ps); coupe, $3,515*| dor 4-dr., $320°. $125°. tur) 
Cadillac, Yager Pontiac, Capitol; (ps). ‘55 (62) coupe de Ville, $2,900°| OLDSMOBILE—'56 (98) Holiday, $2,450°| CADILLAC—'50 (75) 2-dr., $150. era. 
Buick. comin Chevrolet and| (PS); 4-dr., $2,700° (ps), $2,415° (ps); (ps), $2,350° (ps), $2,250° (ps), $2,050° | CHEVROLET—’'56 Bel Air (8) club coupe, 51 
conv., $2,695° (ps); coupe, $2,600° (ps);| (ps), $2,000° (ps); (88) conv., $2,250°| $1,675*, $1,470*; 4-dr., $1,600°; 2-dr., e $36. 
Ross Oldsmobile. (60) 4-dr., $2,875° (ps), $2,825° (ps),| (ps); Super Holiday, $2,100* (ps). °55| $1.460*; Two-ten (8) club coupe, $1,470°; CADI 
aq] 4dr, $1,400*; 2-dr., $1,330°, 55 Bel Air 53 
(8) club coupe, $1, "235° ; 4-dr., $1,150*, eae dr., 
$1,115, $975; Two-ten (8) station wagon, 110 
$1,185*; Delray coupe, $1,060°; 2-dr., CHE’ 
$915*. "54 One-fifty station = $815°. 300 
$535; 2-dr., $615; Two-ten 4-dr., $665°. . $96 
Th test mi er to hit the automotive field! / | so" iesi,'sts Sout tat “te ht TO mplain wees we a 
ps); club coupe, (8) 
e greatest mirror ev . iar. gbss* “pep, “go20*, "$500. 52 sL/cOMmplaints about poor = 
Deluxe club coupe, $170°. "51 FL Deluxe ten 
2-dr., $300; SL Deluxe 2-dr., $110°, ’50| 9@S mileage and fuel sys) 
SL Deluxe 2-dr., $280°. dr. 
* CHRYSLER—’55 Windsor 4-dr., $1,065, tem problems +e make 4-d 
DeSOTO—'55 Firedome 4-dr., $1,160* (ps). CHR’ 
DODGE—'51 Coronet 4-dr., $300°. your customers happy “\ 
FORD—’'56 Country Squire. $1, 975°; Park- ith 2% 
lane station wagon, $1,770*° (ps); Fair- w Im 
lane (8) 2-dr., $1,495*; 4-dr., $1,425°; FOR 


club coupe, $1,475* (ps); Victoria, $1,- : (8 
400; Custom (8) 2-dr., $1,650°. 55 Coun- : lar 
try sedan, $1,300°; Fairlane (8) conv., ILEAGE NDER Vi 
$1,375; Victoria, $1,165°; Custom (6) 2- $1 


dr., $865°. '54 Main (8) 2-dr., $505, $480. 





















51 Cust 8) 2-dr., $250, $100°; Vic-| ,.. s 
= : a : toria, $135. “ > Om, © , Mileage Minder regulates and filters or 
POINT Alt NG rm a 4 Bere? > +3 Se eet 4-dr., $165; Commo- oo without restricting effective | Cu 
: 5 ore 4-dr., P. MEF 
eS MERCURY_-’56 Montclair 4-dr., $1,600°.| ‘uel pressures. No other product is Cu 
7 1) N C | 0 | it nid | U | | $ 55 Montclair club coupe, $1,415°. similar or duplicates Mileage Minder’s i 
a : ee SS Eee, eae ee +2. & functions. Now install Mileage Minder NAS 
“ ‘ a, ,*,-*, --y™ ch Id. Let Mil oun 
Holiday, $1,565° (ps); (88) Super 2-dr.,|O% €ach mew car so cage ( 
eg yg eg | ny ap ap hy i 
*, $1,290°. ’ oliday, °. its proven ability to stop dr 
"51 (88) Super 4-dr., $475*; (98) Holi- y= PLY 
day, $275°. 49 (98) 2-dr.. $105*. rough idling, dying and vapor | r 
PACKARD—'55 Clipper 4-dr., $1,265*. and save up to six miles per gallon PO’ 
PLYMOUTH—'57 Savoy (8) 2-dr., $1,995*.| of gas. 56 
on ean be Lean —,: "54 “Soon (r 
-dr., ; vedere club coupe, , 4- 
'53 ‘Cambridge Suburban, $590;' Cran-| Hevertsed lt LIER, Motor LIFE * 
brook Suburban, $490°; 4-dr., $115. other consumer magazines STL 
PONTIAC—’57 Safari station wagon, §2,- "5 
945° (ps). '56 Chieftain (8) Catalina, wi 
$1,400*. ’55 Star Chief (8) Catalina, $1,- Retell 
332°; Chieftain (8) Catalina, $1,270*, ’54 
Chieftain (8) 2-dr., $665°, $625 Price i 
MISCELLANEOUS—'55 Ford %-ton pick- $Z95 : 
up, $800, '50 Chevrolet %-ton dump, $350. ( 
Pric 
PEABODY, MASS. BU 
(Peabody Auto Auction, Inc. Sale every ; 
Thursday. Prices are for sale of Apr. 4.) $ 
(Prices off a little due to weather con- F 
ditions. Sold 96 out of 152 offerings.) 8 
BUICK —’'56 Super Riviera, $1,975*, °55 ; 
Special Riviera, $1,510*. ’54 Super Rivi- CA 
SS Ss tei een eee ee oe Brilliontty 
’ a era, “a 
cial 4-dr., $435°; Super 4-dr., $290°. '50 chrome plated : 
Special ter. $178; Super 4-dr., $160, '49 , 
per 4-dr., ; 
CADILLAC—"54 (62) club coupe, $2,500° FREE: J For Your "7 
=- no coupe, $1,700*, ‘51 (62) © Service Department § 
. -ar 
ming CHEVROLET—'57 Two-ten (8) 2-dr., $1,- : ; 
rigor Bigg 980. "55 Two-ten (8) 4-dr., $1,010; One| Gives Manufacturers: recor ; 
$500; Two-ten 4-di en SS. oa for ait arburetor work. | 
: r., 7 . 
2-dr., $350; 4-dr., $575*. °51 4-dr., $365; 
24x. $225; ‘50 inde, $2a5*, 2dr ga20" FREE WALL CHART COUPON 
: FORD—'56 Custom (8) 4-dr., $1,310; 2- * 
Mirror available on attractive S- 48 dr., $1,250. 55 Country sedan, $1,325; pogo ae i : 
DISPLAY STAND at no extra cost Custom 2. 2-4r., es. 4 Rane Raneh | j be ‘ancisco | x 
F Fn agon, ) conv., | Please send Free Fuel-Pressure Wall-Chart | | 
or descriptive literature and further ; : Crest (8) Victoria, $650°; conv., $970; and full information to: De 
details, see your jobber or write to MIRROR HEAD tilts right or TURRET swings TURRET tips Custo m (8) 2-dr., $600, 51 conv., -1] | 
’ left, forward or war completely aroun u Custom $200. tion 
toh, forward er Bechward oa ’ ooo ones $210. (6) 2-dr., "40 te SOD kccscctens eeseeewehacdessenesaee re 
HUDSON —'s3, Jet 4-dr., $300, 52 Wasp 4-|| 2 | 
-, $200. A eneeece coevoneccece eccccccccce 
SUPERSITE CORPORATION, DERBY, CONN. LINGOLN 49 4dr. $100... boom | 
ae ‘a —'56 Mon’ $2,050° 
ik’ Product : 5 cid OO ae a 
A “Bill Berk” Produ (ps), "54 Monterey Hardtop, $1.205°. '53 ; City i | 
Monterey wagon, $775° (ps); NOTE: Shall we also send you six Mileage i 
b $750" *51 Custom 4-dr., $285,|| Minders? Full trade discounts. Money | 
$280, $100. ’50 Custom 2-dr., $175. back trie! basis. Indicate models, H 
OLDSMOBILE—'S5 (88) 4-dr.,'$1,575*, "54||__ AN-487._ | 
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Fairlane (8) 500+ Victoria, $2,-| 
125* (ps); Custom (8) 300 4-dr., $1,860. | 
56 Fairlane (8) Victoria, $1,860* (ps); 
Country sedan, $1,700*; Ranch Wagon, 
$1,500; Custom (6) 2-dr., $1,210, $1,140. 
55 Country sedan, $1,355*; Fairlane (8) 
Crown Victoria, $1,280* (ps); 4-dr., $1,- 
210; Ranch Wagon, $1,250; Custom (8) 
4-dr., $1,070, $990. °54 Crest (8) Vic- 
toria, $1,000; Main (8) 2-dr., $875, 2 at 
$660. °53 Crest (8) Victoria, $800*, $700*. 
"52 Main (6) 2-dr., $460, $340, $330, 
$285, $245, $215. '51 Deluxe (6) 2-dr., 
$185. "50 Custom (8) 4-dr., $115; 2-dr., 
$115. 

KAISER 

LINCOLN 
(ps). 

MERCURY — '54 Monterey Hardtop, $1,- 
055*; conv., $1,000*; Sport coupe, $800*. 
53 Monterey Hardtop, $900*; Custom 
4-dr., $640. '52 Custom Hardtop, $475*. 
'51 2-dr., $350*, $315*, $290, $250. ‘50 
2-dr., $120, $105, °49 2-dr., $100. 

NASH—’54 Statesman Hardtop, $700. °52 
Rambler station wagon, $400; conv., 
$275, $210. 

OLDSMOBILE — '54 
(98) 4-dr., $1,140*. 
$435; (98) 4-dr., $525*. 
$375. 

PACKARD—'53 Clipper 4-dr., 
conv., $240*, $195*. °51 2-dr., $180*. 

PLYMOUTH—'57 Belvedere (8) Hardtop, | 
$2,400*; Savoy (8) 2-dr., $1,900. °55/ 
Savoy (8) 4-dr., $935; Plaza (6) 2-dr., 
$770. °53 Cambridge 4-dr., $420; Cran- 
prook 4-dr., $400. "52 Cranbrook 4-dr., 
$350. °49 4-dr., $105. 

PONTIAC—-'56 Chieftain (8) 4-dr., $1,675*. 
"h4 Chieftain (8) 4-dr., $1,000*, $895°; 
2-dr., $815*. °53 Chieftain (8) Catalina, 
$910*; station wagon, $570*. ‘52 Chief- 
tain (8) 4-dr.. $400*; conv., $230°. '51 
(8) 2-dr., $295*, $215. "50 (8) 2-dr., $155, | 
$130°. 

STUDEBAKER 
$240; conv., 
sedan, $110. 


NEW YORK CITY 


(Skyline Auto Auction, Sale every Tues- | 
day. Prices are for sale of Apr. 2.) 

(Market in N. Y. area good on clean 
and sharp cars. Sales off due to rainy 
weather, Sold 92 out of 122.) 


foRD—'57 


"51 4-dr., $155. 


’53 Cosmopolitan 4-dr., $710* 


| 


(88) conv., $1,450*; | 
’53 (88) 4-dr., $735*, 
’51 (88) Holiday, 


$530°. °52 


"52 Commander 4-dr., 
$235, $200. '50 Champion | 


BUICK—’55 RM 4-dr., $1,560° (ps); Su- 
per 4-dr., $1,310* (ps), $1,300* (ps);/ 
Special 2-dr., $1,350°. "54 Super Riviera, 
$1,120*, $1,110* (ps); 2-dr., $925°*; Cen- 
tury 4-dr., $1,000° (ps). "53 Super Rivi- 
era, $690* (ps). '52 Super conv., $455°. 
‘51 Super Riviera, $280°, $150; 4-dr.,/ 
$365*. ° 

CADILLAC—'55 (62) 2-dr., $2,62¢ (ps). 
"53 (62) 4-dr., $1,180° (ps). "52 es 4- 
dr., $910° (ps), $780° (ps); 2-dr.. $1,- 
110°. "50 (62) 4-dr., $540*. 

CHEVROLET—’'56 Two-ten (6) 4-dr., $1,- 
300, '55 Two-ten (8) 4-dr., $1,100*, $970, 


$960, 2 at $950, 2 at $945, $925, $900; 
2-dr., $965, $960, $930, $910; One-fifty 
(8) 4-dr., $840, $800; 2-dr., $815. "54 Bel 
Air Sport coupe, $925; 4-dr., $825; Two- 
ten 2-dr., $800. '53 Bel Air 2-dr., $510; 
Delivery sedan, $330. '52 SL Deluxe 4- 
dr., $375*. ‘51 SL Deluxe Bel Air, $275*; 
4-dr., $270. ‘50 SL Deluxe 4-dr.. $165°. 

CHRYSLER—’'53 Windsor 2-dr., $550* (ps); 
NY 4-dr.. $435° (ps). '52 Imperial 4-dr., 
$250* (ps). "51 NY 4-dr., $125° (ps); 
Imperial 4-dr., $130*. 

FORD—'56 Custom (6) 2-dr 
(8) 2-dr., $765, $750 (police). '55 Fair- 
lane (8) 4-dr., $1,250° (ps), $1,170*; 
Victoria, $1,350*; Country sedan, $1,160, 
$1,125* (ps); Ranch Wagon, $1,070; Cus- 
tom (8) 4-dr., $975, $960. ‘54 Country 
sedan, $975* (ps); Custom (8) 4-dr., 
$705. "52 Custom (6) 2-dr., $425°. ‘51 
Custom (8) 2-dr., $260. 

MERCURY—'56 Custom 2-dr., 
ee station wagon, $1,000, 

-dr., $910°. 

NASH '53 Rambler station wagon, $1,000. 
OLDSMOBILE—'55 (88) Holiday, $1,480* 
(ps). "53 (98) Holiday, $900° (ps); (88) 
Holiday, $625* (ps). "52 (88) Super 4- 
r., $410°*. 
PLYMOUTH — 
$790. "52 Cranbrook 4-dr., 
PONTIAC — '56 Chieftain 





, $1,040; Main 


"55 
"54 


$1,435°. 
$950. 


"54 Belvedere 4-dr., 
275. 
4-dr., 


$810°, 


(8) $1,- 


590°. '55 Star Chief (8) Catalina, $1,490° 
(ps); conv., $1,230* (ps); Chieftain (8) 
4-dr.. $1,275*. ‘54 Chieftain (8) 2-dr., 
. 
STUDEBAKER—'53 Champion 2-dr., $380*. 
"51 Commander 4-dr., $110*. 
WILLYS—'53 station wagon, $285; sedan, 


$290. 


LITTLETON, COLO. 


(Denver Auto Auction, Sale every Friday. 
Prices are for sale of March 29.) 
BUICK—’ 57 Century Riviera, $2,850*; Spe- 

cial Riviera, $2,525*, '56 Special Riviera, 

$1,875*; 4-dr. $1, 620°. °55 Special coupe, 

$1,545*. °54 Super Riviera, $1,170*. '52 

RM coupe, $455* (ps), $350° (ps). '50 

Super coupe, $210*, $140; Special 4-dr., 

$140*. 
CADILLAC— 57 

(ps); (62) 4-dr., 





Eldorado Seville, $6,450* 

$5,050° (ps). '56 (60) 
4-dr., $4,150* (ps). '55 (62) coupe, $2,- 
495° (ps). °54 (62) 4-dr., $2,175* (ps). 
"51 (62) coupe, $795*. 

CHEVROLET—’'57 Bel Air (8) Sport coupe, 
$2,305*, $2,175*; Two-ten (8) 2-dr., $1,- 
890. 56 Bel Air (8) Sport sedan, $1,865*; 
Two-ten (8) station wagon, $1,740; 4-dr., 
$1,690*; 2-dr., $1,420, $1,330; One-fifty 
(6) 2-dr., $1,200. ’55 Bel Air (8) 4-dr., 
$1,340; Two-ten. (8) 2-dr., $1,020. '54 
Bel Air 4-dr., $920*. '53 station wagon, 
$770; Two-ten 4-dr., $635*, $520*, $425*. 
252 SL Deluxe 4-dr., $360*, '49 SL Deluxe 
2-dr., $150. 

CHRYSLER—’55 NY St. 
Windsor Newport, $1,550*. 
4-dr., $280°. 

‘56 Firedome 4-dr. 
Sportsman, $1,815*. '55 4-dr., 

DODGE—’ 55 Coronet (6) 4- dr., $905, 
club coupe, $335*, 

FORD—'57 ‘Thunderbird, $3,140*; Fairlane 
(8) 500 Victoria, §2,600°; Fairlane (8) 
& a $2,210°; Custom (8) 300 4-dr., $1,- 

56 Fairlane (8) 2-dr., $1,610; Ranch 
Wagon $1,755. '55 Fairlane (8) Victoria, 
2 at $1,530, $1,280*, $1,095*; conv., $1,- 
070, $1,025. '54 Crest (8) Victoria, $995°*. 
‘53 Crest (8) Victoria, $770, $735 (ps), 
$520*, *51 Custom (8) 2-dr., $325, $265°. 

HUDSON—'49 Commodore 4-dr., $145. 


Regis, $2,030*; 
’52 Windsor 


$2,005* ; 
$1,230*. 


"52 


LINCOLN —’'56 Premiere conv., $3,510* 
(ps). °55 Capri 4-dr., $2,005* (ps). 
MERCURY—’56 Custom 4-dr., $1,470*. '55 
Montclair coupe, $1,585*; conv., $1,465*; 
Custom coupe, $1,200*. 
OLDSMOBILE—’56 (98) Holiday, $2,295* 
(ps); (88) Super Holiday, $2,145* (ps), 
$1,970*. °55 (88) 2-dr., $1,530*, $1,480*, 
$1,450*. '54 (98) 4-dr., $1,200* (ps). 
PACKARD—’51 Mayfair sedan, $285*. 
PLYMOUTH — ’57 Belvedere (8) station 
wagon, $2,700*, $2,575*; Hardtop, §$2,- 
475*; Plaza (6) 2-dr., $1,976. ‘56 Fury 
Sport coupé, $1,855* (ps); Suburban, $1,- 


680. °55 Savoy 2-dr., $815. '53 Suburban, 
$720. 

PONTIAC—’57 Star Chief (8) Catalina, 
$2,865* (ps); Chieftain (8) Catalina, $2,- 
538*, $2,410*, '55 Star Chief (8) Cata- 
lina, $1,505*. °54 Chieftain (8) 4-dr., 
$675*. '53 Chieftain (8) conv., $600*. 


WILLYS—’53 Jeep, $700, $580. 
MISCELLANEOUS—’53 Willys % 
up, $620. 


STUDEBAKER—’50 Champion sedan, $120. 
-ton pick- | 


ry + 
SEATTLE 
(South Seattle Auto Auction. Sale every | 

Wednesday. Prices are for sale of Apr. 3.) | 
(Market good on ’55s and older, Sold 
127 cars out of 198 offerings.) | 

BUICK—’'56 Special Riviera, $1,745*. °55) 
Super Sport coupe, $1,650°; Special 4- 
dr., $1,410; 2-dr., $1,125. °54 Special 2- 
dr., $1,02@*. "52 Super Sport coupe, $500; 
RM 4-dr., $480*. '50 RM 4-dr., $220*. 
"49 RM 4-dr., $125°*. 

CADILLAC—’55 (62) coupe, $2,995* (ps). 
"53 (62) 4-dr., $1,350* (ps). 49 (62) 4- 
dr., $375*; sedanet, $285. | 

CHEVROLET—’57 Bel Air (8) Sport coupe, 
$2,480*, $2,450*°. °56 Two-ten (8) station| 
wagon, $1,900, $1,775. ‘55 Bel Air (8) 
Sport coupe, $1,670*; 2-dr., $1,395*; 4- 
dr., $1,320; Two-ten (6) station wagon, 
$1,380; Two-ten (8) 4-dr., $1,195, $1,185, 
$1,170; 2-dr., $1,170, $1,075. °53 One- 
fifty 4-dr., $520; 2-dr.. 2 at $495. °51)| 
SL Deluxe 4-dr., $405, $230. °50 SL De- 
luxe 2-dr., $27 0, $230, $225. 

CHRYSLER—'57 NY Sport coupe, $3,765° 
(ps). "55 NY 4-dr., $1,800*° (ps); Wind- 
sor Sport coupe, $1,645* $1,565°. 
4-dr., $190. 

DeSOTO—’'57 Firesweep 4-dr., 
"50 4-dr., $265°. 

DODGE—' 54 Coronet 4-dr., 
= 4-dr., $320°, $280°*; 

2-dr., $300°*. 

FORD—'56 Fairlane (8) Victoria, $2,020* 
(ps), $1,880*° (ps), $1,720* (ps); Ranch 
Wagon, $1,735; Custom (6) 4-dr., $1,445. 
"55 Country sedan, $1,525*; Ranch Wag- 


49) 
$2,735* (ps). 


$895*. '51 Cor- 
club coupe, $210; 


on, $1,310, $1,225; Custom (8) 4-dr., $1,- 
155, $1,065, $900; 2-dr., $990. °54 Crest | 
(8) Victoria, $1,035. "53 Country sedan, 
$1,040*; Crest (8) Victoria, $680. °52/ 
Crest (8) Victoria, $670°; 2-dr., $375; 
courier, $345, $335. ‘51 Custom (8) 4-dr., 
$340°*, $330, $290° $275. ‘50 4-dr., $180. 
"49 2-dr., $150, $130. 


HUDSON—'52 Wasp Sport coupe, $250. 


KAISER—’51 Deluxe 2-dr., $210. 
MERCURY—’'55 Monterey station wegon, 
$1,860°; 4-dr.. $1,560° (ps); Montclair | 
Sport coupe, $1,595* (ps). 53 Monterey 
4-dr., $830°. '51 2-dr., $425*, $230°. 
NASH—’50 4-dr., $100 


OLDSMOBILE—'56 (98) Sport coupe, $2,- | 
495° (ps). "55 (88) Sport coupe, $1,815* | 
(ps). "54 (88) Super Sport coupe, $1, 550° | 
(ps); Deluxe 2-dr., $1,070, $995. "53 (98) 
Sport coupe, $905* (ps). "52 (88) Super 
Sport coupe, $730*; 4-dr., $505, °50 2-dr., 
$255*. 

PACKARD—’52 4-dr., $295. '51 4-dr., $335. 

PLYMOUTH—'57 Belvedere (8) Sport 
coupe, $2,600°, $2,595*. ‘55 Savoy (8) 
4-dr., $1,180°, $1,035, $1,030, $965. ‘54 
Belvedere 4-dr., $535. ‘53 Cranbrook 4- 

$380, Lead 






dr., $600°. '52 Cranbrook 2-dr., 
Suburban, $405; conv., $345. 
PONTIAC—'51 Catalina, $450*; 2-dr., 
STUDEBAKER—’'53 Champion 2-dr., 
"51 Commander 4-dr., $220*; 
$200 
MISCELLANEOUS—'56 GMC 
up, $1,225; Volkswagen 2-dr., $1,525, $1,- | 
400. '55 Chevrolet %-ton pickup $985. | 
‘53 International %-ton pickup, $580. °52/ 
Ford Consul, $390. "50 Ford %-ton pick-/| 


$195. | 
$455. 
Sport coupe, | 


%-ton pick- 


up, $450. °47 Ford %-ton panel, $110; 
Chevrolet 1-ton truck, $290. "40 GMC %- 
ton pickup, $205. 
N. LITTLE ROCK, ARK. 

(Arkansas Auto Auction. Sale every 


Tuesday. Prices are for sale of Apr. 2.) 
(Seld 47 cars out of 110 offerings.) 


BUICK—’54 Super Riviera, $1,200*. '53 Su- 
per 4-dr., $630*. "52 Special 4-dr., $262*; | 
conv., $110*. | 

CADILLAC—’'52 (62) 4-dr., $920°, $810*. 


CHEVROLET—'57 Bel Air (8) 4-dr., $2,- 
280*; Cameo carrier, $1,580. '56 Two-ten 
(8) 2-dr., $1,290*. "55 Bel Air (8) 4-dr., 
$1,010. '54 Bel Air 4-dr., $625; Two-ten 
4-dr., $625. ‘52 SL Deluxe 2-dr., $140. 
"51 SL Deluxe 4-dr., $155. ‘49 4-dr., 
$245. 

CHRYSLER—'51 Windsor 4-dr., $200*. 

DeSOTO—'52 Custom 4-dr., $200. 

FORD—’'57 Fairlane (8) 500 4-dr., $2,325; 
Custom (8) 4-dr., $1,800. ‘55 Fairlane 
(8) Victoria, $1,250; Custom (8) 2-dr., 
$1,037. '54 Custom (8) 2-dr., $750; Crest 
(8) Victoria, $1,000. °52 Custom (8) 4- 
dr., $225, $200; 2-dr., $210. 

MERCURY—’53 Custom 2-dr., $367. 
4-dr., $315. ‘51 4-dr., .$172. '48 2-dr., 


$180. 
(88) 4-dr., $600*. 


OLDSMOBILE—’ 53 

(88) 4-dr., $225*. 
PACKARD—'49 Clipper 4-dr., $110. 
PLYMOUTH—'56 Savoy (8) 4-dr., $1,385*. 


51 


52 | 








‘53 Super Riviera, $635*. ’52 Super 4-dr. Custom (6) station wagon, $2,000°, °56 
$505°. : Custom (8) 4-dr., $1,275*, $1,260. s 

} , . e Custom (8) 4-dr., $1,095. 54 Custom 

OG tao: ate ee te. ae ae 4-dr., $680, '53 Custom (8) 2-dr., $625°, 
545* (ps); 4-dr., $3,395* (ps). '55 (62) 600*. $385*, $525, '52 om (8) conv 
coupe, $2,640* (ps). '54 (62) 4-dr., $1,- $ 10°: a-dr.’ $300" on ade $275°. "50 
906 (pe). ’53 (62) coupe de Ville, $1,- oe ‘econ’ . “ , 
45°. bs . 

® HUDSON—’56 Wasp Hollywood, $1,265*. 

CHEVROLET — ’'57 Two-ten (8) a. Del KAISER—’53 Manhattan 4-dr.,’ $235°. 
wagon, $2,395; Sport sedan, $2,185°; Bel MERCURY—’55 Monterey Hardtop, $1,490*. 
oa ~ saa - $2,385". 66 Bel Air ’52 Custom Hardtop, $360*. 

(S) Sport coupe, $2, 3 ancr., oi Gee's NASH—’55 station wagon, $1,200°. 

Bel Air (6) 4-dr., $1,580", $1,395; Two- OLDSMOBILE—’'56 (88) Holiday, $1,890*; 
ten (6) 4-dr., $1,350. 55 Bel Air (8) 4-dr., $1,795*. '55 (88) Holiday, $1,555*. 
Sport coupe, $1,370*; 4-dr., $1,200*; Two- 54 (88) Super Holiday, $1,390*; 53 (98) 
ten (8) station oa be ‘$1, 450*; 4-dr., Holiday, $965* m 

$1,125; 2-dr., $1,085, Bel Air 4-dr., PACKARD—’53 4-dr., $580*. 

o Qne-fitey a oa eases PLYMOUTH—'56 Savoy (8) 4-dr., $1,315. 
-ar., 90. * eluxe <-dr., ; ’55 Savoy (6) 4-dr., $795. '53 Cambridge 
4-dr., $345*. ’51 SL Deluxe 4-dr., $315, 2-dr., $380. '52 Cranbrook 4-dr., $290, ’51 
$290*. '50 2-dr., $240, $205. Cranbrook 4-dr., $165, '49 2-dr., $150, 

CHRYSLER—’55 NY 4-dr., $1,645* (ps). $110. 

'54 NY 4-dr., $1,100* (ps). 53 NY 2-dr., PONTIAC—’'56 Chieftain (8) 4-dr., $1,690*. 
$785*. "52 NY 4-dr., $390*. 50 Windsor ’55 Star Chief (8) Catalina, $1,520*. "54 
4-dr., $260*. 4-dr., $770*. °53 2-dr., $555*. °52 Cata- 

DeSOTO—’ 57 Firesweep 4-dr., $2,425*, $2,- lina $425*. '50 2-dr., $125°. 

395*. _ — 4-dr., $890*. ’53 Fire- — — ’51 Commander conv., 
dome 4-dr., ‘ , 

DODGE—’56 Coronet (8) 4-dr., $1,550*. MISCELLANEOUS — '53 Chevrolet %-ton 
on e oma | ee pickup, $410. "52 Chevrolet %-ton pick- 
55 Royal Sport coupe, $1,365*. °53 Coro . . fA 260 
net (8) 4-dr., $610*. up, $365. '51 Ford %-ton pickup, $260. 

FORD—'57 Fairlane (8) 500 Victoria, $2,- Tough as Nails = = 
245 2-dr., $2,220* (ps); Fairlane (8) A s : s 

, : : ok — Auctions in Brief — 
Vietoria, $2, 160°; 4< sune>’ ee og Exceptional impact strength and rigidity | f 
lane (8) ictoria, $ $ ps); < f Ge | Elec- VALDOSTA, GA. 
4-dr., $1,565°, $1,565" (ps), $1,525°; f Pale pats avleed Nom ae = Tom Hewitt Auto Auction. Sale every 
Custom (8) | 2-dr., $1,295. '55 Thunder-| tric Co.’s new Lexan thermoplastic com- | piggy (Apr. 5), Lots of activity as busi- 
bird, $1,950*; Fairlane (8) Victoria, $1,-| ,ound is demonstrated by W. F. Christo-|ness was better than usual, Need more 
490*; Country sedan, $1,350; Custom (8) . clean cars. Sold 162 out of 274 
2-dr. $990; 4-dr., $1,085*, °54 Custom| pher, market development manager with . ; : : - 
(8) 4-dr., $775; 2-dr., $750; Crest (8)|the company’s chemical development de- 
aes $700°. 5S Crest ‘a Victoria. | Sartment, Pittsfield, Mass. Rods molded of WINDSOR, VA. 
wee 5 Main (6) 2-dr., $365. 2 Custom . be dri : Windsor Auto Auction, Sale every Thurs- 
(8) 2-dr., $305*. °50 Main (8) 2-dr.,| the new material can be driven into a day (Apr. 4). Clean cars brought premium 
$195; Main (6) 2-dr., $110. piece of lumber with a carpenter's ham-| prices today, and there was just about 

KAISER—’ 54 4-dr., $535. i i id to be tough | every make and model to choose from, 

LINCOLN — ‘56 Premiere 4-dr., $2,590°| ™@*- The material is hag os c or ae oe 
(ps); Capri Hardtop, $2,520° (ps). enough to replace metals in many applica- 

MERCURY—'56 Montclair 4-dr., $1,670*. | tions. SYRACUSE 
‘55 Montclair Hardtop, $1,490*; Monterey ~ | Syracuse Auto Auction, Sale every Wed- 
4-dr., $1,295°. °54 Monterey Hardtop, $1,- (Market sticky and bidding weak, Sold | nesday (Apr. 3). We had a huge crowd of 
050°. "53 Monterey station wagon, $810) 7 out of 126.) buyers at today’s sale, We could have sold 
(ps). °51 Custom 4-dr., $310°. BUICK—’56 Century station wagon, $2,-| many more clean cars at fancy prices. Sold 

OLDSMOBILE—’57 (98) Holiday, $3,405* 350° (ps); Special conv., $2,310°, °55| 75 out of 102. 

(ps); (88) 4-dr., $2,760° (ps). '56 (98) | Super Riviera, $1,505*. °54 Super 4-dr., * * * 

4-dr., $2,200° (ps). °55 (88) Super 4-dr., | 1.200* (ps). ’53 Su r 4-dr., $670*, ’52 

$1,750° (ps), $1,590°; 2-dr., $1,585°; De- | Saner Riviera, $395°, °51 Special Riviera, | INDIANAPOLIS 

luxe 4-dr., $1,470*; 2-dr., $1,445°. °54 $235° < , | _— — a —_ 
(88) Super 4-dr., $1,365*. '53 (88) Super | LLA ae ss 2 every ursday (Apr. 4). Market rema' 
4-dr., $815*; Deluxe 2-dr., $760. '51 (98) c4pr ayy bene “taal ae (OO a. strong today and all clean cars commanded 
4-dr., $265. dr., $1,445° (pa) , Ps). | top prices, Sold 76 percent of consignments. 

PLYMOUTH—’'55 Belvedere (8) 4-dr., $1,-| _. P : aa * * + 
305%; Savoy (6) Suburban, $1,285*. 54 CHEVROLET—’57 Two-ten (8) 4-dr., $2.- 

Belvedere 4-dr., $760*. °53 Cambridge 005*. °56 Bel Air (8) 4-dr., $1,435°, $1,- BEL AIR, MD. 
Suburban, $650; 2-dr., $370; Cranbrook| 350°, $1,275; Two-ten (8) 4-dr., $1,240°. Bel Air Auto Auction, Sale every Thurs- 
4-dr., $540. 55 Two-ten (8) 4-dr., $1,135, $1,105; | aay (Apr. 4), Another hot sale today with 

| PONTIAC—’56 Chieftain (8) Catalina, $1,- | Two-ten (6) 4-dr. $1,050, $1,005; One-| an increased volume of cars registered. A 
815* (ps), $1,725*. °55 Chieftain (8)| Sfty (6) 4-dr., $865. ’54 Bel Air coupe, high percentage was sold. 

. P . . $805*; Two-ten 4-dr., $790. '53 Bel Air 
"54 Chieftain (6) 4-d%., $750. 59 Chiet-| Hardtop, $750°, $700*; Two-ten 4dr caitimiiaie: 
" ain ( r., 7 ef- ons ’ . = =? 
tain (8) 4-dr., $715°*. $615, "52 SL Deluxe 4-dr., $350 , a SL | MANHEIM, PA, 

MISCELLANEOUS—’52 GMC %-ton pick-| Deluxe 4-dr., $265°, $240. "50 SL Deluxe; Manheim Auto Auction. Sale every Fri- 

up, $500. 4-dr.. $120. |day (Apr. 5). In spite of unfavorable 
CHRYSLER—’52 Windsor 4-dr., $280*. | weather, we had 316 cars to offer the buy- 

MINNEAPOLIS | DeSOTO—'53 Firedome 4-dr., $540°. | ers and they responded by purchasing 246, 

” | DODGE—’52 Coronet 4-dr., $310°, $165°.| or 77.8 percent. Older cars sold very well, 

(Minneapolis Auto Auction. Sale every "50 Meadowbrook 4-dr., $105*. | but late models suffered because they were 








4-dr., $2,140°; | wet. Bidding active as usual. 








| Wednesday. _ Prices are for sale of Apr. 3.) | FORD—’57 Custom (8) 300 





Permits each Hydraulic 
Valve Lifter to be checked 
for proper operation with- 
out removal from engine. 
Saves the shop unnecessary 
work ... the customer un- 
warranted expense. 

With valve in closed position, Indicator can easily be slid under 
rocker arm and quickly adjusted. To test simply turn screw with T 
handle until gauge registers 200 Ibs. If pressure falls gradually 
lifter is functioning properly, if not it should be removed for servic- 
ing or replacement. The indicator shows exactly where the trouble 
is, making it no longer necessary to remove all lifters for testing. 


@ HOLMES SERVICER for TESTING 
AND RECLAIMING HYDRAULIC LIFTERS 


A New Precision Machine that greatly simplifies servicing of 
hydraulic lifters... even those stuck inside tappet body. Permits all 
lifters to be taken apart, cleaned and re-assembled in a matter of 
minutes. Provides accurate leak-down-test before lifters are re-used. 
Prevents the scrapping of usable parts. 


















PRICE* 


21° 







PRICE* 


UNIVERSAL 


JOINT TOOL 
A simple but effective tool. that 








"51 Suburban, $475. 

PONTIAC—’55 Chieftain (8) 4-dr., $1,120*. 
‘50 2-dr., $280. '49 station wagon, $115. 

MISCELLANEOUS—’54 Ford %-ton pick- 
up, $540, $337; Chevrolet %-ton pickup, 
$612, $472. '52 Chevrolet %-ton pickup, 
$350. ‘51 Ford %-ton pickup, $365. °49 
Ford %-ton pickup, $260. 


MASON CITY, IA. 


(Central States Auto Auction, Sale every 
Wednesday. Prices are for sale of Apr. 3.) 

(Weather still very bad in this area, 
which keeps consignments low, Sold 71 
percent of consignments.) 

BUICK—’56 Century Riviera, $1,950* (ps); 
Special Riviera, $1,790*; 2-dr., $1,725*. 
*55 Century 4-dr., $1,565* (ps). '54 RM 
4-dr., $1,120* (ps); Special 4-dr., $935*. 


MUFFLER TOOL fo quick, easy 


removal of defective mufflers or tail pipes. 
Cutting wheels are used for cutting welded 
assemblies and expander roller for rusted 
clamp type mufflers. Fits all cars and most 
trucks. Price $33.00*. 

* Prices F.O.B. Chattanooga 


Order from your jobber TS gin. Or Write Factory Direct 
ERNEST HOLNES COMPANY 


CHATTANOOGA 7, TENN. 


permits quick disassembly and 
reassembly of universal joint. Snap rings are 
easily removed and bearing pressed out or re- 
set in yoke without the usual danger of dam- 
age to parts. Tool can be used either under car 
or in shop vise. Price $19.00*. 


2505 EAST 43rd STREET 
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EXTRA COPIES AVAILABLE 


Order one for your: 
® Sales Department 
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@ Engineering Staff 
® Library 


Supply Limited — Order Today 


$2.50 PER COPY 
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AC's Spring Note— 


Miss AC, Clara Vallaire of AC Spark Plug division, General Motors Corp., heralds 
a@ new display with a spring tip for motorists. Retail dealers offering AC's “hot tip” 
spark plugs are due to get the unusual display which features eight finely-reproduced, 
half-round plastic spark plugs. The ‘Keep in Tune with AC” theme of the display also 
will be carried out in a nationwide billboard posting during April and May, support- 


ing AC spark plug and oil filter sales. 





The Auto. in South Africa... 


‘Necessity’ Is Restricted 


Enprror’s Note: Mrs. George M. 
Slocum, chairman of the board of 
Automotive News, is on a world 
cruise contacting key auto dealers 
and distributors on business con- 
ditions. Here is another of her 
reports: 

+ a +” 
By Mrs. George M. Slocum 
Chairman, Automotive News 

URBAN, Natal.—With the pas- 

senger car considered an abso- 
lute necessity in this part of South 
Africa, dealers here anticipate a 
“very good” market for the balance 
of this year. 

According to J. 
W. Barnes, gen- 
eral sales man- 
ager of Kempster, 
Sedgwick (Pty.) 
Ltd., roughly 
three-fourths of 
the general econ- 
omy of the Dur- 
ban area depends 
upon automotive 


transportation. 
Natal appears 


Weight Classes 
Are Juggled for 
Rating Trucks 


DETROIT.—One additional truck 
gross vehicle weight classification 
has been added and the lightest has 
been raised to include all vehicles 
under 6,000 pounds GVW. 

This method of reporting has 
been adopted by the Automobile 
Manufacturers Assn. and R. L, Polk 
& Co., effective this year. 

The over 26,000 pounds classifi- 
cation bas been divided into two 
groups — 26,001-33,000 pounds and 
over 33,000 pounds. 

The lightest category now is 6,000 
pounds ‘or less instead of 5,000 
pounds and the second group now 
is 6,001-10,000 pounds rather than 
5,001-10,000 pounds, 

AMA said that the whole range 
of classifications was studied and 
there was a difference of opinion 
as to where to make the changes. 
The majority voted to change at 
the ends of the range. 

The trend towards higher GVW 
ratings in the light vehicles was 
responsible for the lift to 6,000 
pounds, AMA said. 

If the trend eontinues and the 
lightest group’s ceiling remained at 
5,000 pounds, it was said that prob- 
ably in a few years there wouldn’t 
be any vehicles in the under 5,000 
pounds class. 

Thus, the dividing line was shoved 
up to 6,000 pounds to ensure there 
would be a light class. It was also 
thought that “it would be nice” 
if there could be an additional 
higher class, However, it was said 
that the number of units would be 
so cao that it wouldn’t be worth- 
while, 








to be an excellent agricultural area, 
and farmers provide one of the 
main markets for trucks as well as 
autos. Many trucks, of course, also 
are sold for use in commerce and 
industry. 

Truck retailing is highly com- 
petitive here in Durban. 

a - * 

E of the reasons why motor 

vehicles are considered a neces- 
sity here is because population cen- 
ters are so far apart. The auto and 
truck have accomplished much in 
linking remote areas more closely 
together. 

Import control restrictions limit 
the number of new cars that can 
be sold here. By virtue of such 
restrictions, however, disposing of 
used cars is an automatic process. 

As a result, obsolescence of autos 
from year to year plays a very 
small part in determining the size 
of the new-car market. 

> > = 
Tos Government also places re- 
strictions on credit, requiring a 
minimum of 50 percent down, with 
the balance limited to 18 months. 

Newspapers account for about 
75 percent of the new-car adver- 
tising placed in Durban. Movie 
“trailers” account for 10 percent, 
while 5 percent each goes to ra- 
dio, magazines and billboards. 

As I see it, four things are needed 
here to boost the automotive mar- 
ket: The end of Government re- 
strictions, further industrial devel- 
opment of the country, lower prices 
and an increased population. 





Contest for Mechanics— 


As prizes for its annual Mechanic's 
Indianapolis “500" Contest, Herbrand 
Tools, Fremont, O., is offering tool sets 
and assortments valued at $1,000. Alice 
Heyman, contest clerk, shows off a few of 
the prizes. Entrants are to guess the win- 
ner's speed in the Indianapolis race, to 
the nearest three decimal places, using 
the official entry blank now available from 
ali Herbrand jobbers. The contest is open 
to all mechanics. 
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Dealer Analysis Shows Gains 


By Joseph M. Callahan 
Staff Writer 

DETROIT.—Besides selling more 
ears this year, many Chrysler Corp. 
dealers are showing substantially 
higher profits for the first two 
months of 1957. 

This conclusion is set forth by 
George F. Helwig, operations an- 
alyst for Rutten, Welling & Co., 
a Detroit accounting firm which 
supplies business management 
counseling to 160 dealerships 
throughout the country. 

Helwig’s observation is based 
generally on the operations of his 
75 Chrysler Corp. 
dealer-clients and 
specifically on the 
operations of 13 
DeSoto dealers in 
one area. 

These are the 
same DeSoto 
dealers who were 
mildly criticized 
by Helwig in his 
report to them 
last year for sell- 
ing too few cars 
in 1956 and thus earning much less 
than other dealers in their area. 

Helwig said the 13 dealers re- 
ported “uniformly satisfactory” 
profits in the first two months of 
1957, with profits ranging from $3,- 
334 to $29,249 for February alone. 

In strong contrast, these same 
dealers showed financial state- 
ments ranging from a loss of $15,- 
405 to a profit of $28,366 for all of 
1956. 

Helwig, who helped found the 
business management program at 
Chevrolet 30 years ago, said this 
showing by the DeSoto dealers “is 
indeed evidence of the acceptance 
of the superior products which have 
been made available to the dealer 
body.” 

He declared that profits have 
even increased faster than sales, 
then warned the DeSoto dealers 
that there is a tendency among 
some to accumulate too many used 
cars, suggesting the necessity of 
taking immediate action to preclude 
further losses from this inventory. | 

“It is important,” he asserted, | 
“that both new and used cars be) 
merchandised simultaneously and 
that the used-car inventory, for| 
safety’s sake, be maintained on a 
21-day basis. 

“The old fundamentals of ‘five | 
and 10’ used in the industry for | 
many years, namely five days to | 
recondition and 10 days to sell 
used cars which are to be han- | 
died through the dealers’ own re- 
tail facilities, is still a good, 
sound, basic principle,” he said. 

He added that cars to be whole-| 
saled should be disposed of immedi- 
ately and that cars to be retailed 
should be reconditioned to improve | 
eye appeal and bring the maximum | 
selling price. 

Helwig said that most of the cars| 
Prepared for retailing should be} 
DeSotos, Dodges, Chryslers and 
Plymouths so they will add to the| 
dealer’s service potential. 

He cautioned the dealers to be | 
extremely careful about accepting, | 
except at realistic figures, cars 
which are known to have definite 
sales resistance in their areas be- 
cause sizable losses can be incurred 
on these units. 

He continued, “A recent survey 
shows a definite disposition to- 
wards a greater percentage of 
cars being retailed and naturally 
should be retailed with a view to 
customer satisfaction, reasonable 
amount of gross profit, and above 
all, the ability to add to the parts 
and service business. 

“During the month of February 
Satisfactory. volume was obtained 
in the new-car departments, but in 
Some dealerships the relative inac- 
tivity of the used-car department 
Means that March and April will 
need an unusual used-car merchan- 
dising job if the dealers’ used cars 
are to represent a 21-day supply at 
Apr. 20,” he said. 

Some dealerships, he said, showed 
Sizable losses in the used-car and 
parts departments which made 
heavy inroads into the new-car and 
Service departments’ profits. He ad- 
vised the dealers to put all depart- 
ments on a self-sustaining basis 
during 1957. 

“Too frequently,” he asserted, 
“the new-car department is called 
upon to absorb a sizable burden 





G. F. Helwig 





of the other three departments, and 
this of course calls for more new 
cars to be sold to break even. When 
a dealership has established its 
operations on a basis where the 
break-even point occurs early in 
1957, there is an unusual oppor- 
tunity for setting up a real profit- 
able enterprise for the current year. 


“To this end dealers should 
give their business the type of 
management that it calls for and 
business involving one or more 
million dollars takes a type of 
management which is definitely 
distinct from a small retail busi- 
ness doing $100,000-$200,000 an- 
nually.” 

Declaring that operating a dealer- 
ship today is a full-time job for a 


dealer and not for subordinates, | 


Helwig urged the dealers to watch 
their inventories, profits, expenses, 
receivables, debt retirements and 
marketing procedures. 

He continued, “The successful 
operation of a dealership today 
means the employment of qualified 


personnel who either have experi- 
ence or who are very adaptable, 
who can and will put forth the 
necessary efforts to secure ade- 
quate market penetration. 

“In too many dealerships, person- 
nel has been employed who have 
been conspicuous failures in other 
dealerships, and who give every 
evidence of a repeat performance 
in their present affiliation. There 
never was a greater need for com- 
petent personnel than at the pres- 
ent time.” 

He said that a dealer going 
into the spring market should 
take a realistic look at all de- 
partments to determine whether 
the personnel can carry him suc- 
cessfully through 1957. 

He added, “The success of many 
|of our largest corporations is due 
to the constant examination of per- 
|} sonnel, upgrading where necessary, 
| and removal when required of peo- 
ple in an effort to constantly keep 
the company at top efficiency.” 


will face an extremely competitive 
situation this spring and summer, 
he urged them to see that their 
organizations are sufficiently ag- 
gressive to provide adequate profits. 

“This job,” he said, “begins with 
developing an adequate amount of 
gross profit, which while it may 
recede during the latter months of 
1957, should be sustained during 
the early months of the current 
year. 

“This means better sales, 
sharper closing, better qualifying 
of prospects and handling deals 
on the most constructive basis 
possible in order to secure from 
the customer an amount which 
is commensurate with the value 
of the product.” 

He added that getting sufficient 
gross profit will be useless if the 
dealers do not properly control 
their expense structures, keeping 
them at about 10 percent of dollar 
volume. 

Helwig then urged the dealers to 
use a budget in which all depart- 
ment heads are participants—other- 
wise it’s meaningless. 

Discussing Chrysler Corp. dealers 
generally, Helwig said, “Our experi- 
ence with a large, representative 
group of Chrysler, DeSoto, Dodge 


Declaring that the DeSoto dealers; and Plymouth dealers shows con- 


69 


clusively that the tide has turned 
for them and that their operations 
are being conducted at a profit.” 


He said that another construc- 
tive factor is the attitude of Chrys- 
ler Corp. in its approach to busi- 
ness management practices which 
is figuring materially in the good 
results being reported. 

Helwig continued, “There has 
been a disposition in earlier years 
to accept a program of manufac- 
turing cars which would give good 
performance and which, in many 
cases, lacked styling and let the 
dealer, or his distributor, evolve his 
own management practices. 

“The activity of the business 
management divisions of each of 
the units of the corporation is 
indicative of the new approach 
to dealer problems and a disposi- 
tion to work much closer with 
the dealer than heretofore.” 

He concluded that Chrysler 
Corp.’s program of improved de- 
sign, more aggressive advertising, 
better dealer relations, reduction in 
manufacturing costs and a more 
realistic pricing policy is slowly 
producing a transition from a 
period of poor dealer profits to a 
period in which dealer profits are 
representative of the industry. 
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How much of your overhead does your service department pay for? 
Socony Mobil can help you increase that amount. Here’s how: 


We can advise you how to set up and operate an efficient lubrica- 
tion department. Sometimes a simple change can speed up job turn- 


Will Socony Mobil do more 
than train my personnel in 
proper lubrication techniques ? 
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Socony Mobil can help boost your 
service absorption in many important ways! 


over .. . increase volume. 


We’re ready to give you the benefit of years of merchandising ex- 
perience . . . suggest sales tips . . . give you vital retailing information 
that can change labor and parts sales figures from red to black. 


And, of course, there’s our lubrication training program. We’ll in- 
struct your men on the most up-to-date equipment . . . show them 
proper lubrication techniques on the make of car you sell. 


personnel. 


the oil business. 


Mobil means business ...more business for you! 


Leader in lubrication for 91 years 


SOCONY MOBIL OIL COMPANY, LINC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 


Here’s why it’s good business 
to do business with Socony Mobil 


You get America’s top sellers . . . Mobilgas, 
Mobiloil, Mobiloil Special! 


You get the help of experienced men to 
help you boost service absorption. 


You get expert on-the-job training for your 


You get the benefit of the greatest mer- 
chandising and lubrication knowledge in 
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Auto Advertising 


By Martin L, Whitmyer 
Staff Writer 

Advertising for the new Edsel 
car to be introduced this fall faces 
the four major problems of intro- 
duction, positioning, explanation 
and selling, according to Eldon E. 
Fox, advertising manager of the 
new Edsel division of Ford Motor 
Co. 


Speaking at the 4th annual Chi- 
cago Direct Mail Day meeting, 
Fox said there is no pretesting 
for advertising techniques to be 
used as there is for prototype 
models of the Edsel cars. 


“We sometimes look with envy 
on the makers of soap, soup, and 
cigarettes,” Fox said, “Not only 
can they go out and pretest their 
new product with the public, they 
can even check their new sales and 
advertising techniques in the mar- 
ket place.” 

Fox said advertising must in- 
troduce the car, both nationally and 
simultaneously; position the car, 
both from price and social value 
standpoints; explain the car, its 
styling and engineering features, 
and sell the car so that customers 
will go to Edsel dealerships to see 
and buy it. 

Fox traced the development of 
the Edsel line from its inception 
on the drawing boards of stylists 
to the present stage, which in- 
cludes prototypes on the road for 
testing and plans completed for 
actual production and introduc- 

tion this fall. 

“The thing that makes the Edsel 
advertising unique at this juncture 
is the sheer magnitude of the job,” 
Fox said. “We and the Edsel are 
not, in the true sense of the word, 
in business. We are going into 
business, not only launching a new 
line of cars, but launching a new 
business.” 

While other automobile adver- 
tising this fall will have the task 


make bigger 


of announcing new models and 
seeking to maintain or increase an 
established share of market, Edsel 
advertising must first establish the 
share of mind which must precede 
a share of market, Fox said. 

+ * * 


Midas Muffler on Radio 


Midas Muffler Co., making its 
first use of network radio, has 
signed to sponsor ABC Radio news- 
casts. 

Midas is co-sponsoring “ABC 
Late News” from 6:30 to 6:35 p.m. 
Monday through Friday, with R. J. 
Reynolds Tobacco Co. 

= * * 


New Technical Group Founded 


Formation of the Southeastern 
Michigan chapter of the Assn. of 
Technical Writers and Editors has 
been announced, 

Selected to serve as temporary 
officers until the first annual meet- 
ing in May were Walter P. Mim- 
naugh, Bendix Aviation Corp. 
president; M. Russell Hill, Camp- 
bell- Ewald Co., vice-president; 
Maurice E. Compton, Ford Motor 
Co., secretary, and Thomas L. Con- 
nors, University of Michigan, treas- 


urer. 
* * . 


Dodge Promotes Trucks 


The largest national sales promo- 
tion program in the 40-year history 
of Dodge trucks is being staged 
during April. 


W. D. Moore, director of ad- 


nated as “Extra Dividend Month” 
for purchasers of Dodge trucks. 
Dodge truck dealer has purchased 
1,529 special pick-up trucks which 
— operate as demonstra- 


rs. 

Each trucks is painted red and 
white and carries stickers with 
reproductions of stacks of silver 
dollars calling attention to extra 





dividends offered in power, payload | with Mutual for sponsorship of the 
and other Dodge truck features.| Saturday afternoon “Game of the 


Signs carry the message: “Stop Me 
for a Test Drive.” 

Backing up the 30-day sales- 
program are ads in national mag- 
azines such as the Saturday Eve- 
ning Post, U. S, News and World 

and Business 

ms, and 
newspapers. There will be net- 
work television programs, Law- 
rence Welk shows, and spot radio. 
Direct mail will be used to reach 
a select list of 1,200,000 truck 
prospects. 
Sales promotion kits contain local 
dealer ads, sample radio and tele- 
vision commercials, publicity, con- 
sumer literature, window display 
material, material to letter trucks 
used as demonstrators, and forms 
to assist salesmen in their prospect 
follow-up work. 

= +. 


Silbars Buy Weekly 


Robert G. Silbar, most recently 
a member of the merchandising 
staff of Ross Roy, Inc., and his 
wife, formerly on the editorial 
staff of the Birmingham (Mich.) 
Eccentric, have purchased the 
Fenton (Mich. Independent, a 
weekly newspaper. 

Former publisher of the Fen- 
ton paper was Robert Beach. 

+. 


* + 


Reynolds Backs ‘Disneyland’ 


Reynolds Metals has signed to 
cosponsor “Disneyland” this fall 
over the American Broadcasting 
Co.’s television network, 

Other sponsors are Swift & Co., 
General Foods Corp. and General 
Mills, Inc. American Motors and 
American Dairy Assn. will not 
sponsor the show next season. 

s = > 


Frisch Signs with Quaker 


Frankie Frisch, baseball star 
turned sportscaster, has signed a 
contract with Quaker State Oil 
Refining Corp. to broadcast five- 
minute “Sports Flashes” for Quaker 
State three times on Saturday and 
Sunday during the baseball season 
over Mutual Broadcasting Co. radio 
stations. 

Quaker State also has contracted 


profits in your parts dept. with 


BURROUGHS BINS 


cut costs ... increase efficiency 


ae Cut your dollar investment 


by maintaining EASY balance of inventory. 
Cut inventory and have 
every part in proper place. 0 
orders and finding parts to make sales. 


“hide-and-seek” routine. 


rofits 
Cut 


and increase your 


Cut time in preparing 
Cut possibility 


of over-stocking and obsolescence. © Write to Dept. (B) 
for more ways to cut costs and make more profits in your 


parts department. 


sliding shelves .. adjustable with- 
out bolting .. they slide in and 
out instantly, on 1%” centers. 


sliding dividers . . slide into po- 
sition any place you want them 
.. labels travel with dividers. 


BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3026 NORTH BURDICK 





KALAMAZOO, MICHIGAN 


Day” play-by-play series through- 
out the season. 
* * ? 


How FC&B Got Edsel 

Why was Foote, Cone & Belding 
chosen to handle the Edsel ac- 
count? 

Bruce E. Miller, account execu- 
tive, says the reason lies in the rela- 
tionship between the kind of car 
the new Edsel is and the manner 
in which agency executives talked 
and thought in their presentation to 
the client. 

The basic thought of the agency 
was that the car should be adver- 
tised without needless superlatives 
and flowery adjectives, Miller said. 

Speaking before the Detroit 
Chapter of the American Assn. of 
Newspaper Representatives, Miller 
said it was the opinion of FC&B 
that “good advertising should let 
a product speak for itself; no tricks 
of the trade should be used; the 
advertising should be straight and 
in words which people use con- 
versationally, not the strange 
semantics of fancy-worded copy- 
writers. 

“Because the Edsel car is clean, 
uncluttered and straightforward, 
Edsel executives knew that the ad- 
vertising should be designed the 
same.” That’s the reason FC&B 
captured the account, says Miller. 

: = = 


Honor for Heckethorn 

Heckethorn Mfg. & Supply Co., 
Littleton, Colo. and Dyersburg, 
Tenn., has been honored by the 
Advertising Club of Denver for its 
direct mail efforts on Columbus 
Shock Absorbers. 


> * * 


Rayco Campaign Opens 

A Spring advertising campaign 
for Rayco Auto Seat Covers, Inc. 

has been launched in 70 markets 
through Emil Mogul Co., Inc., ad- 
vertising agency, New York. 

The drive features stepped-up 
schedules in air and print media 

plus direct mail promotion. It 
will employ 130 newspapers, 60 
television stations and 50 radio 
stations. 
. > 
Dole Picks Agency 

Marsteller, Rickard, Gebhardt & 
Reed, Inc., advertising agency of 
Chicago, Pittsburgh and New York, 
has been appointed to handle all 
advertising for Dole Valve Co. 
Morton Grove, Ill. 

Dole manufactures valves and 
flow controls for home appliances, 
automotive equipment, heating and 
plumbing equipment and for the 
aircraft industry. 

> 


Car Life Promoter 

Great American Publications, 
Inc., has named the Public Rela- 
tions Board, New York and 
Chicago, for public relations and 
promotion on Car Life, the family 

Great American also publishes 
Speed Age, Rod Builder and Cus- 
tomizer, Motor Guide, Nursing 
World, Management Guide, U. 8. 
Government Advertiser and Song 


Craze. 


* * * 


Jaguar Wins Design Award 

Jaguar Cars Ltd., of Coventry, 
Eng., has been awarded the 1957 
American Artist Magazine Medal of 
Honor for Excellence in Design. 

The award was made at a din- 
ner in New York, Attending were 
officials of the British Govern- 
ment, the City of New York, the 
Watson-Guptill Publications and 
Jaguar’s U. S. subsidiary, Jaguar 
Cars North American Corp. 

Presentation of the medal to Jag- 
uar, it was announced, marked the 
first time it has been given as a 
mark of distiriction to other than 
an individual artist and also the 
first time it has been awarded in 
the field of industrial design. 


* * + 

Barnes Quits Ad Bureau 

Harold S, Barnes has resigned 
as director of the Bureau of Ad- 
vertising of the American News- 
paper Publishers Assn, Robert L. 
Moore, director of sales and 
marketing, will serve as acting 
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director until a permanent suc- 
cessor to Barnes is appointed by 
the board. 
Barnes had been with the bur- 
eau since February, 1946. 
2 * * 
Brand Names Drive Readied ginted 
The 1957 consumer advertising | warn 
campaign created by Dancer. uc 
Fitzgerald-Sample, Inc. for Brand] pulli: 
Names Foundation, Inc. will be re. gho h 
leased to coincide with the nationa] directo 
promotion of Brand Names Week, Borg-V 
according to Henry E. Abt, presi- fliate. 
dent of the Foundation. gutoms 
Timing of the series will “tiein” tors ar 
the appearances of the new ads in 
magazines, newspapers, radio and White 
televisions with the promotional 
and merchandising efforts of the | Akroz 
Foundation and its member manu- Rob 
facturers, agencies and media. Time pointe 
and space for the advertising is | yotor 
contributed by the media. McC 
> am * Oakle: 
Greif in New Quarters an ex 
Greif-Associates, Inc., has rented organi 
new offices at 320 Fifth Ave., New Ponti 
York. The firm formerly was lo- = 
cated at 570 Fifth Ave., New York. | New . 
* * ¥ Pon 
DeSoto Renews Groucho Pact Shels 
DeSoto has renewed its contract John 


with National Broadcasting Co. 
for the Groucho Marz television 
show, “You Bet Your Life.” It 
marks the ninth year that DeSoto 
has sponsored the quiz show. 

The one-year contract will be 
renewed with the Sept. 26 show, 
which begins the new television 
season for the Grouch show. Be- 
ginning July 4, the summer series, 
“The Best of Groucho,” is seen 
on the NBC-TV network. 


* * * 


Edsel Show Planned 


Milberg Productions, Inc., has 
been engaged to produce a spec- 
tacular television program to 
introduce the new Edsel line of 
automobiles in early fall by Foote, 
Cone & Belding, advertising 
agency for the Edsel. 

The Edsel line is Ford Motor 
Co.’s new medium-priced line of 
cars. 
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Changes at Westinghouse _ 
Robert H. Bolin, general adver- Folf 
tising manager for Westinghouse and 
Electric Corp., Pittsburgh, has an- Line 
nounced the formation of two head- 
quarter advertising departments 
which will take the place of the in- 
dustrial advertising department. w 
The general products advertising nam 
department will be responsible for | 5t 
advertising and promotion of gen- 
eral product divisions as well as for Doc 
the agency and construction de- Por 
partment. The apparatus and de- G 


fense advertising department will 
handle advertising and promotion 
of all divisions dealing with defense 
and apparatus products and 
atomic power. 

W. T. Rush, formerly sales pro- 
motion manager for the north- 
eastern region, has been named 
manager of the general products 
unit and C. A. Boyles, former man- 
ager of distributor and specialty 
advertising has been named assist- 
ant manager. 

R. F. Gomber and T. J. Farrahy, 
formerly manager and assistant 
manager of industrial advertising 
respectively, have been named to 
the same positions in apparatus 
and defense advertising. 
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* * * Fo 
Names i 
Arnold Ostrower, formerly an ’ 
editor with American Automobile, po 
has joined Great American Pub- m 
lications as editor of Car Life. Ww 
. * * La 
Maurice G. Vaughn and Joseph dir 
G. Mohl have been named vice- 
presidents of Ross Roy, Inc. Mohl di: 
is in charge of the company’s Hol- Or 
lywood office, while Vaughn is at an 
the firm’s headquarters in Detroit. M 
Vaughn formerly was in charge of Ge 
West Coast activities. Se 
. @ Ss E 
Al Michaelian, former executive | 
secretary of the Horseless Carriage | G. 
Club of America, has been named |  p 
editor of Automobile Topics, a Floyd 
Clymer publication. B : 
* ~ * tu 
George Phillips, formerly on the 
Midwest sales staff of Puck, the Ss 
comic weekly, has joined Metro- } Vv 
politan Sunday Newspapers, Inc. | ,; 


as a member of its Chicago comics 
sales staff 
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Auto Personnel 


Andrew B. Pulliam has been ap- 
ted general manager of Borg- 
Warner Corp.'s Marvel-Schebler 
products division in Decatur, Ill. 
Pulliam succeeds G. V. Patrick, 
who has been named managing 
drector of Coote & Jorgensen, Ltd., 
Borg-Warner’s new Australian af- 
fliate. Marvel-Schebler produces 
gutomatic transmissions, carbure- 
tors and power brakes. 


* * * 


White Appoints McCready 


Akron Branch Manager 


Robert J. McCready has been ap- 
pointed branch manager of White 
Motor Co.’s Akron branch. 

McCready will succeed Robert G. 
Oakley, who is being promoted to 
an executive position in the White 
organization. 

* * * 
Pontiac Gives Theis, Bates 


New Zone Appointments 
Pontiac has appointed two new 
gone Managers. They are H. C. 
Theis in Washington, D. C. and 
John C. Bates jr. in New York. 





Theis had been assistant zone 
manager in Pittsburgh since 1951. 
He joined Pontiac in 1945. In mov- 
ing to Washington, Theis succeeded 
Bates, who had been manager there 
since 1950. Bates has been with 
Pontiac since 1941. 

. © = 


Meyers Elected 


Robert Meyers, of Braley & Gra- 
ham, is the new president of the 
Portland Automobile Sales Man- 
agers Assn. John Nussbaumer, of 
Folfard Motors, is vice-president 
and Richard Brown, of Francis 
Lincoln-Mercury, is secretary. 

aa * = 


S-P Names Anderson 


William E. Anderson has been 
named Cleveland zone manager for 
Studebaker-Packard. 


= ™ * 


Dodge Picks James to Head 


Portland Sales Region 


Gordon G. James has been ap- 
pointed Portland (Ore.) regional 
sales manager for Dodge. He for- 
merly held the 
same post for 
Chrysler division. 

James joined 
Dodge in Spokane 
in 1945 and later 
served in Los An- 
geles. From 1950 
to 1953, he was 
with two Dodge 
dealers in south- 
ern California. He 
rejoined the cor- 
poration as Los 





G, G, James 
Angeles city manager for Chrysler 
division. 


Ford International Ups 


Andrews and McKee 


John S. Andrews has been ap- 
pointed regional executive, product 
manufacturing activities, and 
Walter L. McKee, regional director, 
Latin America, for the International 
division, Ford Motor Co., Dearborn. 

Andrews formerly was regional 
director, Latin America and the 
Orient, and prior to that, facilities 
and operations planning manager. 
McKee has returned recently from 
Geneva, Switzerland, where he 
Served as resident director for 
Europe. 

* +. 


General Petroleum Picks 


Ball to Head Marketing 


Baxter F. Ball has been named 
vice-president and director of mar- 
keting of General Petroleum Cor- 
Poration. Ball succeeds John C. 
Sample, returning to Standard- 
Vacuum Oil Co, in New York as 
vice-president and director. 

Ball served as general sales man- 











ager for two years. He joined Gen- 
eral Petroleum in 1931. His first 
position was salesman in Seattle, 
and he spent the next 15 years in 
the Northwest, becoming a district 
manager in 1943 and manager of 
the Oregon division in 1944, 
* 7 + 


Neis, Snyder Named 


Dodge division has appointed 
Glenn L. Neis as district manager 
in Madison; Wis., and Robert L. 
Snyder as city manager for Chicago 
North. 

* * * 


Peterson Welding Names 


Parker General Manager 


Peterson Welding Laboratories, 
Inc., Kansas City, has named P. J. 
Parker vice-president and general 
manager, following the merger of 
Parker - McKnight Co., Cincinnati, 
with the Peterson organization. 

Peterson also appointed two new 
sales representatives. They are J. L. 
Meadows, Florida and Georgia, and 
Tom Coughtrie, Michigan. 


* * * 


Reo Promotes 2 


Robert Don jr. has been named 
manager of the Reo branch in 
Eugene, Ore. He succeeds F. S. 
Burks who has been appointed man- 
ager of the Oakland (Calif.) branch. 

+. + = 


Haller and Smutek Named 


Appointment of Peter H. Haller 
as assistant sales manager of auto- 
motive sales of Detroit Harvester 
has been announced. At the same 
time Ernest V. Smutek was named 
sales engineer. Haller has been with 
Detroit Harvester since 1946. Smu- 
tek was with F. L. Jacobs Co. before 
joining Detroit Harvester. 

. - = 


Norton Appointed by Edsel 


In Sales and Profit Analysis 


Robert K. Norton has been ap- 
pointed manager of Edsel’s sales 
and profit analysis department. 

Norton had been assistant district 
sales manager of Ford division’s 
Washington (D.C.) office for nine 
years prior to his new appoint- 
ment. He started with the Wash- 
ington office in 1930 as an account- 


ant. 
* * * 


Walls, Maher and Harlow 
Appointed by International 


R. G. Wallis has been named man- 
ger of International Harvester Co.’s 


Buick Puts Davies 
In Dealer Post 


FLINT. — John G. Davies, re- 
gional manager for Buick in the 
East, has been named executive 
assistant to the general manager 
in charge of dealer relations. 

Davies, 61, a veteran of 32 years 
in automobile sales, succeeds J. B. 
Nash, who is retiring at the end 
of this month. . 

Davies started with Buick in 
1934 as a district manager in Buf- 





J. B. Nash 


J. G. Davies 
falo and was appointed zone man- 
ager in the same city in 1938, The 
following year he went to New 
York City as zone manager and 
has remained there since, taking 
over as regional manager in charge 
of the castern region in 1950. 

Nash, 63, started as a retail sales- 
man for a Buick dealer in Spokane 
a few years after completing his 
studies at Washington State Col- 
lege. In 1933 he joined the old 
Buick-Oldsmobile-Pontiac sales or- 
ganization as a district representa- 
tive in Chicago and came to work 
for Buick in Flint in 1934, He was 
named assistant general sales man- 
ager in charge of the western area 
in 1948, a position he held until he 
became executive assistant to the 
general manager. 





Louisville Motor truck district. He 
formerly served as assistant district 
manager at Jacksonville, Fla. 

R. E. Maher has been named as- 
sistant district manager at Jackson- 
ville, having previously been in the 
same capacity at Birmingham, Ala., 
and J. P. Harlow has been ap- 
pointed assistant manager at Birm- 
ingham. _ 

7 


Parker Rust Proof Names 


Four in Sales-Service 


The following appointments to the 
sales-service force of Parker Rust 
Proof Co. have been announced. 

D. A. Golby and J. E. Lewis have 
been assigned to the south central 
region office, Cleveland, W. N. Jones 
has been transferred from the re- 
search and development department 
to the sales department, and R. E. 
Covert has been assigned to the 
central region office in Detroit. 

+. + ” 


GMC Appoints Lewis 


And Gadebusch 


Appointment of Charles R. Lewis 
as an assistant chief engineer and 
Hans M. Gadebusch as a special 
projects engineer for GMC has been 
announced. 

Lewis formerly was chief engin- 
eer for General Motors-Holden’s, 
Ltd., Australia, and Gadebusch was 
a liaison engineer at the General 
Motors Technical Center. As an as- 
sistant chief engineer, Lewis will 
be an associate of E. W. Allen and 
S. G. Little who hold similar posi- 
tions. 

+ + = 


Cloyes Promotes Wright 


New sales manager for Cloyes 
Gear & Products, Inc., Cleveland, is 
Morris Wright, who steps up from 
sales promotion operations. 

* as +” 


AMA Appoints Wolza 


Carl Wolza, general traffic man- 
ager, White Motor Co., Cleveland, 
has been elected chairman of the 
traffic committee of the Automobile 
Manufacturers Assn. He will serve 
for one year, succeeding C. A. Law- 
rence, traffic manager, American 
Motors Corp., Detroit. 


* * o 


White Appoints Lewis 


New Haven Distributor 


Libbus Lewis, formerly the Albany 
branch manager for White, has 
been appointed White and Autocar 
distributor in New Haven, Conn., 
operating Connecticut White Trucks, 
Inc. 

Replacing him at Albany will be 
Allen Zaring. C. IL. Fraley moves 
from Eastern territory manager to 
become manager of the Washing- 
ton (D.C.) branch. New Eastern 
manager is Norman Eisele. 

= om 2 


Thor Promotes Laughlin 


To New Executive Post 


Establishment of an industrial 
division manager as a separate posi- 
tion in its expansion program and 
the appointment of William J. 
Laughlin, Los Angeles branch 
manager, to fill the new office, has 
been announced by Thor Power 
Tool Co., Aurora, Il. 

Transfer of three other branch 
managers and the appointment of 
one new branch manager resulting 
from the Laughlin promotion were 
also announced. Clarence H. Gabriel, 
Denver manager, has been named 
to succeed Laughlin as Los Angeles 
manager; Mark A. Sorenson, Phila- 
delphia manager, transferred to 
Denver to succeed Gabriel; John L. 
MacDonald, Newark manager, 
transferred to Philadelphia to suc- 
ceed Sorenson, and Albert C. Ches- 
wick, Houston service engineer, 
promoted to branch manager to 
succeed MacDonald in Newark. 


Trading Stamp Firms 
Fight Tennessee Law 


NASHVILLE.—A suit seeking to 
invalidate Tennessee’s new law im- 
posing heavy taxes on trading 
stamp companies has been filed by 
Sperry & Hutchinson Co., New 
York; Quality Stamp Co., Inc., 
Memphis, and two groceries. 

The act, scheduled to become ef- 
fective Aug. 1, places a 2 percent 
gross receipts tax on merchants 
giving trading stamps unless the 
merchants themselves redeem them 
in cash or merchandise, It also 
boosts the privilege tax on stamp 
companies from $900 to $1,800 a 
year for each store or office they 
maintain in the state. 





Modern Dealership in Southwest 





Courtesy Chevrolet's New Phoenix Plant— 


This is the new home of Courtesy Chevrolet, Phoenix, Ariz. Situated on a 51 -acre 
tract in the shadow of Camelback Mountain, the dealership has 30,000 square feet 
of floor space and nearly 100,000 square feet of blacktop and concrete areas for 
parking and display. The company is owned by R. Mitchel McClure, a 24-year auto 
veteran, who never has sold any car but Chevrolet. 


* * * 





Parts and Service Departments— 


The service and parts department staffs of Courtesy Chevrolet, Phoenix, Ariz., pose 
before their new facilities with General Manager E. J. Fitzgerald and Owner R. 
Mitchel McClure. The ultramodern dealership building makes extensive use of air 
conditioning in the service section as well as in the showroom. 





Phoenix Deal Has 5% Acres... 


Courtesy’s Dream Home 


PHOENIX, Ariz. Some 5% 
acres of property, 30,000 square feet 
of floor space, 80,000 square feet 
of blacktop and another 19,000 
square feet of concrete add up to 
the physical plant of Courtesy 
Chevrolet’s new dealership here. 

The attractive and efficient 
operation is located in the shadow 
of picturesque Camelback Moun- 
tain on what once was an Indian 
trail. 

The organization is headed by R. 
Mitchel McClure, a ‘ormer Denver 
schoolteacher who has been in the 
automobile business 24 years. In 
that time he never has sold any 
car but Chevrolet. 

General manager is E. J. Fitz- 
gerald, a 10-year auto veteran, who 
formerly was sales manager for 
Courtesy Chevrolet, Los Angeles. 
He has guided the Phoenix opera- 
tion since it opened in a temporary 
location 16 months ago. 

Fitzgerald’s top aides are Wade 
Zeliner, new-car sales manager, and 
Ken (Casey) DeFoe, used-car sales 
manager. The service staff is di- 
rected by Henry Poss. 

The building itself makes ex- 
tensive use of air conditioning to 
provide customer comfort and 
excellent working conditions. 
Nearly 19,000 square feet is air- 
cooled. 

The service department is a 
model of efficiency. Mechanics 
needn’t leave their stalls for parts 

—an intercom system is provided 
and the requested items are de- 
livered by runners. 

There are 13 frame-contact hoists 
for lubrication and larger repair 
work, enabling the mechanics to do 
these jobs from a standing position. 

In the body shop are patio-type 
service stalls, and the repairman 
can work either outside or under 
the roof with air conditioning to 
assure his comfort. 

Another service department 
feature is an air-conditioned 
lounge for customers. Owners can 





watch their cars being lubricated 
through large plate glass windows. 

The entrance to the dealership is 
guarded by a huge sign, 53 feet 
high and 40 feet wide and including 
4,100 electric bulbs. It welcomed 
guests to gala opening ceremonies 
where they were greeted by models 
and radio personalties, There were 
orchids for the ladies. 

Among the Chevrolet officials 
who attended the opening were A. 
W. Strang, regional manager; J. D. 
Bell, national sales promotion man- 
ager, and R. R. Paulk, zone 
manager. 


Tire Dealers Slap 
Policy Change on 
Army PX Sales 


WASHINGTON. — Tire dealers 
are “unalterably opposed” to the 
addition of tires, batteries and re- 
treading to the list of items ap- 
proved for sale in Armed Services 
Exchanges, according to W. W. 
Marsh, executive secretary, Na- 
tional Tire Dealers and Retreaders 
Assn. Marsh testified before a con- 
gressional subcommittee. 

According to the trade associa- 
tion, the Defense Department pro- 
poses a complete reversal of the 
House Armed Services Committee’s 
authorization on automotive serv- 
ices. Post exchanges currently are 
authorized to sell automotive acces- 
sories with a $5 limit. 

Marsh opposed the Defense De- 
partment’s current practice of 
authorizing PX’s to sell tires, bat- 
teries and retreads on the basis of 
its authority to exempt “remote” 
stations from the 1949 decision. 

He said a survey conducted by 
his organization showed that 92 
percent of tire dealers oppose the 
Defense Department recommenda- 
tion. Marsh added that 69 percent 
of the dealers replying said they 
would lose up to 60 percent of their 
annual sales volume. 
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Sees Self Guilty Only of Competitiveness... 


Grissom Replies to BBB Charges 


(Continued from Page 2) 


guld find just three insertions of 
g two-inch ad in a Detroit daily to 
pe false and misleading advertising 
gecording to the BBB interpreta- 
tion of the advertising statutes of 
the City of Detroit. They were not, 
however, of a serious enough nature 
t warrant prosecution by the City 


Attorney’s Office. 
1954 


RE was one case listed in 

the article for 1954. Mr. David 
Fambrough bought a new car and 

i wrote the BBB that he had been 
overcharged. He has since pur- 


chased two more cars from P. 
Grissom & Son, Inc. 


1955 


eek 


oo complaint during this 
volume sales year received my 
personal attention as soon as it was 
and 


received at the dealership, 








Out | mutually satisfactory settlements 
were arrived at in all cases be- 
tween the customers and myself. 

ADVERTISEMENT 

ite 

ze, 

is <= 














During the final five months of 
1955, no complaints were received. 

In December Mr. Carrico of the 
BBB asked if I would come down 
to his office. There I was shown 
33 complaints, most of which had 
been settled months before. I was 
ignorant of the existence of the 
others, and Mr. Carrico stated that 
he had been holding these back to 
build up a file on P. L. Grissom & 
Son, Inc. I told Mr. Carrico that 
complaints I did not know about, 
I could not settle. 

He accepted my promise that, if 
given these complaints, I would 
contact the people involved, look 
into the circumstances under which 


‘| their dissatisfaction arose, and re- 


solve any misunderstandings on 
these few remaining complaints, as 
I had those which were settled 
previously. This was accomplished, 
as evidenced by affidavits in our 
files. 

Also at this meeting, Mr. Car- 
rico questioned a $3 documentary 
fee which we charge on every 
automobile transaction and a $100 
dealer delivery and handling 
charge which we include on 
every new car deal. He wanted 
us to discontinue both of these 
charges, I refused. 

I feel that the $3 collected by 
the dealer for the handling of all 
the paper work required in an 
automobile sale is a just charge, 
and I believe that the other auto- 
mobile dealers in Detroit will agree 
with me. As for his alleged $100 
“pack,” we do not consider this a 
“pack,” but an entirely justifiable 
charge by the dealer for his handl- 
ing and servicing of new cars. This 
charge also enables a dealer to 
allow enough on a _ short-equity 
trade to build a down payment 
for what is getting to be a majority 
of his customers. 

Finally, the sale price of a new 
car is up to the dealer, not to 


chasers will come in on an ad for 
days after the insertion date, and 
when that car is sold, we certainly 
do try to sell them something else. 
Who wouldn't? 

A few complaints were concerned 
with refunds of customer deposits. 
People will come in, place an order 
and a deposit with us, and go out 
and shop afterwards, We start to 
process the deal and expend our 
time and effort toward the delivery 
of the car, and the customer will 
come back and tell us he wants to 
cancel his order, No dealer likes 
to lose a deal and we try to re-sell 
the customer. On some occasions, 
we have delayed refunding a de- 
posit or returning the title to a 
trade because we hoped to salvage 
the deal. In a few instances, there 
were complaints to the BBB on this 
procedure, Of course, we have never 
kept a deposit or a title when we 
were convinced that we could not 
deliver the car. 

In April I hired a new car sales- 
man, John Floyd, directly from an- 
other Detroit dealership, where he 
had been a volume salesman, Mr. 
Floyd is, in my opinion, one of the 
most aggressive, hard-working 
salesmen I have ever met. While in 
my employ for 10 months, he sold 
400 new Chevrolets at retail, one 
at a time. He is, literally, a dealer- 
ship in himself. Before joining our 
organization, Floyd had arrived, 
through his own experience, at the 
conclusion that personal advertis- 
ing in the newspapers was his most 
valuable source of prospects. The 
Detroit newspapers carried a deluge 
of home advertising by individual 
salesmen through 1954, 1955 and the 
spring of 1956, from numerous 
dealerships. 


= + > 


Conference Held 
THE 21st of June, Mr. Carrico 
went to the Prosecuting Attor- 





Pad for Station Wagon— 


A vinyl plastic-covered pad which covers 


the rear deck in station wagons is 
being marketed by Howard Zink Corp., 
Fremont, O. The padding is said to convert 
the deck back of the seat into a more 
comfortable and safe play area for chil- 
dren and also protects fragile items being 
transported. The cover is said to be stain- 
proof, waterproof and washable. 





being placed on other advertisers, 
it was decided that it would be dis- 
criminatory to make our oganiza- 
tion an example. Mr. Carrico made 
the remark that I had too much in- 
fluence with the Inspector, a man 
whom I had never met before. 

To remove the aspersion, I agreed 
to give a retraction of this ad to 
the three Detroit dailies providing 
Mr. Carrico would endeavor to re- 
move such questionable advertising 
by other dealers. He agreed to this, 
but advertising by individual sales- 
men continued to flourish from 





Fast-Selling Safety * 
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other dealerships. I might again 
mention “scapegoatism.” 

At this meeting I asked Mr. 
Carrico why he would single out 
our dealership for action, when 
we had been attempting to co- 
operate with the BBB ever since 
my meeting with him in December 
of the previous year, I said that 
we must have been doing things 
right because we had received 
practically no complaints from 
his office. Mr. Carrico informed 
me that he would not send any 
complaints to me because he did 
not approve of the adjustments 
we had made, in spite of our 
customer affidavits of satisfaction. 
He told Inspector Dodge that he 

had 22 complaints, received in the 
last six months. He finally agreed 
to give me a list of the complain- 
ants’ names, The 22 alleged com- 
plaints evolved, on study, into 11 
sales complaints. Eleven complaints 
out of six month’s sales of 2,000 
automobiles. 

In November, Mr. Carrico, as 
official representative of the BBB, 
contacted the three Detroit daily 
newspapers and informed them that 
the BBB was going to prosecute the 
P. L, Grissom & Son dealership for 
a false and misleading ad which 
had appeared for three days in one 
of the papers. He requested that 
they abide by a mutual agreement, 
in force between the BBB and the 
newspapers, that called for sus- 
pension of an advertiser’s copy, 
when that advertiser was the sub- 
ject of a forthcoming prosecution 
by the BBB, in the interest of 
saving them embarrassment. 

Upon hearing from the three 
classified managers of these papers 

(Continued on Page 74, col, 3) 





‘Extra’... 


Houser’s SAFETY DOOR LOCK @ 





100% EFFECTIVE~ Keeps 
children sofe while riding 
in rear seat! +z, 













office to obtain a warrant on 
anyone else. There has been no ney's ; per pair 
Exceptional Opportunity | uniform price fixing and there can|%48 of this type which had — Phd. 6 Pele Only 2 Styles 
a . . be none. The factory merely fur- started to appear from our dealer- en Colorful Cosh in on growing demand for safety! Fit all Populer 
For an enthusiastic, high caliber, executive . ship. A conference was arranged 4@Deor Cars 
type sales manager. nishes a suggested list price. In inom oem Site. Geet a my- DISPLAY Clever HOUSER Safety Door Locks re- 
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, high caliber sales organiza- Bt] os we cha. h tomobile Recovery Division of the "g Jobber or 
e rge enough. minutes. MONEY-BACK GUARANTEE! Order Direct: 





tion on a profitable basis. This is a single 
city Lincoln dealership dualied with Mer- 
cury. Excellent possibilities, if successful, 
fo procure your own dealership through 
this connection—if you desire. Please send 
recent photo and complete resume of 
your background. No phone calls please. 


L. E. Thomas, Pres. 
Vulcan Lincoln-Mercury, Inc. 
7230 7th Ave. So. Birmingham, Ala. 


Detroit Police Department. This 
1956 was the Inspector’s and my first 

‘ .._| meeting. In view of the fact that 
R. CARRICO stated in thiS/these ads had been running for 


portion of your article: “Gris- wi parent restrai 
som’s did take care of the com- a = = 2 = = — > 


plaints to some extent, As to 
whether the complainants were 
satisfied, this certainly was not the 
case in every instance.” We worked 
to the end of satisfying every cus- 
tomer us he says, but Mr. Carrico 
wanted to be the judge and the 
jury as to what scttlements should 
be made, I have affidavits from 
every person, who filed a complaint 
with him against P. L. Grissom & 
Son, Inc., to the effect that satis- 
factory settlement was made. Un- 
fortunately, I have none from Mr. 
Carrico. However, it is only my 
customers’ good will that I am con- 
cerned with. 

Many of these complaints were 
not of a sale price nature, but 
arose out of the impossibility of 
getting certain colors, models, and 
equipment exactly as ordered. To- 
day, if the customer wants a cer- 
tain model in one specific color com- 
bination, with definite added op- 
tions and accessories, a dealer with 
a two or three hundred thousand 
dollar new-car inventory may not 
actually have on hand that particu- 
lar car. 

Many times, therefore, when we 
take an order, we do so with the 
idea of trading with another dealer 
for the car we need. If we cannot 
locate this particular car within a 
reasonable length of time we try 
to sell the customer upon the neces- 
sary substitution. No substitutions 
—. made unless the customer is 
sold. 
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Mr. Dealer . . . boost your §. A.” 


(Examine the figures — — 
see if you’re keeping abreast) 


Are you a little behind? 
Is your S.A. sagging . . . not 
abreast of overhead? Well, 
you can really liven things 
up—when you modernize 
with DeVilbiss spray- 
painting equipment. A 
planned appearance- 
service program will give 
a new lift to your S.A.— 
factory-quality finishes at 
rock-bottom costs will bring 
in body jobs galore. Then 
watch the rising curve of 
your *Service Absorption. 
Call your DeVilbiss repre- 
sentative today. 


WHOLESALE COSTS 
of all NEW 1957 CARS 
and EQUIPMENT! 


The DeVilbiss Company, 
Toledo 1, Ohio 



























LUBRIPLATE Luerication 
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: 83%, of all radiators over a year old are partly plugged. And with 





BRINGS YOUR CUSTOMERS 
BACK...AGAIN AND AGAIN 


LUBRIPLATE LUBRICANTS are different ... they are so much 


better that your customers will feel the difference in the way 
their cars ride and handle. You make more money, too. You 
can charge more for a LUBRIPLATE grease job because it is so 
much better. And remember . . . the guy up the street doesn’t 
sell LUBRIPLATE. 


LUBRIPLATE H.D.S. MOTOR OIL 


is made especially for use in today’s high 
? speed, high compression engines, both gaso- 
line and diesel. Has high film strength, re- 
sists oxidation. Fully detergent. Available 
in all S.A.E. numbers. 


LUBRIPLATE LUBRICANTS are nationally 


advertised. Point-of-sale material available. 
Write us for dealer’s proposition and name 
of a nearby supplier. 


LUBRIPLATE DIVISION, Fiske Brothers 
Refining Company, Newark 5, N.J., Toledo 5, Ohio. 
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53.969 


J IN ONE 
I month 










Radiator Repairman Soldering Radiator i 


REPAIRING RADIATORS! 


“My INLAND Radiator Department brought in an additional $3,969 
in a single month” says Bob Neyland, Neyland’s, Baton Rouge, La. 


$10,000 to $20,000 a year additional volume is common! “$16,750 
in one year” — McRill’s, Twin Falls, Idaho, “$13,199 a year!” — 
Town Auto Co., Allentown, Pa. “$10,650 the first 8 months!” — 
Jack Fagan, Delevan, Wisc. 


20 te 30 Million Radiators Need Servicing Yearly! Tests prove é 


today’s engine power increase and cooling capacity decrease, par- 
tial plugging can cause overheating and serious engine damage. 
Inland equipment shows customer need for radiator-cleaning—is 
designed for fast easy production methods—stays neat and clean. 


Inland, world’s largest radiator equipment manufacturer, 


offers complete package— Equipment, Training, Merchandising, 
“Pays-For-Itself” Purchase Plan. 
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Mail Today! fg epee peg 1108 Jeckson St., Omaha 2, Nebr. 
Please send free book, “Biveprint Profits.” 
New free 48-page book “Blue- § ep 7 ' 
Squipment, training course, © F , 
e ° . 
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Dept. AN-4 Omaha 2, Nebr. 5 if dealer, make of car sold. . 
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Sees Self Guilty Only of Competitiveness . . . 








Grissom Replies to BBB Charges 


(Continued from Page 73) 
as to their position, I called Mr. 
Carrico to arrange a meeting, He 
refused to discuss the matter with 
us, stating that he had turned the 
case over to the appropriate state 
agencies for their disposition. 
= + + 

HE “wheels of justice” turn 

slowly. For four months our 
advertising was suspended while all 
state agencies concerned with regu- 
latory control of automobile dealers 
made their investigations. Hach 


expressed a criticism, in. that they 
thought that at times we used too 
aggressive salesmanship in closing 
a deal. 

It was brought to my attention 
| that the reason BBB was trying to 
make a scapegoat out of us was 
that Mr. Carrico was entertaining a 
personal animosity for Mr. Floyd. 
Reliable sources told us that Mr. 
Carrico was being beseiged by late- 
at-night telephone calls, was having 
unordered merchandise delivered to 
his home, and was surprised to 
have an undertaker call at his 
house to pick up a body. He seemed 
to think that Floyd was responsible. 
| I do not think that Floyd is a) 
person of such childish tempera- | 
ment, and I am sure that no one 
|in our organization would perpe- 
trate such ill-advised pranks on 
j}anyone. On Feb. 12, 1957, Floyd 
decided to leave our organization. 
| The next week the BBB agreed to| 
meet with us. 

It was recommended to us to | 
make some concessions to them | 
at this meeting. “Let them get 
| their hot chestnuts out of the 
| fire,” one investigative agency 
told us. To this end, we agreed 
to let them approve our adver- 
tising copy for the next 60 days. 

Consequently, the three major | 


Goodyear Opens 
Campaign to Sell _ 
Fewer V-Belts 


AKRON. — The V-belt sales de- 
partment of Goodyear Tire & Rub-| 
ber Co. is trying to get customers 
to buy fewer belts. 

Seems crazy, but it isn’t. Tech-| 
nological advances recently in the) 
design and manufacture of V-belts! 
are said to have made sizable sav-| 


| 
| 











|}ings possible by purchasing fewer, | 
| but higher-priced belts. 


Here’s an example cited by Good- 


|year of how the system works 


based on approximate cost figures: 


A customer has a motor rated) 
at 20 horsepower. He wants to)| 
transmit power to a lathe. He de- 
cides to uSe standard construction | 
V-belts because initial per belt cost 
is low. But if he investigates total) 
cost thoroughly, taking sheave sizes 
and costs into consideration, he 





finds he can save money by buying 
one premium-priced belt instead of 
three standard V-belts. 

If he uses three standard belts, 
his three-groove motor pulley will 
cost $30, the driven pulley will also 
have three grooves and cost $35, 
and the necessary belts will 
amount to $21. Total investment is 
$86. The one-belt “premium” sys- 
tem will cost $48, a total savings 
on one machine of $38, Goodyear 


$350,000 Blaze 
Hits Richardson 


ENID, Okla, — Damage was es- 
timated at $350,000 as flames 
destroyed Richardson Pontiac- 
Cadillac Co. here. 


Se ea | Dubb Richardson, owner, said the 


re broke out in the paint shop. 
He was able to save only a part 
of his office equipment and some 
records. Approximately 30 new cars 
were destroyed. The building and 
the cars were partially insured, 
Richardson said. 

Firemen fought the blaze for an 
hour before they brought it under 
control, Dense smoke covered the 
downtown area of Enid. 


newspapers lifted the arbitrary ban 
on our advertising. Mr. McEI- 
downey, of the BBB, through their 
attorney, Mr. Dowling, agreed not 
to disclose their investigation for 
publication in any media except 
their own organ, The Fact Finder. 
I feel that while we have lived up 
to our agreements; they have failed 
utterly in living up to theirs, Publi- 
city, it seems, was the only satis- 
faction they could get. 

One thing at least appears to 
have been accomplished to the 


benefit of the advertiser, The clas. 
sified manager of the Detroit Free 
Press, Mr. Felix Bryan, told me 
that they would never again sus. 
pend an advertiser’s copy unless the 
Better Business Bureau had already 
obtained a warrant, which they 
were not able to do in our case 
Cuartes T. Grissom, P. L. Grissom 
& Son, Inc. (Chevrolet), 6049 West 
Fort St., Detroit. 


For the lowdown on dealer thinking 
read John O. Munn’s column each week 
on Page 3. 





—. 


gave us a clean bill of health. They | 


yew glaskhit 


windshield scratch remover kit 
... fast, easy to use 


Windshield scratches, streaks and 
sleeks disappear in minutes with 
Glaskit on the job. Only $4.95 yet 
it does the same expert job as kits 
costing up to $50.00. Offers 
profit of $10.00 to $15.00 per 
hour for garages and service 
Stations . . . ideal for use by 
bus, taxi and truck fleet 
operators. 



















Simple to use: 

1.)Mark scratch position with 

special crayon; 2.) Soak felt 

wheel in water then mount 
in electric drill; 3.) Polish 
using compound fur- 
nished. It's that easy to 
make windshields like 


slightly higher ° 
othe: new again! 


elt o 
contains felt polishing 
la ie ee 
Pett a ee 
ga eh 


See your dealer or write 
direct for your Glaskit today. 





NOTE: Use only on light scratches ond rubs. 
Test scratch depth by running fingernail slowly 
across it. If fingernail does not catch, Glaskit 
will sofely remove scratch. 


Bristol Sales and Mfg. Co. 


Bridgewater, Massachusetts 


JOBBERS! 


VALUABLE GLASKIT FRAN- 
CHISES STILL OPEN — 


WRITE FOR DETAILS TODAY 
497 West Water Street 


Selita 
PRODUGTION 
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GREY IRON GASTINGS 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION “FOUNDRIES 


THE WHELAND COMPANY 
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To Back Up Short-Week Drive .. . 


UAW Seeks Huge Strike Fund 


(Continued from Page 4) 


political mastery over the 3,200 
delegates of the 1.5 million mem- 
bers of the UAW was more com- 
plete than ever. 

Unanimously reelected were Reu- 
ther as president, Emil Mazey as 
gecretary-treasurer and Richard T. 
Gosser, Norman Matthews and Pat 
Greathouse as vice-presidents. 

But Reuther did attempt to dis- 
arm a few critics who called it a 
“steamroller” convention by allot- 
ing five minutes of floor time to 





Chicago Deals: 
Four Out, Five In 


Area Now Has Total 
Of 530 Outlets 


CHICAGO. — Four Chicago-area 
dealers resigned or were terminated 
during the first quarter of 1957, and 
five new franchises were granted, 
according to the Chicago Automo~- 
bile Trade Assn. 

The changes resulted in a total 
of 530 outlets and 430 dealerships 
in the area on Apr. 1. Each fig- 
ure was one higher than at the 
beginning of the year. 

The association reported that all 
four dealerships that disappeared 
from the scene were in the city it- 
self. Three of the newly appointed 
outlets were in the city and two 
were in the suburbs. 

On a corporation basis, the Gen- 
eral Motors total was another re- 
flection of that organization’s dealer 
moratorium. GM entered the sec- 
ond quarter with 167 outlets, the 
same number as on Jan. 1. 

The line totals also remained 
the same: Buick, 35; Cadillac, 14; 
Chevrolet, 51; Oldsmobile, 34, and 
Pontiac, 33. 

The GM moratorium was an- 
nounced by President Harlow H. 
Curtice in March, 1956. At the 
NADA convention last January, he 
said the company is continuing 
through the 1957 model year its 
policy of not increasing dealer loca- 
tions. New appointments are lim- 
ited to replacements. 

Chrysler Corp. gained two Chi- 
cago outlets during the quarter, 
giving it a total of 195, and Amer- 
ican Motors climbed from 35 to 
36. Ford Motor Co. dropped from 
9 to 94 and Studebaker-Packard 
also lost one dealer, going from 
28 to 27. 

Following is a line-by-line tabu- 
lation of Chicago-area outlets: 


Apr.1, Jan. 1, 

1957 1957 

Buick . 35 35 
I 14 14 
I oo 51 51 
Te 34 33 
EE IEE 33 34 
a ida ad 30 29 
eS 59 59 
i 13 13 
Lincoln-Mercury .......... 35 36 
ake 23 22 
Oldsmobile ...................... 34 34 
a 98 97 
is 33 33 
Studebaker-Packard .... 27 28 
ne 11 11 
Total outlets .............. 530 529 
Total dealerships ...... 430 429 


FTC Accuses Eis 
Of Discrimination 
On Parts Rebates 


WASHINGTON.—Eis Automotive 
Corp., Middletown, Conn. manu- 
facturer of hydraulic brake parts 
and cables and «other automotive 
Parts, was charged last week by 
the Federal Trade Commission 
with discriminating in price among 
its customers. 

The FTC said Eis gave rebates 
to some of its favored customers, 
not to all. 

These rebates, the FTC charged, 
have been given under varying 
Plans and in varying amounts for 
at least three years. 

The discriminatory rebates, the 
FTC said, amounted to approxi- 
mately 7.8 percent. A hearing on 


the charge is scheduled June 18 in 
Middletown. 





each of 22 opponents of the dues 
increase and five minutes for each 
of 22 supporters. 

* aa # 


Jan. Convention Set 


N A resolution on 1958 collective 

bargaining with the auto com- 
panies, it was ordered that a spe- 
cial convention be held next Jan- 
uary to formulate demands and 
that strike benefits be paid on a 
basis of right rather than need. 


Earlier the convention had ap- 
proved the seven-man public 
“watchdog” committee which will 
be charged with guaranteeing high 
ethical standards in the operation 
of the UAW and its locals. 

While arguing in favor of the 
board, Reuther said, “The board 
is not window dressing. It is the 
real thing.” 

Appointed to the “watchdog” 
board was Circuit Judge Wade H. 
McCree and Rabbi Morris Adler, 
both of Detroit; Dr. Edwin C. Witte, 
University of Wisconsin economist; 
Dr. Clark Kerr, chancellor of the 
University of California; Msgr. 
George Higgins, of the National 
Catholic Welfare Conference, and 
Methodist Bishop G. Bromley Ox- 





More Wild Notes... 


Dealer Ad Roundup 


(Continued from Page 8) 


accused of defacing Sneakley’s 
home and annoying his baby and 
his dog. 

Fester’s defense was that he was 
striking a blow for all motorists. 
Seems Sneakley is an auto sales- 
man, “one of those guys who puts 
tags on my car offering me $2,000 
—when the junk man won't give 
me but $75 for it.” 

= > 


+. 

ESTER retaliated. Each time 

Sneakley left his house, Fester 
hung a card on the front door 
reading, “Would you take $50,000 
for your old house in trade on a 
1957 super Ranch House?” 
Sneakley’s baby rated a note ask- 
ing its father if he wanted to trade 

the infant on a new model. 

The salesman’s dog bore a tag 
saying, “Would you take $750 for 
this old dog in trade on a new 
Chihuahua? Mexican buyer in 
town.” 

“And you'd really give him $750 
for his dog, wouldn’t you?” asked 
the judge. 

“Sure I would,” replied Fester. 
“Just as surely as he'd give me 
$2,000 for that junk heap of mine.” 

7 aa ” 


Bait-Ad Bill Dies in N. Y.; 
Ohio House OK’s Move 


DETROIT.—A bill to outlaw bait 
advertising was rejected in the New 
York Legislature, but the Ohio 
House has approved a similar 
measure. 

The Ohio bill imposes a $1,000 
fine or 20 days in jail for refusal to 
sell merchandise at the price ad- 
vertised. The New York proposal, 
which called for a $5,000 fine, was 
rejected following complaints by 
newspapers that it was drafted in 
a manner that was unduly restric- 
tive. 


‘Company Car’ Ad Laid 
To Rate Structure 


DETROIT. “‘Company cars’ 
simply mean cars owned by the 
company,” said Joe May, Detroit 
Chevrolet dealer, in setting the rec- 
ord straight on a reference in AuTo- 
motive News Apr. 8 to an advertise- 
ment. 

May had advertised 1957 Chevro- 
lets for $1,595, “no gimmicks, no 
tricks.” A tiny line of type qualified 
the cars as company cars. 

May told Automotive News that 
the line was inserted because of 
newspaper rate structures and not 
to deceive the public. , 

“Actually,” May said, “I was re- 
ferring in the ad to brand new 1957 
cars. However, I can advertise com- 
pany cars for 48 cents a line 
whereas it costs $1.10 a line to ad- 
vertise new cars.” 

(This difference in rates goes 
back to the cooperative ad plan 
under which dealers contributed so 





nam. A seventh member is to be 
elected later. 
+ + * 


Other Actions 


HE UAW convention also: 

1. Pledged full support to the 
Senate subcommittee investigating 
labor corruption. 

2. Asked the auto makers to join 
with the union in establishing a 
committee to study the shorter 
work week. 


3. Authorized union officers to 
launch a public relations program 
to acquaint the membership and 
public with the feasibility of a 
shorter work week. 

4. Demanded better protection for 
workers displaced by plant reloca- 
tions. 

5. Voted to make it mandatory 
for local unions to elect their of- 
ficers for two years instead of 
one. 

6. Agreed to give members the 
privilege of having that portion of 
their dues allocated to the union’s 
Citizenship Fund diverted to a non- 
partisan citizenship organization. 

* = + 
A"=™= seven weeks of negotia- 
tions, an agreement has been 


much per car to advertising placed 
by the manufacturer. This led to 
confusion, with many newspapers 
ruling that ads advertising new 
cars would take the national rate 
while ads placed by the dealer for 
used cars and service would take, 
local rates. Now that the co-op) 
funds have passed into limbo, dealer | 
organizations are seeking clarifica-| 
tion of rates.) 

The new car which May is adver- 





tising for $1,595? It is a business 
coupe. | 

“We'll sell it for that, too,” May 
said, “although it is a salesman’s 
car and most people want a family 
car. So we try to give them what 
they want.” 


Hint of Spring 
Told in Reports 
Of Auto Makers 


(Continued from Page 4) 
sales for the corresponding period 
of 1956. 

This year’s first-quarter sales 
were only 4.7 percent below those 
for the same period in the record 
year of 1955 when dealers sold 480,- 
240 cars. Total sales for the first 
three months of 1956 were 403,012 


units. 
Ford Division 
During the six months since in- 





troduction of the 1957 Fords, Ford 
dealers have sold more cars than 
for any comparable half-year period 
in the last 33 years, R. S. Mc- 
Namara, general manager, has an- 
nounced. 

Sales during the six months 
amounted to 762,439 units, or 45,414 
units above the same period last 
year. 

McNamara also announced that 
Ford sales during the six-month 
period account for a greater per- 
centage of the total U. S. market 
than Ford has attained for any full 
year since 1935. Ford currently is 
capturing almost twice as much of 
the market as it did nine years ago, 
he said. Ford’s market penetration 
is about three percentage points 
higher than last year, which, in 
turn, was one percentage point 
higher than 1955. 

Ford sales for the last 10 days of 
March were 15.7 percent above the 
second 10-day period and 44 per- 
cent above the first 10-day period, 
which had one less selling day than 
the remaining two. 


Vandals Damage Cars 


CUSHING, Okla.—Oklahoma Mo- 
tor Co. (Dodge) was invaded by 
vandals who drove cars back and 
forth across a half-block-long store- 
room, Nine new cars were damaged 
and part of a wall was knocked out. 


1957 





Senate Probing Threats 
Of Unions in Phila. 

PHILADELPHIA, — Evidence 
of alleged threats and vandalism 
by two unions attempting to sign 
up employes in the automotive in- 
dustry here are being gathered by 
Senate labor rackets committee 
investigators. 


Owners of service sta- 
tions and automobile dealers have 
alleged that they were forced to 
sign papers although their em- 
ployes had not signed with unions. 
Two unions, Teamsters Local 596, 
Garage and Parking Station Em- 
ployees, and Local 724, Interna- 
tional Assn. of Machinists, have 
an agreement to jointly organize 
the automotive field. 





reached between the U. S. Rubber 
Co. and the United Rubber Workers 
on a two-year contract that covers 
30,000 workers in 19 plants. 

The contract calls for 20 improve- 
ments, including three-week vaca- 
tions after 11 years, funeral pay in 
the event of a death in the family 
and two weeks’ military leave pay. 
Wage demands were discussed but 
were deferred for settlement to a 
later date. 





15 
Minnesota Limits 
Finance Charges 


On Auto Sales 


ST. PAUL.—Gov. Orville Free- 
man has signed a bill to limit auto 
finance charges. The measure was 
approved by the Minnesota Auto- 
mobile Dealers Assn., the Minne- 
sota Bankers Assn. and the Minne- 
sota Finance Conference. 

It limits charges to 8 percent on 
new and one-year-old cars; 11 per- 
cent on two and three-year old cars, 
and 13 percent plus $3 on cars four 
years old and older. 

In another action, the House of 
Representatives approved a bill 
banning Sunday sales of new and 
used cars. This bill also was sup- 
ported by the state dealer associa- 
tion and was passed by the Senate 
earlier. 

Opponents of the measure claimed 
it was based on a dispute between 
Twin Cities dealers and suburban 
outlets. Minneapolis and St. Paul 
have city ordinances against Sun- 
day car sales. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 


SOME DEALERS HAVE 100% ABSORPTION FIGURES! 


{National Average is 65°) 


wi to increase service and fill with 
ae pend ta 7 your absorption figures your shop cus- 


non-productive and 


If your monthly service volume is $7,000 or more, and you do not have a service 
desk or tower control, write us and hear our story . . . we promise some new slants 


—without obligation, of course. 


Flash - A - Call Service Control 





self-centering 


and 


Super-accurate 
--e- John BEAN’S 


Nee 


2170 South Canalport Avenve 
Dept. AN-149, Chicago &, Ili. 











uct 9 tp of your wriste ...and/ ite mounted 


You press John Bean’s new “1287” Balancer against the wheel, 


spin 


the self-centering rim with a flip of your wrists . . . the 


balancer is mounted and perfectly centered. A simple operation . . . 
no adapters, no studs, nothing to remove from the wheel. 

Easy reading scale shows the amount of weight required; an 
arrow points to the exact spot where needed. You precision balance 
the tire, wheel, hub, hub cap and drum as an integral unit... 


and do the job fast! 
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(CD Self-Centering On-the-Car 


send me Whiel Gutanee 
\- Truck 
data on OF Ran pean 
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Verdict for Franchise System? 


(Continued from Page 1) 


law can be used to break down the 
factory-dealer relationship.” 

Clyde C. Randolph jr., attorney 
for Miller Motors, said a decision 
on appealing the decision would be 
made by Apr. 19, the deadline for 
such action. 

* 7 > 

a Judge Thomsen touched 

on the good-faith law only 
briefly, he did rule at length on 
the application of the antitrust 
laws to such factory-dealer under- 
takings as advertising co-op funds 
and parts-and-accessories purchases, 

Ad co-ops, parts purchase re- 
quirements and use of relative sales 
criteria in measuring dealer per- 
formance, Thomsen ruled, do not 
violate the antitrust laws. 

Miller Motors, a terminated 

Lincoln-Mercury dealer in Win- 

ston-Salem, N. C., was shut out 

by Judge Thomsen of all but 
$1,417.10 of its original $1.4 million 
treble damage suit against Ford 

Motor. The $1,417.10 was for re- 

pairs to new cars, a sum which 

the company had agreed to pay. 

The suit was tried without jury 
in Winston-Salem. Thomsen, of 
Baltimore, chief judge of the 
Fourth Federal District, handed 
down his 14,000-word decision 
March 20. 

A day after the decision was an- 
nounced, Ford Motor began distri- 
bution of its new selling agreements 
to company dealers. Distribution 
of the new agreement reportedly 
had been delayed pending outcome 
of the Miller case and the good- 
faith law campaign in Congress, 

+ > 7 


All Claims Ruled Out 
IHOMSEN found that none of 
Miller Motor’s six basic charges 

against Ford was “recoverable.” A 

summary of each allegation and the 

judge’s conclusions follows: 

1. Caarce—The Lincoln-Mercury 
Dealer National Advertising Coun- 
cil (LMDA) to which Miller be- 
longed was “a conspiracy which un- 
reasonably burdened the interstate 
commerce in Lincoln-Mercury cars,” 
an “attempt to monopolize the com- 
merce in such cars or the advertis- 
ing thereof” and “a tie-in of the 
sale of advertising with the sale 
of automobiles.” Miller’s argument 
cited the Federal court rulings in 
the antitrust case involving GM and 
GMAC as supporting this charge. 

Finpinc—“GMAC was owned by 
GMC; the conspirators had identi- 
cal interests to make money for the 
GMC family. But the interests of 
Ford and the LMDAs are not 
identical. 

“Ford does not own or control 
the LMDAs; they are composed 
of L-M dealers, who are inter- 
ested in promoting the sale of 
Lincolns and Mercurys against 
Ford cars as well as against cars 
made by other manufacturers. 
Nor does Ford own any interest 
in the advertising agency used 
by the LMDAs. 

“GMAC was selling financing and 
was in active competition with 
other finance companies. Neither 
Ford nor LMDA is selling adver- 
tising . . . The requirement of 
GMAC financing was an unreason- 
able arrangement, so far as the 
dealers were concerned; it was de- 
signed solely to promote the selfish 
interest of GMAC. 

“LMDA advertising is a reason- 
able arrangement, designed to pro- 
mote the interests of L-M dealers 
by furnishing them with effective 
advertising at a minimum of cost 
through cooperative effort ... 

. * a 
™ A$’ THE Supreme Court noted in 
U. S. vs. DuPont, every manu- 
facturer has a natural monopoly in 
hig own product, especially when 
sold under his trade name, and such 

@ monopoly is not prohibited by the 

antitrust laws... 

“Advertising by associates does 
not violate the Sherman Act unless 
it restricts competition or tends to 
create a monopoly far beyond any- 

suggested in the present case.” 

2. Cuarce—Ford forced Miller to 
repair defective new cars at a loss 
to Miller because the company re- 
fused to pay the dealer’s regular 


charges. 
Finding — Ford agreed to pay 


|erally unsuccessful 





$1,417.10 to plaintiff for defective- 

car repairs, and the judge ordered 

Miller to argue this claim as part 

of conspiracy and domination al- 

legations. 

3. CHarce—Company discriminated 
against Miller by not giving it 
enough cars at the start of new 
model years and then overloading 
it with cars later in the model 
year. This practice was pursued by 
Ford because Miller resisted “all of 
Ford’s demands.” 

Finpinc — After Miller’s counsel 
conceded that’ this charge itself 
was not basis of separate claim, 
evidence offered in support of this 
allegation was considered with 
domination charge. 

* * = 


‘Undoubted Right’ 


Cuarce—Ford “required the de- 

* fendant wilfully, unlawfully 
and under duress to accept tie-in 
sales” of parts and accessories. 
Also to buy parts and accessories 
exclusively from Ford in order to 
get cars each model year. 

Finpingc — “Ford had the un- 
doubted right to require plaintiff 
not to sell as genuine parts any 
parts that were not genuine, and 
might have required plaintiff to use 
only parts and accessories supplied 
by Ford in repairing Lincoln and 
Mercury automobiles . . .” 

Since Miller was the only L-M 
dealer in the Winston-Salem 
county, Ford was justified in 
pressuring the dealer to carry a 
representative line of L-M acces- 
sories, Thomsen said, 


“Suits by dealers against automo- 
bile manufacturers have been gen- 
because the 
dealers have been unable to show 
any injurious effects on the public 
automobile market ... There can 
be no recovery by a private litigant 
under the antitrust laws in the 
absence of a public injury... 

“Plaintiff bought seat covers, 
undercoating, etc, from many 
other sources as well as Ford, It 
purchased from other sources 
nearly half of all the parts and ac- 
cessories which it sold or used, 
more than half of all except ‘genu- 
ine’ Lincoln-Mercury parts . . 

“Ford’s competitors were not fore- 
closed from the market. And there 
is no evidence that any parts or 
accessories were sold to plaintiff 
against the will of its officers 
within the three-year period before 
this suit was filed ... 


> * * 


“PLAINTIFF has not shown 
that it sustained any damages 
in connection with parts and ac- 
ecessories as a result of anything 
done by Ford or its representatives 
within the three-year period.”. 


5. Cuarce-—Ford “wilfully, unlaw- 


Litchfield Cited— 


Ross R. Ormsby, left, president, Rubber 
Mfg. Assn., presents a certificate of ap- 
preciation to P. W. Litchfield, board chair- 
man, Goodyear Tire & Rubber Co., Akron, 
for his accomplishments as an outstanding 
leader in American industry and for his 
contributions to the growth and develop- 
ment of the rubber manvufacturing in- 
dustry. Acknowledged as dean of the in- 
dustry, Litchfield resigned from the RMA 
board of directors in 1956. He had served 
continuously on the board since 1926. 





fully and maliciously dominated and 
monopolized the . . . business of 
the plaintiff by holding a lever over 
the head of the plaintiff due to the 
fact that the defendant had the 


Hore. 


‘ . wtp 
Get SHOP 


A 


exclusive sale and manufacture of | - 


Lincoln-Mercury automobiles.” 

Finpinc—“Congress evidently did 
not share this view” when it found 
it necessary to adopt the good- 
faith law supplementing the anti- 
trust laws under which Miller made 
this allegation. 

“Nowhere in the Senate and 
House reports (on the good-faith 
law) is it suggested that a dealer 
has such a remedy as plaintiff 
seeks to establish under the fifth 
cause of action . , . 

“It should be noted that the fi- 
nance restriction in the GM-GMAC 
case operated on the retail pur- 
chaser as well as on the dealer. 
There is no similar restriction in 
this case.” 


Pointing out that Méiiller’s at- 
torneys conceded there was no legal 
precedent for an award on a “dom- 
ination” charge, Thomsen concluded 
that such “market domination” or 
“economic captivity” as Ford may 
have exercised did not amount to 
monopoly in violation of the Sher- 
man Act. 

. = 7 


Cancellation Clause 
Cuarce — “Ford, in conspiracy 
® with LMDA, cancelled plaintiff's 
sales agreements, because of plain- 
tiff’s unwillingness to do the vari- 


|ous things Ford insisted upon, as 


set out in the first five causes of 


| action.” 


Finpinc — After conceding there 
‘was no basis for recovery on this 
charge separately, Miller’s counsel 
argued that the evidence should be 
considered with claims of conspir- 
acy, domination and monopolization. 

In setting forth a background for 
his findings, Thomsen related a 
series of disagreements between 
Ford and Miller from 1951 to 1954. 
Miller, who became a L-M dealer 
in 1946, was terminated in mid- 
1954 after suffering financial losses 
which ultimately totalled $97,991 in 
a period from Dec. 1, 1951, to Nov. 
30, 1954. 

Termination of Miller’s sales 
contracts was “well justified,” 
Thomsen held, because of the 
dealer’s inferior sales and profit 
showing. 


“Plaintiff,” he stated, “did not sell | 
enough cars, did not sell enough | 


parts and did not cooperate with 
Ford’s policies and programs, but 
was openly and avowedly antagon- 
istic to them. 

“Plaintiff's sales of new Lincolns 
and Mercurys were well below dis- 
trict, regional and national aver- 
ages, and below those of dealers 
in comparable North Carolina 
cities.” 

+ > > 

HHOMSEN said that Miller had 

not proved capable of meeting 
the “keen and ruthless competition” 
which developed in the new-car 
field in 1953. He added that Ford 
representatives urged MiéAller to 
launch blitz sales “since it was ap- 
parent plaintiff could not meet its 
quota in any other way.” 

Miller also objected to suggestions 
that he expand advertising and pro- 
motional campaigns, the judge said. 

“He was uncooperative, critical 
of the policies of Ford and its 
representatives, and at times, 
abusive, belligerent and threaten- 
ing,” Thomsen said. 

The decision cites the advantages 
of co-op advertising over individual 
advertising, although the factories 
now have absorbed all the costs of 
national advertising handled 
through co-ops. 

“The evidence,” Thomsen said, 
“does not disclose any substantial 
objection by L-M dealers to LMDA 
as such, at least until 1954 with 
the possible exception of Miller, 
who seems to have been opposed to 
any advertising of automobiles dur- 
ing the halcyon days following the 


war.” 
+” a : 


Dealer Pressure 
Owavae, the judge agreed 
that “in effect, participation in 
LMDA was compulsory.” 
“Like other dealers,” Thomsen 
said, “Miller believed that plain- 
tiff’s sales agreements would be 





joensen 


“Yes, I’m the one who requested 
a demonstration ride. The Union 
Station, please, and hurry!” 


cancelled if he refused to pay his 
assessments. 

“If a majority of the dealers 
in any district became dissatisfied 
with LMDA advertising, because 


—e 


Ford dominated the agency, or 
for any reason, they could have 
dissolved the LMDA. Indeed, it ig 
hard to see how an LMDA could 
have been continued, even with 
Ford’s support, against the de. 
termined of a sub. 
stantial minority of the dealers 
im any area. 

“On the other hand, the pressure 
of the other dealers would and did 
require Ford to insist that an oc. 
casional recalcitrant dealer should 
be told that continued membership 
in LMDA was.a condition of con. 
tinued dealership.” 


Among the cases used as refer. 
ences by Thomsen was the prece- 
dent-setting Ford vs. Kirkmyer 
Motor decision, in which a Federal] 
tribunal asserted: 

“Dealers cannot, when they get 
into trouble, expect the courts to 
place in the contract the protection 
which they themselves have failed 
to insert.” 

Winston-Salem attorneys argued 
the case for both Miller and Ford, 


Five Dealer Leaders Named 


To Industry Safety Group 


WASHINGTON, — Five new-car 
dealer leaders have been appointed 
to serve on the Inter-Industry High- 
way Safety Committee. 

All hold positions of influence 
in NADA. They are: Foster W. 
Talbott (Ford), Baltimore, chair- 
man of NADA’s Industry Rela- 
tions Committee; Dean Chaffin 
(Buick-Chevrolet), Bozeman, 
Mont., NADA first vice-president; 
Charles C. Freed (DeSoto-Plym- 
outh), Salt Lake City, NADA past 
president; Carl E. Fribley (Cadil- 
lac-Pontiac-GMC), Norwich, N. Y., 
NADA immediate past president, 
and Frederick M. Sutter (Dodge- 
Plymouth), Columbus, Ind., NADA 
president, 

Auto manufacturer representa- 
tives are: Roy Abernethy, vice- 
president, automotive distribution 
and marketing, American Motors 
Corp.; W. F. Hufstader, vice-presi- 
dent, General Motors Corp.; A. 
vanderZee, Chrysler Corp. and 
Walker A. Williams, vice-president, 
Ford Motor Co. 


At the same time it was an- 


|}mounced that L. E. Stone, a Ft. 





Buick Appoints 
Durham to Region 


FLINT. — Grover R. Durham, 
Buick’s New York zone manager, 
has been appointed eastern regional 
manager, Albert H. Belfie, general 


G, BR, Durham 3. G. Millar 


sales manager, announced last 
week. 


He succeeds John G. Davies who 
has been made executive assistant 
to the general manager in charge 

of dealer rela- 
tions. Durham, 45, 
started with Gen- 
eral Motors Corp. 
in 1936 as a field 
representative for 
GMAC and went 
to work for Buick 
after the war as 
a car distributor 
in the Buffalo 
zone. He was ap- 
pointed Buf- 

F. L, Getsinger falo zone man- 
ager in 1951 and moved to Newark, 
N. J., in a similar position in 1954. 
He was named New York zone 
manager last year. 

Durham will be succeeded in 
New York by James G. Millar, 43, 
zone manager in Newark, Belfie 
said. Miller also started with GM 
as a field representative with 
GMAC in Buffalo and came to 
Buick in 1947 as a district manager 
in the Buffalo zone. Millar will be 
succeeded in Newark by Floyd L. 
Getsinger jr., his assistant. Get- 
singer started with Buick in 1948. 





Smith (Ark.) Firestone dealer and 
vice-president, National Tire Deal- 
ers & Retreaders Assn., would join 
Talbott on the committee. 


In addition to Stone, Joseph A. 
Abel, a B. F. Goodrich dealer in 
Rutland, Vt., president of the 
NTDRA, is a member. 

Tire manufacturer representatives 
are: H. D. Tompkins (chairman), 
vice-president, Firestone Tire & 
Rubber Co.; Howard H, Hawkes, 
vice-president, U. S. Rubber Co.; 
J. A. Hoban, marketing vice-presi- 
dent, B. F. Goodrich Co.; Victor 
Holt jr, vice-president, Goodyear 
Tire & Rubber Co., and L, A. Me- 
Queen, sales vice-president, General 
Tire & Rubber Co. 

The committee again is joining 
with the National Safety Council 
and Look magazine in sponsoring 
the annual National Vehicle Safety- 
Check for Communities, starting in 
May. 


Leaflet Gives Hints 
On Safety and Fun 
WASHINGTON. — “Safe Trip 


| Guide,” a leaflet providing tips for 


safe travel and driving enjoyment, 
has been prepared as one of the 
materials in the Safety-Check kit 
for 1957. 

M. R. Darlington jr. managing 
director of the Inter-Industry 
Highway Safety Committee, said 
the folder “is ideal for dealer dis- 
tribution because it stresses the 
positive approach—the safe and en- 
joyable use of the product dealers 
sell and service.” 

The pamphlet has space for 
dealer imprint. 


Saks Declares 
Big 3, Oil Firms 


Employ Coercion 


CLEVELAND.—The aim of the ; 


Anti-Monopoly Committee of the 
Automotive Service Industry is to 
get the Big Three auto companies 
and oil firms to “halt ... cam- 
paigns of coercion, outright threats 
and unfair competition,” according 
to Ira Saks, executive director. 


Saks has been speaking on this | 


theme at various automotive 
wholesaler meetings and will attend 
the May 31-June 1 convention of 
the Automotive Wholesalers Assn. 
of Alabama, 

“If allowed to continue un- 
checked,” said Saks, “the big com- 
panies will soon completely con- 
trol the automotive service market, 
wiping out the small independent 
businessman, the backbone of our 
economy.” 

Saks said the growth of “this 
threat to our economy” was 
brought to attention when inde- 
pendents testified on big company 
methods before the Senate Anti- 
trust and Monopoly subcommittee. 

He also was very critical of the 
car manufacturers’ advertising on 
“genuine parts.” Saks said the im- 
plication is that “other parts are 
not only inferior but unfit and un- 
safe to use.” This, he said, is mis- 
leading and unfair advertising, 
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ing ritt D. Hill, general manager of its|troit for three days of sightseeing.| Dallas, and Eric Hayden, Fort 
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ve This year marks the 40th anni-|Oakwood Blvd. in Dearborn. It is the equipment business at high 
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Obituaries 


William C. Little, 76; 
Manufacturer’s Agent 


DETROIT.—William C. Little, 76, 
an oldtimer in the automotive in- 
dustry, died Apr. 7 in St. Joseph’s 
Hospital, Ann Arbor, Mich. 

At the time of his death, Mr. Lit- 
tle was a manufacturer's agent, 
handling several supplier accounts. 
He will be best remembered by 
those in the industry as the man- 
ager of the Detroit office of Bear- 
ings Co. of America for the 40 years 
prior to 1951. Before that, he had 
been associated with Lycoming and 
Locomobile and had participated in 
several of the early Glidden Tours. 

a’ + + e 


Thomas H. MacDonald, 76; 


U. S. Road Chief 34 Years 


COLLEGE STATION, Tex.— 
Thomas Harris MacDonald, 76, 
chief of the U. S. Bureau of Roads 
for 34 years, died Apr. 7. Mr. Mac- 
Donald retired in 1953 and came to 
Texas A. & M. College’s Highway 
Research Center here with the title 
“Distinguished Research Engineer.” 


Mr. MacDonald went to Wash- 
ington in 1919, when there were 
only 272,000 miles of roads in the 
nation. By 1953, there were more 
than 3,300,000 miles of roads and 
half were surfaced. President Harry 
S. Truman awarded him the Medal 
of Merit for road-building activi- 
ties in World War II. 


+ * * 


Leo Donovan, 53, 


Detroit Auto Writer 


DETROIT. — Leo Donovan, 53, 
automotive writer for the Detroit 
Free Press, died Apr. 6, after a 
heart attack. 


Mr. Donovan entered the news- 
paper business as a Free Press copy 
boy while attending the University 
of Detroit. He later covered City 
Hall and Wayne County govern- 
ment and had been the paper’s 
automotive writer since 1946. 


2 * * 


Gordon C, Felts 
GALAX, Va.—Gordon C. Felts, 63, Ford 
and Mercury dealer, died in Roanoke (Va.) 
, after a lengthy iliness. 
was vice-president of Twin County 
Motor Co. 


L. Cecil Benson 
OKLAHOMA CITY. — L. Cecil Benson, 
53, a used-car dealer, died Apr. 2. Benson 
had been in business here since 1934. 


> > = 
Arthur C. Robertson 
OTTAWA. — Arthur C. Robertson, 69, 


president of Cornwall Motor Sales, Ltd., 
Cornwall, Ont., which he founded in 1913, 
died in Daytona Beach, Fila. 


> > > 


Hugo H. Riefler 

HAMBURG, N. Y. — Hugo H. Riefler, 
61, president of Riefler Buick, Inc., Ham- 
burg, and one of the oldest Buick dealers 
im Western New York, died Apr. 4. He 
had the dealership since 
1928. He was a member of the Buffalo 
Automobile Dealers Assn., the Buick Deal- 
ers Council and the Niagara Frontier Buick 


WILLIAMSON, W. Va.—Alvin R. Gates, 
@4, assistant manager of Del Hub Motor 
Co, (Lincoln-Mercury), died March 30. Mr. 


Gates had been associated with the auto- 
mobile business in Williarnson more than 
35 years. 


Frederick A. Roethke 
NORFOLK, Va. — Frederick A. Roethke, 
65, president, F. A. Roethke, Inc. (DeSoto- 
Plymouth), died March 27 in hospital. Mr. 
Roethke had been in the auto business 
here for 42 years. 
as - - 


Herbert G. Laev 
MILWAUKEE. — Herbert G. Laev, 63, 
of the board, Laev Motors (De- 
Soto-Plymouth), died Apr. 5 in New York 
City. Mr. Laev had been president and 
general manager of the firm until this 
year when he was succeeded by his son, 
William. 


Sullivan 
BALTIMORE. — Roger Sullivan, 68, an 
auto dealer here for several years, died 
Apr. 4. Mr. Sullivan had suffered a heart 
attack about seven weeks before his death. 
* * 


BURLINGTON, Vt.—-Lyndon M. Thomas, 
72, a partner for many years in Kent- 
Thomas March 30. He retired 


. * a 


Abraham Kutner 
PHILADELPHIA. -— Abraham Kutner, 
vice-president of Kutner Buick, Inc., died 
Apr. 4 in Miami Beach, Fla. 
* * * 


R. A, Gluth 
RFDWOOD FALLS, Minn.—R. A. Gluth, 


a partner in Gluth Pontiac-Cadillac here, 
is dead. He had been a Pontiac dealer 
since 1941 and a Cadillac dealer since 
1948. 

* * * 

Robert H. Gray 
SEATTLE, — Robert H. Gray, 74, well- 

known automobile dealer, died at Soap 
Lake, Wash., Apr. 4. He had been as- 
sociated with Petridge Trailer Sales, Seat- 
tle, for 10 years and also owned the 
Washington and Broadway garages. 

* + * 


John Stover Snowberger 
WAYNESBORO, Pa.—John Stover Snow- 
berger, $3, an auto dealer for 36 years, 
died Apr. 3. Mr. Snowberger was senior 
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partner of J. 8S. Snowberger & Sons (Olds- 
mobile) and founded the firm here in 
1921. In 1930, he established an Oldsmo- 
bile dealership in Hagerstown, Md. 

* + * 


Willis F. Day 
TOLEDO.—Willis F. Day, 61, president, 
Willis Day Storage Co. and operator of 
Willis Day Motor Sales (Flint) from 1919 
to 1929, died Apr. 3. 
* * * 
Cecil C. Yoss 
WOODSFIELD, O. — Cecil C. Yoss, 49, 
owner of Yoss Motor Sales here, died Apr. 
1. Mr. Yoss was stricken with a heart 
attack as he was presiding over a meeting 


of the board of education. He was its 
president. 
* * * 
William F. Myers 
COLUMBUS GROVE, O. — William F. 


Myers, 78, founder of Myers Chevrolet 
Sales here, died Apr. 2 in hospital. 
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HELP WANTED 





RESUME TROUBLE? “Do-It-Yourself 
Resume Kit’’ will assist you find the 
position you want, Professionally designed 
to form six attractive brochures, ready to 
mail as soon as you enter your persona! 
data, Only $2.00. Sterling, 192 N. Clark, 
Dept. 32, Chicago 1. 


HELP WANTED 


SELL VOLKSWAGEN TRANSPORTERS, 
commercial vehicles, including panel 
delivery-pickup in New York metropolitan 
area, Opportunity to become head of 
commercial department, Want only thor- 
oughly experienced man. Write or wire 
Wm. Dretzin, Queensboro Motors Corp., 
32-49 - 49th St., Long Island City, N. Y. 


EXCEPTIONAL OPPORTUNITY for an 
enthusiastic, high caliber, executive type 
sales manager. Must have ability to or- 
ganize and direct a live wire, high caliber 
sales organization on a profitable basis. 
This is a single city Lincoin dealership 
dualed with Mercury. Excellent possibili- 
ties, if successful, to procure your own 
dealership through this connection, if you 
desire. Please send recent photo and 
complete resume of your background. No 
phone calis please. L. E. Thomas, Pres., 
Vulean Lincoln-Mercury Inc., 2230 7th 
Ave. So., Birmingham, Ala. 

WE ARE LOOKING FOR an experienced 
salesman familiar with the automotive 
industry. Our product has no competition 
and is used by automobile dealers, banks, 
insurance companies, finance companies 
and leasing companies. No territory re- 
strictions. No objection if you are selling 
other products, Send references with 
complete information to Box 7028, c/o 
Automotive News, Detroit 26. 


SALES MANAGER — Metropolitan New 
York dealer, handling popular- priced 
General Motors line, seeks 
a competent sales manager who can 
eventually become general manager of 
the entire dealership. Sales approximately 
900 new and 1,200 used per year. If you 
are of proven ability; can recruit, train 
and handle salesmen, we believe we have 
an interesting proposal, Salary plus per- 
centage of profits, with opportunity to 
buy in, if desired, is available to appli- 
cant. Please furnish data pertaining to 
background, degree of past success, will- 
ingness to relocate, age, family and ref- 
erences. Box 7031, c/o Automotive News, 
Detroit 26. 


SALES MANAGER 


Are you a Take-Charge Guy? 


Looking for the hottest deal 
country to take-charge of? 


in the 


Make a decision right now to come 
and make decisions for this big-city 
Auto Agency, selling the hottest of the 
big 3, in an Eastern big city noted for 
the rewards offered to hard-driving, 
hard-selling Sales Managers. 


If you like to train men—like to close 
—like to keep your fingers on the de- 
tails of deals—want to head-up a 15 
man sales team, then you'll be eager 
to cash in on the salary, profit-sharing 
and bonus’ waiting for you here. Write 
today telling us all about yourself, 
BUT ONLY WRITE IF YOU ARE INTER- 
ESTED IN A VERY HIGH DOLLAR. 


Box 7035, c/o Automotive News 














SERVICE MANAGER FOR inland southern 
California Cadillac - Oldsmobile dealer. 
Permanent position with well established 
firm. Must handle all phases of service 
operations, customer and employee rela- 
tions. General Motors experience pre- 
ferred. Reply, giving background, quali- 
fications, salary, age and availability. All 
replies confidential. Box 7030, c/o Auto- 
motive News, Detroit 26. 


SALESMEN WITH DEALER following to 
sell Scotchlite dealer emblems. Terrific 
opportunity for aggressive salesman. 
State territories covered. Box 7029, c/o 
Automotive News, Detroit 26. 


SALES career 


Nation-wide automotive parts and key- 
machine mfgr.-distributor offers depres- 
sion-proof sales opportunity. Protected 
territories with established accounts now 
available. Average earnings $8,000 to 
$10,000 per —. Company 





today giving background 
experience. 


CURTIS INDUSTRIES, INC. 
“OVER A QUARTER OF A CENTURY 
OF SERVICE” 

1130 E. 222nd. St. © Cleveland 17, Ohio 


DISTRICT SALES 
REPRESENTATIVES 


Nationally known company enlarging field 
sales organization has immediate open- 
ings for top-grade men to sell exclusive 
copyrighted new car merchandising pro- 
gram which offers new car sales a sure- 
fire “shot in the arm." Dealer response 


tremendous. 


Must have automobile dealer contact ex- 
perience or automotive background. Per- 


manent high income position; can be 
handled full time or with non-conflicting 


line. For personal interview in your city 
address President, Universal Pian, 
1916 N. Meridian St., Indianapolis, Ind. 


POSITION WANTED 


ACCOUNTANT - BUSINESS MANAGER — 
volume dealer experience with Chevrolet- 
Ford-Buick, Can operate efficient office 
and prepare daily operating control. Cali- 
fornia resident. Box 7017, c/o Automo- 
tive News, Detroit 26. 5 


WANT TO RETIRE? Do you need someone 
to take over and let you enjoy what you 
have worked for? I have advantageously 
disposed of my Lincoln-Mercury dealer- 
ship and am ready to get back in action. 
I have full knowledge of all departments, 
have operated under dealer Development 
and can make you money. My record, 
ability and integrity will stand the closest 
scrutiny. Age 42, married, have family. 
No deal too big or too tough if compen- 
sation is right. Box 7020, c/o Automotive 
News, Detroit 26. 


MANAGER — PRESENT GM dealer seeks 
Position with GM dealer as manager any 
department. Know all phases of dealer- 
ship operation from dealer viewpoint. 
Not afraid of work. Eight years auto- 
experience; four as manager; four as 
dealer, Because of short capital must 
dispose of present operation. Age 29, 
married, college graduate—graduate two- 
month DM course GMI, Flint. Locate 
anywhere, Salary or commission open. 
= 7021, c/o Automotive News, Detroit 
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Wisconsin Dealers 
Back Law to Ban 
Chain Sales Plan 


MADISON, Wis. — If the state 
does not step in, 100 auto dealers 
will be forced by competition to 
adopt the chain-referral method of 
selling cars, according to Louis 
Milan, executive vice-president, 
Wisconsin Automotive Trades Assn. 

Milan appeared before the Senate 
Judiciary Committee which is con- 
sidering a bill to outlaw the prac- 
tice. The chain bird-dog system is 
spreading through the state, he said. 

Senator Jones, Wausau Republi- 
can and author of the bill, noted 
|that the plan appeals to bargain 





CLASSIFIED WANT ADS' 


the nation's automotive industry 


POSITION WANTED ADS, 


Replies to 
CLOSING 


a oe 


POSITION WANTED 


MANAGEMENT ASSISTANT; Comptroller 
or secretary-treasurer, 20 years’ experi- 
ence both wholesale and retail including 
Motors Holding. Capable of assuming full 
responsibility. Desire permanent position 
to settle and raise family. Western Can- 
ada preferred. Box 6966, c/o Automotive 
News, Detroit 26. 


GENERAL MANAGER. GM dealer seven 
years, GM employee 12 years, Calif. CPA 
and Ins. agent, proven record of profit- 
able operation. No encumbrances. Re- 
plies confidential. Box 7004, c/o Automo- 
tive News, Detroit 26. 


ABLE COLLEGE GRADUATE. Some law, 
presently employed. Retrenchment and 
reorganization victim. Ten of 17 years’ 
business experience, automotive, as dis- 
trict manager, business manager, operat- 
ing and liquidating factory branches, as- 
sistant regional manager, factory staff. 
Familiar ail phases dealership operations. 
Interested in general managership—150- 
300 car deal or opportunity commensurate 
with experience. Write Box 6991, c/o 
Automotive News, Detroit 26. 


SERVICE MANAGER, Fifteen years’ ex- 
perience. Expert employee and customer 
relations. Training at General Motors In- 
stitute, Flint, Mich. Will relocate with 
volume Gereral Motors operation. Box 
7032, c/o Automotive News, Detroit 26. 


GENERAL OR USED car manager—i9 
years experience in closing and ap- 
praisals, expert pencil man. Capable 
manager on volume, spot delivery opera- 
tion. Reliable, mature judgment. Good 
organizer and leader. Married, 40 years 
old, Chicago area only. Armitage 6-9605, 
Chicago, Tl. 


SERVICE MANAGER, Wide awake. Above 
average control all phases. Experienced 
organization leader and builder, Execu- 
tive mechanical background, second to 
none. If troubled — service, personnel, 
owner relations, factory, you need my 
services. Relocate permanent. Interview 
now. Box 7019, c/o Automotive News, 
Detroit 26. 


BUSINESS MANAGER - ACCOUNTANT — 
thoroughly experienced with Chevrolet- 
Ford. Prewar volume experience—familiar 
daily controls. Box 7018, c/o Automotive 
News, Detroit 26. 

















Europe Opportunity 


4\-year-old American who is a general 
manager and has an outstanding record 
and experience in organizing and manag- 
ing an automobile dealership at a PROFIT 
—last year and this no exception. Aggres- 
sive and thoroughly experienced in all 
phases of the automobile and truck busi- 
ness. Now that my children are in college, 
would like to realize a life-long ambition 
of incorporating some successful ideas in 
the European market. Have visited Europe 
recently and found there are wonderful 
opportunities for good operators, For the 
past 15 years in the automobile business, 
| EARNED an average of 15 thousand dol- 
lars a year and the last few over 25 thou- 
sand a year—managing a million dollar 
a month business. Willing to consider a 
large dealership connection or with a car 
or truck manufacturer with opportunity 
first consideration; will also invest part 
earnings. Write Box 6987, c/o Automotive 
News, Detroit 26. 





DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING Cadillac - Pon- 
tiac. Includes land, buildings, stock 
equipment, etc. Corner location. Town of 
20,000. Everything for $50,000. Good op- 
portunity. Box 6993, c/o Automotive 
News, Detroit 26. 


SOUTH FLORIDA DEALERSHIP in “Big 
Three’’ line. Has ideal location, excellent 
lease, top-notch equipment and good or- 
ganization. Approximately 350 cars per 
year. No used car inventory or problems 
to buy. Principals only. Price $60,000, all 
cash. Box 7006, c/o Automotive News, 
Detroit 26. 


a 


hunters who hope to pay for autog 
or appliances through credits re. 
ceived by referring other buyers tg 
the store or dealership. 


He said these people become dig. 
illusioned when they find they can. 
not pay for their purchases through 
referrals. 


Raleigh Woolf, Milwaukee, op. 
posed the bill. He said the Legisla. 
ture should stay out of the picture 
and let dealers do their own 
policing. 


A. O. Smith Ups Brewer 


Fred L, Brewer has been named 
assistant to the purchases director 
for A. O. Smith Corp, Milwaukee, 


More than 150,000 persons read AUTO. 
MOTIVE NEWS every week! 


DEALERSHIPS AVAILABLE 


AGENCY FOR SALE handling Ford in the 
heart of the Florida citrus belt. Low 
overhead. Franchise calls for 68 cars and 
15 trucks per year. Sales price $20,000, 
Dealer is retiring. Write P. O. Box 
Crescent City, Fila., or telephone Cres. 
cent City OWen 8-6251, 





DEALERSHIP AVAILABLE handling — 
Plymouth, single line. A real money 
maker. Largest marketing area potential 
in North Carolina, Ideal climate, dictat- 
ing modern merchandising methods— 


$100,000 capital investment — required, 
Factory approval necessary, Write Box 
7009, c/o Automotive News, Detroit 26, 





DEALERSHIP HANDLING _Lincoln-Mer- 
cury in Indiana county seat town of 
18,000. Excellent location, heavy indus- 


trial area. This is a well established 
dealership. Low parts inventory, large 
used-car lot adjoining building. Good 


lease, Will repay investment first year. 
Box 6985, c/o Automotive News, Detroit 
26. 


DUAL GM AGENCY for sale—midwest— 
no used cars or accounts receivable. Very 
good trade area. Service potential unlim- 
ited. Lease available on building which 
includes large living quarters, 80 to 100 
car area, Shortage of capital and family 
situation demands disposal by present 
owner. Box 7022, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING GM—medium 
price field. One of the oldest established 
in Chicago. Excellent reputation. Well 
located. Volume approximately 1,000 cars 
annually. Lease building, Applicants must 
be well qualified financially. Box 7023, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING PONTIAC— 
southern South Carolina. Established 
1941. Owner taking on larger deal, Will 
sell inventory of parts and equipment. 
Rent building and home. Box 7024, c/o 
Automotive News, Detroit 26. 


DEALERSHIP HANDLING Lincoln-Mer- 
cury within 40 miies of Nashville in one 
of the south’s most progressive communi- 
ties. County has a large industrial pay- 
roll as well as substantial agriculture 
income. Facilities include a modern build- 
ing with used car lot adjoining and 
entire operation has a 200 foot frontage 
on four lane highway at edge of city 
limits, Business can be purchased and 
facilities leased at reasonable figures. 
Call or write Ben Freeman, Freeman 
Motor Co., Columbia, Tenn. 


HANDLING 2 GM LINES—colorful Rocky 
Mountains. 200 car potential. 90% shop 
coverage. Parts net $1,000 per month. 
$600,000 ,000 net profit. $55,000 
and take over. Will sell or lease ultra 
modern building. Owner. Box 7025, c/o 
Automotive News, Detroit 26. 














A few choice 


RENAULT 
DEALERSHIPS 


still open in NEW YORK STATE (excluding 
Long Island and NYC) and in NEW JER 
SEY. 


Write giving full details. 


AUTO FRANCE DISTRIBUTORS 
36 South Main St., Cor. Rte. 59 
Spring Valley, N. Y. 


VOLVO beatersuir 


Offers Big Opportunity 

Sell Sweden's “hot"* VOLVO—American 
car comfort, sports car handling and 
performance, miserly economy, Swedish 
precision. 
VOLVO dealerships now available in 
our territory: Alabama, Arkansas, Kan- 
sas, Louisiana, Mississippi, Missouri, 
Oklahoma, Tennessee and Texas. 


For information write or wire 
Nils Olof Sefeidt 
SWEDISH MOTOR IMPORT 


2221 Milam Telephone: CA 4-9456 
Houston, Texas 













































































DEALERSHIPS WANTED 


TWO YOUNG FORMER N. C. dealeré 
looking for GM deal. Would consider buy- 
in arrangement, Factory acceptance as 
sured, Have long experience all phases— 
new and used car operation. Highest ref- 
erences furnished. Box 7026, c/o Aut& 
motive News. Detroit 26. 


fe eee meee 
DESIRE SMALL DEALERSHIP handling 

Ford or Chevrolet. 100-150 units, New 
York State. Submit full details in strict 
confidence. Box 7027, c/o Automotiv® 
News, Detroit 26. 4 
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DEALERSHIPS WANTED 


D, CHEVROLET, PONTIAC or Buick 
—New England area. Minimum 200 cars. 
Have experience, ample cash and assured 
factory approval. Replies confidential. 
Box 7033, c/o Automotive News, Detroit 















DEALER SERVICES 


eS 
What will make salesmen work every day? 


they ha ra oo a if 
5 so, 
the ""b ly Check” Plan Book will lead them 


























PUBLIC SALE OF PENNSYLVANIA 
STATE USED CARS 
179 CARS IN HARRISBURG, PA. 


1954-1955-1956 Chevys, Fords, 
Plymouths with Low Mileage 


Other cars at Philadelphia, Ebensburg, Blawnox 
and 22 - 1955 Chevys at Franklin, Pa. 


These cars may be inspected Monda 


April 30, 1957 
By Sealed Bids 


through 


‘ Friday, 8:30 A.M. to 5:00 P.M., Holidays ex- 
cepted. General public and Dealers are invited to 
bid. Invitations to bid, listing cars, together with 
instructions to bidders, may be obtained by writ- 


ing to: 


J. D. Adams, Director, Automotive Bureau, Com- 
monwealth Garage, 22nd and Forster Streets, 


Harrisburg, Pa. 





% idea. It’s proven. 
IGHT NOW—mail with letter- 1955-56 Pontiac GM, Part 


ACCESSORIES FOR SALE 





New Mo-Par Radios 


1955-56 Chrysler, 1956 DeSoto, 
1951 to ‘54 Chrysier.....................$39.% 


8 and 9% Tube Sets in Original Cartons 








1956 Lincoln FOMOCO, 1956 


AUTOMOTIVE NEWS, APRIL 15, 1957 


BUSES FOR SALE 





SCHOOL BUSES 


We feel just wonderful these spring days. 
No. font... 9.8 Many of our customers are placing their 
545000 seesseses orders early, so we expect another banner 


Mercury FO Dense cece eee ee ee. SAV. | YOO. 
1957 Dodge—!956-7 Ford—i955-6 Plymouth— Available Now 
Ste 2—1957 Chevrolet 54 passenger 
Custom radio complete to fit in dash of 2—1957 Ford 60 passenger 
above cars. 3—1957 Ford 54 passenger 


Catalogues upon request. 


LIBERTY AUTO RADIO 
191 E. 161 St. New York 51, N. Y. 
MOtt Haven, 5-9466 


‘CARS FOR SALE 
ROBINSON CAR LEASING 
FLEET LEASED CARS 
1955—1956 


AT WHOLESALE 


CHEVROLETS, FORDS, PLYMOUTHS 
Available in: Philadelphia, Baltimore, Wash- 
ington, D. C., Pittsburgh, Akron, Cleveland, 
Detroit, Flint, Chicago, Milwaukee, Cincin- 
nati, Lowisville, St. is, K i 
coln, Neb., klahoma City, 
Dallas, New Orleans, Atlanta, Boston. 
ROBINSON CAR LEASING 
DIVISION 


THE HERTZ CORP. 
For specific information in any city, address: 
1. E. Spatig, Used Car Mor. WeEbster 9-2144 
218 S. Wabash Ave. Chicago, Ill. 


‘CARS WANTED | 


SEVEN PASSENGER CADILLAC limou- 
sines, ambulances and hearses. Must be/| 
sharp. Ridgway, Belmont 4-6611, Port- 
land 12, Ore. 


1956 CONTINENTAL for $5,000. George 





Viner, LaJolla, Calif. 


PARTS FOR SALE 





BUICK PARTS}. 


UP TO 50% DISCOUNT 
Fast C.0.D. Shipments 


Rea Keech Buick | 


3333 Frederick Ave. 


TRANSIT SALES AND SERVICE, INC. 
451 Kings Highway Fairfield, Conn. 
Telephone EDison 6-011! 

Ask for Frank T. Mee, Jr. 








TRUCKS FOR SALE 





CHEVROLET 2-TON Holmes wrecker, used 
3 months. 40 parts bins and counters. 
Earl's Chevrolet, 112 E. Bridge 


St., Elyria, Ohio. 


Inc., 





SHOP EQUIPMENT FOR SALE 


EXPLOSION-PROOF EXHAUST fans, 
vapor-proof flood lights, color-eye paint 
mixer, air regulator, pneumatic fan 
switch. Doyle Vac-It. E, 
Alliance, Ohio. 





0. Redmond, 





ANTIQUE CARS FOR SALE 





1908 BUICK ROADSTER, 3 passenger, un- 
restored. Lee West, Greenfield, Ohio. 
Phone 74. 





“MISGRELANROUS 





TUBES FOR 14" TIRES 
Ist Quality Merchandise 


Fully Guaranteed. 
These Tubes a Must for You 
Your Cost 
750-800-14 Group List $4.50.. ee 
850-900-950-14 Group Price $4.90......... $2.45 


All Taxes Included 


: CHARLES BERMAN 
12% Spring Garden St. Philadelphia 23, Pa. 








79 





MISCELLANEOUS 


AND CAR SIGNS made easy 


TRUCK 
with plastic letters. Metal, wood and 


masonite letters also. Brass stencils. 
Signs for every purpose, Jim Ramsey, 
Inc., 175 Jefferson, Lexington, Ky. 





ARE USED CARS MOVING? 


Slick up those soiled interiors! 
Use “Nuagane” for leathers and 
“PeVec” for plastics. 

Used over the world for over 40 years. 


Write for information and color card. 


GRAYS HARBOR MOTORS 
1ST AND G STS. ABERDEEN, WASH. 


Automatic Braking 


WITH BRAKE HOOK-UP 
ONLY. . $5945 cus 
COMPLETE with $ 61 


Guide Cables and 
$35.00 
TowKinG 2.0, 


QUICK-TOW Bumper- 


to-Bumper Tow 
TRI-KING 3-Point Hook- 


BRAKE HOOK-UP.......... 
Hook-Up $45” 


Tow Bar Sales Co. 
Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect ."$,3s%0 aes 
40 So. Clinton St., Chicago 6, Ill. 








MISCELLANEOUS 


U. S. GOVERNMENT SURPLUS 





Baltimore 29, Md. 
Phone EDmondson 6-4400 | 





NOW! PLASTIC GLASS for truck doors 
guaranteed not to break. Prices on re- 
quest. Fast C.O.D. shipments. Aberdeen 
Auto Parts, Box 283, Aberdeen, Md. 


GENUINE CHEVROLET PARTS. (1) 37-39 
short motor biock in original factory 
crate—-$75. Other genuine parts 36-56. 
List on request. Taylor's Chevrolet, 45 
8. Main St., Sharon, Mass. 

FORMER PONTIAC DEALER. Will sell | 
in lump—$2,500 worth, at dealer's cost, 
genuine Pontiac partse—'49 thru ‘56 for 
$1,400. Ed Cary Motors, Inc., 69 Connec- | 
ticut Ave., 8. Norwalk, Conn. 


__ MISCELLANEOUS ; | 







BLUE © CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 


DEALERS’ SPECIAL (F.0.8. Factory Net) 
$52.35 Fed. Tax included 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


ee 
GUIDE CABLES 
DEALERS’ SPECIAL (F.O.8. Factory Net) 
$9.90 Fed. Tex included 
» s 


THE FAMOUS 
MOTO-MATIC 


TOW -. GUIDE 


Four C Hook-Up 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$44.85 Fed. Tax included 
ie 3 
Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


‘Leaders in the Industry 
Since 1939” 


AUCTION SALE 


Memphis Air Force Depot 


Mallory A.F. Station, Memphis, Tenn. 
April 25, 1957—9 A.M. 


Hundreds of items including but not limited to: 


Automobile and Truck Equipment; TEXTILES; Engines and Parts; FOOD SERVING 
EQUIPMENT; Machine Tools and Metalworking Equipment; CABLE FITTINGS; 
Service, Trade and Special Industry Machinery; PUMPS and COMPRESSORS; 
Fire Fighting Equipment; PIPE, TUBING, METAL BARS, SHEETS and SHAPES; 
Valves and Fittings; SHOP REPAIR and Maintenance Equipment; HAND TOOLS 


and HARDWARE; Light Fixtures, Lamps and Furniture; COMPOUND, CON- 
TAINERS and PACKAGING SUPPLIES and hundreds of other items too numerous 
to mention! 


Terms: A deposit of 20% of anticipated purchases in cash or certified check 
will be required. Deposit can be made during inspection period in order 
to save time on day of sale. Make all checks payable to TREASURY OF 


THE UNITED STATES. 


Inspection: April 15 through April 24—8 A.M.—3 P.M. C.S.T. each day. Satur- 
days, Sundays and holidays excluded. A catalog listing the property 
to be sold and the conditions of the sale may be obtained FREE by 
contacting Disposal Officer, Memphis A. F. Depot, Memphis, Tenn. 


Phone Gl 8-4411, Ext. 224. 


W. E. Hancock & Associates, Auctioneers 
HOME OFFICE, JONESBORO, ARKANSAS 
Write for FREE Brochure! 


—-----—---------~-----~---------,; 





New Subscription Order 


Send Automotive News to Address Below : 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [J 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


Wi dbedacdsdacnnensndensnsn0ncessettsesdeWeeiminkareuttiackn bees 
Street Address... ....-..-eecseeeseegeseseseeceseeees Zone No......... 
iccsccsonatesesseéusocnscnonne ecsoesecccsere Ss we dnccackstaoas 
TRADE CONNECTION: 
Car Dealer () Truck Dealer [) Manvfacturer [] 
Jobber [] insurance [] Financial [J Supplier [] 
Make of Car.......cecesccees Sedcccescececcece Devcacessscasesosesas 


4-15-57 
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Laboratory tests uncover results of neglect of cooling systems. 





4 
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Dow reports on why you should check cooling systems 


Scientific studies show that customer complaints of overheating— 
poor summer gasoline mileage—and sluggish engine performance 
can often be traced to neglect of the cooling system. 


You know how horsepower is increasing in modern cars. But cool- 
ing systems have remained essentially the same! This means they 
‘have to do more work. And if they are clogged with rust, corrosion 
and dirt, the engine’s going to lose lots of pep and power. 


That’s where you—an expert—take over. If the car has been driven 
all winter, you should drain, clean (if necessary), flush and care- 
fully check the entire cooling system—radiator, hoses, fan belt, 
gaskets, thermostats, water pump and other danger spots. Then 


add fresh water and a quality rust inhibitor for safe summer 
driving. 


This is the kind of service that customers appreciate. This is what 
brings them back to you regularly. 


Dow Automotive Laboratories recommend you do these two 
things to every customer's car that has gone through a hard winter 
of driving: 


1. Drain, clean (if necessary), flush and thoroughly check the cool- 
ing system. 


2. Add a good rust inhibitor and fresh water to the clean radiator. 


The Dow Chemical Company, Midiand, Michigan 





